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JOB DATA 


Machine: Jones & Lamson Thread Grinder 

Part: Rock Bit 

Thread: 4/2 API, 5 threads per inch 

Steel: 4620 

Wheel: Multi-rib Diamond Dress—24” dia. (new) 
Speed: 1910 rpm (max.) 
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Accurate threads... fine wheel 
performance...low costs 


XACO GRINDTEX OIL 411 is used exclusively for this emulsion, Texaco has one exactly right to produce the 
pass thread grinding job at the Fort Worth plant results you want: longer wheel life, greater accuracy, 
hicago Pneumatic Tool Company. After more than better finish and lower cost. 
f ears’ experience with Texaco Grindtex Oil 411, the There is a complete line of Texaco Cutting, Grinding 
ny reports: (1) excellent wheel performance; (2) and Soluble Oils to help you do all your machining 
accurate thread form; (3) fine finish; (4) long oil better, faster and at lower cost. A Texaco Lubrication 
ind (5) low operating cost. Engineer will gladly help you select the proper ones. 
ico Grindtex Oil 411 is especially suitable for grind- Just call the nearest of the more than 2,000 Texaco Dis- 
irdened steels where accuracy and fine finish are re- tributing Plants in the 48 States, or write: 
and difficulties with surface discoloration and tr 
rning must be overcome. The Texas Company, 135 East 42nd Street, New York 
Whether your grinding requires a straight oil or an 17, New York. 


) UPC [44 Lubricants, Fuels and 





Lubrication Engineering Service 


TUNE IN...TEXACO STAR THEATER starring JIMMY DURANTE on television .. . Saturday nights, NBC. 
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| low-current starting 
TEES seat wie erences 


PART WINDING 
START MOTORS 


Here’s the easy and inexpensive answer to having big motors 
that will start easily when starting current is limited. Part winding 
starting is available on all popular size Century motors up to 
400 H.P., polyphase, in drip proof, totally enclosed and explosion 


proof frames, horizontal or vertical mounting. 


For fast service from stock, call your nearby Century Distributor 
or Century District Sales Office. 


To CENTURY ELECTRIC COMPANY 
1806 Pine Street ° St. Louis 3, Missouri 


Please send copy of bulletin “Where Low Starting Current Is Required” 





Name Title coe 
Company ee ‘sieaiaelia 
Address : ee I Pie as Guliecancaecis ee 
City span Saati ai ee en eres SE es 


Performance Rated © 
MOTORS 
1/20 to 400 H.P. 





1806 Pine Street © St. Lovis 3, Missouri © Offices and Stock Points In Principal Cities 





PURCHASING published monthly by C-M Business Publications, Ine., emnidiery wwe PUBLICATIONS, INC., Publication Office Orange. 
Conn. Editorial Pend Execu Executive Offices, 205 E. 42nd St., New York 17, N. Entered second class matter August 9, 1942, at the Post Office in 
Orange, Conn., under the act of March 3, wu Subscription rates, United “States, U. S. Possessions and Canada, $4 per year; elsewhere $10 per year. 
Bingle copies $1.00. June, 1956. Volume XL, 
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Hose swallows coal 
that’s dug out of a river 


1 typical example of B. F. Goodrich improvement in rubber 


‘ 


; 


the bottom of a nearby river 
the coal used in an eastern 
unt. The coal, along with silt, 
water, is dredged from the 


nd pumped into this building 
the coal is separated. 


\ere was one trouble. A hose 

| the pipe to the tanks you 

picture. And the sharp, gritty 
were wearing right through 
in only nine months. 

1 B. F. Goodrich man heard 
the trouble, and suggested 
B. F. Goodrich hose with a 
lining made of the toughest 
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wear-resisting rubber known. Another 
hose just like this has even swallowed 
10-pound chunks of iron ore without 
damage. So, in this power plant, after 
18-hour-a-day use for over a year, the 
B. F. Goodrich hose is still in such 
good shape that engineers expect it to 
last another three years. 

B. F. Goodrich has made hundreds 
of improvements in dozens of kinds of 
hose to make them last longer, cost 
less. Most improvements, while mak- 
ing the hose stand more abuse, have 
also made it more flexible and easier to 
handle. B. F. Goodrich makes hose to 


carry almost anything—air, water, gas- 
oline, steam, chemicals, and even dry 
materials such as flour or cement. Your 
B. F. Goodrich distributor is an expert 
at solving hose problems. Call him 
when you need help, or write B. F. 
Goodrich Industrial Products Company, 
Dept. M-644, Akron 18, Ohio. 


B.EGoodrich 


INDUSTRIAL PRODUCTS 
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WHY THE FEED BAG BECAME A FLOWER POT 


Remember horses? They were strong, kindly four-legged animals and they used to be essential in our lives, par- 
ticularly on the farm. Then, in just a few short years, the farm equipment industry changed everything. Today’s 
mechanized farmer produces more with less work, and enjoys more of the good things of life. Improvements 
in farm equipment have often gone hand-in-hand with progress in steelmaking. And, at Inland, we’ve been 
working for many years at the job of producing the right steels for better farming. 


INLAND STEEL COMPANY 38 South Dearborn Street, Chicago 3, Illinois. Sales 
Offices: Chicago, Milwaukee, St. Paul, Davenport, St. Louis, Kansas City, Indianapolis, 


Detroit, New York. Steel products supplied to the farm equipment industry include hot and cold < IN LAN 0 > 


rolled sheets and strip, Ti-Co galvanized sheets, bars. Other products: plates, structurals, 4-Way 
safety plate, tin mill products, reinforcing bars, rails and track accessories, coal chemicals. 
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to wire pullers—tools that help make better workers and smooth sentative will be glad to help you select tools in a size, capacity and ability 
are quickly available via Graybar. Your local Graybar Repre- to meet every requirement. Check your telephone directory. Call G:aybar first! 


TOOLS for MAINTENANCE-CONSTRUCTION-PRODUCTION 


—from over 130 Graybar locations 


at help get the job done faster are available from Graybar offices 
‘ehouses located in the principal cities of the nation. 
one call brings prompt attention. Every Graybar location is geared 
ou accurate price, specification and delivery information on hand, 
ical and motor-driven tools. 

ive buying time, paper work and avoid delays through Graybar’s 

ation of order assembly, shipping and billing procedures. 
get up-to-date tools of proven design and construction for hard 
all products of well known manufacturers. 





|| discover that Graybar is the most convenient single source of Users of electrical equipment in U.S.A. and 
hing electrical. We welcome your inquiries, both large and small. possessions can have a free copy of this 
s +) a ‘ d 4 : A catalog — one of the most comprehensive on 

- Specialists in the major electrical fields are available to advise electrician tecls ever published. Send ws 
sult with you or your electrical contractor. your name, firm, and address. 626-176 


FIRST FOR 





« Grayba 


GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK, IN OVER 130 PRINCIPAL CITIES: 
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FREE INFORMATION SERVICE 


To get further information on anything mentioned in this issue, use Reader 
Service Card opposite page 17 





























They may Look the same but... 
merican is the name! 


Your true cost of modern fasteners consists of four factors: 
1. price 3. quality 
2. service 4. research 


Sometimes there are local price differentials for the moment. 
But no one gives you more of all four than American. 


American Gives You More of All Four 

. in service, where American’s controlied servicing meets any 
production schedule . . . a furniture manufacturer, for instance, uses 
more than 7 million American Phillips fasteners a year. 


. in quality, where American’s quality standards are highest in the 
industry to assure conformance of every product run. 


. in research that has developed not only the original Phillips 
Head fastener but saved an aircraft manufacturer substantial 
sums by showing him how to change from a costly stainless steel 
fastener machined from bar stock to a sturdy cold-headed unit. 


If this sounds unique in the industry, it is. 

For nowhere will you find more of the four basi 
features you want than from American Screw 
Company — price, service, quality, research. 


Make your own comparisons . . . send us your inquiry 
for price and delivery or your specifications for special oe re 
fasteners. Write: AMERICAN SCREW CO. + WILLIMANTIC, CONN. 


NORRISTOWN, PA. + CHICAGO, ILL. * DETROIT, MICHIGAN 
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GRINNELL OFFERS YOU 























the largest line, widest distribution, finest service in 


PIPE HANGERS AND SUPPORTS, ANYWHERE! 


Grinnell is America’s No. 1 supplier of pipe hangers and 
supports. There is no other company, anywhere, which 
provides as thorough and complete distribution service; 
makes as complete a line; or can cooperate as fully with 
you on all your piping assignments.. 

Through Grinnell’s coast-to-coast system of strategically 
located warehouses and jobbers, for example, you can 
purchase Grinnell Hangers out of stock, anywhere. 
Moreover, Grinnell, alone, of all manufacturers, main- 
tains a staff of trained personnel that is ready to work 
with you “on the job”, anywhere, in solving any problem 


Grinnell Company, Inc., Providence, Rhode Island 


pipe and tube fittings °* welding fittings ° 
Grinnell-Saunders diaphragm valves * pipe * 
industrial supplies ° 


June, 1956 


engineered pipe hangers and supports ° 
prefabricated piping ° 
Grinnell automatic sprinkler fire protection systems ° 


connected with erection of pipe hangers and supports. 
Profit by Grinnell’s nationwide service, large-capacity 
manufacturing facilities, and practical knowledge 
gained during more than 100 years of service in the 
piping field. Next time, specify Grinnell Pipe Hangers. 


GRINNELL 


AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Coast-to-Coast Network of Branch Warehouses and Distributors 


Thermolier unit heaters * 
plumbing and heating specialties * 
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valves 
water works supplies 
Amco air conditioning systems 
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Ship fast 


NITED offers 300-mph DC-6A Cargoliner service coast to coast! 

NITED alone has radar-equipped DC-6A Cargoliners for 
smoother flight, more dependability ! 

NITED alone links major markets in the East, Midwest, 
all the Pacific Coast! 


Ship sure 


ED'S DC-6As have greater tie-down strength 
than any other cargo plane! 

















JITED’S DC-6A Motorized Tug Bar moves heaviest pieces 
with extra care! 
'TED’S pre-loaded mobile pallets help protect cargo, 
speed handling! 


Ship United 


(TED’S Telemeter Airbill means faster 
pick-up at terminal points! 


NITED offers reserved Air 
Freight space on all 
equipment! 

NITED’S centralized payload 

control guarantees 
space dependability! 






Examples of United’s Low Air Freight rates— 
per 100 Ibs.* 
NGI to CREVGLAND.. . 2 et ctw st ltl 
FORK ta DEIN x ws se KS ee 


NVER to GAGA nw kw cs ce we ee we aw 
TILE te LOG AROGRRES.. © ce nae swe > : 
ELPHIA to PORTLAND ....... . $24.15 


RANCISCO to BOSTON ...... . . $27.00 


e the rates for most commodities. They are often 
r larger shipments. Rates shown are for information 
subject to change, and do not include the 3% 

x on domestic shipments. 


/ 


e or information, call the nearest United Air Lines Representative. Write for free Air 
booklet, Cargo Sales Division, Dept. C-6, United Air Lines, 5959 S. Cicero Ave., Chicago 38. 
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GOODYEAR INDUSTRIAL PRODUCTS 
@® saa COMPASS-V-STEEL Belts 


A Uni-plane section of 
endless high tensile 
steel coble delivers up 
to twice the horse- 
power of other belts 
at 10-10,000 f.p.m 


with no stretch 

Vents open between 
pulleys, dissipating 
heat 


D Highest quality rubber underbody Cc 


Vents compress round 
ing pulleys, giving 
continuous gripping 
surface 


E Sturdy bias-laid fabric cover 


resists wear 


G.T.M. ups V-Belt life on looms from hours to year 


i. of too frequent gear replacement, muscled belts are still going strong after over 
standard V-belts were tried on these a year’s service with minimum take-ups. 
jolting, heavy duck loom drives. But then the The G.T. M. or Goodyear Distributor may 
belts lasted only a few hours. solve your V-belt or other industrial rubber 
The G.T.M.— Goodyear Technical Man— _ problems with equal success. Why not call 
answered this problem with COMPASS-V- them? Or write Goodyear, Industrial Products 
STEEL Belts (see blueprint). These steel- Division, Akron 16, Ohio. 


COMPASS-V-STEEL BELTS by 


GOODZYEAR 


THE a NAME IN RUBBER 


Compass—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 








IT’S SMART TO DO BUSINESS with your Goodyear Distributor. He can give you fast, dependable service on 
Hose, V-Belts, Flat Belts and many other industrial rubber and nonrubber supplies. Look for him in 
_ the Yellow Pages under “Rubber Goods” or “Rubber Products.” 
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BORROUGHS 
“CYCLOPS” Swing-Door STORAGE CABINETS 


We have prepared a special, colorful, 4-page piece of literature on the popular “Cyclops” 
Storage Cabinets. It gives all the facts. After you read the outstanding and interesting 
features of the “Cyclops”, we know you will agree it offers everything desired in a 
storage cabinet. Just drop a line to our sales department today. Your request will be 
answered at once. 



























































3 
. J 
STORAGE es 
8 
COMBINATION 
aa ion TT 
1 
») I handle i | 
\\! dees the wansness . patant apenian POR 
work of 2 Lf 


YOU'LL BE BETTER SATISFIED WITH BORROUGHS PRODUCTS 
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Bookcases and Storage Units. sliding Ste ge Cabi _ Library jetvin | Wee Open Shelf Fi bt I Shelving 
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BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3014 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


its and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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He buys a million dollars’ worth 


of oil a day...by telephone 


C. H. Whitman. manager of crude oil 
purchasing for the Esso Standard Oil 
Co. refinery at Baton Rouge, La., 
buys a million dollars’ worth of 
crude oil every 24 hours. 

And he does all his buying by tele- 
phone. It gives him the fast-moving 
means of communication he needs to 
keep a steady flow of oil arriving at 
the refinery. 

In buying, selling and almost every 


other phase of business, many of 
\merica’s most successful companies 
large and small—are using the tele- 
phone more and more to get the job 
done quickly and at low cost. 
We'd like to suggest specific 
ways you can use the telephone 
most profitably in your busi- 
ness. Just call your Bell Tele- 
phone Business Office. 
BELL TELEPHONE SYSTEM 


LONG DISTANCE RATES ARE LOW 
Here are some examples: 


Cleveland to Pittsburgh 60¢ 
New York to Boston 75¢ 
Baton Rouge to Dallas $110 
Atlanta to Baltimore $135 
Chicago to Seattle $220 
These are the daytime Station-to-Station rates 
for the first three minutes. They do not in- 


clude the 10% federal excise tax. Call by 
number. It’s twice as fast. 


For More Information Circle No. 163 on Inquiry Card—Page 17 


June, 1956 








These Crane valves holding 25 microns absolute pressure 
after 2 years on vacuum service 


Case History—Valves fre- 
y are the most critical points 
1cuum system. But that’s 
e case with this large South- 
ht metals refiner. 
plant reports no trouble or 
e over a 2-year period in 
ining a vacuum of less than 
rons absolute for its distilla- 
rocess. 
tight-holding valves installed 
years ago on the lines from 
pumps shown above are 
No. 1611 diaphragm pattern. 
|2-in. packless iron body 
ure used about once daily. 


They’ ve allowed no in-leakage at 
the seat, bonnet-joint, or through 
the diaphragm. No maintenance 
whatever has been given the valves 
since installed. They operate easily 
and look good for such service in- 
definitely. 

This high efficiency performance 
is mainly due to Crane separate 
disc and diaphragm design. The 
diaphragm used as a bonnet seal 
only is not subject to destructive 
crushing. Conventional type disc 
and body seat provide a metal-to- 
Neoprene seating that’s ideal for 
vacuum and hard-to-hold fluids. 


Moderately priced, Crane dia- 

phragm valves deserve your con- 
sideration for many ordinary serv- 
ices, as well as sludges, slurries and 
corrosive fluids. 
They are made 
in a wide variety 
of body and trim 
materials, in % 
to 12 in. sizes. 

Ask your local 
Crane Repre- 
sentative about 
them, or write to 
address below for 
literature. 


GC RAN E VALVES & FITTINGS 


PIPE e KITCHENS «© PLUMBING ¢ HEATING 
1855—Crane Co., General Offices: Chicago 5— Local Service Everywhere Through Branches & Wholesalers 


For More Information Circle No. 164 on Inquiry Card—Page 17 
PuRCHASING 








n- 
V- 


Ts 








PRODUCER GOODS 
BOOM 


AUTO MODEL 


POLICY CHANGE 


PRICES WILL 
GO UP 





REPORT 


for purchasing agents 








June 1, 1956 


This is the year of the big boom in producers’ goods=-=plant, 
equipment, machinery--and the swing up will carry through the 
year. Business spending for new plant and equipment may reach 
as high as $35 billion this year. This is $6.2 billion greater 
than was spent last year. Sy 

Producers' goods boom comes at a time when the consumer goods 
industry=--mainly autos and homes--has been slacking off. 


* * * 


Auto industry will coast through this year at a lower level 
than the peak output of last year. New models will be introduced 
as fast as tooling willallow. It will not be a mere face-lifting 
job. Auto industry leaders talk about a real model change--and 
forecast that from here on in, the face-lifting treatment will 
be discarded. It will be new models each year. 

Model change policy will call for large investment in de- 
Sign and tooling--will also affect whole auto policy in manu- 
facture and inventory of spare parts. 

Speculation on gasoline turbine engines for autos tends to 
be too optimistic. Turbine engines will come first for heavier 
vehicles--trucks and buses. 

Turbine for passenger cars will only come when bugs have been 
worked out--five years and possibly 10 years off. 


* * * 

















Price trends will continue to be spotty--with general push 
toward higher prices. Rise has been gradual but steady through- 
out the last 12 months. Steel price increase will give the whole 
price front an added push. Certainly prices will not be lower-- 
but at the same time no abnormal increases are expected. 

Some price adjustments downward are expected. There are 
always movements in prices that are contrary to general trend. 

Recent break in copper prices is example of a price movement 
against the trend. World copper price had increased as a result 
of agreement between Chile and Great Britain, while the U.S. 
price remained at alower price. This artificial difference was 
sustained as long as the overall supply of the metal was less 
than demand. 

When a balance was attained between world supply and demand, 
the market price of copper dropped, even though the general trend 
of prices is up. 

Beate Sabon atest prices recently showed similar break in the face 
of certain indications that steel prices will go up. 
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AMERICAN offers Ie FELTS 


\4 





Nylon - Orlon - Dacron - Dynet 


\merican has discovered how to felt these four to many important gases and fluids, but it is 
4 nthetiec fibres, individually or in blends. They expected that engineers and designers will eagerly 
t o can be combined with wool or other natural seize upon the new materials and find additional 
Fs bres. Thus quite new felts can be produced in applications. 
i rardage to your exact specifications, to perform Thus the art of felting takes another great 
3 d tasks with new efficiency and economy, or step forward. American will gladly collaborate 
4 enable you to create new methods, processes and with you in the important task of specifying the 
} plications. The most obvious use for felts of felt that will serve you best in each given set of 
i ntheties is in filtration, because of resistance conditions. 
- 
ra 
| American Fel 
erican felt 
| Company 
3 TRADE MARK ® 








GENERAL OFFICES: 74 GLENVILLE ROAD, GLENVILLE, CONN. 


SALES OFFICES: New York, Boston, Chicago, Detroit, Cleveland, Rochester, Philadelphia, St. Louis, 
Atlanta, Greenville, S. C., Dallas, San Francisco, Los Angeles, Portland,.San Diego, Seattle, Montreal.— 
PLANTS: Glenvilie, Conn.; Franklin, Mass.; Newburgh, N. Y.; Detroit, Mich.; Westerly, R. |. —ENGINEERING 
AND RESEARCH LABORATORIES: Glenville, Conn. 
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Similar fluctuations are expected but the general trend will 
be up, and with the steel prices setting the pace. 


x * * 
INVENTORY LEVELS Inventory trends show further increases--some due to hedg- 
SUGGEST CAUTION ing against higher prices expected in the future. Large inven- 


tory tends to inject caution--but there is no real concern as 
long as rising inventory is accompanied by rising sales. 
* 
CONSUMERS OPTIMISTIC While consumer goods sales are trailing behind the big boom 
in plant expansion, consumers are highly optimistic. 
Survey of consumers about their income prospects and about 
their intentions to buy shows that the consumer feels pretty 


much the same about his prospects and about buying as he did last 
year. 





— ———- 


year than last, and feels that his prospects ror the future 
are a bit brighter. 

These attitudes are in contrast to the actual trends as re- 
ported in the market place. 

shere may not be the big sales push that carried the level of 
auto sales so high last year--or it may be that the 1956 models 
are not radically different from the 55's. 

In housing, money was easier last year, and this was an in- 
ducement to make a deal. 





te 


METALS DEMAND Priority take in metals continues at a high level with little 
CONSTANT change in military requirement for aluminum, copper or steel. 

Outstanding exception is pressure on nickel. Government 
take has been increasing and will continue to increase. Reason 
is the use of heavier aircraft calling for materials that can 
take high temperature--specifically jet engines. Civilian use 
of nickel has been sharply curbed, and all civilian uses are on 
an industry-rationed basis. 

This controlled balance between military and civilian will 
continue. Manufacture of missiles, not yet in large scale pro- 
duction, will sharply increase need for materials that can take 
high temperature. Developments in gas turbine engines for uses 
other than aircraft will put added strain on nickel supply. 

Office of Defense Mobilization has been deferring its stock- 
pile purchase of aluminum, nickel and copper to keep the tonnages 
available for non-military within a reasonable level of demand. 

Government view is that tight supply outlook in non-ferrous 
metals will continue, and that the slack that appears from time 
to time in copper will in the long run give way to continued in- 
crease in demand. 














ste ste ste 
7 F F 








SOVIETS ARE TOUGH Policy in foreign trade and foreign aid is taking a new turn 
TRADERS sparked by the relationship between the West and East. Soviets 


are offering technical and industrial aid to underdeveloped 
countries in the Far East, Middle East, Africa, and even Latin 
America. 

While it is clear that these offers have strings attached to 
them—as between accepting aid with strings, or getting no aid, 
there are few countries that will look the Red gift horse in the 
mouth. 

To counter these developments, U.S. policy is switching to 
a larger measure of industrial and economic aid—bringing eco- 
nomic cooperation into the picture in the North Atlantic Treaty 
Alliance relationship, and putting increasing emphasis on in- 
dustrial and technical cooperation. 

Facts are that the Soviets have broken out of containment 
on both the military and the economic fronts, and there is nowa 
large measure of competition between the West and East for 
sources of raw materials and for markets. 






























Catch the eye 
capture the 


CAPS IN COLORS AID BRAND REC- 
OGNITION: Colorful closures made of 
Beerte® Urea Molding Compounds iden- 
tify many leading brands of toiletries and 
pharmaceuticals. BreeTLe offers countless 
design opportunities in the color of your 
choice. It’s stain resistant, reasonably 
priced, attractive to the eye and hand. Step 
up the competitive appeal of your package 





with colorful, quality Beetie! 


DELICATE HI-FI COMPONENTS 
NOW “WRAPPED” IN TOUGH PLAS- 
ric: The Pickering pickup and styli are 


made virtually impervious to shock, wear 
and humidity by embedding the sensitive 
parts in Lamrnac® polyester resin. The 
one-piece, self-encased units are easy to 
assemble and finish...styli units are 
colored to identify type and size. 


Get started on tomorrow’s new profit opportunities today. 
Call Cyanamid for advice and cooperation in melamine 
and urea molding compounds... polyester resins... 

resin adhesives ...resins for surface coatings. 


IN CANADA: 


North American Cyanamid Limited, Toronto and Montreal 


OFFICES IN: 


Boston » Charlotte + Chicago * Cincinnati + Cleveland + Dallas + Detroit 
Los Angeles » New York + Oakland + Philadelphia + St. Louis + Seattle 





CONSIDER THE CASE OF THIS 
HOME CIRCUIT BREAKER: Federal 
Pacific Electric Company’s home circuit 
breakers are cased in low-cost brown 
Beetie 1005. Advantages: high arc resist- 
ance, high dielectric strength, good mold- 
ability, speedy molding cycles with low 
scrap loss. Consider the case BEETLE might 
make for your electrical parts. 





NOT A NAIL ANYWHERE! All joints 
in the Anderson Coach are electronically 
“welded” with Urac® Resin 185, which 
makes joints actually stronger than wood 
itself... much stronger than nailed joints. 
Use this gap-filling, craze-resistant, 
moisture-resistant resin adhesive for 
strong, sure bonds in assembly gluing and 
lamination. 








-— 


<—_E¥ANAMID_— 











AMERICAN CYANAMID COMPANY 
PLASTICS AND RESINS DIVISION 


30C Rockefeller Plaza, New York 20, N.Y. 
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SPECIAL SERVICE FOR READERS 


You will want additional information about the equipment, materials, serv- 
ices or methods described or advertised in this issue of PURCHASING. 


As a special service, our Reader Service Department will gladly and promptly 
arrange to have manufacturer’s literature regarding any item in this issue 


sent directly to you. 


Two cards are provided—one for you, and one for the individual to whom 
you pass your copy of PURCHASING: 


EACH ITEM ADVERTISED HAS 
A NUMBER 


EACH ITEM DESCRIBED HAS A 
NUMBER 


DECIDE ON WHICH ITEMS 
YOU WANT MORE DATA 


CIRCLE THE CORRESPONDING 
NUMBERS ON THE READER 
SERVICE CARD ON THIS PAGE 


SIGN THE CARD AND DROP IT 
IN THE MAIL. NO POSTAGE 
NECESSARY 


PURCHASING WILL HAVE THE 
MANUFACTURER SEND YOU 
THE LITERATURE WITHOUT 
DELAY 





READER SERVICE is @ monthly fea- 
ture of PURCHASING Magazine de 
signed to help the reader get all the 
information needed with the minimum 
ef time end effort. 
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JUNE, 1956 
Circle numbers of items described or edvertised im this issue. (not good after 8-15-56) 
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LEARN ABOUT SINTERED BEARINGS 


Engineering bulletin No. 18 discusses design, 
metallurgical requirements and alloy selection of 
sintered bearings. A table correlates specific bear- 
ing needs with the proper alloy. 

United States Graphite Co. 


Circle No. 1 on Inquiry Card—Page 17 


ALL TYPES OF FERRO ALLOYS 


The analyses, available sizes, and prices for over 
50 different ferro alloys and metals used in the 
production of steel and iron are covered in a 
32-page revised price list. 

Electro Metallurgical Co. 


Circle No. 2 on Inquiry Card—Page 17 


HAVE YOU MATERIALS TO MOVE? 


A complete line of stitched canvas belts is de- 
scribed in an illustrated catalog. Hints are given 
on all types of conveying—general purpose, pack- 
age, hot materials, abrasives, etc. 

Main Belting Co. 
Inquiry Card—Page 17 


Circle No. 3 on 


FASTEN DOWN ANYTHING 


Two-color catalog No. 21 furnishes dimensions 
and prices of a complete line of machine screws 
and nuts, stove bolts and nuts, threaded wires and 
sink bolts. Rivets to order are listed. 
The Progressive Mfg. Co. 

Circle No. 4 on Inquiry Card—Page 17 
NO HIT OR MISS IN ORDERING 
GRINDING WHEELS 


A 12-page illustrated booklet shows how grinding 
wheels may be ordered to strict manufacturing 
formulas through the use of electronic computers. 
They provide user with greater work accuracy. 
Bay State Abrasive Products Co. 
Circle No. 5 on Inquiry Card—Page 17 
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information for your II (as 


catalog 


WELDING BASE METALS 


Simplified welding procedures for metals 


base 
are described in a 140-page pocket data book 
(T IS 2575). It covers 120 welding rods, electrodes 
and welding compounds. Weld preparation is de- 
tailed. 


Eutectic Welding Alloys Corp. 
Inquiry Card—Page 17 


SPECIFYING POWER EQUIPMENT 
UP TO 600 VOLTS 


Reliable information is provided in a 160-page, 
2-color catalog (GEC-1032A) for specifying elec- 
trical distribution equipment for up to 600 v. It 
contains photos, descriptions, ratings, prices. 

General Electric Co. 
Inquiry Card—Page 17 


CHOOSE THE PROPER ELECTRICAL TAPE 


A 12-page booklet is compiled to aid the selection 
of electrical tape best suited for every insulating 
and protecting application in electrical construc- 
tion, manufacturing & maintenance. 

Jonns-Manville 
No. 8 on Inquiry Card—Page 17 


DON'T WORRY ABOUT NICKEL SHORTAGE 


Stainless steel buyers will learn about nickel- 
free Type 430 stainless steel sheet in a 16-page 
illustrated booklet. It describes its price advantage, 
physical properties and application. 

Washington Steel Corp. 
Inquiry Card—Page 17 


Circle No. 6 on 


Circle No. 7 on 


Circle 


Circle No. 9 on 


PROTECT YOUR WELDERS 


A 48-page catalog (No. 24) covers welding helmets, 
hand shields, electrode holders, a weld testing 
machine, face shields and screens, goggles and 
other welding industrial safety products. 
The Fibre-Metal Products Co. 
Circle No. 10 on Inquiry Card—Page 17 
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catalog 


ios 


SPECIAL NUTS 


Custom-design nuts for the 
special requirements of in- 

istry are outlined in a 4-page folder. Data is sup- 
plied on range of forms, metals, threads, tolerances, 
facings, slottings handled. 





The Wood & Spencer Co. 
Circle No. 11 on Inquiry Card—Page 17 


SPEED NUTS TO CUT ASSEMBLY COSTS 


How the use of the speed nut system of spring 
tension fastening lowers assembly costs is described 
a 52-page, 3-color catalog. There are brief de- 

iptions of every basic type of fasteners. 
Tinnerman Products, Inc. 


Circle No. 12 on Inquiry Card—Page 17 


LET THERE BE MORE LIGHT! 


Designed to show how industrial seeing and work- 
ng conditions can be improved at lower cost, .a 
page booklet contains 10 photos showing typi- 

ipplications of mercury vapor lamps. 
Sylvania Electric Products Inc. 


Circle No. 13 on Inquiry Card—Page 17 


EASILY ASSEMBLED SHELVING 


Boltless shelving is the subject of 12-page illus- 
ted color catalog, 706. All clips are in- 
lled from front of unit, making shelving easy 
assemble, adjust or relocate. 

The Frick-Gallagher Mfg. Co. 


Circle No. 14 on Inquiry Card—Page 17 


IF YOU USE DIE CAST PARTS 


\ 40-page illustrated brochure describes facilities 
furnishing die cast parts, from engineering 
through inspection and packaging. Properties of 

yus castable alloys are covered. 
Accurate Die Casting Co. 


Circle No. 15 on Inquiry Card—Page 17 


DON'T WASTE ALL DAY CLEANING 


How to get the most for your cleaning dollar and 
operations from half a day to half an hour 
described in a 2-color booklet, “Mechanized 

Cleaning.” It covers various solutions. 
Oakite Products, Inc. 


Circle No. 16 on Inquiry Card—Page 17 


INDUSTRIAL STRONGBOX SOLENOIDS 


Bulletin GEA-6215A (16 pp) is a 2-color booklet 
giving new application and accessory information 
on industrial strongbox solenoids. It includes de- 
scriptive material on terminal covers, etc. 

General Electric Co. 


Circle No. 17 on Inquiry Card—Page 17 


CEMENTED CARBIDES DESCRIBED 


Catalog No. 2, fully illustrated, covers a complete 
line of cemented carbide blanks, including stand- 
ard: blanks, rectangular strips, triangular and 
square inserts, special blanks, die inserts, etc. 
Firth-Loach Metals, Inc. 


Circle No. 18 on Inquiry Card—Page 17 


PROTECTIVE, MAINTENANCE, SERVICE ITEMS 


Fully illustrated, a 12-page catalog details all- 
purpose lines of work clothing, protective aprons, 
gloves and other safety accoutrements. Also, ma- 
chine covers, fire blankets, tarps, etc. 


Associated Bag & Apron Co. 
Circle No. 19 on Inquiry Card—Page 17 


SAVE TIME ORDERING RUBBER PARTS 


An extensive line of standard extruded parts is 
presented in 8-page catalog No. 100. It is a quick 
reference manual in ordering rubber grommets, 
bushings, bumpers, rings and extruded shapes. 
Continental Rubber Works 


Circle No. 20 on Inquiry Card—Page 17 


SEALED TERMINALS FOR ELECTRICAL USES 


A sectionalized catalog furnishes descriptions with 
illustrations, of standard types of hermetically 
sealed terminals for every electronic and electri- 
cal use, except very unusual ones. 

Electrical Industries 


Circle No. 21 on Inquiry Card—Page 17 
PVC PIPE FOR INDUSTRIAL CHEMICALS 


Technical bulletin 80-3 gives engineering data on 
polyvinyl chloride rigid type unplasticized pipe 
and lists over 200 chemicals it carries without 
being attacked. 

Joseph T. Ryerson & Son, Inc. 


Circle No. 22 on Inquiry Card—Page 17 


NEED TOOLS FOR STEEL, WOOD, 
CONCRETE, GLASS? 


Technical data on tools made of high speed, car- 
bon steel and carbide for use in steel, wood, con- 
crete and glass is contained in condensed, illus- 
trated, 52-page catalog, No. 55. 

Chicago Latrobe 


Circle No. 23 on Inquiry Card—Page 17 
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Continental’s Perma-Lining gives 
100% coverage plus uniform 
film thickness 


Bi 





Continental's 





Steel containers give 
modern protection to 
hard-to-hold products *\ 


Now, the 100% protection of Continental’s Perma- 


















Lined steel containers is available for chemical, paint 
and petroleum products. Hot-sprayed within the 
formed container, and fast-baked, tough enamels 
cover every square-inch of inner surface. Even side- 
and bottom-seams, often a problem, get complete, 
uniform coverage. 

Backed by our vast experience in tailor-made pack- 
aging, Continental Perma-Linings are available for 
almost every chemical, paint and petroleum product. 
In addition, our research department is fully prepared 
to develop new ones for your special use. 

Why not put modern Perma-Lined steel containers 
to work for you? Just call your Continental 
representative. 


CONTINENTAL E CAN COMPANY STEPPED-UP STORAGE TEST. Even after prolonged 


storage at 100°F., polyvinyl acetate glue fails to affect 


Eastern Division: 100 E. 42nd St., New York 17 Perma-Linings. Never-ending research and testing by 
Central Division: 135 So. La Salle St., Chicago 3 Continental scientists assures Perma-Lined steel containers 
Pacific Division: Russ Building, San Francisco 4 of the highest quality. 
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STOP WASTE FROM RUST 


Rust prevention is discussed 
in a 28-page 4-color trea- 
tise. There are 102 color chips showing the many 
colors available in primers, oil type coatings, fin- 
ishes, heat-resistant coatings, etc. 

Rust-Oleum Corp. 





Circle No. 24 on Inquiry Card—Page 17 


WATCH YOUR CUTTING SPEED 


A 2-color publication, GT-310, covers in 66 pages 

the most effective cutting speeds for carbide tools. 

It also deals with machine tool hp requirements, 
irbide tool geometrics, etc. 


Carboloy 
Circle No. 25 on Inquiry Card—Page 17 


FRACTIONAL HP MOTORS 


Performance and dimensions of a complete line of 
fractional hp electric motors as well as monomo-. 
tors, blowers and special products are included in 
, 12-page catalog, replete with photos, diagrams. 
Redmond Co., Inc. 


Circle No. 26 on Inquiry Card—Page 17 


CONTAINERS OF MANY TYPES 


italog illustrates and describes a broad line 
mtainers made of plywood, craveneer, corru- 
sated or sawed material in cleated, hinged, nailed 

virebound design. Also returnables. 
Chicago Mill & Lumber Co. 


Circle No. 27 on Inquiry Card—Page 17 


GEARMOTORS, MOTORGEARS OF 
ADVANCED DESIGN 


QD 


Book No. 2447 (28-pages, 2-colors) includes full 
selection data, with load classifications, dimension 
tables and overhung load ratings, on a line of 
rgears and gearmotors of advanced design. 


Link Belt Co. 
Circle No. 28 on Inquiry Card—Page 17 


WHERE TO USE ALUMINUM EXTRUSIONS 


A 24-page booklet supplies information on alumi- 
num extrusions up to 17” and 85’ long. It de- 
scribes benefits of using such extrusions in a broad 
industrial range. 

Kaiser Aluminum & Chemical Corp. 


Circle No. 29 on Inquiry Card—Page 17 


PLATING AT LOWER COST 


A completely automatic plating machine offering 
the greatest production for a machine of its size 
is the subject of a 4-page, 2-color brochure. It 
is ideal for cadmium or zinc. 


The Udylite Corp. 
Circle No. 30 on Inquiry Card—Page 17 


GLASS FIBERS FOR MANY PURPOSES 


A 2-color catalog covers a line of glass fiber 
products for thermal and acoustical treatments, 
for vibration control and for reinforcement of 
plastics and yarns for the textile industries. 


L.O.F. Glass Fibers Co. 
Circle No. 31 on Inquiry Card—Page 17 


CONTAINERS MADE CHEMICAL-RESISTANT 


A lining material that can be applied to inex- 
pensive containers, tanks, pipes, etc., making them 
superior to costly metal alloy ones in chemical 
resistance is described in a 2-page folder. 


The Garlock Packing Co. 
Circle No. 32 on Inquiry Card—Page 17 


FITTINGS FOR PIPE LINES 


Numerous photos, sketches and engineering draw- 
ings are utilized to graphically show design ad- 
vantages as well as cost savings on 5 fittings de- 
veloped for pipe line and petroleum industry use. 

Ladish Co, 


Circle No. 33 on Inquiry Card—Page 17 


ENGINEERED PARTS FOR POWERED UNITS 


A 20-page, 2-color brochure describes torque con- 
verters, radiators, clutches, heat exchanger coils 
and components for air conditioning automotive 
and industrial vehicles and equipment. 

Long Mfg. Div., Borg-Warner Corp. 


Circle No. 34 on Inquiry Card—Page 17 


WHERE, WHERE NOT TO USE 
PVC PIPE FITTINGS 


Characteristics, advantages and limitations of nor- 
mal and high impact grades unplasticized poly- 
vinyl chloride pipe fittings and flanges are dis- 
cussed in a 12-page, 2-color catalog. 


Grinnell Co., Inc. 
Circle No. 35 on Inquiry Card—Page 17 
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for dependable deliveries 


of cold rolled specialty steels 


~call CRUCIBLE 


Crucible is geared to give you reliable, on-time 
deliveries of a wide variety of cold rolled specialty 











steels — carbon spring, alloy strip . . . coils or cut a sap compar of America 
; i : gpa ae e Oliver Building, Mellon Square, 
le un . . . in the size, finish and temper you Pittsburgh 22, Pa. 

specify. 


Id like a copy of your 32-page booklet on cold 


"ra re 1 ‘ q ~— 
And you’re sure of quality from Crucible—fine sald epadalay eae. 


finish .. . better edges . . . improved flatness. 











So, for prompt deliveries, timed to meet your Name_ Tete ____. 
production schedules — call Crucible. And, for ey az 
handy reference — mail the coupon for your free 
copy of Crucible’s 32-page fact-filled book on cold Address —-— 


rolled specialty steels. Crucible Steel Company 
of America, The Oliver Building, Mellon Square, 
Pittsburgh 22, Pa. 


\ Ww 
NY icR UCI CIBLE| first name in special purpose steels 


ET Te 








‘ 


Crucible Steel Comp pany of America 
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suDDlies —— 


‘he Automotive Division, Wag- 
ner Electric Corp., St. Louis, has 
F. G. Wilson sales man- 
tomotive Parts Division, 
W. Hill as western sales 

f the division. 


ter Kuile is now a sales 
re tative for the Specialties 
Division, The Torrington Co., Tor- 
rington, Conn. He will cover New 
from the regional office 
ster, Mass. 


Schweitzer has been 
Charlotte, N. C. district 
for the industrial prod- 
sion of Goodyear Tire & 
Co., Akron, O. Mr. Sch- 
‘eplaces R. J. Ario, who 
ently made manager of 
sion’s Cleveland district. 


>..1 
Rubhe } 


| Smith has been named 
t general sales manager of 
Bakelite Co., New York, a 
of Union Carbide and 
Carb Corp. 





H. Smith 


The American Pully Co., Phila- 
delphia, has opened a warehouse 
and office in Oakland, Calif. 


Four district sales managers 
have been appointed in the eastern 
and east central regions by the 
Delta Power Tool Division, Rock- 
well Mfg. Co., Pittsburgh. A. Cary 
Hawthorne, Jr., is now sales man- 
ager of the Maryland district. 
Frank T. Gearhart heads the 
Philadelphia-south Jersey district. 
The western New York district 
sales manager is James A. Webs- 
ter, Jr. And, in Pittsburgh, the 
district sales manager is Charles 
S. Zollinger. 


The Materials Handling Divi- 
sion, The Yale & Towne Mfg. Co., 
Philadelphia, has named John R. 
Hogan, a veteran for 15 years in 
the company’s sales and service 
organization, manager of the 


Cleveland branch. 





J. R. Hogan 








Dayton Rubber Co., Dayton, O., 
has named Robert G. Burson as 





i’ 
R. G. Burson 


sales manager of its industrial 


V-belt division. 


Wilbur Deutsch has been made 
sales manager of the Industrial 
Lubrication Department, Aro 
Equipment Corp., Bryan, O. 





W. Deutsch 
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i Vigda- aa 
Component . 


; > ? 


American Welding’s special skill is to form and flash butt- 
weld rings, assemble and weld these rings into components 
and finally to machine them into finished parts. 


For many years Amweld has produced components welded 
from stainless steel, special alloys and titanium, using 
nearly every type of welding known. 


Today major American-made jet aircraft engines use Send your 
rings and components manufactured by Amweld. blueprints—we will be 
happy to work with you. 


THE AMERICAN WELDING & MANUFACTURING CO. 
460 Dietz Road ° Warren, Ohio 


AMERICAN WELDING 
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fhe Lima Electric Motor Co., 


Lima, O., has opened a new 
office at 8905 Lake Ave., 
Cleveland. The new office is 


1 by Arthur C. Beesley. 


Vulcan Crucible Steel Co. Divi- 
Aliquippa, Pa., of H. K. 
P Co., Inc., has appointed 


sion 





L. C. Hill 


Li C. Hill as general sales 


C. Miller is now national 
sal ynager of the milling ma- 
cl lepartment of Axelson 
Mie. Co., division of U. S. Indus- 
tries, Inc., Los Angeles. 


Che Pennsylvania Salt Mfg. Co., 
Philadelphia, has appointed Wiley 
J. Pickett and Arnold E. Blitz to 

ts technical sales staff. 





Additional “Suppliers in the News” 
| be found following the 


lustrial Development section 





The appointment of Stewart 
S. Knapp as sales manager of the 
power and aviation section of the 
A’G’A’ Division has been an- 
nounced by Elastic Stop Nut 
Corp. of America, Union, N. J. 


William L. Parcell has been 
named vice president of The 
Ridge Tool Co., Elyria, O. He con- 
tinues as director of sales. 


Platt Electric Supply, Inc., Port- 
land, Ore., has been made a dis- 
tributor for Clark Controller Co., 
Cleveland. Platt will cover Ore- 
gon, Washington, Idaho, Montana, 
and the territories of Alaska and 
Hawaii. 


Micrometrical Mfg. Co., Ann 
Arbor, Mich., has appointed six 
new representatives for Micro- 
metrical’s Profilometer, Wavo- 
meter and Anderometer. They 
are: Walter J. Greenleaf Co., 
Pittsburgh, for western Penn- 
sylvania; C. E. Etzler Co., Drexel 
Hill, Pa., to cover eastern Penn- 
sylvania and southern New Jer- 
sey; Harry R. Berkshire Co., 
Tenafly, N. J., in northern New 
Jersey, Long Island and metro- 
politan New~ York; Anderson- 
Newton Sales Engineering, Ro- 
chester, for the remainder of New 
York state; W. H. Gourlie Co., 
W. Hartford, to cover Connecti- 
cut; and Sterling Sales, Inc., Wor- 
cester, Mass., for all of New Eng- 
land, excepting Connecticut. 


George T. Spencer has been ap- 
pointed sales manager in charge 
of guided missile and associated 
government programs for Electro- 
Mechanical Products Co., Garden 
City, Mich. 


Robert R. Silverstone has 
joined the industrial sales divi- 
sion of the Sherwin-Williams Co., 
Cleveland. 


Superior Steel Corp., Carnegie, 
Pa., has added sales representa- 
tives in three of its district sales 
offices. Sterling I. Burgan has 
been assigned to the Buffalo office 
and will cover the Syracuse area. 
Charles H. Dorsey, Jr., has been 
transferred to the New York dis- 
trict sales office and will handle 
New England. John Ufner is now 
with Superior’s Detroit office. 








Standard Pressed Steel Co., 
Jenkintown, Pa., has appointed 
Robert Slater a salesman in the 
Philadelphia territory. The area 









R. Slater 


includes Delaware, District of 
Columbia, southern New Jersey, 
eastern Pennsylania, Virginia and 
part of West Virginia. 


Garnett A. Vining has been 
named western regional sales 
manager for the Materials Handl- 
ing Division, The Yale & Towne 
Mfg. Co., Philadelphia. He will 
have supervisory control over the 
11 most western states and north- 
western Canada. 


The firm of O. W. Mitchell As- 
sociates, Pittsburgh, has been 
named sales representative for the 
Pittsburgh area by The Bristol 
Brass Corp., Bristol, Conn. 


Howard A. Stai is now manager 
of tubular steel products and cold 





H. A. Stai 


finished steel bar sales at the 
Seattle plant of Joseph T. Ryer- 
son & Son, Inc., Chicago. 
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Products of colored 
HYPALON® stay bright 
despite severe exposure 
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ORIGINAL SAMPLE 
Tensile=2415 psi, Elong.=300% 
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TWO YEARS of outdoor exposure with virtually no 
trace of color failure, thanks to the superior 
color stability of HYPALON. 


HYPALON, Du Pont’s new synthetic 
rubber, is best known for its excep- 
tional resistance to heat, ozone and 
oxidizing chemicals, But another ad- 
vantage is its color stability. 

HYPALON can be compounded in a 
complete range of weather-resistant 
colors that keep their brightness de- 
spite severe indoor or outdoor service. 

Rubber, wood, metal and masonry 
can be decorated as well as protected 
by coatings of HyPALON. Colorful 
compounds of HYPALON can also be 
used as the jacketing on heater cords, 
wire and cable where ozone may be a 
problem. Tarpaulins of HyYPALON- 
coated fabrics can be made in any 
color and give excellent resistance to 
sun, weather and oxidizing chemicals. 

The use of colored HYPALON in 
your plant can mean long-term econ- 
omy. So when you need a resilient 
colored product that must have ex- 
ceptional resistance to heat, ozone 
and oxidizing chemicals, remember 
HYPALON. 
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NEOPRENE grease caps eliminate 
a main source of bearing failure 


Protect fittings from dirt 


A midwestern manufacturer of lubricating 
caps has reported the development of snap- 
on caps made of neoprene, which are said to 
eliminate one of the main sources of bearing 
failure—the introduction of dirt into bear- 
ings at the time of greasing. Dirt ordinarily 
accumulates on the fittings and is forced into 
the bearing when it is greased. Capped fit- 
tings are protected from such dirt pickup, so 
there is no problem, 


Neoprene chosen over natural 
rubber, plastics, paper 


During the development of the snap-on cap, 
natural rubber was ruled out because it 
swelled and stuck to the fitting when exposed 
to grease, The various plastic caps tested be- 
came slippery and fell off the fitting. Paper 
did not have the elasticity needed, Neoprene 
finally was chosen because it has the elas- 
ticity and resilience needed for the cap to 


HYPALON is a registered trademark of 
E.I.du Pont de Nemours & Co. (Inc.) 


REG.U.s pat OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Please send further information 
and add my name to the mailing 
list for your free publications, 
the “Neoprene Notebook” 


E. 1. du Pont de Nemours 2 Co. (Inc.) 
Elastomers Division, Dept. PC-6 
Wilmington 98, Delaware 


stay on the fitting plus the resistance to 
grease to keep it from swelling and sticking. 


Color-coded fittings 

Neoprene caps also come in a range of colors, 
which can be used to set up a lubrication 
schedule, to indicate the type of lubricant 
needed and to locate inaccessible fittings. 


Other properties 
and products of neoprene 


Lubricating caps are just one example of 
how the properties of neoprene can be used 
in plant maintenance, In addition to its 
resistance to oil, neoprene also resists chem- 
icals, heat, abrasion, weather and sunlight. 
It is the balanced combination of these prop- 
erties that makes neoprene well suited for use 
in gaskets, hose, belts, coatings and many 
other products, For more information on 
how neoprene reduces maintenance and re- 
placement costs, use the coupon below. 
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EXIDE-IRONCLAD BATTERIES 


For electric industrial truck operation 


BEFORE: Silvium alloy 


AFTER: Note how the Silvium grid resisted corrosion. Compare it with the other alloys. 


& 
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Alloy “A” 


Tits 


Alloy “B” 


Alloy “C” 


Corrosion resistant SILVIUM prolongs battery life 


BATTERY FOR ELECTRIC INDUSTRIAL TRUCK, Model 
y into space provided on truck. Has 
truction of positive plates, Silvium 
anized” negative plates, extra heavy 
1 all other Exide-lronclad advan- 
ean power to spare in heavy duty 
Write for Bulletin 5161. 


Reaching down deep into 
every Exide-Ironclad Bat- 
tery are the fingers of 
Silvium alloy metal which 
form the grids of the fa- 
mous Exide-Ironclad posi- 
tive plates. 

Silvium is a special alloy developed 
by Exide to resist corrosion and thus 
prolong battery life. For proof, Exide 
research engineers compared the per- 
formance of an Ironclad Silvium grid 
side by side with ordinary grids of other 
lead alloys. As the photographs above 
show, only Silvium came through the 
test without damaging corrosion—undi- 
minished in size, unimpaired in strength. 
The other grids showed from moderate 
to severe corrosion. 

Tests have proved that Silvium is not 
only more resistant to corrosion, but 
also a better conductor of electricity. 


Hence it both prolongs battery life and 
—because there’s less internal battery 
resistance—more readily permits heavy 
drafts of power. 

This special material is only one of 
the many exclusive features which have 
made Exide-Ironclad Batteries world 
famous for high capacity and long life. 
When you order batteries for heavy duty 
applications, or the equipment requiring 
such batteries, be sure to specify Exide- 
Ironclad. Write for detailed bulletin. 
Exide Industriai Division, The Electric 
Storage Battery Company, Phila. 2, Pa. 


Exide 
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Favorite of “Wild Bill” Hickock, the 1851 
cap-and-ball Colt Navy Revolver was famous for tts 
accuracy and dependability Supreme expression 
of the gunsmith’s art, this magnificently 
engraved specimen with carved « bony grips 
is considered one of the finest ever created 


COURTESY OF THE JONATHAN M. PECK COLLECTION 


MILFORD metal cutting saw blades are also famous 
for accurate, dependable performance and are the result 
of painstaking craftsmanship. 
To insure the finest in service as well as in product, buy 
MILFORD Blades through your local Industrial Distributor; 
save time, cut buying costs, reduce expensive inventories. 


Hack Saw and Band Saw Blades ¢ Hole Saws ¢ Ground Flat Stock 


Yiaa-)-y) THE HENRY G. THOMPSON & SON CO. 


Saw Blade Specialists for 80 Years 
NEW HAVEN 5S, CONNECTICUT 
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STRIP- Flat Wire 
converted 

fo your exact 
requirements 


Complete Inventory 


Delivery from Stock 
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Some YEARS AGO, the Rus- 
sian Navy placed an order for a 
heavy cruiser to be built in a 
British shipyard. When the speci- 
fications were received, the British 
naval engineers were interested 
to read the following: “Armor 
plate to withstand shell fire of 
HMS Resolute at twelve miles.” 


A COMMITTEE has been de- 
fined as: A group of the unwary, 
chosen by the unwilling, to do 
the unnecessary. 


Wuen a ton of government 
free surplus food consigned to 
Allegheny County, Pa., turned up 
missing, county officials were in- 
clined to write it off as a book- 
keeping discrepancy. But P. A. 
Michael Donohue’s records re- 
vealed that it was actually a loss 
by theft. He had received the food 
in due course and stored it, for 
safekeeping, in a police garage and 
a magistrate’s courtroom in subur- 
ban Wilkinsburg. 


Recentiy in this column we 
reported on the brisk sale of 
abandoned cable cars from San 
Francisco’s venerable transporta- 
tion system. The picturesque relics 
can now be found in public parks 
all up and down the West Coast. 
But the botom has dropped out of 
the market. Last year’s offerings 
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attracted bids up to $3040. But 
at this year’s auction, at which 
six more of the surplus cars were 
sold, the best price that City 
P. A. Ben Kline could coax was 
$2000, and one of them brought 
only $51. 


Tae Dover (Del.) State News, 
in its “Woman of the Week” 
column, honors Miss Dorothy 
Gooden, civilian purchasing agent 
at the Dover Air Force Base, one 
of the top civilian jobs—and a 
mighty important one with an 
active construction program going 
on. When Miss Goodman first 
entered government service, she 
was told that the job would last 
six months. That was back in 
1943, and she has been at it stead- 
ily ever since, with ever increasing 
responsibility. She’s been on her 
present assignment since 1951. 


DeprectaTION changes 
values. After flood waters had 
entered the basement storeroom 
of an eastern printing plant, the 
local reporter assessed the dam- 
age and printed his report. “The 
purchasing agent,” he said, “has 
about $3000 worth of soggy paper 
on his hands.” The purchasing 
agent phoned in a correction. “I 
have about $30 worth of soggy 
paper,” he said. “Your estimate 
of $3000 was accurate as of yester- 
day, but that was before the paper 
was soggy.” 
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Ar A RECENT purchasing 
seminar at the University of 
Minnesota, the question of creep- 
ing inflation was raised. Is there 
any end in sight? And if not, what 
will be the ultimate result? West- 
inghouse P. A. Andy Kennedy, 
one of the panelists at this session, 
answered it with a simile. Creep- 
ing inflation is like a cocktail 
party at which the host is a little 
tight (with his liquor). The cock- 
tails are produced a small tray- 
ful at a time, at infrequent inter- 
vals. This makes the party some- 
what less enjoyable, but keeps 
it from getting out of control— 
until everybody winds up out in 
the kitchen. 


Quatiry CONTROL is a 
science that covers a very broad 
field. Just how broad it is, we 
did not realize until we came up- 
on an article in the April issue 
of the ASQC Journal, develop- 
ing “A Quality Control Chart for 
the Weather’, complete with 
standard deviations, sigma limits, 
sinusoidal curves and angular de- 
grees. The author does hedge his 
calculations with the observation 
that “people accustomed to qual- 
ity control work may feel... . 
that the weather is normally and 
systematically ‘out of control’, 
which is true both in their techni- 
cal sense and in the sense that lay- 
men would understand it.” But 
let it no longer be said that no- 
body is doing anything about the 
weather. However, we could wish 
that the controls had been ap- 
plied to the unseasonably delayed 
spring that has been plaguing us 
this year. 


Many a word of wisdom finds 
expression in advertising copy. 
We recently noted this statement 
in a message from Bell Aircraft 
Corporation: “A sharp pencil is 
one of the basic tools of the en- 
gineer, but the prime ingredient 
behind the pencil is a real sharp 
mind.” That goes for the purchas- 
ing agent, too. 
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STRAINERS 
° GASKETS 
© ARRESTORS 








© FILTERS 
© SHIELDS 
© BARRIERS 











aa) ° TRAPS 
"© GUARDS 
© SCREENS 





Just to name a few... and most of the parts we are making 


to special order don’t really have 


a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 


probably assemble it for you . . . faster, better and at a lower 


cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 





NEWAR K 


351 VERONA AVENUE ° 
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MAWALES “WAN” showed us how te 
r= YP hole punching 












with the 






Here’s a big money maker in 
any sheet metal shop. Punches 
and dies for round and shaped holes <= 


take only seconds to remove and replace. 





Complete sets are always ready in handy 

cabinet. For holes up to 3!” diameter the 
“WALES-WAY” quick change method saves 
plenty of time on your job. The WALES 
FABRICATOR is the PRACTICAL single - hole 
punching equipment with plenty of reserve power for 


punching up to !/,” plate. 


The NEW positive 


This husky WALES DUPLICATOR increases the 
scope of your WALES FABRICATOR to make production 


runs both practical and profitable. It permits positive duplication of 



























unlimited hole patterns from master templets to jig borer tolerances. 
The templet is secured in steel work table T slots of DUPLICATOR. 
Cam action clamps position work piece. Holes are located quickly and 





easily by a stylus type locater pin. Press gently and the hole is duplicated 
EXACTLY on the work piece. The WALES positive DUPLICATOR does 
a terrific job. Any man in your shop can handle it perfectly in a few minutes. 








Send For Bulletin No. 79 E 


Get the complete story of the WALES Sheet Metal 
FABRICATOR with proof of performance. The facts 
about the positive DUPLICATOR are included. This is the 
type of equipment that merits your consideration NOW. 






See the NEW 
WALES MOBILE 
FIELD UNIT 
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WALE CORPORATION 


"the Wales-Way is the PLUS-PROFIT way” 
Ourhited with F 345 PAYNE AVE.— North Tonawanda, N.Y. 
ng and equipmest e° 


your door, the | king po WALES-STRIPPIT OF CANADA LTD., HAMILTON, ONT. 
the “WALES-WA’ Let. 
the Field Unit to 


















A combination...for relaxation at Home 


Laminated plastics... combination of properties at work 


it takes a 


combination of properties to satisfy many 


of your basic material requirements. Synthane lami- 
nated plastics provide a unique combination of 
mechanical, electrical and chemical properties plus 
ease of machining. 


















<—For More information 
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High-speed reversing clutch cone made of Synthane 
molded-macerated laminated plastic increases productivity 
of automatic screw machines. Synthane meets all the de- 
mands of high-speed clutch operation . . . light weight, 
great strength and excellent heat resistance for split- 
second reversing of a positive spindle drive operating as 
high as 3025 rpm and with operating temperature of cone 
going up to 250°F. This Synthane clutch cone provides 
smooth, positive clutch action, is long wearing, and is not 
distorted or deteriorated by the high heat. 


Property combinations! Synthane has them...in 
over 30 individual grades...sheets, rods, tubes, 
moldings and completely fabricated parts. Send for 
free illustrated catalog today. 


Circle No. 175 on Inquiry Card—Page 17 For More Information Circle No. 176 on Inquiry Card—Page 17 








Bae 
fo 


HEAT RESISTANCE 





LIGHT WEIGHT WEAR RESISTANCE 
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SYNTHANE CORPORATION, 7 RIVER ROAD, OAKS, PA. 
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IN QUALITY, DEPENDABILITY, 
AND LONG SERVICE LIFE... 


. And WELDCO Tubular Products keep moving sive Double-Fusion Process. . . . It's 
ahead as more and more buyers discover their many _ available in Stainless Steel, Monel, 
important advantages. WELDCO is produced by Inconel, Nickel, Cupro-Nickel, and 
specialists — men who have the equipment, facili-  Hastelloy, in tube and pipe sizes 





















ties and experience to manufacture pipe and from 3” to 30”, Schedules 5 and 10, 
tubing to your exact specifications. It's auto- and 3” to 12”, Schedule 40. To get 

matically machine-welded under pressure, lightweight, corrosion-resistant Tub- 
properly formed, carefully finished, accu- ing with complete uniformity and 

rately sized and straightened, and rigidly long service life, always specify 

checked. And remember, too, only WELDCO— your best buy in top- 
WELDCO is welded with the exclu- quality tubing. 


FLDC 


Whatever Your Needs In Tubing... 
You’re ‘Way Ahead With WELDCO 








THE YOUNGSTOWN WELDING & ENGINEERING CO. 


3728 OAKWOOD AVE. . . YOUNGSTOWN 9, OHIO 
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SIMPLIFIES DESIGN 










 cetengee who specifies, buys and uses welding fittings and flanges 
has a mighty good reason for insisting on TUBE-TURN* products. 
They simplify his work! Being the world’s most complete line, they 
simplify piping design. All available from one nearby source, they simplify 
purchasing. Of unsurpassed uniformity, they simplify installation. 










SIMPLIFIES BUYING 


These cost-cutting advantages are yours at no extra cost when you 
specify TUBE-TURN Welding Fittings and Flanges and buy from your 
nearby Tube Turns’ Distributor. You get more for your dollar with 
this leading brand! 


The Leading Manufacturer of Welding Fittings and Flanges 


BE TURNS ‘2: 
KENTUCKY 
A DIVISION OF NATIONAL CYLINDER GAS COMPANY 


DISTRICT OFFICES: New York © Philadelphia © Pittsburgh * Cleveland © Detroit * Chicago 
Kansas City * Denver * Los Angeles * San Francisco * Seattle * Atlanta 
Tulsa * Houston * Dallas * Midland, Texas 


*“TUBE-TURN” and “tt” Reg. U.S. Pat.Of. 


SIMPLIFIES INSTALLATION 





































How TUBE-TURN Welding Fittings and Flanges 


SIMIPLIFY YOUR WORK 





: 


pi 


: CARBON 

. STEELS 
ENGINEERING . | lessee 

— oy : ‘ STEELS 

You can specify TUBE-TURN Weld ree 


ing Fittings and Flanges and know =a , es STEELS 
that you'll get the exact answer to C J a 
your problem. The line includes all . IRON 

types in all piping materials, sched 


ules and sizes. Also, Tube Turns 


ALUMINUM 





; ; COPPER 
offers you engineering assistance 
; ; BRASS 
and helpful design literature | 
NICKEL AND 


ALLOYS 
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Tube Turns offers you outstanding 
distributor service . . . local stocks 
geared for fast service. You can 
depend on this source for al! your 
needs in welding fittings and 
flanges. One order .. . one source 
saves purchasing time. 


INSTALLATION 


Welders are enthusiastic about 
TUBE-TURN products because they 
fit Up true, and elbows can be cut to 
odd angles with perfect alignment 
Rigid inspection and quality control 
by Tube Turns assures absolute di 
mensional accuracy and uniformity 





Available from your nearby TUBE TURNS ' distributor 


DISTRICT OFFICES: 


New York Los Angeles 
Philadelphia San Francisco 
Pittsburgh Seattle 





Cleveland Atlanta 
Detroit Tulsa 
Chicago Houston 
= Kansas City Dallas 
TUBE TURNS, Dept. R-3 Denver Midland, Texas 


224 East Broadway, Louisville 1, Kentucky 





*“TUBE-TURN” and “tt” 
Reg. U.S. Pat. Off. 


TUBE TURNS 


Site LOUISVILLE 1, KENTUCKY 
A DIVISION OF NATIONAL CYLINDER GAS COMPANY 


i end free copy of Pipe, Fitting and Flange Materials, 


N ame 
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“CASE HISTORIES FROM 
MT. VERNON FILES 


June, 1956 


No power plane before this Porta-Plane has ever 
used such a high speed motor. And when any manv- 
facturer is out to break all precedents, and still sell 
his product at a low price, he needs every bit of de- 
signing and production skill he can find—anywhere. 


This manufacturer found these in generous abun- 
dance at Mt. Vernon. The 8 principal parts of the 
frame of the Porta-Plane were designed to obtain the 
special advantages of die casting: thin wall sections 
of great strength and rigidity, negligible machining, 
smooth finish, high speed production, low cost. 


This important advantage—low cost—stems directly 
from the way we are organized here at Mt. Vernon. 
From die cast to finished casting, Mt. Vernon has both 
the complete die casting service and the facilities it 
takes to produce parts like these at minimum cost in 
any quantity. We have 162,000 square feet of the 
most modern equipment for making dies and for die 
casting aluminum and zinc. Mt. Vernon service com- 





prises completely coordinated designing, die-making, 
casting, and machining, all under one roof. 


It will pay you to bring your production specifica- 
tions to us. We may show you, as we did Porter-Cable, 
the way to important cost reductions and improved 
products. 


>) HH 8) ae Tp as ae 


<< 2 — .- 


MT. VERNON 
DIE CASTING CORP. 


CONNECTICUT 


STAMFORD 
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For the newest in coated abrasives...watch BEHR-MANMMING / 


: tts 


A favorite for dry fining and blending 
plumbing parts. 


Tops for removing flash from difficult in- 
side contours. 


at 


Contour polishing fluted areas of bits on 
1/2"' free-running belt. 


Spinning-off faster, 
better finishes 


With BEHR-MANNING Coated Abrasive Belts on the job, 
it’s easy to bring-up superior finishes on difficult contours. 
For example, spin polishing hair-dryer domes (above) 
on smooth-cutting abrasive belts has proven a highly 
productive and efficient operation. Test these versatile, 
BEHR-MANNING Abrasive Belts on your parts — in your plant 
or in a nearby BEHR-MANNING Demonstration Room. 
Write for the Production Digest Bulletin. 

Contains 60 pages of detailed data on 

coated abrasive grinding and polishing 

techniques. Address Behr-Manning, 

Troy, N. Y., Dept. P-6 


in Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., U.S. A. 


[ iiltiaa 
EHLR-VLANNING Seen 


p as of NORTON Company 
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- long lasting 


- non-flammable SUper H I L-SWEEP 


makes dirt and dust disappear! 


Magnetically attracts dirt and dust, holds it to the mop. No kick-up of dust, to re-settle later. 
Super HIL-SWEEP is easy to use. Just spray or sprinkle it on mop the night before. Penetrates evenly into 
cotton wicks. Stays in the mop without build-up; just shake mop to release dust. Makes 


daily maintenance fast, simple, effective. 





e Saves Frequent Scrubbings No fire hazard in use. No spontaneous 
Super HIL-SWEEP picks up the dirt before combustion of mop or dressing in storage. 
it has a chance to grind in. Leaves the » Keeps Your Floor Slip-Safe 
surface dust-free, with renewed lustre. Keeps a safe floor safe—does not affect 


© fernuleted for Acphalt Tie the non-slip properties of your floor. 


Safe for any surface. e Long-Lasting 

Super HIL-SWEEP evaporates very slowly; 
Fire-Safe, Too stays in the mop. Sweeps entire area 
) Will not freeze—yet has no flash point. without re-treating mop. 
















Make This Test Yourself— 
24-hour dunking in 100% 
Super HIL-SWEEP does not 
injure Asphalt Tile! 


FIND OUT HOW ECONOMICAL Super HIL-SWEEP CAN BE. WRITE TODAY 





HILLYARD, St. Joseph, Mo. 


The Hillyard Maintaineer@ Without obligation, please have the Hillyard Maintaineer nearest me 


! 
! 
i 
I 
is "On Your Staff, Not ! ¢ | 
Your Payroll", Ask him ' show how New Super HIL-SWEEP will save my floors and save me 1 
for expert advice on your ! ‘ 
floor problems. Serves you § money. | 
from Hillyard Branch Of- '! i 
fices in Principal Cities. : SS ee ee Re ee EI TORE R a EST 
' 
ST. JOSEPH, ; Ly RETRG NAN i acs wdc eo Sea SES Sse wba cha ee omikein coopster ee 
MISSOURI | ; 
Passaic, N. J. ' Address RRR R RRR RR eee Ree a eee eee eee ee Re Re eR ER REET OE EE EEE EE EH EERE TREE HEHE EEE REE RHR ROS OM — 
' 
i: 
Som Jo0e Colt. 5 i gcc Nila ioe iCal ccc Si oo oe ear 
. on? oh 
Branches in Principal Cities Ge ee Be os 3 eR ee eee 
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HOW TO USE HALLOWELL ADJUSTABLE SHELVING IN YOUR PLANT 







“USE TTINDIVIDUALLY OR IN: COMBINATION 





7h 


* 





























emma ertetiet oe 
HALLOWE at SHOP EQUIPMENT DIVISION 
eer ena 


~TSTANDARD PRESSED STEEL COW 


S 


“JENKINTOWN PENNSYLVANIA 








BENCHES (CABINET, WORK, UNIT) « STOOLS AND CHAIRS « SHOP DESKS ¢ TOOL 
STANDS AND CABINETS « DRAWERS, DRAWER TIERS « STEEL CARTS * SHELVING 
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ROEBLING PAPER POWER CABLE 
WITH TELLURIUM LEAD ALLOY SHEATH 





TELLURIUM LEAD ALLOY HAS 


/. TIMES 


THE FATIGUE RESISTANCE OF COPPER-BEARING 
LEAD AT A BENDING STRAIN OF .3% 


















20,000 BENDING CYCLES for tellurium alloy... only 4,500 
cycles for copper-bearing lead! That’s one of the important find- 
ings from U-bend tests illustrated at the right. These tests were 
conducted in temperature-controlled ovens on full cable sec- 
tions at 150°F, one cycle per minute and at a bending radius 
of 7 times the cable diameter. Even under these adverse 
conditions of high temperatures and small bending radii, 
the tellurium alloy maintains its superiority. Copper- 
bearing lead cable sheaths develop fatigue cracks 
and fail far too soon. So—for the really superior 
cable sheath with longer life expectancy under 
all conditions—specify Roebling Tellurium 
Lead Alloy Sheath. Write for full facts 
about the most outstanding sheath 
development in years. 





U-BEND FATIGUE TEST 


3/C - 350,000 CM - 2.7" DIA 

BEND RADIUS - 19" -7 x DIA 
@ TELLURIUM ALLOY - 320° F QUENCH 
O COPPER BEARING LEAD 


100,000 
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CYCLES 








ROEBLING ELECTRICAL WIRES 
AND CABLES ARE AVAILABLE 
WITH EITHER COPPER OR 
ALUMINUM CONDUCTORS 
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ROLE L_iRi gc 


Subsidiary of The Colorado Fuel and Iron Corporation 


JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. erancHes: ATLANTA, 934 AVON AVE. 


* CLEVELAND, 13225 LAKEWOOD HEIGHTS BLVO. 
* LOS ANGELES, 5340 €.HARGOR ST. + 


W. ROOGEVELTRO. + CINCINNAT!, 3253 FREOONIA AVE. 
FISHER BLOG. + HOUSTON, 6216 NAVIGATION BLVD. 
ST. © PHILADELPHIA, 230 VINE ST. «+ 
IST AVE. BS. « 


PITTSBURGH, 1723 HENRY W. OLIVER BLOG. « 
TULSA, 321 N. CHEYENNE ST. « 


JuNE, 1956 


¢ BOSTON, 11-18 STILLING ST. « 
* DENVER, 4801 JACKSON ST. « 
NEW YORK, 19 RECTOR GT. « 
SAN FRANCISCO, 1740 17TH ST. * 
EXPORT SALES OFFICE, 19 RECTOR ST., NEW YORK 6, N.Y. 
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ANNOUNCING NEW WESTINGHOUSE 
MERCURY LAMPS 


WEATHER DUTY” 


Down again go your lighting costs as Westinghouse an- 
nounces another basic improvement in high-intensity 
mercury lamps. It’s the world’s first line of weather- 
esistant, heavy-duty mercury lamps. 

Made with hard, tough, thermally stable glass, new 
‘Westinghouse WEATHER DUTY Mercury Lamps can 
be burned outdoors unprotected in rain, snow or sleet 

no risk of cracking. And they can be burned indoors 
ventilated fixtures with no danger of shattering under 
vater drops entering through the ventilating openings. 
Moreover, they are highly resistant to mechanical break- 
age and to the corrosive effect of industrial fumes. 

Thus in any type of installation—indoor or outdoor— 

Westinghouse WEATHER DUTY Mercury Lamps save 




















you money three new ways. First, by eliminating the need 
for protective shields and permitting the use of cheaper 
fixtures. Second, by doing away with costly shield main- 
tenance. And third, by releasing the large amount of 
light wasted by dirty shields. 

WEATHER DUTY Mercury Lamps are the latest exam- 
ple of how Westinghouse gives you “‘more for your money 
in mercury light.’”’ Now available types E-H1-WD, J-H1- 
WD, A-H12-WD, C-H12-WD, A-H15-WD and B-H15-WD. 

WESTINGHOUSE GUARANTEES the service life of all 
its widely used types of quartz mercury lamps. For full de- 
tails call your Westinghouse Lamp Representative—or 
write Westinghouse Lamp Div., Dept.P-3, Bloomfield, N. J. 
“You can be sure if it’s Westinghouse.” 


WATCH WESTINGHOUSE! 


WHERE BIG THINGS ARE HAPPENING FOR YOU 
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MORE FACTS on why more and more leading manufacturers choose Link-Belt bearings 





EASY, LOW-COST INSTALLATION—Series 400 bearing blocks are quickly mounted on commercial shafting from %4 ‘~ 4-in. diameters. 

















ae 


SPHERICAL 











INNER RING TO SHAFT. Use of set- inner ring is free to align in any direction. 
screws in collar avoids distortion of Load is distributed over entire roller as- 
inner ring. Tension of collar against suring full load capacity. Destructive edge 


! 
i 
i 
! 
! 
! . 
HEAVY COLLAR SECURELY LOCKS ; FREE ROLLING—SELF-ALIGNING. Spherical 
! 
I 
! 
. ! . 
heavy setscrews assures tightness. , loading cannot occur. 






Series 400 roller bearings— 
complete Link-Belt line in- 
cludes bali and roller bear- 
ing pillow blocks, flange, 
flange cartridge, cartridge 
and take-up blocks. 


CONTACT-TYPE SEAL, left, of felt laminated 
with synthetic rubber for extremely dirty con- 
ditions. LABYRINTH SEAL, right, for normal 
conditions. Bearings are pre-lubricated and 
sealed at factory. 


Fast, easy mounting 


—a key feature of these self-aligning, 
high-capacity roller bearings 





@ Hundreds of equipment manufac- 
turers who use roller bearings choose 
the popular, high-capacity Link-Belt 
Series 400. Compactness promotes 
neatness of machinery design . . . easy 
mounting reduces installation costs. 
And field service has developed an un- 
matched performance reputation be- 
cause of many valuable features. 
Series 400 pillow blocks are equipped 
with seif-aligning, double-row roller 


bearings. Even under shaft deflection 
and misalignment, bearing maintains 
full load capacity during its long life. 

This quality bearing is part of indus- 
try’s most complete line of ball and 
roller bearing blocks—made at a Link- 
Belt plant devoted exclusively to these 
precision products. For Book 2550 on 
the full line—ask one of the 40 Link- 
Belt offices or any authorized stock- 
carrying distributor. 





Ball and Roller 
Bearings 


LINK-BELT COMPANY: Executive Offices, Pruden- 
tial Plaza, Chicago 1. To Serve Industry There 
Are Link-Belt Plants, Sales Offices, Stock Carry- 
ing Factory Branch Stores and Distributors in 
All Principal Cities. Export Office: New York 7; 
Canada, Scarboro (Toronto 13); Australia, 
Marrickville, N.S.W.; South Africa, Springs. 
Representatives Throughout the World. 13,990 
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[WA offers “BARGAIN-AIR” freight coast 
0 coast at down-to-earth rates—as low as 
$13.17 per 100 lbs. 

New service applies to shipments between 
New York or Philadelphia and Los Angeles, 
also New York and San Francisco. Deferred 
iir freight moves on scheduled TWA SKY- 
LINERS ... for instance, Monday shipments 
may be delivered after midnight Thursday. 

You simplify crating and packing... have 
opportunity to improve inventory control... 





~ 


~—— Air 














ANNOUNCING 


new low air-freight rates 


save up to 45% 
on coast-to-coast shipments 


oe Lae 





OMA AAs A 


: 





x 


obtain airport-to-airport or door-to-door serv- 
ice .. . and personalized handling of your ship- 
ment assures safe arrival at its destination. 
TWA’s “Bargain-Air” freight service offers 
shippers a new, low-cost way to route coast- 
to-coast shipments faster than surface trans- 
portation. Look into this latest method of 
shipping by air. Phone nearest TWA office 
now. Cargo Consultant will gladly give you 
the complete story, TWA’s “Bargain-Air” 
freight will save you money. Call today. 


All TWA Fights carry Air Mail TWA 
Freight and -in US-A-Alir Express 


TRANS WORLD AIRLINES 





FURT 
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Choose the new 


DISSTON 


Lancer Tooth 
y r Band Saw 


FOR HIGH-SPEED 
CUTTING OF 
NON-FERROUS METALS 








(§ LANCER TOOTH REGULAR TOOTH vt 











June, 1956 








Use this newly designed Disston hard edge 
blade with positive rake angle tooth. It per- 
mits high-speed production cutting of non- 
ferrous metal, wood and plastic—cuts brass 
and aluminum solids and Plexiglas with 
equal ease. 


Use this fine Disston hard edge flexible back 
band saw for all ferrous metals and the 
thinner sections of non-ferrous metal, wood 
and plastic. Its finer tooth spacing is particu- 
larly adapted to sawing angle iron, steel 
tubing, nickel plate and brass sheets. 


Contact your Disston distributor for these and other high quality Disston 
cutting tools. Get his expert advice on selecting the right tool for your 
application. 


Henry DISSTON DIVISION 7 


H. K. Porter Company, Inc. 
633 Tacony, Philadelphia 35, Pa. 
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For cost-cutting control of strong corrodents 


7 C 4 | Hf gets you ALL forms of... 


of 4 








[arpenter 


Stainless No. 20 


and 


No. 20Cb 


corrosion resistance to sulphuric acid 

list of other strong corrodents, even at 
nd concentrations, one call for Carpenter 

.. 20 and No. 20Cb can save you time, 
| worries. Call your nearest Carpenter 
r or Sales Office. No matter what form 
ter No. 20 or No. 20Cb you need... how 

ill your order...you can count on get- 
e satisfaction plus any engineering and 
assistance you may want. If you'd like 
e Carpenter No. 20 and No. 20Cb with 
terials under identical conditions, test 
ill be supplied without cost to you. 





The Carpenter Steel Company, 
Alloy Tube Division, Union, N. J. 





(OrlOsieg 
»* ‘e, 





Stainless Tubing & Pipe 








Vo. 20 bars, strip, wire and billets are available also from The Carpenter Steel Company, Reading, Pa. 
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THE NEW STYLE 
NO. 48-B TOOL 
GRINDER is used 
for roughing and 
finishing large 
tools that do not 
require extreme 
accuracy. Also 
used for rough- 
ing or semi- 
finishing smaller 
tools. 


THE NEW STYLE 
NO. 49-A TOOL 
GRINDER is a 
heavy-duty 
model. It is 
recommended 
for roughing and 
finishing large 
single-point 
tools or roughing 
smaller tools. 


Simple operation allows 
quick training of 
inexperienced help — 


There’s a new Ex-Cell-O Tool Grinder to fit 
the needs of every shop, large or small. 
Designed for simple operation, you can 
quickly train even inexperienced help to 
become proficient at tool reconditioning. 


Ex-Cell-O Tool Grinders accommodate a 
wide range of tool sizes and sharpen all 
grades of carbides, high speed steels, and 
cast alloys. They feature: sturdy construction, 
vibration-free operation, generously pro- 
portioned work tables, simple and exact 
angular adjustments, and table adjustment 
for wheel wear. All models are double end 
with reversible motors for left and right 
hand tools. 


~ New Ex-Cell-O 


Tool Grinders 






















= pe: | 
Se 
THE NEW 
BS . STYLE NO. 
» 46-D TOOL 
Z GRINDER 
canbe 
used for 
finish 
grinding 
and also 
for rough- 
ing small 
and medi- 
um tools. 


THE NEW STYLE NO. 44-A TOOL 
GRINDER is a precision finishing 
grinder. An Ex-Cell-O Precision 
Spindle drives six-inch plate 
mounted wheels. 


‘ 
! 

EX-CELL-O 
lcORPORATION 2OWDe 
: 
I 
i 


EX-CELL-O for PRECISION 





BETR OT 32, MICHIGAN 


MANUFACTURERS OF PRECISION MACHINE TOOLS e GRINDING SPINDLES . 
CUTTING TOOLS e RAILROAD PINS AND BUSHINGS e DRILL JIG BUSHINGS 
AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS ¢ DAIRY EQUIPMENT 


56-14 





BEARING TIPS by McGill 





3 
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138 GUIDEROL” BEARINGS BACK UP 





Resi, 


WORK ROLLS IN AETNA STANDARD LEVELER 


High load capacity vital 


to back-up roll support 


For | ssing 16 to 30 gauge steel sheets 
and s, this Roller Leveler built by 
Aetna Standard Engineering Company re- 
quires dependable components to deliver 
a cons t maximum output at speeds 
et a minute. 

Mcé GUIDEROL GR-16 bearings were 
selec r this machine and several 
larger sions use GR-24 and GR-36 
bearing [hey can carry the heavy ir- 
regu loads associated with flattening 
and reling steel sheets and strips. Re- 
quit ; radial space, Guiderol bear- 
ings e maximum roll neck diam- 
eters a! offer greater strength at the 

necks ger back-up rollers. 
On d uchine shown above, there is 
a t 36 back-up rollers in 3 upper 
bank | 33 in 3 lower banks to resist 
ressure of the 48 inch working 
a GUIDEROL bearing at 
each ¢ f the 134,” back-up rolls, a total 
of 138 bearings is required for the Leveler. 
These bearings have proved especially 
suited supporting heavy loads longer 
in sm: lial space with reduced main- 
| production down time — im- 

portant steel mill operations. 


eeeeeeeeeee e* 





Insure performance with MGI Le MLL 








American Hoist Uses 
CT Series In Crane Blocks 


Crane Blocks built by American Hoist 
and Derrick to withstand the greater 
strains and rough usage of lifts up to 
500 tons rely on the greater capacity of 
GUIDEROL CT Series bearings in the 
sheaves. Interchangeable with retainer 
type cylindrical roller bearings, the CT 
Series full type roller construction has 
added capacity of over 38%. In sheaves 
these bearings offer greater angular sta- 
bility with full race width rollers. Center 
guiding without retainer keeps these rol- 
lers aligned and prevents binding under 
eccentric loads. 


i McGILL MANUFACTURING COMPANY, INC., 400 N. LAFAYETTE ST., VALPARAISO, INDIANA 





Center-Guided Rollers 
Eliminate Load Wasting Cages 

















Guiderol Bearings inherently possess ex- 
ceptionally high radial load capacity due 
to their full complement of small diameter 
rollers. Grooved rollers and a center 
guide rail keep rollers aligned as insur- 
ance against skewing and binding that is 
possible with ordinary needle bearings. 
Sizes interchange with needle and cylin- 
drical roller bearings. 








CT Series Adds Guided Roll- 
er Advantages to Cylindrical 
Roller and Ball Bearing Sizes 


CT Series Guiderol Bearings provide the 
load carrying advantages of center guid- 
ed rollers in cylindrical roller and ball 
bearing sizes. They are interchangeable 
in both single and double row dimen- 
sions. Inner rings are separable and may 
be eliminated to reduce radial space. 





140 Pages of Bearing Facts 


Write for your copy 
of Catalog No. 52, a 
revised 140-page Bear- 
ing Selection Guide. It 
contains vital product 
information and 30 
pages of engineering 
ta. 





TIROL® GUIDEROL camrou 
Full Type Roller Bearings 
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You get the best flooring for 
the job at U.S. Steel Supply 


No matter what your flooring requirements, 
you'll find just what you want at your local U.S. 
Steel Supply warehouse. We carry big stocks of 
three well-known flooring lines. There are 
rugged, heavy-duty USS Multigrip Floor Plates 
for use on entire floor areas, aisles, steps, ramps 
and loading platforms. Strong, lightweight 
U. S. Gypsum Grate-X—with its open mesh— 
lets light and air pass through, and gives good 
traction for catwalks and stairs. Plain or ser- 
rated grating, welded or riveted, comes in a 


wide variety of styles for industrial walks, bridge 
decking and other areas where an anti-skid 
lightweight flooring is needed. Stair Treads are 
also available. 

U. S. Steel Supply will cut and form flooring 
to meet your exact mechanical requirements. 
Our engineers will help you select the best type 
of flooring for the job, and give you technical 
assistance on installation problems. 

You'll find it pays to make U. S. Steel Supply 
your flooring headquarters. 


U.S. STEEL SUPPLY 


DIVISION 


General Offices: 208 So. La Salle St., Chicago 4, Ill. 


UH i 2 ee 


sm T ES 


Warehouses and Sales Offices Coast to Coast 


> 1 § 22 
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The 
Free Machinability of 


EATON 
PERMANENT MOLD 


GRAY IRON CASTINGS 


permits Machining at Higher Feeds 
and Speeds, gives Longer Tool Life 
with resulting Production Savings 


Eaton Permanent Mold Gray Iron Castings are free from inclusions and 
hard spots, permitting higher machining feeds and speeds, and 
substantially increasing tool life. 










Characteristics of these castings include a dense non-porous structure, 
excellent tensile strength, and freedom from leakage under pressure. 
Eaton castings are ideal for such important automotive and appliance 
components as compressor bodies, hydraulic cylinders, gear blanks, 
bearing retainers, pump bodies, pulleys, and countless others. 


We will be glad to discuss the advantages of 
Eaton Permanent Mold Gray Iron Castings with 
your engineers. 


FOUNDRY DIVISION 








VASSAR, MICHIGAN 
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Polyken Tapes have 


CON 





ED STRENGTH 


(and that’s what saves the money) 


CONTROLLED STRENGTH: 
the right combination of backing 
and adhesive to give you “all work 


—no waste” 


Here’s how it can help you: Because you 





. = can select the right Polyken Tape for the 
nee right job, you get all the sticking power 
a -* © ae * 
ate = ’ ... all the tensile strength . . . all the tear 
Controlled Strength solves packing problems. This job of bundling resistance you need. When you need spe- 
aluminum strips requires only a narrow strip of Polyken Tape No. 113, 1% . 4s ’ 
— the circumference of the bundle . . . at a considerable saving of time cial qualities, there’s a Polyken Controlled 
and tape. 
4 Strength Tape that has them. 


That way —the Controlled Strength way 
—you do the job right for the least amount 
of money. 

Take Polyken No. 113 as an example. 
See how this low-cost tape works harder 
...and more efficiently ... through its 
‘just right’”’ application to the job at hand 
(whether it is sealing, holding, bundling 
or protection). 

In fact, plant surveys show this tape is 
being used for more than 245 specific ap- 
plications—all at a savings! 





Controlled Strength offers greater protection. These cutting tools 
are guarded with a durable, abrasion-resisting sheath of Polyken Tape No. 
113. Twice as much of a fragile tape wouldn’t give stored tools equal 


protection. Use this convenient coupon to find out how Po/yken Controlled 
Strength Tapes can mean “‘all work—no waste” on the job for you. 


Polyken, Dept. P-F 


' 
® | 
| 222 West Adams St., Chicago 64, Illinois 
O ae nM | Please send me physical properties and further information on Polyken 

| Controlled Strength Tapes. 

| 

| 

| 

| 

| 

| 

| 

| 
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Ne aT 
| CONTROLLED STRENGTH | a a a vee | | 
INDUSTRIAL TAPES ne ; 
c z S 
THE KENDALL COMPANY, POLYKEN SALES DIVISION OR WRT! 1 LEMON I 
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75,000 fragile shell molds arrive 
unbroken in Gair containers 


t year breakage of fragile Spectroshells in ship- | That’s because it’s half the size of the previous con- 
t—running as high as 20% —was eating up the _ tainer, making it light and easy to carry. Second, Gair 
and straining the customer relations of Baird surrounds the Spectroshells with six ingeniously 
iates of Cambridge, Mass. folded corrugated packing sheets to cushion shocks. 
hen, on June ist, Baird started packing these shell Standardization of containers and attractive printing 
(used in metal analysis) in a new Gair con- _are additional Gair touches. “Our Gair-designed con- 
During the first 6 months they shipped 75,000 _tainer has done much toward building customer ac- 
troshells— without a single customer complaint ceptance,” writes Russell P. Mahan, Director of Pur- 
eakage! chases at Baird Associates. If your product needs 
Why is the new Gair container safer? First, it greater protection, lower cost or increased sales appeal 
n’t get pushed and bounced around by truckmen. __ try a Gair container. Call us. 


YOU'RE LIVING NEXT DOOR TO THE EXPERT 
GAIR CONTAINER PLANTS: Atlanta, Ga. © Cambridge, Mass. © Cleveland, Ohio © Holyoke, Mass. @ Jackson, Miss. © Los Angeles, Cal. © Martinsville, 
© New Orleans, Le. © Wo. Tonawanda, N.Y. © Philadelphia, Pa. © Plymouth, Mich. © Portland, Conn. © Richmond, Va. © Syracuse, N.Y. © Teterboro, N. J. 


SHIPPING CONTAINERS ¢ FOLDING CARTONS 


PAPERBOARD ¢ KRAFT BAGS AND WRAPPINGS 
ROBERT GAIR COMPANY, INC. » 155 EAST 44TH STREET + NEW YORK 17, N.Y. SC429 
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“Hand finishing” by machine? Sure 
... it's being done every day with 
CARBORUNDUM’S FLEXBAC® Pad As- 
sembly on any standard slow-speed 
portable sander or polisher! The 
secret is a thick pad of a tough, 
durable sponge-like material —rigid 
enough for large flat areas and flex- 
ible enough to hug curves and con- 





the 


1,300-r.p.m. speed of polisher is ‘‘stopped”’ by 1/10,000-second stroboscopic exposure. 


tours. Sanding discs are held tight 
to the pad with pressure-sensitive 
adhesive...can be peeled off and 
replaced in a jiffy. If you're finish- 
ing or polishing metal, doing fea- 
ther-edging or blending, you can’t 
afford to be without the FLEXBAC® 
Pad Assembly. And for best results, 
whether wet or dry, be sure to use 


Through application “know-how” and product quality 


discs by CARBORUNDUM made espe- 
cially for the FLEXBAC® Pad Assem- 
bly. Ask your CARBORUNDUM Dis- 
tributor or salesman to demonstrate 
this cost-cutting method. Or write 
The Carborundum Company, Niag- 
ara Falls, New York. In Canada: 
Canadian Carborundum Company, 
Ltd., Niagara Falls, Ontario. 


CA~ ORUNDUM 


REGISTERED TRADE MARK 


continually puts more Ey in your abrasive dollar | 

















Watch this 17,000-jewel 


urd removed, wheel guard raised, and coolant flow reduced .) 


NDUM’s Diamond Wheels 
your best choice for grind- 
mented carbide tools. On 
ry table surface grinder, a 
noid Bond Diamond Wheel 
ts maximum production rates 
t risk of checking or crack- 
carbide... cuts exception- 





ally free and cool...requires less 
pressure between wheel and work 
to achieve accurate size control. 
CARBORUNDUM also produces a top- 
quality line of metal bond Diamond 
Wheels for offhand work and cut- 
ting off. Ask your CARBORUNDUM 
Distributor or salesman for your 


Through application “know-how” and product quality 





faaled 4-1 op al—j ahi 


PHOTOGRAPHED AT COLE CARBIDE INDUSTRIES, ROYAL OAK, MICH. 


free copy of Form A-1208, an 
authoritative 40-page booklet on 
“Grinding Cemented Carbides”’. 
Or write The Carborundum Com- 
pany, Niagara Falls, New York. In 
Canada: Canadian Carborundum 
Company, Ltd., Niagara Falls, 
Ontario. 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more | sense | in your abrasive | dollar 



































NEW Fluorescent Lamp unth Aeinal Ke Cer 


O 





Single-pin-type lamps are extremely 
flexible! The lamp may be turned 
in any direction so that the light 
is directed where it is wanted. 


LIGHTING + RADIO 


June, 1956 


ELECTRONICS °* 
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a} Genes new Directional Reflector Fluores- 
cent Lamp is the result of research 
on the part of Sylvania lamp engineers 
to give the public better lighting in indus- 
trial and commercial applications. An in- 
ternal reflector coating, covering more 
than half the circumference of the tube, 
is applied between the glass and the stand- 
ard fluorescent phosphor. 


More relative light! The Sylvania Di- 
rectional Reflector Fluorescent Lamp in- 
creases the relative light through the aper- 
ture by as much as 60 per cent brightness. 


Under service installations where dust 
and dirt are present, this lamp will 
give the user a significant increase in 
more useful light. It is less affected by 
deposits of “‘light-stealing” dust and 
dirt on the top surface of the lamp. 


Many advantages! Sylvania’s Direc- 


tional Reflector Fluorescent Lamp may 
be mounted without reflectors in installa- 
tions with ceilings of poor reflectance. It 
will step up the light output of fixture 
reflectors that are deteriorated by age. It 
saves on lamp cleaning and maintenance 
costs, gives increased lumen hours in super- 
markets and commercial establishments 
using bare single-pin fluorescent lamps. 


The directional lamps in production are 
the 48-inch and 96-inch, cool white, single- 
pin sizes. For additional information on 
the Directional Reflector Fluorescent 
Lamp, and help with your lighting prob- 
lems, contact your Sylvania Supplier, or 
write direct to: 

SYLVANIA ELECTRIC PRODUCTS INC, 
Dept. 6L-4506—Lighting Division 
60 Boston St., Salem, Mass. 

In Canada: Sylvania Electric (Canada) Ltd, 
University Tower Building, Montreal 


SYLVANIA 


... the fastest growing name in sight . 


TELEVISION > 


ATOMIC ENERGY 
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Protect your plant with the same Ansul 
extinguishers that guard this big steel mill 


lanned safety and fire prevention programs are 

their share to protect lives, property and pro- 
schedules at the Great Lakes Corporation, 

t, Mich., division of National Steel Corporation. 

fire extinguishers are playing a part in this suc- 

| program. 

r safety program deserves the best in fire pro- 
Remember, fire doesn’t give you a second 
Here are three big reasons why Ansul dry 

.1 extinguishers can take the worry out of your 
otection program and help you maintain a safety 
| to be proud of: 

Ansul extinguishers are dependable. 'They are 
ready for action, even under severe exposure 
ons. Weather-tight construction assures this 








dependability. Second. Ansul extinguishers are effec- 
tive. Patented nozzles deliver either a straight or fan 
stream, depending upon the hazard. This is an Ansul 
exclusive for more effective fire control. Third. Ansul 
extinguishers are backed by a five-year warranty. This 
is the best way we know of saying that Ansul extin- 
guishers are the finest of their kind made anywhere. 
No other manufacturer offers this impor- 

tant warranty. A 


Get in touch with your local ANsUL 
MAN through the yellow pages of your 
phone directory, or write direct to ANSUL 
CHEMICAL COMPANY, DEPT. P-6, 
MARINETTE, WISCONSIN. 
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How BRAINARD 
STRAPPING SERVICE 
saved 89% 
on shipping cost 








PACKAGE COST for shipping these concrete “‘edgers”’ was cut 89% 
at the Heltzel Steel Form & Iron Company by converting from 
expensive wood crates to corrugated cartons strapped with %” 
Brainard .015 strap. Other savings: 


LOWER FREIGHT COSTS 
Strapped carton weighs 19 pounds less. 


FASTER OPERATION 
One man does job of two required in former operation. 





EASY STORAGE 


hy Two cartons displace one wood crate, which frequently warped 
\ with changing weather conditions. 


This cost-cutting operation was recommended by a Brainard strap- 
ping expert. No matter what you make, package or ship, a nearby 
Brainard representative can show you the way to similar savings. 
Call him today, or write: 












THE BRAINARD 
STEEL DIVISION 

of the Sharon Steel Corporation 
Dept. P-6, Griswold St. 
Warren, Ohio 


MAKERS OF QUALITY STEEL STRAPPING 
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Hussey Copper gives constant uniformity that in- 
sures uninterrupted production in your plant and 
improved product quality. Regardless of the size 
or shape of your product, you will find Hussey 
Copper or Brass is available in every form. 


pecialiil 
IN THE 


PRODUCTION OF FINE 
DEPENDABLE QUALITY 


COPPER and BRASS 
Vhs over (00 yeu “4 = 








Strip 

Tubing 

Roofing 
Products 





You'll benefit from these important advantages: 
e Lifetime durability and good’ appearance 

e Ease of fabrication 

¢ Excellent electrical and thermal conductivity 
© Ready availability 


Cc. G. HUSSEY & COMPANY 
(Division of Copper Range Co.) 


ROLLING MILLS AND GENERAL OFFICES 
PITTSBURGH 19, PA. 


7 Convenient Warehouses 
fo serve you: 


PITTSBURGH (19) 
2850 Second Avenue 


CLEVELAND (14) 

5318 St. Clair Avenue 
NEW YORK (13) 

140 Sixth Avenue 


CHICAGO (18) PHILADELPHIA (30) 

3900 N. Elston Avenue 1632 Fairmount Avenue 
ST. LOUIS (1) CINCINNATI (2) 

Central Terminal Bidg. 424 Commercial Square 
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WAREHOUSES: 
CHICAGO - PHILADELPHIA - NEW YORK 
PROVIDENCE . LOS ANGELES 


Originators of the 
Kaufman DOUBLE EXTRUSION Process 





“The usual industry quality standards 
aren't high enough,” Cleveland engineers were told. 
“Start there and work up.” 


What they have accomplished shows up in lower assembly costs in 
your shop —via super-accurate forming to close tolerances, scrupu- 
lously clean threads with perfect concentricity and uniform lead, 
flawless washer faces, sharp cornered heads that won't slip in your 
tools, points flat and normal to the screw’s axis... all of which mean 
extra fastenability. 


Higher tensile too—these cold forged double-extruded cap screws 
made by Cleveland's own Kaufman Process now give you extra 
margins of strength. 

No extra charge for any of these fasteners that help you put 
together a better product. Ship-at-once stocks of every kind and 
size we make! Ask your jobber for Cleveland Fasteners —or write 
us for latest stock list. 


The Cleveland Cap Screw Company 


2922 East 79th Street, Cleveland 4, Ohio « VUlcan 3-3700 « TWX CV 42 
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Special analysis, high quality steel, plus precision 
manufacture make each HELLER Rotary File 
last longer—and cut faster. HELLER’S 
Regrinding Service restores them to service at a 
fraction of their original cost—thereby 
extending their useful life and saving you money. 


Popular Assortments of HELLER Available in a full range of shapes and 
Rotary Files available in four sizes, HELLER’S complete line includes Handcut, 
different combinations of Hand Ground-from-solid, Carbide Burr and Miniatures. 


Cut and G d-From-Solid. 
tO ee For more than 100 years HELLER has been 


first in files. Now you can get HELLER quality 
in any type of file you need. 


Write for Catalog R-48 for Rotary File information. 


HELLER root co. 


A Subsidiary of Simonds Saw and Steel Co. 


NEWCOMERSTOWN, OHIO 


Branch Offices: New York * Detroit * Chicago * Los Angeles 


YOUR HELLER DISTRIBUTOR CAN 
SUPPLY ALL YOUR FILE NEEDS 
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chances are 
Fafnir has a bearing on it 


Motor 7956, illustrated above, is a 
valuable source of information on main- 
tenance costs. It powers the blower of 
a washing machine at one of the Fafnir 
Plants. This 714 H.P. motor operates 
at 3500 rpm in atmosphere laden with 
contaminants. Equipped with Fafnir 
shielded bearings, it has been in almost 
continuous service for 60 months 
without bearing troubles of any sort. 
According to the records, maintenance 
costs have been held to a minimum. 





Valuable ball bearing performance 
records are kept on every one of the 
7,000 electric motors required in the 
operation of Fafnir plants. They cover 
motor installations in a wide range of 
types and sizes, under varying operating 
conditions. These records help Author- 
ized Fafnir Distributors to solve main- cannpnecmensmomememme rmmagaapre es | 
tenance problems for their customers. 










If your costs of electric motor 
maintenance seem to be out of line, 
put your problem up to your authorized 
Fafnir Distributor. His own experience 
combined with Fafnir’s has helped 
many plant operators to achieve 
minimum maintenance costs. The Fafnir The W-PP (Plya-Seal) and W-KLL (Mechani-Seal) Series 
Bearing Company, New Britain, Conn. of Fafnir Ball Bearings offer a large support area for shaft 






and housing contact plus extra space for prepacked lubricant 


MOST COMPLETE LINE IN AMERICA 















Our 





TRIANGLE MFG. 
‘*cut costs 15 


GAST MANUFACTURING CORP 
‘*30% lighter, but performs bette 


799 


ROWE SPACARB, INC. AMERICAN-STANDARD 
‘*saved $3 per unit’’ ‘‘cut product size and weight h 


\ 





PACIFIC PUMPING CO. DECORA MFG. CO. | 
‘‘helped double sales”’ ‘*saved 40¢ per unit on shipping ‘hel 





\ 
x 
y 
Pg &. : . 
- q z # 
| (ey 
| j 
AIRCRAFT-MARINE PRODUCTS, INC. DEMING COMPANY 


‘‘extremely low service expense ‘““saved on handling and shipp 1¢ 





ONLY G.E. OFFERS 
ALL THESE FEATURES 


motor savings yet? 


TODAY THOUSANDS OF COMPANIES CUT COSTS, , 
BOOST QUALITY WITH ADVANCED G-E MOTORS MORE COMPACT up to 40% 


smaller, 50% lighter—saves you 
} material and handling costs. 
In the past four years, equipment manufacturers 


have bought nearly 5,000,000 smaller, lighter G-E 
fractional-hp motors. Today, they testify to the 
tangible, measurable benefits they have realized. 
For example: 










ye a ie MANUFACTURING AND SHIPPING SAVINGS 
» amounting to about 15% resulted from a Detroit 
Fie ae pump manufacturer’s* decision to switch to ad- 
: vanced-design G-E motors. Rugged construction te 

MYLAR?t INSULATION (right)— 

eliminated several parts. Lighter weight reduced 35 times the moisture resistance 

worker fatigue, helped speed assembly—shipping of paper insulation (left). 

and packaging savings alone were 30¢ per unit! 

Result: a better-looking, more efficient unit which 

sells at a 10% lower price! 


of the G-E motor permitted direct mounting, 
CORP AMERICAN BLOWER CO. 


- bett reduced motor stocks’’ 


GREATER POWER AT NO EXTRA COST helped a 
Chicago office machine manufacturer* boost the 
oy ee f) saleability of his product. Lower handling, ship- 
ping, and assembly costs, modern appearance, and 
the sales value of the G-E monogram cause this 
well-known manufacturer to credit the G-E motor 


* ‘oa | 
%. a eS with making it “easier to design, build, ship, and ALL-ANGLE OPERATION — pro- 
= . . i tective lubrication in any posi- 





6 oat ma sell” his machines. tion—without costly specials. 
ye UNSURPASSED DEPENDABILITY of the “years- PB MOTOR OlL SUPPLY 
RD A. B. DICK CO. ahead” G-E motor is a proven fact to thousands | ce ; 
feign! h more value for your money”’ of manufacturers. A typical experience is that of a 
California compressor manufacturer*, who in- 
Ps Beet Y= : troduced a G-E powered paint sprayer over two 
a years ago. To date 99.9% of these units have never 
fo + required motor service. 
- ” 4” £ @ v TREMENDOUS SALES APPEAL of products designed 
per re to take advantage of all the G-E motor benefits is 
: a2 Oe typified by the case of a West Coast pump manu- DOUBLE LUBRICATION LIFE— 
~_ facturer*. Just one year after introducing a stream- 50% more oil, efficient reten- 
~ 2 . ; oe < lined new unit, made smaller and easier to handle tion system cut maintenance. 
\ SS ; by the G-E motor, his manufacturing costs had 


been reduced and his sales had doubled! 


“‘Years-ahead” design and proved performance of 
). UNIVERSAL INDUSTRIES the G-E motor are helping to establish the leaders 
hipping helped make peeler portable’’ in many fields. If you’d like more information, or 
help in taking greater advantage of the G-E 
motor’s benefits in your products, contact your 
nearby G-E Apparatus Sales Office, or write to 
Section 702-24, General Electric Co., Schenectady 


5, New York. MOUNTING VERSATILITY—rotate 
* Actual case histories available on request. motor in resilient or solid base. 
{Dupont trade-mark for polyester film Cradle easily removed. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





NY FINNELL SYSTEM, INC 
hipp nee) standardized on:G.E."’ 


are you running nuts and cap screws 
| the hard way? 
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MICRO 2 : 


ecision switches 











High temperature switch 


High inrush Cc 
capacity 





Small, high capacity 


]...THEIR oss 





mercury switch 


1S A PRINCIPLE OF GOOD DESIGN 
NEW! 


An “Electrical Memory” 
Toggle Switch 


Two-circuit 
double-break 


| 
{ 
7 
H 





Here is the first in a new series of “‘electri- 
cal memory” toggle switches. It is a four- 
pole assembly with one pole to me 
which circuit was last operated. It prom- 
ises to simplify and eins 29% revolutionize 
some basic circuit designs of complicated 
ground radar units, computer devices, air- 
craft control panels and other types of 
remote control equipment. 


Sensitive 


LEVER POSITION NO. 2 
(MAINTAINED POSITION) 
> 


LEVER POSITION NO. 3 + \ 
(MOMENTARY POSITION) () j 


\ | 





LEVER POSITION NO. 1 
(MOMENTARY POSITION, 


A continuous flow of 
Precision Switch developments 


anticipates designers’ needs 





SWITCHES SWITCHES 





Whatever your requirements for an ex- 
tremely reliable precision switch, there 
is—or can be—a MICRO SWITCH product 
to meet it. It makes no difference whether 
your switch must control sensitive elec- 
tronic devices, instruments or heavy 
automatic machinery. Experienced de- 
signers save time and money by check- 
ing with MICRO SWITCH—pioneer manu- 
facturer of precision switches. 
Illustrated are a few examples of the 
wide range of MICRO SWITCH units to 
meet design requirements. These in- 
clude hermetically sealed switches, 
switches for control of multiple circuits, 
switches resistant to high temperatures, 
heavy duty switches with high elec- 
trical capacity and very small switches 
—all for extremely precise operation. 
A-High temperature switch. This switch 
will operate satisfactorily in a tempera- 
ture range of from —50° F to plus 
1000° F. Originally designed for use in 
jet aircraft applications, on or near the 
after-burner, the switch is equally use- 
ful for industrial applications which re- 
quire high temperature components. 
B-Two-circuit double-break switch fills 
the need for a small, two-circuit double- 
break switch for controlling two isolated 
circuits. This allows greater flexibility 
and simplicity of circuit design. A snap- 
action spring provides quick make and 
break of both circuits in each double- 
break circuit. 


NO. | AND 2 NO. 3 AND 4 





C-High capacity, sealed plunger switch. 
Compact, easy to mount precision snap- 
action switch which combines long life 





Lever Position Lever Position Lever Position 
No. 1 No. 2 No.3 














and reliability with the capacity to | “SwitchNo 1 NO. ToC. NC. ToC, NC. ToC, 
k db k steady state currents Circuit Made Circuit Made Circuit Made 
make and break 6 y ’ Switen No.2 _N.0. ToC. NC. ToC N.C. ToC. 
of 20 amperes and to handle inrush cur- Circuit Made Circuit Made _ Circuit Made 
+4 A Switch No. 3 N.C. ToC. N.C. ToC. N.0. ToC. 
rents as high as 75 amperes. Circuit Made Circuit Made Circuit Made 
D-V3 small, high-capacity switch: Micro | Switch No4 ONC Toc x chreuit Made 





*N.C. ToC. Circuit Made if Lever Last Moved To Lever Position No. 1 


V3 switches have extremely high elec- 
*N.0. ToC. Circuit Made if Lever Last Moved To Lever Position No.3 


trical capacity for their size. They were 
developed to meet exacting design re- 
quirements for an extremely small 
switch with no sacrifice of quality. V3 
switches are available with a wide vari- 
ety of circuit arrangements, operating 
characteristics and actuators. 


E-Sensitive mercury switch with 4° op- 
erating angle. Small Honeywell Mer- 
cury Switches are designed to meet the 
demand of small load circuits and appli- 
cations where space and economy are 
critical factors. Ratings may often be 
extended successfully down to micro- 
volt milli-ampere ranges. 





The assembly uses three single-pole, dou- 
ble-throw functional basic switches and 
one single-pole, double-throw ‘‘memory”’ 
switch. 

In application the ‘“‘memory”’ switch indi- 
cates through a pilot light or buzzer which 
circuit was last operated. 

The three functional switches operate at 
three lever positions: maintained center 
and momentary from each extreme position. 


Electrical rating of basic switches: 5 amperes 
125 or 250 volts a-c. The d-c rating at 30 
volts: inductive—3 amperes at sea level 
and 2.5 amperes at 50,000 ft.; resistive— 
4 amperes at sea level and 4 amperes at 
50,000 feet; maximum inrush—15 amperes. 





For complete information on any of these switches or the complete 
MICRO SWITCH line, call the MICRO SWITCH branch near you. 


MICRO SWITCH 


A DIVISION OF MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
In Canada, Leaside, Toronto!7, Ontario « FREEPORT, ILLINOIS 
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HARPER...a better source for STAINLESS 
and at no added cost 


the reasons why stainless bolts, nuts, screws, You get all these Harper advantages at no added cost. 
and rivets by Harper will mean longer life, Whether your order is large or small, it will be filled 
ved appearance to the equipment you make. immediately from stock or promptly from the mill. 
Your Harper distributor has a wide range of highest 
quality stainless steel fastenings in stock. Call him 
today or write us for Catalog 26. 
: ; Branch Offices in Principal Cities 
re corrosion resistant THE H. M. HARPER COMPANY 
ingineered to highest standards 8222 Lehigh Avenue, Morton Grove, III. 


onger in tensile 
igher in yield strength 
ligher in nickel content 


pecialists in all corrosion-resistant fastenings 
Bolts e Nuts « Screws e Rivets ¢ Washers 
of Brass @ Bronze * Monel e Aluminum « Stainless 


D 
FZ 


< 


HARPER | 
Everlasting Paslencnges- 
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O-B bronze valves are built for severe service by 
a manufacturer who has been making quality 


for the tough - « P bronze valves since 1888. If you're having valve 


troubles, why not try O-B valves? Ask your dis- 


spots see ; ore¢ tributor about them. 


(Q) ono BRASS MANSFIELD, OHIO, U.S.A. 
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PACKAGING -CHEAPER BY THE DOZEN 


Here’s proof. The bulk corrugated shipping 


container shown here, engineered by Gaylord, 
carries six dozen small electric motors with a 
total weight of QOO pourids. This development 
saved on container costs, cut packing time 


and reduced shipping weight. 


For any type of corrugated or solid fibre 
container to make your shipping more ef fi- 
cient, contact your nearby Gaylord office. 


RUGATED AND SOLID FIBRE BOXES + FOLDING CARTONS + KRAFT PAPER AND SPECIALTIES + KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION * ST. LOUIS 
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Too Much 
or Too Little? 


A LEADING economic service, quoted in the Bulletin of the National 
Association of Purchasing Agents, expresses the opinion that “Management 
has come to expect too much of the purchasing agent and his staff. As a 
result, there has been a tendency among such agents to become overly 
conscious of price. Concentration on price and price problems has blunted 
their awareness of technological developments in their own and related 


fields.” 





It has long been the contention of PurcHastnc Magazine—a belief which 
we are confident is shared by the National Association and by the great 
majority of practicing purchasing executives—that management is expecting 
too little of its purchasing departments, rather than too much. 


The crux of this question lies in a recognition of the true scope of the 
purchasing responsibility and activity, and of its potential contribution to 
management and profits. If management confines its concept of purchasing 
to price buying and expects its buyers to hold the price line in the face of 
steadily advancing price levels over which the buyer has no control, then 
management is indeed asking the impossible. Rising costs, rising demand, 
and inflated currency are forces too strong for any amount of “concentration 
on price problems” to overcome. Further, you can’t get away from the fact 
that the great majority of purchasing will always be done at “the market”— 
i if for no other reason than the basic economic truth that it is the purchase 
transaction that sets the market price. 


Re AA eee 





This very inflexibility of the price factor in day-to-day purchasing has 
been the moving force behind the development of the new science of pur- 
chasing, which has found potent sources of cost reduction in better material 
management, better inventory control, standardization, value analysis, fore- 
casting of requirements, timing of purchases, scheduling of deliveries, stream- 
lined procedures, and more useful records. 


These are factors that intelligent, constructive purchasing can control. 
In practically all instances, the cost savings attained by such means far 
outweigh the price consideration alone. They are the tools that modern 
purchasing uses to cope with the fact of rising prices. 


If management’s demands force concentration on price to the neglect 
of these other phases of purchasing, management is asking too little of—and 
getting too little from—its purchasing department. 


- 
































about . aN 


4 BALL BEARINGS 
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FAN AND PUMP SHAFT BEARING 
IS ADAPTABLE TO MANY USES! 


This sealed and “lubricated-for-life” bearing with integral 
shaft was originated by New Departure specifically to 





Typical automotive pump shaft 


bearing application. Shaft has simplify automotive fan and water pump mounting. Since its 
raceways for two sows of bai, inception, it has reduced bearing maintenance requirements 
eliminating usual inner rings. : 7 rain ‘ 
O.D. is correspondingly smaller. to virtually zero in millions of car, truck and other engines. 


s Because of its unique design and ability to locate parts on its 
ey: - shaft against loads from any direction, designers find it 

cancer ft a highly versatile bearing, adaptable to many other uses, 
The manufacturer of a well-known power tool, which 
combines several tools in one compact unit, employs the 
pump shaft bearing as a complete intermediate shaft with 
pulleys on one end and a keyway for tool attachment on 
the other, with obvious design and performance advantages. 





Another manufacturer produces a power mower in which two 


integral shaft of beari : : 
Liiirel oh of Aieaing. caren as of these versatile [(=ww] Departures with hollow shafts 
smith”. Assures fewer parts, easier machin- not only support the mower rotors, but permit vertical 


ing, more accurate, quicker assembly. 


adjustment of the wheel spindles to regulate cutting height. 


So here is another [mw] Departure adaptable to many 
uses. New Departure engineers can show you what it 
and other ball bearings will do to improve your products. 


FINE BALL BEARINGS MAKE GOOD MACHINES BETTER 





For each McCulloch Mower, New Departure provides two pump 
shaft bearings with hollow shafts to permit vertical adjustments. 
Special heat treating gives full hardness at the raceways but 
adequate toughness in the shaft to withstand hard service. 





NEW DEPARTURE e DIVISION OF GENERAL MOTORS ec BRISTOL, CONN, 
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One of the most effective known means 
of getting desired performance and re- 
sults is to set targets of accomplishment. 
It works in purchasing, too. Target Pur- 
chasing, in various forms, is more and 
more recognized as a practical policy. The 
article on page 71 describes a successful 
application of this management technique. It started 
with setting an overall profit objective based on past 
experience and industry averages. This in turn led to 
cost reduction targets allocated to various departments, 
including purchasing. The article tells how the pur- 
chasing program was geared to the stated objectives 
and how they were achieved. 





Value Analysis is still viewed, by some purchasing men, 
as a device appropriate only to mass manufacturing 
operations and to companies big enough to maintain 
a large staff of specialists. But the truth of the matter 
is that value analysis can be practiced by all purchasing 
departments, regardless of industry and regardless of 
size. Two articles in this issue demonstrate this. Turn 
to page 79 for a description of value analysis in Chemi- 
cal Buying, and to page 90 for a report on a success- 
ful value analysis program carried on by a One-Man 
unit. 


An important part of every purchasing agent’s work 
is Interviewing Salesmen. Is your interviewing time well 
spent? Do you get the results you seek, in terms of 
information, supplier relationships, and action? The 
article on page 111 will help. 


Standardization is getting more attention from purchas- 
ing agents, and for good reason. Three current phases 
of this important technique are discussed in this issue. 
On page 96 is a report on how one purchasing depart- 
ment follows standards in respect to MRO Buying. The 
newly adopted DC Motor standards are discussed on 


ees gnlights 










page 122, pointing out the advantages to buyers. And 
the article on page 126 tells how a planned program 
of standards development is being coordinated with 
the growth of our newest industry, Atomic Energy. 


A leading industrialist, looking ahead to the growing 
volume and complexity of American business, sees new 
and Greater Responsibilities for Purchasing, not only in 
actual procurement but in maintaining and strengthen- 
ing our free enterprise economy. Turn to page 93. 


Timing has always been “of the essence” 
in purchasing. Getting deliveries on time 
is an old and ever-present problem. Now, 
as modern purchasing science puts in- 
creasing emphasis on precise scheduling 
of commitments and deliveries, the other 
side of the picture assumes new import- 
ance. Purchasing agents are concerned with the prob- 
lem of Premature Deliveries. The article on page 83 deals 
with the legal aspects of this problem, and sets forth the 
buyer’s rights as established by leading court decisions. 





Sound Material Management is essential to profitable 
operation. Purchasing can contribute substantially in 
arriving at the proper decisions. Turn to page 99 for 
the second article in an important series. 


A practical method of Inventory Control, based on selec- 
tivity and scheduling, is presented on page 86. This sys- 
tem is mathematically sound, tested in actual experi- 
ence, and proved by results. 


There’s a wealth of information for purchasing men 
in these regular monthly departments: the Washington 
Report (page 13), New Catalog listings (page 17), 
New Equipment and Products (page 132), News of 
Your Suppliers (page 22), Association Activities (page 
184), and Men in Purchasing (page 268). 


Summary Report of the 41st Annual Convention 
National Association of Purchasing Agents 
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a steel tube or bar 
for every purpose 


TUBING: SEAMLESS AND WELDED 
Whatever your tubing requirement —what- 
ever kind and quantity you need—you can 
get quick delivery of a quality product with a 
single call to Ryerson. 


That’s because Ryerson stocks are the na- 
tion’s largest, including more types and sizes, 
more tonnage, than any other source. And 
Ryerson service facilities are unequalled, too. 


Hack saws, band saws and equipment for 
production lathe cutting and chamfering as- 
sure quick service on your orders. In addition, 
a staff of tubing specialists puts years of ex- 
perience to work on your problems of tubing 
selection and fabrication. So call Ryerson for 
everything in tubing and tubing service. 


In stock: Cold drawn and hot rolled seam- 
less mechanical tubing, hot and cold rolled 
welded tubing, hydraulic and cylinder tubing, 
structural tubing, etc. 


or solid 





COLD FINISHED BARS 

Careful handling, accurate cutting, vigilant 
inspection —these are just three of many ways 
in which Ryerson assures you of the highest 
quality in cold finished bars. 


Stored in temperature-controlled rooms, 
spark-tested to guard against mixed steels, 
Ryerson cold finished bar stocks include 
rounds, squares, hex’s, flats—screw steel, ac- 
curacy stock, turned, ground and polished 
shafting, Ledloy for fastest machining —every- 
thing you need. And even the hard-to-get 
intermediate sizes are on hand. 


To help you select the best cold finished 
bar for each application, we have just pub- 
lished a simplified guide showing the com- 
parative strength, cost, machinability, 
workability, etc. of all commonly used types. 
Write for your copy and call Ryerson when 
you need high quality cold finished bars. 


RYERSON STEEL 


In stock: Bars, structurals, plates, sheets, tubing, alloy and 
stainless steel, reinforcing bars, machinery & tools, etc. 


H T. RYERSON & SON, INC. PLANTS AT: NEW YORK ¢ BOSTON « PHILADELPHIA * CHARLOTTE, N.C. « CINCINNATI ¢ CLEVELAND 
T « PITTSBURGH « BUFFALO « CHICAGO ¢ MILWAUKEE « ST. LOUIS « LOS ANGELES * SAN FRANCISCO « SPOKANE « SEATTLE 
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for a Profit Objective 


Casco department heads set cost reduction quotas in a company-wide 


drive toward its profit target. Here’s how an alert and resourceful pur- 


chasing staff met the challenge and attained the goal. 


By Norman P. 


Ar THE END of each fiscal 
year, the Management Committee 
of Casco Products Corporation 
meets to take a look at what has 
been achieved profit-wise in the 
past year, and to formulate plans 
for the forthcoming twelve months. 

The group has foremost in mind 
an overall profit objective of 10°: 
of net sales, before taxes, which 
is in line with the accomplish- 
ments of well-run companies in 
the appliance and automotive ac- 
cessory fields in which we com- 
pete. 

The Sales Department provides 
for this meeting an honest ap- 
praisal of its potential sales for 
this coming year, and. also an 
evaluation as to competitive fac- 
tors involved in each product we 
manufacture so that a realistic 
projected selling price can be as- 
signed to each. This provides a 
dollar figure of projected sales for 
the year, and 10% of this gives us 
our projected profit goal for the 
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Levine, Director of Purchases, Casco Products Corp., Bridgeport, Conn. 


year. These products incidentally, 
for orientation purposes, are au- 
tomatic pop-out lighters and mo- 
torized antennas for automobiles, 
on both of which we are the na- 
tion’s largest manufacturer. In 
addition, we manufacture certain 
electrical goods for the consumer 
trade. For example, we are the 
largest manufacturer of electrical 
heating pads in the United States, 
and one of the largest manufac- 
turers of electric steam irons. 

Against the projected profits for 
the coming year are set last year’s 
profit, which it is hoped will be at 
least matched in the new year. If 
last year’s profits did not approxi- 
mate 10% of sales, it means that 
remedial measures have to be 
taken. The deficit between the 
previous year’s inadequate profits 
and the normal projected profits 
for the new year have to be made 
up by economies and more effici- 
ent operation. 

Such a situation was encoun- 


tered for the fiscal year March 1, 
1955-February 28, 1956, and for 
making up the profit deficit, the 
onus was divided four ways and 
different departments were 
charged with the responsibility by 
the management Committee. 


Target for Savings 


The Purchasing Department 
was charged, for instance, with 
making up 14% of the deficit by 
reduction of material cost through 
savings on raw material and pur- 
chased parts. The Manufacturing 
Engineering Department was as- 
signed the task of overcoming 46% 
of the profit deficit by reduction 
of manufacturing cost by methods 
improvements, installation of 
more efficient equipment, etc. The 
Manufacturing Division was 
charged with 10% of the deficit by 
reduction in rework and scrap, 
and better salvage. The balance of 
the required profit, approximately 
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was a general charge on all 
ion heads under the general 
“Burden Reduction”, which 
t a reduction in indirect la- 
and general expenses, such as 
ry supplies, utilities, etc. 
e assignment of these specific 
r objectives for various divi- 
of the company are not arbi- 
They are arrived at in a 
listic manner based upon an 
st evaluation of the potentials 
ach division. They are ham- 
d out by the combined ef- 
of the entire Management 
nmittee, comprising the Execu- 
Vice-President as chairman, 
ncluding the Comptroller, the 
tor of Industrial Relations, 
Sales Managers of the various 
ducts, the Treasurer, the Di- 


rector of Purchases, the Works 
Manager, the Plant Superinten- 
dent, and the Directors of Product 
Engineering and Manufacturing 
Engineering. Each of these men 
has an important say in the set- 
ting of his own quota, as well as 
the quota of the other divisions. 
Once the overall program of 
profit objectives have been set, 
follow through is most important, 
and this involves full publicity of 
the profit objectives themselves to 
the total administrative group 
(125 approximately) and the fos- 
tering of friendly competition be- 
tween the various teams in each 
profit-objective category. A din- 
ner meeting is held at the begin- 
ning of the year, the goals ex- 
plained, the general company poli- 


‘his thermometer-type chart keeps everybody in the organization informed 
fi the progress made toward the profit objective. At the 8-month mark, 
purchasing had achieved 76.6% of its cost reduction quota for the year. 
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cies revealed, and problems dis- 
cussed. Banners and other incen- 
tive mechanisms are used through- 
out the year, and to keep up in- 
terest, quarterly dinner-meeting 
reviews are held at which accom- 
plishments against goal in each 
category are discussed by the di- 
vision head involved. A sample 
of a thermometer chart used in 
the plant is pictured herewith. 

The Management group itself 
meets every two weeks and full 
information is exchanged between 
the various divisions. While the 
heads of each department may be 
competing with one another in 
making the best showing in reach- 
ing their profit objective quota, in 
the Management meeting they op- 
erate as a group. They are all spe- 
cialists in their own field, but it 
is one of the basic philosophies 
of the Casco Company that no one 
has a monopoly on ideas. No mat- 
ter what problem is being dis- 
cussed, all are encouraged to ex- 
press an opinion. All decisions 
made by the group are subject, 
naturally, to the review and ap- 
proval of the Chairman of the 
Board and the President of the 
company. 


A Team Effort 


In its specific field, a Purchas- 
ing Department, in carrying out 
its part in meeting its quota of 
the total over-all profit objective, 
fully integrates its policies and 
methods with those of the other 
divisions affected. No suggested 
change in raw material or compo- 
nent part specification can be 
made without the approval of the 


_Product Engineering Division and 


a close cooperation is an absolute 
necessity here. Quality levels must 
be maintained and the Purchas- 
ing Department, with the assist- 
ance of the Chief Inspector, who 
is in the Manufacturing Division, 
has worked out and instituted an 
Acceptable Quality Level plan 
with our vendors which guaran- 
tees the quality of material incor- 
porated in our own products. 

Now as to the organization of 
the buying function in the Pur- 
chasing Department at Casco 
Products Corporation for a little 
further background. 

The Director of Purchases is the 
chief administrative officer of the 
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department and also concerns 
himself with the purchase of the 
raw metals, heavy machinery, and 
certain special and costly compo- 
nents. He is also Secretary of the 
company and a member of the 
Board of Directors, which fact is 
mentioned here only as an indica- 
tion of the high esteem in which 
the purchasing function is held at 
Casco Products Corporation. 

Stanley Friedman is Manager 
of Sub-Contracting and buys all 
incorporated components and 
packaging, and also is in charge 
of our “Make-or-Buy” Depart- 
ment which is assuming increas- 
ing importance in the program of 
buying for profit objectives about 
which more later. 

Edwin Cone is Assistant Pur- 
chasing Agent and buys all non- 
metal incorporated materials, such 
as textiles, plastics, rubber, and 
also all special tools, dies, fixtures, 
molds, gages, equipment and plat- 
ing supplies. 

There is another individual in 
charge of expediting, who also 
serves as assistant to Mr. Fried- 
man in buying standard fasteners 
and packaging. 

Mrs. Margaret Wadsworth is 
responsible for the purchase of 
electrical, plumbing, other mainte- 
nance, office and other general 
supplies, and also purchases 
standard mill supplies, including 
perishable tools. 

There are also five girls serv- 
ing in secretarial and clerk ca- 
pacities. 

All in all, we buy approximately 
six million dollars worth of goods 
and services each year. 


Standard Cost Basis 


Now as for the precise technique 
by which we strive to reach our 
goal of cost reduction in the Pur- 
chasing Department. 

Casco Products Corporation op- 
erates under a standard cost sys- 
tem. On March Ist of each year, 
which is the beginning of the com- 
pany fiscal year, the Accounting 
Department sets standard prices 
upon each and every raw material 
and purchased component which 
is used in our products. These 
standard prices are usually the 
actual price in effect on March 
1st. 

These standard prices are the 
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measuring stick against which the 
Purchasing Department works in 
order to reach the goal in cost 
savings which has been set up 
by our Management Committee. 
Every requisition coming from 
the Production Department is 
processed through the Accounting 
Department and during this proc- 
essing the Accounting Depart- 
ment inscribes in a predetermined 
place on the requisition the stand- 
ard cost for that product which 
was set on March Ist. 

When this requisition card gets 
to the buyer, he immediately 
knows what price he has to beat 
in order to effect a saving in that 
particular buy, and he is on his 
own, so to speak, as to how or 
whether he can accomplish such 
saving. 

Each buyer is thoroughly fa- 
miliar with the total overall sav- 
ings goal which has been set for 
the Purchasing Department. 
Whether he uses some of the new- 
ly formalized techniques like val- 
ue analysis, standardization, 
make-or-buy, volume buying, 
learning curve exploitation, or 
relies upon the old proven meth- 
ods of hard bargaining and selec- 
tive shopping, is of no concern 
to us. He is the best judge of what 
can be accomplished on the prod- 
ucts he buys and he certainly 
knows best how to approach his 
suppliers as far as price and qual- 
ity are concerned. 

We pride ourselves, at Casco, 
upon the freedom which we give 
the buyer to exercise his own 
judgment and initiative in dealing 
with suppliers. When you encour- 
age and trust a buyer in this 
fashion, the results are often pleas- 
antly surprising. 

For another thing, we are not 
big enough to afford the services 
of a value analysis or standardiza- 
tion expert (remember, burden 
reduction is part of the overall 
company program), so we train 
our buyers to be familiar with all 
facets of sound purchasing. We 
find technical journals, such as 
PuRCHASING and the bulletins of 
the Purchasing Agents Associa- 
tion invaluable in expounding the 
newer techniques. (Actually, val- 
ue analysis, standardization, and 
make-or-buy are not new, but sys- 
temizations of what good buyers 
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have been doing for years.) Some- 
times we wish they would not be 
quite so forgetful of the so-called 
old techniques which are equally 
good tools for the buyer. 

As the requisition cards are 
turned into actual orders, the or- 
der typist itemizes each order on 
a daily record of such purchases 
showing the savings or overages 
(for obviously there are certain 
cases where it is impossible to 
meet or beat the standard cost fig- 
ure, especially with rising commo- 
dity prices). This sheet is passed 
through the hands of each buyer 
every morning, so that he knows 
whether a total over-all saving or 
loss has been made by the Pur- 
chasing Department for the previ- 
ous day, and how much. 

The daily sheets are accumu- 
lated into monthly figures, which 
are communicated to all buyers. 
The monthly totals are accumu- 
lated into quarterly figures which 
are reported at the quarterly din- 
ner meeting of the entire Casco 
Administrative Group, at which 
results from all divisions are an- 
nounced, and the progress to- 
wards the yearly goal analyzed. 

As an indication of how suc- 
cessful this technique of setting 
an over-all savings goal and let- 
ting the buyer know the individ- 
ual standard price he is working 
against, let us offer the results 
so far for the present fiscal year 
ending March 1, 1956. 

Despite an average increase of 
approximately 6% in prices on the 
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commodities which we use, since 
March 1, 1955, the Purchasing De- 
partment in eight months of op- 
eration, had accomplished 75% of 
its total goal for the fiscal year, 
or was approximately 9% ahead 
of the savings scheduled for the 
year. 

Even though steel was up 1/2¢, 
copper up 7¢, aluminum up 1¢, tex- 
tiles up, phenolic plastics up, rub- 
ber up; zine up; nickel up; ete. 
during the year, the net result for 
eight months was an over-all sav- 
ings in Purchasing against stand- 
ard costs set March Ist. 

A lot of cost increases have had 
to be overcome to accomplish this 
result and the ingenuity of our 
buyers as fostered in the manner 
previously described, has been the 

g reason—plus emphasis on one 

her purchasing technique. 


Make or Buy? 

This technique which we have 

rongly emphasized this year is 
the Make-or-Buy Analysis and a 
brief description of how this op- 
rates is in order. 

It was said earlier that the Ac- 
ounting Department sets stand- 
ard prices each March Ist on 
those commodities purchased by 
the Purchasing Department. It 


Elements of a Successful. 
Cost Reduction Program 


Definite, realistic goals. 
Friendly competition. 
Over-all teamwork. 
Regular progress reports. 
Proved techniques. 
Scope for initiative. 


Incentive and reward. 


also sets standards for our Manu- 
facturing Department on those 
components which they fabricate. 
If, however, the Purchasing De- 
partment can purchase these com- 
ponents from outside vendors at a 
price lower than our factory can 
make them, then this. saving, too, 
reflects against the Purchasing 
Department goal for the year. 

Several factors caused us to 
look into the “Make-or-Buy” deal 
in a big way. 

First off, our sales volume this 
year made it impossible to fabri- 
cate all the components we re- 
quired for our various products, 


and so, in effect, we were nec- 
essarily led into “make and buy” 
on certain parts. 

Secondly, such investigations, 
instigated because of lack of ca- 
pacity, turned up some surprising 
possibilities for cost savings es- 
pecially in certain specialty fabri- 
cating fields. Some of these are 
almost more of an art than a me- 
chanical science, such as die cast- 
ings and eyelet part manufacture, 
on both of which we had our own 
captive facilities. 

We say ‘had’ because after a full 
scale investigation of both these 
captive operations, and comparing 
our costs against outside job shop 
quotations, the Purchasing De- 
partment recommended to Man- 
agement the complete elimination 
of those two captive operations. 
The Purchasing Department was 
authorized to dispose of all the 
equipment in these two depart- 
ments, and did so, placing all com- 
ponents in these categories with 
outside suppliers. 

This maneuver has resulted in 
not only a saving in cost, but in 
most cases has resulted also in 
quality that is better than that 
originally produced in our own fa- 
cilities. 

It became very apparent about 


Typical daily record sheet showing savings and overages effected, as compared with standard costs. 



























PURCHASE PART 1955 PRICE ON QUAN . 
ORDER NO,| DATE VENDOR ER QUAN, STD, CARD ON CARD} SAVINGS OVERAGE 
C-32569 5-12 -55|-Ramesea Mfg. L@-30678) 750,000 $2.77 $2.45 750,000 {$240.00 | -------- 
C-3257@ 5-12 Steve Paper LZ-2801 | 2,400,000 | $1.35™ $1.32m | 2,400,000/$ 72.00 | -------- 
C-32571 p-12 Bopete] Opping |L¢-2807 | 1,000,000 59" -56 Mi =1,000,000/$ 30.00 | -------- 
C-32572 5-12 Bandee Bppiag L@-2807 | 2,000,000 - 59m 231M | 2,000,000/$560.0@ | -------- 
C-32573 §-12 Aldea Rabbeo -11101/10,000 Yds 60 Ya 5% 3/894 10,000 ¥48$325.00 | --------- 
C-32574 6-12 Basseea Mfg. B-5092 | 7,000 7,000 
@-38574 5-12 Bassuen Mfg. @-5093 | 7,000 7,000 
C-3257% 5-12 Basgeeo Mfg. ISK-5094 | 20,008 $45.00 MEpts $45.00 20,000 - -- 
C-32574 6-12 Beesseee Mfg. sc-5091 | 7,000 per M Sets 7,000 
C-32574 6-12 Beormeea Nig. SF-5089 | 16,000 $11.00 m | $11.00 m 16,000 -- - 
C-32577 5-12 | @eedPield motel |sm-3113 | 2,000 [$9.70] $9.51 | 2,000 , 
C-32578 6-12 Ptecesean Pred. |SN-3317 5,000 $7.78 m | $ 7.506 5,000 $ 1.40] --------- 
6-38792 5-12 B2eetic Pred. MMA-5371/| 50,000 Me std. Yet $25.55" 50,000 | ------/ --------- 
nged te 
(Cha Metice) gf Oa 
C-32792 5-12 Blestte Pred. MHA-5371}+1 50,000 Me Std.Ye> $27.30M 50,000 }-- 40 . 
changed te 
(Changs Netice) $25,550 
C-32613 | 5-12 Beles Sgeel RC-881 2,000# $9.65 CWr} $10,20CWr) 2,ee0# $11.00 | ---------- 
(Change Netiee Changed te 
C-32323 | 5-12 Boap? Ocxss. €Z-11655| 500 $322.00m | $322,00m 50 an 
changed te 
(Chang¢ Netice) $332.00m 
Tetal----- $1239.78 $ 5.00 
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August-September of 1955 that, 
if the Purchasing Department was 
to accomplish its total over-all 
profit objective for the fiscal year, 
strenuous efforts were required in 
this “make-or-buy” area, because 
commodity price increases, as out- 
lined above, were rapidly closing 
other profitable avenues of ap- 
proach. 

Accordingly, in order to strong- 
ly emphasize this particular tech- 
nique, Stanley Friedman was 
named Manager of Subcontract- 
ing and given full authority to in- 
vestigate the cost of every item 
manufactured in our own plant 
and compare it with prices from 
outside suppliers. There were to 
be no ‘sacred cows’ and there was 
no restriction upon the scope of 
his investigations. In effect, it 
constituted a complete departure 
from Casco’s previous policy of 
making all incorporated parts for 
which it had facilities, and in some 
cases even entailed sending our 
own tools and dies to suppliers’ 
plants for manufacture of com- 
ponents. 

The outside quotations once ob- 
tained by the Manager of Subcon- 
tracting are turned over to the 
Accounting Department for eval- 
uation and comparison with our 
own, and eventually are presented 
to a Make-or-Buy Committee com- 
prising the Works Manager, the 
Comptroller, and the Director of 
Purchases for final decision as to 
whether to continue the manufac- 
ture in our own plant or to buy 
on the outside. Many factors be- 
yond cost itself enter into this 
final decision, such as capacity, 
continuity of supply, burden elim- 
ination, and direct labor skills in- 
volved, etc. 


Other Cost-Saving Techniques 


Despite the emphasis upon 
Make-or-Buy, the other  tech- 
niques of accomplishing savings 
in the Purchasing Department are 
not being neglected. 

The average increase during the 
past year of 6% in the commodi- 
ties which we use has made it im- 
perative that we use every re- 
source at our command to reach 
our total over-all profit objective, 
and here are some examples of 
the kind of thing we are doing that 
contribute to the total. 
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Asbestos Roving—The price of this material went up, but a supplier’s 
suggestion to use a smaller diameter of base thread in one product ap- 
plication saved Casco $4,000 a year. 


1. All of our buyers are con- 
stantly on the look-out for alter- 
nate materials or specifications on 
the commodities we buy which 
can result in price reductions — 
in other words, value analysis. A 
good example of this is the asbes- 
tos roving which we wrap around 
the element wire that provides the 
heat in the Casco heating pad. 
Asbestos has gone up during the 
year, but a reduction in the diam- 
eter of the base thread of the 
material, suggested incidentally 
by the supplier upon the request 
of our buyer, Ed Cone, netted a 
saving of 9¢ per pound, or, $4,000 
per year on the over-all. 

I cannot emphasize too strongly 
the assistance provided by good 
suppliers and would-be-suppliers 
in recommending changes in spe- 
cification which many times “im- 
prove” the quality of our final 
product at a savings in cost. In 
our Purchasing Department, we 
value highly the salesman who 
promotes his own product by 
pointing out the cost-savings po- 
tential and there are many of this 
type, who think along those lines. 

2. A good example of another 
technique—the old one of hard 
bargaining—is the heating ele- 
ment of another of our products 
which has been reduced in cost 
since March 1, 1955 by 3¢ per 
unit, or $15,000 per year, despite 


an increase in the basic materials 
to the supplier. Here a competi- 
tive condition in the industry sup- 
plying such units, and an honest 
heart-to-heart talk with the sup- 
pliers explaining our own compe- 
titive position in this particular 
industry, has paid off in price re- 
ductions. 

A further extension of this type 
of dealing—merely to retain the 
present price despite increased 
costs to our supplier—is exempli- 
fied by a plate for another of our 
products. The standard price set 
on March 1, 1955 has been main- 
tained up to the present—by hard 
bargaining. This has avoided a 
sharp loss on the Purchasing De- 
partment score card because, as 
previously indicated, every in- 
voice processed at a price higher 
than the standard is a loss against 
the profit objective which must 
ultimately be overcome by savings 
on other components. 

3. In order to avoid a loss on 
that omnipresent daily score card, 
our buyers use all possible in- 
genuity in combining quantities, 
combining shipments, and exam- 
ining supplier discounts, shipping 
methods and packaging to ensure 
a minimum price on each buy, but 
always with one eye peeled for 
that company inventory figure 
which is also closely controlled 
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\ good example of savings in 

packaging cost is seen in the ship- 
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steam iron. By changing 

1 wooden to corrugated boxes, 

ing of 1/2¢ per unit was rea- 
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rv item alone. These examples 

igh brief in description and 

rr in nature, are the sort of 
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Resourcefulness and Incentives 


We could go on and on giving 
nples of the resourcefulness 

d ingenuity and good judgment 

f our buyers, but we believe that 
the point has been made. We do 
not have a monopoly on buyers 





with ingenuity and resourceful- 
ness. Practically every Purchas- 
ing Department has them in some 
degree. It is necessary, however, 
to give them goals to spur them 
on, to match them in friendly 
competition against other com- 
pany departments, to match them 
against a cost factor, a frame of 
reference, so to speak, to provide 
them with the tools and techni- 
ques of their craft and to trust 
them and their best judgment to 
accomplish an end result with 
which they are all familiar. 
Lastly, if that over-all profit ob- 
jective is approached or reached, 
it is necessary to reward them on 
an equitable basis, and that is just 
what we do at Casco Products 
Corporation with our annual in- 
centive compensation fund. We 
are not such a big company that 
top management is not familiar 


Eyelet Parts and Die Castings— 
Casco used to make these in its own 
plant, but after a thorough make-or- 
buy analysis the departments were 
discontinued. Casco’s buyers pro- 
cure them from outside suppliers at 
less cost, and with no sacrifice of 
quality. 


with the quality of work and ef- 
fort of each buyer in the Pur- 
chasing Department and, for that 
matter, every other administra- 
tive employee. When the final 
yearly results are totaled and cer- 
tified by our accountants, the in- 
centive compensation is distrib- 
uted to the total administrative 
group on a basis fully commens- 
urate with the contribution to the 
total effort each has put out dur- 
ing the past fiscal year. 

Thus buying for a profit objec- 
tive is not an insurmountable 
problem for buyers who can use 
their imagination and their in- 
genuity and who can rely, as Cas- 
co fortunately can, on very coop- 
erative suppliers who are made 
aware of our problems, even if 
mounting prices inject an adverse 
factor as they did in our current 
fiscal year. 
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ee PURCHASING reports on 
Are RISING PRICES Here to Stay? 


While both industrial production and new orders have dipped recently, 
according to latest figures, there has been no slackening in the upward 
movement of industrial materials prices. Thus, although overall business 
activity remains at a high level, and prospects for the rest of 1956 appear 
bright, purchasing agents are faced with the probability of another 
strong rise in the price index. To find out what the P.A. knows, or thinks, 
about what is behind the price spiral, how long it will last, and what it 
means to the economy, we asked a group of them a series of questions 


on rising prices. Their combined answers follow. 
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Yes|92% 
Do you expect that the general up- 
ward trend of commodity prices 4 
will continue through the balance 
of 1956? 

No| 8% 
In your opinion, has inventory ac- 
cumulation been a significant fac- 
tor in causing and sustaining 
: pet 

higher prices? EZ 

Yes 33% No 67% 


Has it been your experience that 
rising prices are breeding irregu- 
larities in distribution, outside of 
established channels? No 50% 


Yes 50% 

























Yes 48% 


Do you believe that further price 
advances would tend to curtail 
consumer demand and industrial 
activity? 





Would you say that competition 
among suppliers is as keen today 
as it was a year ago, before the 
current round of price advances? 





















No 52% | 











Yes 86% Y No 


14% 


From your observation, is “small business” (both as supplier and as cus- 
tomer) helped or harmed by the upward price spiral? 


Small supplier 





62% 


| 18% — 














Helped Harmed No effect 


| 3% 


Small buyer 
79% 





18% 














Helped 


Harmed No effect 





VHAT THEY SAY 


legree of resistance to the impending increase in steel 

hould determine if we have hit the top of the price rise. 

business, steel and autos in particular, must learn to use the 
] ‘ 9s . . 

10ded two letter word ‘No’ in dealing with labor, or else 
» in for another round of price increases.” 


the buying public—will always pay to get what they 
if they want it. Seems stupid, but they do. So, who cares?” 


the present moment, the small supplier and the small buyer 
the impression of being in a state of ‘shock’. Neither one is 
ing or able to project operations much over a 90-day period, 
hey feel that one rumor or incident could tumble the whole 
king mass into a much needed recession.” 


the third quarter production should level off with steel and 
y items, and commodity prices will have leveled off.” 


believe a general upward trend of commodity prices is in- 
itable in a strong and expanding economy, and that irregulari- 

in distribution represent the beginning of a new merchan- 
sing evolution. This is undoubtedly the only logical escape 
1 the vise-grip of higher cost and stiffer competition.” 


PURCHASING MAGAZINE 205 EAST 


“Politics is now a positive force in business management and 
since it is an election year, the political aspects cannot be 
ignored. Momentum will carry us through 1956.” 


“The unforunate part is that price increases are only a mirror 
of wage increases, establishing a vicious cycle, with the con- 
sumer holding the bag.” 


“Seems like the patient American taxpayer has become accus- 
tomed to high prices, inflation and unbelievable charity to the 
cockeyed world.” 


“As long as business stays as good as today, it is my opinion that 
both indsutry and the public will continue to absorb the rising 
prices.” 


“A concerted objection to price increases would be more effective 
than is generally thought. We are too prone to accept these hikes 
as though they are inevitable.” 


“Two major factors causing increased prices are zovernment- 
created shortages and union labor wanting something for nothing.” 


“Labors’ demands and big business’ policy of pricing are, in my 
opinion, the motivating forces behind the price spiral.” 
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Value Analysis 


in Chemical Buying 


By J. R. Sayers, Mmonager 


Planning and Research Section, Purchasing Department 
Monsanto Chemical Company, St. Louis, Mo. 


Tue preliminary work upon 
which value analysis will be 
based takes time and requires 
patience. This need for patience 
—particularly on the part of pur- 
chasing management—is an ab- 
solute must when considering 
value analysis in the chemical 
buying field. Here, you face a 
combination of high capital re- 
quirements, highly integrated 
manufacture, well defined mar- 
kets and market prices, stable 
pricing and strong selling. These 
factors make it difficult to en- 
gineer a reduction in price, a 
change in quality, a consolida- 
tion of demand, a substitution of 
lower price material, or any of 
the other classic types of profit- 
generating moves. So we come 
to our first observation: 


Value analysis in chemical 
buying involves a fair amount 
of wheel spinning in between 
the payoffs. 


Who, in the purchasing de- 
partment, should perform this 
function? The only satisfactory 
answer to this question is that 
every chemical buyer must main- 
tain a studious, inquisitive ap- 
proach toward the materials he 
is buying, and perform as much 
value analysis work as time per- 
mits. 

This question of available time, 
however, is the hooker in the 
problem. Value analysis in any 
field requires an extensive pe- 
riod of fact gathering including, 
among other things, market re- 
search, cost-price analysis, and an 
understanding of how the mate- 
rial is to be received, handled, and 
used. At times this material can 
be gathered easily. You may run 
into an article in the literature of 
the industry that wraps up a 
good chunk of the problem for 
you. Other jobs require digging 
from a variety of sources, and 





a 


: ea_ p ides > Pies: —) 


i — 














me <8. 


aimee 


“¢ 4 ee 








June, 1956 79 














SO 


SOURCES OF 
INFORMATION 





BOOKS AND JOURNALS 
OF THE INDUSTRY 








TECHNICAL RESEARCH 





COOPERATIVE SUPPLIERS 


ESTIMATED COST OF 
MANUFACTURE 


PURCHASE RECORDS 
AND FORECASTS 





“MARKET ANALYSIS 


can hardly be done between a 
phone call and the next sales- 
man’s visit. 

Purchasing management, aware 
of this time factor and the 
somewhat specialized training re- 
quired to do a complete value 
analysis job, has found it eco- 
nomical in some cases to set up 
specialized groups for just this 
function. However, with or with- 
out a specialized purchasing re- 
search or value analysis group, 
every buyer is charged with the 
duty to his company of analyzing 
the value received for each dol- 
lar he spends. 

Value analysis has been ap- 
plied to small parts and machin- 
ery component purchasing to 
great advantage. Some of the 
techniques developed in that field 
are definitely applicable to chem- 
ical purchasing. But we must not 
delude ourselves into believing 
that these techniques can be ap- 
plied to the same extent, or in 
the same manner, to obtain cost 
reductions and value increases 
in chemical buying. 

The redesigning of a zinc die- 
casting, used in the manufacture 
of a refrigerator, to obtain a cost 
reduction simply cannot be trans- 
lated directly to the problem of 
a man buying methanol. The 
zine die-casting is a product of 
the buying company’s own design 
and is subject to modification. 
Methanol is something the good 
Lord designed. It has a captive 
market of about 100 million gal- 
lons and is manufactured by sev- 
eral big chemical companies. 

While the chemical purchasing 
agent who is buying methanol 
does not have the degree of free- 
dom that the refrigerator compo- 
nent buyer enjoys, there is much 
he can do. He may be able to go 
from 45¢-per-gallon methanol in 
drum carloads to 30¢-per-gallon 
methanol in tank cars, or even to 
27.5¢-per-gallon in barges if he 
has that kind of demand and the 
facilities for handling it. It may 
be that a saving can be realized 
by obtaining methanol along with 
other liquids in mixed truck 
loads. But, since methanol is the 
cheapest oxygenated solvent, 
with the exception of water, he 
will have a tough time finding a 
substitute material. 

If butanol was the solvent be- 


ing purchased, then the opportun- 
ities for substitutions are in- 
creased. Isobutyl alcohol and sec- 
ondary butyl alcohol are 1¢ to 
2¢ per pound under N-butanol, 
and there are several mixed al- 
cohols which might result in a 
saving. 


Value analysis first and fore- 
most requires a solid and com- 
plete knowledge of the product 
and its market. 


Take the problem of the pur- 
chasing agent who wishes to de- 
termine if he is getting the most 
for his company’s dollar when 
he buys Product A. What he 
really wants to know is why he 
buys Product A—if it is neces- 
sary to use A or whether Prod- 
uct B would do also—why he 
buys the material in the grade, 
container, and in the manner he 
does—and finally, why he pays 
such an outlandish price for the 
stuff. 

The first step in answering 
these questions, as in all research, 
should be a study of the litera- 
ture. The purchasing researcher 
engaged in value analysis has an 
ally in the form of the library 
that collects and binds his indus- 
try’s periodicals—of which the 
chemical industry is blessed with 
a large number. If the product is 
being purchased at present, there 
should be a file in the purchasing 
department containing its pur- 
chase history for the past years. 
In addition, vendor catalogs will 
help to round out his knowledge 
of the product and its market. 

During this period of litera- 
ture searching, a coincidental or 
contrived opportunity to talk 
with a knowledgeable salesman 
can be a big help in updating in- 
formation found in the library. 
Also, with a little effort you can 
almost always find some one in 
your research department who is 
a knowledgeable chemist in the 
particular area in which the prod- 
uct in question falls. The engi- 
neering department, too, may 
have evaluated captive manufac- 
ture of the product, or possibly 
the development department has 
reported on the material from one 
angle or another. 

All this reading and consulting 
should lead to information about 
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the chemical and physical nature 
of the product, how it is manufac- 
tured, the basic data with which 
you may estimate its manufactur- 
ing cost, and possibly problems 
that others have experienced in 
working with the material. In ad- 
dition, your research should have 
determined its position in the 
market place, who makes it, why 
those particular companies make 
it, what kind of a chemical family 
tree is necessary for its economi- 
cal manufacture, what its price is, 
and the factors which have af- 
fected its price in the past. You 
should have found statistics on 
what its growth has been and, if 
you're lucky, some crystal baller 
has made a projection of its prob- 
able future growth. If not, you 
need an evaluation of the end-use 
pattern of the material so that 
you can make your own pro- 
jection. 

This leaves your own com- 
pany’s use of the product as the 
remaining area in which you may 
need to expand your knowledge. 
Here it is necessary to dig out 
past purchase history and obtain 
a projection of the forward re- 
quirements from the production 
planning group. Requirements of 
a raw material used for the man- 
ufacture of a single product for 
sale can be projected with rela- 
tive ease. It it is purchased for 
the production of an intermediate 
chemical which, in turn, is used in 
the manufacture of many prod- 
ucts, then projecting its demand 
becomes a difficult job. Neverthe- 
less, a forward picture on your 
company’s requirements will def- 
initely be needed in your later 
negotiations. 

There are some more prosaic 
questions that must be answered 
in your investigation of your use 
of the product. Things like: 

How are you equipped from an 
inventory standpoint? 

Are you able to transfer from 
a storage tank to all using depart- 
ments? 

Is your use steady throughout 
the year or is it seasonal? 

Is there a batch-size considera- 
tion which makes non-standard 
packaging important? 

You might finish up your in- 
vestigation of the material’s rela- 
tionship to your operation by de- 
termining the part that it plays 
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as a raw material in the manufac- 
turing cost of your finished goods. 
Many value analysis projects are 
initiated because of the poor prof- 
it position of one of your com- 
pany’s products. Don’t make the 
mistake of chasing around and 
spending weeks working on pos- 
sible cost reductions in a material 
which has little bearing on the 
profit margin of the finished 
product. 


Direct your efforts to the 
profit areas which need it 
most and the raw materials 
which are most important in 
those areas. 


You can do only so much value 
analysis work. I remember doing 
a very careful analysis of a pe- 
troleum fraction, and coming up 
with all sorts of suggestions on 
how we might purchase this ma- 
terial at a lower cost—only to 
find that if the vendor had given 
us the stuff for free and paid the 
freight, the project still would 
have been a dead duck. There is 
no justification for that kind of 
value analysis. 

Now that you have become an 
expert in one particular corner of 
the chemical industry, you are 
ready to move into the final stage 
of analysis—looking for ways to 
relate your requirements, the 
product, possible substitutes, and 
market conditions, in a manner 
that will yield you more real val- 
ue per dollar. 

Estimation of manufacturing 
costs and their comparison with 
prices is a good place to begin. 
With an understanding of your 
supplier’s cost, you can decide if 
the price you are paying is based 
on cost plus a return on invest- 
ment (normal profit). or whether 
the price reflects a supply and de- 
mand situation and is set as high 
as the market will bear. You may 
find that the price is artificially 
pegged, as in the case of by-prod- 
ucts where it is almost impossible 
to develop a real idea of manu- 
facturing costs because of your 
inability to assign meaningful raw 
material charges. 

It is easy to find examples of 
materials that are priced in each 
one of these classes. Certainly 
soy bean and cottonseed oil on 
today’s market are bringing no 
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Chemical buyers’ Chicago midwinter meeting. Executive Committee of the 
group is shown at head table. 


re than cost plus a reasonable 
Muriate of potash is an- 
her example of cost-based pric- 
In contrast, the manufactur- 

cost of benzol, plus the fuel 

lue of light oil from which it is 
\btained, does not come up to the 
selling price of benzol by a long 
shot. Every purchasing agent has 
andidate or two for the high- 
the-market-will-bear category. 


‘turn. 


Cost-price analysis enables 
you to decide if the prices 
you are paying are cost-justi- 
fied or if the salesman will 
have to dig up some other 
reason to justify to you the 
$2-per-pound tab on his ma- 
terial. 


Developing your  supplier’s 
ost is possible, even though the 
nswer may not always be en- 
ly accurate. Your literature 
search will have turned up vari- 
»uS processes by which the mate- 
rial can be made. If the process 
volves a direct conversion as, 
example, amyl acetate, cost 
analysis can be fairly simple. 
Yields obtained in the manufac- 
ture of this type of ester have 
been reported. If you are con- 
need that amyl alcohol and 


\ddress given at the mid-winter meetings of 
I Chemical and Allied Products Buyers’ 
rroup, N.A.P.A., in Chicago and New York 


acetic acid or acetic anhydride 
are competitively priced, then a 
raw material cost for amyl ace- 
tate can be developed, using the 
selling prices of these materials. 
Coming up with the same infor- 
mation on acetic acid itself is an- 
other matter. However, even here 
the various processes have been 
reported and, whether you wish 
to distill hard wood or oxidize 
butane or acetaldehyde, it is pos- 
sible to build up an idea of the 
manufacturing cost. 

Performing any cost analysis 
involves determination of yields, 
estimation of conversion costs, 
and developing a figure for capi- 
talization. Getting a yield figure 
can be tough, if one isn’t available 
from the literature. But try your 
research department. They may 
have performed several steps of 
the synthesis or had experience 
in the particular field in which 
you are interested. 

If conversion charges are not 
forthcoming from the literature, 
your engineering department may 
be able to supply the information, 
particularly if you give them 
some idea of the process and 
some background on possible cor- 
rosion problems and the process- 
ing headaches that have been re- 
ported. 

There are several compilations 
of capital costs available if spe- 
cific information cannot be found. 


But on this factor, just as in con- 
version costs, the buyer engaged 
in value analysis will find his en- 
gineering department his best 
friend. 

When you have developed man- 
ufacturing cost information, be 
sure to give your vendor a few 
cents per pound to make it worth 
his while. If you are using return 
on investment as your basis, don’t 
forget to include working capital, 
particularly in high-unit-value 
products. Then, if your cost esti- 
mate indicates that your vendor 
is pricing his products out of line, 
you have the first elements of an 
argument for a lower price. This 
type of negotiation is most suc- 
cessful if your projected require- 
ments enable you to show the 
supplier real opportunities for 
bigger volume which may result 
from a price reduction. 

If you find that the price does 
reflect manufacturing cost, you 
must look elsewhere for the value 
improvement you are seeking. If 
the product is a by-product and 
the realistic assignment of manu- 
facturing costs is impossible, all 
you can do is ask your supplier 
how he arrived at his price. The 
answers you get will normally be 
couched in obscure phrases such 
as “intrinsic worth” or “alternate 
refinery value.” Such answers 
leave nothing to fall back on but 
impassioned objections to the 
price. In any case, your cost anal- 
ysis will have told you one thing 
definitely: there either is or is 
not room in the price for a re- 


’ duction. 


Having charted your course 
in straight price negotiation, 
you are now ready to con- 
sider other factors which af- 
fect value or the cost on a de- 
livered basis. 


Change in specifications is al- 
ways a possibility. Hydrogenated 
fatty acid mixtures range in 
price from a little over 10¢ to 
more than 20¢ a pound. With a 
half-dozen concerns in the busi- 
ness offering one or more grades, 
there is an excellent opportunity 
for substitution. Your hands are 
tied, of course, unless you have 
the help of the research depart- 
ment for testing alternate ma- 

(Please turn to page 306) 
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Legal status of your contract... 


aS, 


When Vendor Ships 


Your Order Prematurely 


Courts hold that specified delivery time is an essential 


part of the contract, with the same force as a warranty. 


Exact performance is required for contract fulfillment, 


and goods prematurely delivered remain at vendor’s risk. 


But tendering goods for early shipment is not a breach 


of contract, and acceptance waives the stipulated terms. 


By Albert Woodruff Gray 


Ly A RECENT CASE for decision before a Fed- 
eral court, a purchase contract had been made 
for twenty carloads of merchandise, which pro- 
vided that shipments be made on the 28th and 
29th of the month. Shipments by the seller how- 
ever, were made on the 26th and 27th of the 
month. To avoid his obligations under this agree- 
ment the purchaser had refused to accept deliv- 
ery, contending that shipment was premature 
and not a fulfillment of the contract provision 
for delivery. 

In a comment on a breach of contract of this 
character where the shipments of the goods is 
made before the specified delivery date the Fed- 
ral court said: 

“A statement in a contract descriptive of the 
subject matter or of some material incident such 
as the time or place of shipment, is ordinarily to 
be regarded as a condition precedent, upon the 
non-performance of which the party aggrieved 
may repudiate the agreement.” 


Contract Means What It Says 


In a similar incident before a Texas court 
the agreement was a memorandum, signed by the 
seller, stating “On the 25th day of December I 
promise to pay and deliver to William H. Estill 
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or bearer in the town of Shreveport, Louisiana, 
at the warehouse of Oglesby & Griswold, or their 
successors, ten thousand pounds of merchantable 
ginned or lint cotton, for value received.” This 
was followed by the seller’s signature. 

Five bales were delivered to this warehouse 
on October 31st and five more on November 11th. 
Between these dates and the 25th of December 
the warehouse and the cotton were burned. In the 
suit by the purchaser for damages for the failure 
of the seller to deliver the cotton as agreed, the 
seller contended that the cotton had been de- 
livered prematurely and that when the ten bales 
were destroyed by fire the cotton, and hence the 
loss, was the buyer’s. 

In holding that the seller had failed to per- 
form his contract and that the delivery of the 
cotton at the warehouse two and three months 
before the date stipulated in the agreement was 
not a delivery in satisfaction of the contract, the 
court said: 

“Did the terms of the contract in view of the 
circumstances under which it was made give the 
seller the right to deliver the cotton to the ware- 
house before the date stipulated and force the 
purchaser to receive it? Under the circum- 
stances we cannot say that the facts sustain the 
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belief that the parties did not mean exactly what 
they expressed in the contract.” 

Courts however will not extend this rule that 
shipments made before the date provided in the 
purchase contract are not deliveries, to the ri- 
diculous extreme claimed by a New York buyer 
vho refused to accept delivery of $108,000 of 
furniture from a North Carolina manufacturer, 
to be shipped one carload a week, when the 
manufacturer inadvertently released one carload 
a week ahead of the schedule. 

On the 22nd of September the first car was 
shipped, the second on the 27th and the third on 
the 29th, two days later. Apprehensive of an 
approaching collapse in the furniture market, the 
buyer claimed the contract was broken by the 
third of these weekly shipments made but two 
days after the second carload. 

“The consequences of the breach,” said the 
court of this frivolous defense, “are separable and 
independent of the principal provisions and pur- 
poses of the contract. They are all trifling in them- 
selves. They are capable of definite and certain 
ascertainment in money. The buyer is so situated 
that he had in his own hands the means of ab- 
solutely protectng himself against loss or incon- 
venience resulting from the alleged departure 
from the terms of the contract. Under such a 
combination of circumstances he cannot be per- 
mitted to escape from his obligations merely be- 
cause the other party in consequence of a mis- 
understanding committed what is possibly a 
trifling breach of one of the terms, when complete 
and accurately determined compensation for it 
can be made.” | 


Exact Performance Required 

However, tolerance of the courts for such de- 
partures from insistance upon the strict observ- 
ance of contract delivery dates is rare. This is 
apparent in a decision by a southern court of a 
controversy over a contract provision for the 
shipment of potatoes at the rate of one carload 
a week, when six carloads were shipped in one 
week and two more the following week. In hold- 
ing the purchaser in this instance under no 
obligation to accept these deliveries the court re- 
ferred to a statement of this principle of law 
made by a well known legal writer, that: 

‘Where the time for performance is thus fixed 
it is, in the language of the law, deemed usually 
to be ‘of the essence of the contract’ and unless 
waived by the other party, performance at the 
time stipulated is indispensable. It is not neces- 
sary that it should be so declared in express 
terms; it is enough if it is in the contract. Obvi- 
ously, therefore, unless the seller can show that 
he did what was incumbent upon him to do, as 
that he delivered, shipped or tendered the goods 
at the time when such performance was due— 





neither later nor earlier—or that performance at 
that time was waived by the other party, he is 
in no situation either to enforce the contract on 
his own behalf or to resist an action against him 
by the other party.” 


Delivery Date Is A Warranty 


Not only is the date for the delivery of goods 
that are the subject of a purchase contract an 
essential provision but it has been generally 
considered by the courts that such a stipulation 
of the delivery rate is a warranty by the seller 
which in the event of a breach deprives him of 
any right to a recovery. 

Suit was brought in a New York court for 
breach of contract for the purchase of five tons 
of Chinese or Japanese antimony with the pro- 
vision, “November shipment from China or Ja- 
pan.” Shipment of the antimony was made in 
October. Of the effect of the seller’s failure to 
observe this provision of the contract in ship- 
ment the New York court said: 

“These merchants had specfied a ‘November 
shipment’. ‘Shipment’ means that the goods have 
been delivered to the carrier and his bill of lading 
therefor issued. The time and place of such ship- 
ment are regarded as a warranty, that is, a 
condition precedent upon the failure or non-per- 
formance of which the other party may repudiate 
the whole contract. Where the contract specifies 
a November shipment the buyer is not held to 
accept one on any date in October.” 


Seller Must Bear Risk 


Not only does this rule that the contract date 
for delivery or for shipment, when it is disre- 
garded by the seller, excuse the purchaser from 
acceptance of the goods; it also prevents the 
transfer of ownership when goods are premature- 
ly delivered to a carrier. Consequently, when 
merchandise prematurely delivered to a railroad 
or motor carrier before the specified date for 
shipment, is lost or damaged in transit, the loss 
is the loss of the seller, not the buyer, as title 
does not pass to the buyer as it would ordinarily 
when a shipment is made in accordance with the 
terms of a purchase agreement. 

“To be delivered on or about September Ist,” 
was the provision in an order for merchandise 
to a Maine manufacturer by a New York State 
buyer. The goods were shipped by the manu- 
facturer on August 1st and burned in the freight 
shed of the Maine Central Railroad. In a deci- 
sion denying a recovery to the manufacturer who 
had contended that the title to the goods had 
passed to the purchaser upon their delivery to 
the railroad, the Maine court said: 

“If a delivery or shipment is not made in ac- 
cordance with the terms of the order or the 
stipulation in the contract between the parties, 
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it is not considered that the delivery is made to 
the buyer’s agent, and the title and risk remain 
in the seller. So with respect to premature de- 
livery the title does not pass unless such dis- 
regard of the terms of the order is waived by 
acceptance. The buyer is not bound to accept 
delivery before the time specified.” 


Terms Are Waived by Acceptance 


However the mere offering of goods for de- 
livery by a seller before the date agreed upon 
does not in itself constitute a breach of contract 
if later the goods are offered for delivery upon 
the date agreed between the parties to the con- 
tract. Further, the acceptance of goods by a 
purchaser on a premature delivery is a waiver 
of any breach of warranty for failure to deliver 
the goods on the contract date. 

In Georgia an order had been given on Jan- 
uary 28th for stationery to be delivered on April 
15th. On February 20th the goods were delivered 
and accepted by the buyer. When suit was 
brought the following November for the unpaid 
invoice the purchaser set up as a defense that 
the delivery was premature. 

“While the premature tender of the goods to 
the purchaser imposes upon him no obligation to 
accept the goods, it seems clear however, that 
such a tender does not constitute a breach of the 
contract by the seller which will entitle the pur- 
chaser to repudiate it; and the seller, where the 
purchaser refuses to accept the goods on the 
ground of a premature delivery, may again ten- 
der them upon the date fixed in the contract and 
by this tender impose upon the buyer the obliga- 
tion as it existed prior to the premature delivery. 

“However, a purchaser by accepting the goods 
prematurely delivered, waives his right to object 
to paying for them upon that ground. The pur- 
chaser ought to decline to receive the goods and 
inform the seller of that fact if he wishes to save 
the objection.” 


No Deviation Permitted 


A famous case involving this rule of law was 
decided in England during the last century. In 
that instance contracts had been made for the 
-purchase of 600 tons of “Madras rice to be 
shipped at Madras or coast, for the port, during 
the month of April and/or May, 1874, per Rajah 
of Cochin.” 

Of the 8,200 bags containing this 600 tons, 7,120 
were put on board and the bills of lading issued 
in February. When later suit was brought for 
the refusal of the buyer to accept the shipment 
the English court said in its decision: 

“If the description of the article tendered is 
different in any respect, it is not the article bar- 
gained for and the other party is not bound to 
take it. We think in this case what the parties 
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bargained for was rice shipped at Madras or the 
coast of Madras. Equally good rice might have 
been shipped a little to the north or a little to 
the south of the coast of Madras. I do not know 
what the boundary is, and probably equally good 
rice might have been shipped in February as was 
shipped in March or equally good rice might 
have been shipped in May as was shipped in 
April, and I dare say, equally good rice might 
have been put on board another ship as that 
which was put on board the Rajah of Cochin. 
“But the parties have chosen for reasons best 
known to themselves, to say, ‘We bargain to take 
rice shipped in this particular region, at this par- 
ticular time, on board that particular ship.’ And 
before the buyers can be compelled to take any- 
thing in fulfillment of that contract it must be 
shown not merely that it is equally good but that 
it is the same article as they have bargained for— 
otherwise they are not bound to take it.” 


Time Is of the Essence 


A few years later the Supreme Court of the 
United States adopted this English decision as an 
authority in its determination of an action for 
5,000 tons of “T” iron rails, to be shipped at the 
rate of about 1,000 tons a month beginning in 
February and ending in July. In holding that this 
contract was not performed by the shipment of 
833 tons a month, the court said: 

“In the contracts of merchants, time is of the 
essence. The time of shipment is the usual and 
convenient means of fixing the probable date of 
arrival with a view of providing funds to pay for 
the goods or of fulfilling contracts with third 
persons. A statement descriptive of the subject 
matter or of some material incident such as the 
time or place of shipment, is ordinarily to be re- 
garded as a warranty, that is to say, a condition 
precedent upon the failure or non-performance 
of which the party aggrieved may repudiate the 
whole contract.” 
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' A successful system based on close control over the relatively few items 


that make up the biggest part of total inventory value 


I wventorEs and inventory 
control have become major prob- 
By R. E. France lems for purchasing agents today. 
Union Carbide & Carbon Corp., New York The purchasing agent is either 
directly or indirectly affected, de- 
pending upon whether inventories 
come under his supervision or 
that of some one else. At Haynes 
Stellite we are primarily con- 
cerned with controlling storeroom 
inventories. 
We have two storerooms, one of 
which handles maintenance sup- 


THE AUTHOR is a member of the Purchasing Depart- plies primarily (called 72001 


ment of Union Carbide & Carbon Corporation at the 


headquarters office in New York City. Prior to his cur- — and sae Bene a 
rent assignment he was for several years the Works =e for both high production 
Purchasing Agent of Haynes Stellite Company, a UC&C “—— and job shop runs, as well 
division, at Kokomo, Indiana. This article is based on as maintenance items for our 
the inventory contro] system developed and applied at main plant (called 72000 Stores). 
Haynes. Although these stores differ as to 


turnover, both are handled by 
the same type of inventory con- 
trol, namely, by selecting and con- 
trolling the items of major usage. 


Analyzing Stores 


In initiating this system, we 
proceeded on the basic idea that 
a relatively few items would con- 
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trol from 2/3 to 3/4 of the total 
yearly dollar usage in stores. The 
purpose, then, would be to se- 
lect and control these major 
items by scheduling them as 
closely as practicable to actual 
rate of usage. 

To begin with, we made a list- 
ing of every storeroom item which 
showed a yearly usage of over 
$500. This information was ob- 
tained by going back six months 
for actual usage figures and pro- 
jecting these to annual use at the 
present purchase price. This gave 
us our yearly dollar usage, item 
by item. These items were con- 
sidered separately for the 72000 
and 72001 Stores. They were 
bracketed in appropriate - dollar 
usage ranges, as shown in the 
table herewith, showing the per- 
centage of total usage represented 
by the items in each bracket. 
(These percentages, of course, 
do not add up to 100%, the bal- 
ance being made up of the large 
number of items which, individ- 
ually, are used in small volume 
and value—less than $500 per 
year—and were thus outside the 
control plan.) 

Upon analyzing this tabulation 
for the two storerooms, we found 
that for the 72000 Stores, by tak- 
ing items of $3000 or more usage 
per year, 103 items would control 
69%of the yearly dollar usage. In 
the 72001 Stores, we found that 
25 items of $2000 or more annual 
dollar usage would control 58.9% 
of total usage. Although this lat- 
ter figure is somewhat less than 
the 2/3 we originally had in mind, 
we decided to make the break at 
this point because of the nature 
of the items involved. The 72001 
Stores, being primarily for 
maintenance, includes a_ higher 
percentage of “insurance” items 
which make up a goodly portion 
of the dollar inventory and do 
not move very fast, but to sched- 
ule these in line with actual usage 
would tend to destroy the essen- 
tial insurance value inventory. 

Where to choose the yearly dol- 
lar usage, to determine items to 
be scheduled, would be a matter 
of judgment and would depend 
upon the plant making the sur- 
vey. We felt, for example, that in 
72000 Stores it was not advisable 
to lower our limits from $3000 
down to $1000, as we would have 
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to schedule 109 more items (more 
than doubling the number of 
items scheduled) and these addi- 
tional items would account for 
only 9.6% of the total dollar 
usage. Also, we did not propose 
to be arbitrary in applying the 
system. Since we have traveling 
requisitions in our storeroom op- 
eration, we were able to analyze 
each item and to mark on the 
traveling requisition those items 
we wished to schedule as they 
came up for reorder. 


Scheduling and Follow-Up 


The purchase orders for sched- 
uled items call for definite quanti- 
ties—usually 3 or 6 months esti- 
mated usage—and instruct the 
vendor to deliver a_ specified 
quantity each month. On some 
items we ask for delivery to be 
made during the first week of 
the month; on others, a later date 
is specified. In most cases, we are 
bringing in each month approxi- 
mately the quantity we used dur- 
ing the preceding month, thereby 
keeping our inventory close to 
the “order point” level. 

With the advance notice and 
orderly scheduling, the vendor is 
able to arrange his own stock sit- 
uation economically to meet the 
scheduled dates promptly. Nor- 
mally he carries only the 30 days 
supply for shipment on the next 


scheduled date. The vendors sup- 
plying scheduled items were 
brought in for an explanation of 
the system. It was pointed out 
why we intended scheduling their 
items, and at this time each ven- 
dor was instructed as to the date 
shipment should be mace. 

Each item to be scheduled was 
analyzed to determine over what 
period a schedule would be prac- 
tical. In order to cut down on the 
number of purchase orders issued 
per year, we felt that items should 
be scheduled for either 3 or 6 
months. As many items as pos- 
sible were scheduled on a 6 
months basis. Items subject to 
severe usage fluctuation or the 
possibility of obsolescence were 
scheduled on a 3 months basis. 

A card (see illustration) is 
made out for each item to be 
scheduled. The face of the card 
(A) is filled out completely by 
the Purchasing Department. The 
“Catalog Number” is our Stores 
number for the item, with the 
proper description. The “Order 
Date” is the month in which the 
schedule starts, not the date that 
the order is written. The initial 
schedule in this instance was on 
a 6 months basis starting in Au- 
gust 1954. The schedule therefore 
would end with the delivery made 
in January 1955, and this is noted 
in the right hand column. If usage 


Analysis of Inventories 
(First step in control) 











72001 Stores 
Number of Yearly Percentage of Controlled 
Items Dollar Usage Total Usage Items 
$ 500-999 24 $ 17,130 4.0 
1,000-1,999 21 29,072 6.8 
2,000-2,999 11 26,054 6.1 
3,000-4,999 7 29,377 6.9 58.9% 
5,000-Over 7 195,826 45.9 
72000 Stores 
$ 500-999 96 $ 69,971 3.7 
1,000-2,999 109 183,591 9.6 
3,000-4,999 26 99,577 5.2 ( 
5,000-9,999 Al 294,461 15.4 69% 
10,000-Over 36 923,399 48.4 j 











Advantages of 
SELECTIVE INVENTORY CONTROL 
and Scheduling 


For the Buyer: 


We are able to reduce inventories, in some cases as much 
as 20% over-all, by controlling a few items that make 
up the larger portion of our inventory. When we hold 
to the “order point” of our Stores cards, we are elimi- 
nating the “amount to order” from our inventory. 

Vendors under this system carry emergency stocks that 
safeguard our inventory position. 

There have been occasions where we have been able to 
help our other plants in emergencies by releasing the 
vendor’s emergency stock that he has been holding for 
us. 

Because of the large orders given twice a year, a more 
competitive market has been created. Smaller quan- 
tities had frequently been purchased on a “fixed price” 
market. 

With few exceptions, our vendors allow us the same cuan- 
tity discounts, even though smaller quantities per 
month are scheduled than had previously been ordered 
on single orders. In some cases, due to placing the 6 
months order at one time, the vendor is able to justify 
and give an even larger quantity discount than we had 
received in the past. 

In times of price increases, like the present, we get better 
price protection on material which is scheduled. We can 
bring this material in quickly by use of a release letter. 

These schedules have enabled suppliers to show us more 


economical ways of buying as they get to know our 


requirements. 

The scheduled items pin-point the items which are re- 
sponsible for large dollar volume. Our buyers can study 
these items from a value analysis and cost reduction 
point of view. 

When we have price increases, we can pick the scheduled 
items and quickly make a “return on investment” study 
to determine whether the increase can be offset by 
increasing our inventory, and by how much. (These 
studies are made by using a quantity discount sheet 
adapted from the one used by Thompson Products, Inc. 
See illustration.) 


For the Supplier: 


By forecasting our requirements to plan their own pro- 
duction and inventory schedules. 

With a single order and delivery schedules extending 
over a period of several months, suppliers save both in 
sales effort and paperwork expense. 

It is necessary for suppliers to have only one month’s 
supply on their shelves. Thus they can keep their in- 
ventory to a minimum, with assured turnover; and still 
meet our needs in case of an emergency. 

Suppliers find that they are not caught with high inven- 
tories of obsolete materials in case of a rapid change- 
over at our plant. 

Our distributors have been helped to the point that with 
a minimum amount of stock they can back us up in case 
of emergency and yet handle the majority of shipments 
as direct factory shipments, thus eliminating handling 
and adding to their profits. 





during this period were as antici- 
pated, and scheduled deliveries 
met the inventory need, there 
would be no necessity for addi- 
tional entries until the expira- 
tion of the schedule in January 
and the issue of a new order. 

After an item has been sched- 
uled, the scheduling card is sent 
to the storeroom once a month, 
on the 15th of the month. The 
storekeeper then records the cur- 
rent inventory and the date of 
the last shipment received, plac- 
ing this information on the back 
of the card (B), and returns it to 
the Purchasing Department. 

Since we have an “order point” 
and “amount to order” system, 
the buyer analyzes the inventory 
position vs. the “order point” for 
each scheduled item. It is our 
policy to try to keep the inven- 
tory position as close to the “or- 
der point” as possible; thus, in 
effect, we are eliminating the 
“amount to order” from our in- 
ventories. We find from this anal- 
ysis that in some cases, due to 
fluctuations in usage, the vendor 
must be requested to send us an 
extra shipment or to delay the 
next shipment for one month. In 
neither case does this affect the 
total quantity on the scheduled 
order. 


The record shown on the card 
in the illustration shows how this 
is done. The original schedule 
started in August, calling for 
shipments of 1,000 units monthly, 
for 6 months, ending with the 
January delivery. After the mid- 
September check-up, it was ap- 
parent that an additional quan- 
tity was needed, and a letter was 
sent to the vendor requesting that 
an extra shipment be made dur- 
ing that month. This meant that 
the schedule would end one 
month earlier, in December. This 
information is recorded on the 
card. At mid-October, the stock 
was so low that the remaining 
three shipments were released for 
immediate delivery. This of 
course closed out the entire 
schedule in October. A new 
schedule was promptly set up, 
starting with the November de- 
livery, and calling for larger 
monthly shipments. This schedule 
would end, in regular course, 
with the shipment in April. How- 
ever, usage tapered off, and in- 
structions were issued to delay 
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This self-explanatory worksheet en- 
ables the buyer to determine the ad- 
visability of increasing order quan- 
tities to earn volume discounts in the 
light of inventory costs. 
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materials from the supplier. 





shipments after the February and 
March reports from the store- 
room, thereby extending the 
period covered by the schedule, 
so that the next schedule did not 
start until June. All of these 
changes are recorded on the 
schedule card, showing at all 
times just how far the present 
schedule covers. 

It will be noted on the reverse, 
side of the card that the extra 
shipments are not entered. This is 
not a record of receipts and dis- 
bursements, but of inventory 
status. The important considera- 
tion, in connection with amount 
on hand, is the last shipment re- 
ceived. If the last shipment was 
received in September and the 
schedule ends in December, it 
shows that three monthly ship- 
ments are still due on the order. 
Similarly, during the period when 
scheduled shipments were being 
deferred, the “last shipment” in 
three successive mid-month re- 
ports was the same, while the in- 
ventory was declining toward the 
order point. 

For best results with a system 
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of this kind, it is important that 
a continuity of schedule should 
be maintained with the vendor. 
We do this by sending a list to 
stores on the 15th of each month 
with the cards, showing the 
orders that will be completed the 
following month. The traveling 
requisitions for these items are 
released to Purchasing with a 
new schedule. 


Rescheduling 


This new schedule starts the 
month following the completion 
of the old schedules. This gives a 
vendor from 40 to 45 days notice 
before the first shipment, that the 
order is to be renewed. Thus, 
while two separate orders and 
schedules are involved, the ven- 
dor can handle it as a continuing 
schedule, which is to his advant- 
age as well as ours. 

In case of obsolescence or dis- 
continuance, our vendor is im- 
mediately notified, and steps are 
taken by us to bring in the 30 
days supply he is normally hold- 
ing against the schedule. When- 
ever we make a change, we take 














Purchasing Department’s record of schedules on controlled items 
shows scheduled monthly quantity and month in which schedule 
ends (left). Deviations from regular schedule are posted, with their 
effect on expiration date. 


Regularly each month, the storeroom reports on inventory status, 
showing quantity on hand and date of last shipment received (right). 
From this information, the buyer can control the flow of scheduled 


this supply, plus our Stores sup- 
ply, into account. 

Vendors have been very re- 
sponsive to our scheduling pro- 
gram. There are many advant- 
ages that accrue to them in this 
system, paralleling the advan- 
tages that we have found accru- 
ing to our own operations. The 
more important of these are tabu- 
lated herewith. 

In one plant we have been able, 
by this system, to reduce inven- 
tories from approximately $650,- 
000 to $530,000, while maintaining 
a completely satisfactory service 
of supply. We have also found 
the results very gratifying in 
handling emergencies, obtaining 
cost reductions, pin - pointing 
value analysis programs, and 
keeping excellent supplier-cus- 
tomer relationships. 

Isn’t it possible that manufac- 
turers could better plan their 
production schedules, and thus 
give better deliveries and better 
prices if a majority of Purchasing 
Departments used a comparable 
scheduling system? It’s worth 
thinking about. 
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A Utciaouag agent Jum aa, Laws, Jo, Ceily cuusers wita Purchasing Engi- 
neer George E. Tranter on a cost saving recommendation. 


A One-Man 
Value Analysis Unit 


Brown Instruments Division finds it has a 
built-in value analyst in a man who has 
worked in its purchasing, production con- 


trol, and engineering departments. His 
assignment as Purchasing Engineer pro- 


vides the means for a consistent and ef- 
fective value program, with full coopera- 
tion from all departments concerned with 
the specification and use of materials. 


By Paul V. Farrell 


Serrinc UP a one-man unit 
for value analysis in a medium- 
sized company can pose problems 
for a department head. Where 
buying volume is low compared 
to mass production industry, it’s 
often hard to sell management 
on expansion, even to the extent 
of one man. Then there is the 
question of whether you want an 
engineer for the job—and if so, 
where to get him. Finally, you 
are faced with getting estab- 
lished buyers, engineers and pro- 
duction people to accept the new- 
comer and his ideas. 

Foresight and a set of favor- 
able circumstances have made 
the task relatively simple for 
Purchasing Agent John H. Taws, 
Jr., who heads up buying for 
the Brown Instruments Division 
of Minneapolis-Honeywell Regu- 
lator Company in Philadelphia. 
He has recently taken on an ana- 
lyst—or purchasing engineer, as 
he prefers to call him—without 
the usual doubts or fears. The 
new purchasing engineer was 
quickly accepted, even welcomed, 
by everyone in the department, 
and by others with whom he has 
contact. He has both engineering 
and purchasing experience, plus 
formal engineering education. 

Not all purchasing executives 
can have the same good fortune 
Mr. Taws had when he set out on 
his purchase-engineering project. 
But most of them can take a few 
lessons from how he went about 
making the most of the opportun- 
ities that were presented to him. 


Expanding the Analysis Concept 


Convinced that value analysis 
was not limited to high-volume 
manufacturing, Mr. Taws was 
able to sell the idea to his own 
management. Minneapolis-Honey- 
well, the parent company, gives 
its divisions wide latitude in 
adopting various policies and 
techniques. If an idea can make 
money for the company, it is ac- 
cepted, and its implementation en- 
couraged. 

As one of the largest instrument 
manufacturers, Brown makes a 
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standard line—but the rub comes 
in the number of custom-made 
variations that are demanded by 
various users. Mechanical and 
electrical requirements of cus- 
tomers vary widely. Yet there 
are a number of splendid oppor- 
tunities for savings through ana- 
lytical buying. 

A purchasing engineer who had 
the confidence of engineers would 
be able to effect important cost 
reductions, Mr. Taws argued. De- 
spite the custom nature of much 
of Brown’s work, there was a lot 
of chance to save through stand- 
ardization, modification in de- 
sign before release to reduce the 
number of one-source items, 
substitutions in materials, etc. 

Fortunately, when Mr. Taws 
got an OK for the project and 
went looking for the man he 
needed, he didn’t have to go be- 
yond the walls of his own plant. 
With management backing, he 
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rockets and guided missiles. 


was able to enlist the services of 
a Brown employee who had 19 
years of varied service with the 
company in his long career wih 
Brown, the “new” purchasing en- 
gineer, George E. Tranter, had 
been in purchasing, production 
control, industrial engineering, 
and development and design en- 
gineering. To his newly-created 
post in purchasing he brought 
just the combination of engineer- 
ing skill and buying know-how 
needed for value analysis. 

But equally important, Mr. 
Tranter brought a wealth of that 
irreplaceable intangible, good- 
will. He is known and respected 
in the purchasing department, in 
engineering, in production, and 
in virtually every other depart- 
ment of the company. He sits in 
on all types of meetings and tech- 
nical discussions with the vari- 
ous groups, confident that he is 
welcome, rather than looked on 


Brown Instrument Division manufactures a complete line of con- 
ventional instruments for measurement, recording, and automatic 
control of process variables such as temperature, moisture, vacuum 
and pressure, liquid flow and level; also miniature instrumenta- 
tion for panel board applications, millivoltmeter and electronic 
potentiometers, servo mechanisms and components, highly special- 
ized single purpose equipment, and all types of instrument panel 
boards. Its products are used in virtually all process industries, 
central station generation and distribution, research and testing 
laboratories, as well as in the newer fields of atomic energy, 


as a “snooper”. Above all, he has 
the technical knowledge to back 
up the recommendations and 
suggestions it is his responsibility 
to make. 


Wide Field of Activity 


Mr. Tranter is being given a 
wide field in which to exercise 
his talents for cost reduction or 
quality improvement. In _ the 
broadest sense his job is to keep 
the track between purchasing and 
engineering wide open since, as 
he says, “Everything we buy has 
something to do with engineer- 
ing.” 

Cost reduction projects, for ex- 
ample, might involve substitu- 
tion of one metal for another on a 
component whose volume would 
indicate that a substantial saving 
could be made. Other projects 
will involve “troublesome” pur- 
chased parts that may be affect- 
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The constant search for maximum value is indicated by 
the notation on Brown’s quotation request form: “Sub- 
mission of alternates or substitutes will be considered 
provided they are clearly defined.” 

The form itself is an interesting one. The four sheets 
of the snap-out pack vary in length, so that the form 
can be addressed to three different bidders at a single 
typing. Names of alternate bidders are blocked out on 
the first and second carbon copies. The fourth sheet, 
with names of all bidders, is retained in Purchasing’s 
quotation file. 
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Savings effected through negotiation, substitu- 
tion, or other changes initiated by the Purchas- 
ing Department are reported on this form, pro- 
jected on the basis of annual usage. 





ing Brown manufacturing oper- 
ations adversely. When a vend- 
or’s quality level is consistently 
low, or the reject rate on his item 
jumps, Mr. Tranter will go to 
vork on the situation. In all 
cases, he works closely with the 
buyers, and all contacts with sup- 
pliers are made through buyers. 

Another aspect of the analyst’s 
job is to review purchased items 
when a buyer realizes he is pay- 
ng added cost because of speci- 
fied close tolerances or the use 
f expensive materials that may 
not be required. In other words, 
he attempts to promote a con- 
tinuous effort to maintain quality 
with economy. 

Although the buyers make 
every effort to observe the prin- 
ciple of best quality at lowest 
much of their time and 
energy is taken up trying to ob- 
tain hard-to-get components and 
speed up lagging deliveries. A 
man who knows the details of all 
materials used in Brown products 
is a tremendous asset, therefore, 


price, 


QO? 


to the purchasing department. 

Economical ordering quantities, 
which Mr. Taws’ department has 
been experimenting with, will be 
another field engaging Mr. Tran- 
ter’s attention. Mr. Taws feels 
that this area of inquiry can best 
be handled by a man who is not 
tied down with specific buying 
responsibilities. Grouping of 
items in a line will be investigat- 
ed with a view to getting a bet- 
ter price from the vendor. 


Aids, Not Supplants, Buyers 


Mr. Taws emphasizes a few 
points about the new arrange- 
ment. The first is that it is still 
in the experimental stage—Mr. 
Tranter started the job in Janu- 
ary of this year. But, he adds 
quickly, he is supremely confident 
it will work out successfully. 

The second point is that the 
purchasing engineer in no way 
detracts from the authority or 
responsibility of the buyers. They 
still make the market contacts 
and control all negotiations. They 


are to consider the purchasing 
engineer as a technical aid, and 
his activity as an incentive to de- 
velop cost-saving ideas of their 
own. The purchasing engineer is 
there to help them solve tech- 
nical problems that might other- 
wise require contact or corres- 
pondence with other company 
divisions. 

Mr. Taws’ third point is that 
only by having an understand- 
ing of what purchasing is, and 
what it can do for your com- 
pany, are you qualified to try 
and sell the idea to your man- 
agement and your engineering 
and operating colleagues. He ad- 
mits to a certain amount of good 
fortune in having an engineer 
trained in purchasing available 
to him. But it is quite clear that 
a purchasing engineer would not 
be in the purchasing department 
today if Mr. Taws had not had a 
clear idea of the potential in 
value analysis, the type of man 
he wanted for the job, and how 
to go about finding him. 
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for Purchasing 


A look into the future, at Purchasing’s 


Increasing Responsibilities 






part in continuing industrial progress ‘A 


Address before the Purchasing Agents Associati 


Tue ECONOMIC GROWTH of the United 
States, and of the world, during the past ten 
years has been astounding. By the end of fiscal 
1954, the latest year for which complete figures 
are available, our gross national product had 
reached almost $365 billion a year—$100 billion 
more than it was in 1950. 

As this growth developed, the responsibilities 
of purchasing became greater. The purchasing 
specialists had more money to spend for more 
varied products and materials. They had to keep 
abreast of latest developments and use their in- 
genuity to plan ahead for what was coming. And 
they did a good job. 

In our company, we call on Purchase and 
Stores for assistance in almost everything we do. 
They are the suppliers of our needs. We ask that 
they perform many jobs and help with many 
others. The lines of their responsibility reach to 
every corner of our operations. 

In the categories of purchasing, warehousing 
and reclamation they reign supreme. They both 
formulate policy and direct operations. 

They serve the other departments, subsidiaries 
and affiliates through assistance and counsel. The 
rest of the company almcst automatically turns to 
the purchasing men for help. On their recom- 
mendations we often decide whether to go ahead 
or to call a halt. 

Such decisions are often based on another func- 
tion they perform for us—that of materials 
forecasting. This has often been called the heart 
of budgeting. 

Merely supervising the expenditure of millions 
of dollars a year would be a big job in itself. 
Forecasting, inspecting, warehousing, reciaiming, 
coordinating, advising, and the study of govern- 
ment regulations all take up a great deal of 
additional time and effort. How true it is that the 
purchasing executive enters into everything a 
company does, in one way or another. He is no 
longer simply a bargainer or a buyer—he is an 
active and essential participant in all parts of a 
business. 
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By T. S. Petersen, 


President, 
Standard Oil Company of California 
San Francisco, Cal. 


Looking back over the years, we can say with 
conviction that the role of the purchasing agent 
has become increasingly important year after 
year. As our economy has grown, so has the 
scope of Purchasing’s job. 

But what of the future? As to the next decade, 
at least, there are figures which allow us to make 
an educated guess, 

We can expect a yearly growth in the gross 
national product of between 3% and 342% a year 
until 1965. This ultimate gross national product 
of $535 billion will supply the needs of 190 mil- 
lion people and will be produced by a labor force 
of 79 million. Private industry’s share of this 
enormous production will be about $466 billion. 

How will we possibly increase our production 
at such a rapid rate? It will be done with tools 
—new tools, new methods, and new materials 
yet to be developed. You purchasing specialists 
must seek out and supply the tools for these men 
to use. In effect, your prime responsibility in this 
new and vast economy will keep your finger 
on the pulse of the nation—to tell industry 
how and when to draw upon the nation’s in- 
ventive and creative abilities to best advantage. 

You will have to find the small suppliers who 
have improved on the paper clip. You will have 
to search out the tools and die makers whose 
automations have made an expensive item cheap- 
er and more efficient. When you find them, you 
must decide where and how to buy what you 
need. 

But there is something more you will have to 
do, and there is an element of romance here. 

You will be called upon more and more to seek 
out the materials which will be the basis for to- 
morrow’s production. There will be times when it 
will be simply a matter of detective work—try- 
ing to locate something that has been made be- 
fore, perhaps in slightly different fashion. 

But as the economy and technology advances 
toward new horizons, the research men and en- 
gineers will come up with projects that call for 
goods and services completely different from any 
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ever used before. It is here that you will have 
to go to the experts and say: “We need this ma- 
terial, and you must create it for us.” You will 
be asking that they start from scratch and give 
you something absolutely new. By asking that 
these things be done, you will make the electron, 
the transistor, and the human mind spring to 
life. In doing so, you will be giving an added 
drive to the growth of both the economy and the 
technology. 


Doing the Impossible 


Our own purchasing people have just com- 
pleted work on a project that illustrates this 
point. 

Scientists from California Research Corpora- 
tion came to us a few years ago and informed us 
that they had developed mass production methods 
for isophthalic intermediate, a chemical addi- 
tive that dramatically improves the strength 
and durability of paints and plastics. “But,” 
they warned, “the manufacture of isophthalic 
will involve revolutionary techniques. There 
isn’t a supplier in business today who has ever 
heard of some of the things we'll need. Pur- 
chasing will have to order them specially made, 
and they’ll be told more than once that it can’t 
be done.” 

We called in our purchasing men and ex- 
plained the project. They told us that American 
industry can produce anything we could pos- 
sibly want, and could do it at a fair price. On 
the basis of that assurance, we decided to go 
ahead. 

Ground was broken for the new plant in 
Richmond slightly more than a year ago. Prob- 
lems started cropping up right from the start. 

One of the first items we had to locate was a 
supply of pure carbon blocks, larger than any 
ever produced, and machined to close tolerances. 

Then we had to find someone who could make 
pipes and tubes lined with materials which had 
never before been put into pipes and tubes. 

We had to search for a manufacturer able to 
bid on and build a device which would raise 
water to very high temperatures without allow- 
ing it to turn to steam. 

We had to educate the builders almost from 
the ground up, because many of the things we 
needed in the plant had never been built previ- 
ously, and many techniques were completely 
foreign to anything done before. 

Purchasing did its job well, and the new iso- 
phthalic plant is now at work producing its first 
year quota of 50 million pounds of a new sub- 
stance for the future. 

As our technology advances with increased 
speed and variety, our men can be sure that 
such situations will arise many times in the next 
ten years. And every purchasing man in the 
country, be his company large or small, can be 
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sure that the same things will happen to him. 
In short you will be asked many times to do 
the impossible, and you will do it. 


An Economic Responsibility 


It is obvious that with this increased parti- 
cipation on the part of Purchasing will come not 
only increased volume but increased responsi- 
bility. There is one point in particular that will 
grow in importance as the scope of your work 
grows. 

In the years to come, you will have increasing- 
ly large amounts of business to award. As your 
companies expand, the responsible purchasing 
man must realize that at times under extreme 
bidding conditions, he will be able to just about 
break the price structure of any product. If some 
purchasing men consider the beating down of 
prices as their primary objective, several things 
will happen. 

First, a great many doors will be closed to 
them. Sales and technical representatives will 
shy away from the man who thinks only of price. 
This man will soon find how dependent he was 
on the unsolicited visits he used to get. He will 
find that many new ideas in goods and services 
are no longer presenting themselves. He will 
have taken his finger off the pulse of the nation. 

Additionally, suppliers must have a fair pro- 
fit if they are to stay in business and progress. 
If they are forced to cut prices to the point of 
no profit in an effort to get a big order from 
some large concern, everyone will suffer. Such 
price cutting does not encourage economic well 
being. It means lower wages, less attention to 
quality, and general dissatisfaction with what 
is produced. This is not good foundation for 
progress. 


Well Spent Dollars 


I do not advocate that your managements 
give you blank checks with which to buy what- 
ever you need without regard to price. I do mean 
simply that the purchasing profession should 
look first for the dollar well spent, rather than 
for the penny possibly saved. 

If the purchasing executive can keep this in 
mind as he stays in step with our continuing 
economic and technological growth, he will stimu- 
late progress and will build for himself a repu- 
tation for fairness coupled with sound business 
judgment which will gain the recognition to 
which he is entitled. 

The horizon is endless. Your profession can 
move toward it with eyes open and minds alert. 
Don’t be satisfied to follow the economic stream. 
Take a leading role in that progress. 

Management looks to Purchasing for guidance 
and assistance in the years to come. With your 
help, the promise of the future in American 
business will be realized. 
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THE AUTHOR interviewed 20 secretaries 
and got 20 suggestions to pass along to “the 
boss”. These aren’t gripes, but practical 
ideas that will help you both in getting the 
work done more, efficiently—and more 
pleasantly. 














1. Organize your work before dictation. A good 
secretary hates to waste time while you are 
fumbling around for data, especially when she 
has other work to do or when it means rush or 
overtime to get the work out. 


2. Learn to dictate distinctly. She doesn’t mind 
speed, but she does have to understand the words 
that are spoken. Don’t slur or mumble. 


3. Practice your penmanship. Notes written in 
an illegible scrawl are a constant irritation. They 
slow her down, lead to mistakes, or make it 
necessary for her to interrupt you later to get a 
translation. 


4. Provide good working equipment. Office ma- 
chines are production tools. She can’t turn out 
neat work on an ancient, worn-out typewriter. 


5. Have a business routine—and stick to it. The 
boss who operates on a fairly uniform daily 
schedule helps his secretary in planning her own 
work, making appointments for him, and help- 
ing ease his own load. 


6. Keep the appointments she makes. It’s easy to 
tell the lady to cancel all those appointments she 
spent hours setting up, but it’s hard on her 
nerves and makes it doubly difficult for her to 
get such appointments for the future. 


7. Tell her where you’re going, when you’re 
away from the office. You may expect to be out 
for only a few minutes, but she may have to 
locate you ina hurry for some important matter, 
with a long distance call hanging on the phone. 


8. Stay away from her desk. She probably has 
her little “office” neatly arranged in just the 
manner that suits her best, and doesn’t like to 
have it turned upside down. 


9. Stay out of the files. She knows the system 
and can find things faster. 


10. Return borrowed items promptly. She can’t 
work efficiently if you raid her desk for the 
stapler or other accessories and she has to spend 
her time looking for them when needed. 


11. Do some of the little things yourself. If you 
are in the habit of calling on your secretary every 
time you need a paper clip, you’re hiring a 
mighty expensive “office boy”. 
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12. Don’t give her all the “nuisance” chores. A 
good secretary prides herself on her ability to 
handle the myriad small and inconvenient special 
tasks that crop up in every office, but it gets dis- 
couraging to have all of them dumped in her lap. 


13. Don’t expect too much of her. She’s good, 
but she’s human and isn’t always able to work 
miracles on short notice. 


14. Don’t resent the “coffee break” or other rest 
periods to which she is entitled. If she abuses 
these privileges, that’s another story. 


15. Let her know what’s going on. Her interest 
in the business and efficiency on the job will in- 
crease to the extent that she has a part in the plans 
and objectives. 


16. Back up her authority. You delegate a lot 
of tasks to her. To do them properly she needs 
the authority that goes with responsibility. 


17. Take the blame for your own mistakes. It’s 
no fun to be a “whipping boy”, even in those 
cases where it’s a prearranged deal to impress a 
third party. 


18. Avoid the quitting time rush. Don’t wait till 
4:30 with dictation that must catch the evening 
mail. She may have other plans, too. 


19. Pay her a decent salary. A secretary’s job re- 
quires that she dress better than the average office 
worker, and like everyone else, she responds to 
tangible appreciation of her ability. 


20. Keep the personal element out of the office. 
The vast majority of secretaries prefer their 
romance outside of business hours and with the 
companion of their choice. 
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Using standards 
in MRO buying 


How International Resistance Company has 
successfully used the gradual approach to set 
up a standardization program and obtain the 
many benefits it offers 


Who Saves From Standardization? 


Purchasing 

Larger quantities of fewer items 
Purchasing in most economical quantities 
Reduced volume of accounts, records, payments, etc. 
Use of industry, national, or other standard specifications 
Elimination of disputes 
Better availability and quicker deliveries 
Broader competition among suppliers 

Engineering 
Less variety and more interchangeability 
New designs more readily coordinated with existing products 
Economies of “modular coordination” 
Standardized drawings and drafting room practices 


. Accepted standard specifications in place of specials 


Manufacturing 
Fewer materials and smaller variety of parts 
Longer runs, continuity of operation 
Uniformity of operation, simpler training 
Easier inspection 
Improved quality control 
Maximum mechanization 
Economies of special-purpose machines 
Quick interchangeability of parts 
Simplified maintenance 

Distribution 

Concentration on reduced variety of parts 
Quicker deliveries, faster stock turnover 
Reduced danger of obsolescence 
Simplified training of personnel 
Better packaging and materials handling 


)}. Simplified servicing 


General 


Reduced inventories of materials, parts and products 
Savings in storage space and costs 

Most effective use of all physical plant 

Simplified paperwork and records 

Better inter-departmental coordination 





Purchasing Agent Frank C. Dengler 
heads up a staff of four buyers at 
Philadelphia headquarters of LR.C. 
He exercises functional control over 
resident buyers at each of the four 
branch plants located in Asheville 
and Boone, N.C.; Burlington, Iowa; 
and Sylmar, Calif. 


Lack of time or personnel to 
set up a big program need not 
always deter purchasing agents 
from pushing standardization in 
their companies. Often, a gradual, 
limited type of approach will do 
more to get the process accepted 
than a management decree. 

The purchasing department at 
International Resistance Com- 
pany has had a long time interest 
in standardization of MRO sup- 
plies and materials. It knew man- 
agement was sold on the idea. As 
Purchasing Agent F. C. Dengler 
puts it, “Everyone admitted it was 
a good idea. But there just didn’t 
seem to be enough time to put a 
full-scale program into effect.” 

Rather than pass up the known 
benefits of standardization, pur- 
chasing decided to try to establish 
it by gradual, easy steps. The 
technique has proved highly suc- 
cessful, and relatively painless. 
Purchasing and operating people 
in IRC’s main plant in Philadel- 
phia, and four branch plants, have 
taken to the system enthusiasti- 
cally, since it has been proved 
helpful to them in many ways. 


P.A. Sold Plant Managers 


To get the program rolling with 
a minimum of time and effort, it 
was decided to start on the 
“quickies” — over-the-counter 
items such as pipe, couplings, and 
fittings. Since IRC’s plants have 
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International Resistance Company 
manufactures a number of products 
for the electronic industry, including 
fixed and variable resistors. Domes- 
tic production plus that of the Lon- 
don plant and licensees in Australia, 
Canada, Denmark and Italy, make 
I.R.C. the world’s largest manufac- 
turer of resistors. 


There are literally thousands of dif- 
ferent types, sizes, and ranges of 
resistors made by I.R.C. In the 
Philadelphia plant alone, the com- 
pany maintains capacity to manu- 
facture almost 414 million in a single 
day. 


To support this high volume of di- 
versified manufacture, I.R.C. invests 
approximately $4.5 million yearly in 
the purchase of thousands of items 
of materials, supplies and equip- 
ment. 


different functions and different 
needs, it was also decided to 
“sell” the program plant-by-plant. 
This not only fitted in with the 
gradual approach, but provided 
definite proof of the benefits of 
standardization once the first 
plant had it operating. 

Mr. Dengler personally took 
charge of getting the program into 
gear. He addressed the kick-off 
meeting at which the plan was 
first presented to plant personnel. 
He also talked to individual mana- 
gers on the aims and techniques 
of the standardization program, 
and gave them concrete evidence 
of results achieved through stand- 
ardizing at the Philadelphia plant. 
He showed them how standardiza- 
tion committees in each plant 
could, with the aid of a key plant 
man, put the program across. 

This educational process was 
carried on to the plant buyer, and 
then to the operating man desig- 
nated, for control purposes, to 
approve all requisitions. This man 
was selected from each general 
section of the requisitioners, and 
instructed in working with other 
requisitioning personnel to select 
plant standards from catalogs, 
lists of industry standards, etc. He 
discussed the entire program and 
the choice of standards with mill- 
wrights, tool shop men, press shop 
men, etc. 

An essential part of the indoc- 
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Procedure For Setting Up 
A Plant Standardization Program 


Form a Plant Standards Committee and explain the overall pro- 
gram. 


. Select one person from each general section of requisitioners— 


maintenance, manufacturing, engineering, research, etc. as the key 
person for control purposes. 


. This key person will confer with requisitioners in this group and 


select plant standards from the long list of industry standards. 
This can be done by checking items in catalog listings or, better 
still, by setting up a list by commodity in a loose-leaf notebook. 


. As soon as standards are selected, all requisitions from his group 


will be sent through him to purchasing. He will check back with 
the requisitioner if the item to be ordered is not in his standards 
listing to see if a standard can be used, or if he should add the 
item to his standards list. 


5. In cases where the use of a non-standard item is necessary, he 


stamps “NON-STANDARD” next to the item on the requisition, 
and purchasing buys it in the regular way. It is a “one-shot” deal. 


When items requisitioned are those that have been selected as 
standards, the key man will stamp the item “STANDARD.” EACH 
ITEM FOR NON-CODED SUPPLIES AND MATERIALS WILL 
BE IDENTIFIED AS “STANDARD” OR “NON-STANDARD”. 
The control man’s approval of the requisition is required in addi- 
tion to that of the person who normally approves it. 


. When the buyer processes orders for items identified as standard, 


he will make up a traveling requisition form for each item, using 
established nomenclature (for ease in indexing requisitioner file). 
These are examples: 
Cutters—Side Milling—2'%” dia. %4” face 
%” hole carbon steel 
Cutters—Plain Milling—2'%” dia. 2” face 
%” hole—high speed steel 
He will fill in all other information regarding supply and price and 
return the traveling requisition with the requisitioner’s copy of 
the purchase order. For the initial order he will use the requisition 
number. 


. The recuisitioner will set up a filing system by alphabetical com- 


modity listing, or a coding system, and file the traveling requisitions 
for future ordering. 


. Buyers will keep a record of all items that are identified as stand- 


ards and list them by commodity. These records give him a factual 
background for better supplier negotiations since the records show 
description, prices, usage, dates, and past suppliers. 


To re-order standard items the requisitioner has only to indicate 
“how many,” “when,” account number, and have the traveling 
requisition approved and sent to purchasing. Whoever approves 
requisitions will know quantity on hand, quantity on order, or 
average period usage, since the information is on the form. 


A buyer receiving this type of requisition can process a purchase 
order more rapidly, since he does not have to start from scratch 
to get prices and find suppliers. 
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The first time a “Standard” item is 
bought, it is entered on a traveling 
requisition form for non-production 
supplies and materials. Thus it be- 
comes a standard for LR.C., and 
later requirements are filled by 
sending this form directly to pur- 
chasing. Approval of the key control 
man is no longer necessary. 
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trination program was the pre- 
sentation of a thorough but not 
overly complex procedure that 
would make the “standardization 
education” effort produce results. 
The entire procedure that was 
developed and is now working 
successfully, is reproduced else- 
where in this article. 

The gradual nature of the 
change over to standardized items 
is apparent from the procedure. 
Once a requisitioned item has 
been stamped “Standard” by the 
key control man, a _ traveling 
requisition is made up on it by 
the purchasing department. Stand- 
ard nomenclature is used on that 
traveling requisition and from 
that point on, the item is a part 
of the standards system. Thus, 
various items are being moved 
into the system as they are re- 
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quired. The user, Mr. Dengler 
believes, finds it easier to under- 
stand and appreciate standardi- 
zation applied this way than if 
an order came from above 
abruptly setting up a large num- 
ber of standards. Should there be 
any reason for changing a stand- 
ard, the traveling requisition is 
destroyed, and a new one is made 
up for the new standards. 

Once a standard item has been 
established, the traveling requi- 
sition moves only between the 
user of the item and the buyer. 
The approval of the standards 
control man is no longer neces- 
sary, since the item is now IRC 
standard. 

Since the traveling requisition 
contains all vital information, pur- 
chasing has a record of usage 
available and can see how items 


are turning over. This ‘enables 
them to work on setting up econ- 
omical ordering quantities for 
particular products. At the same 
time, the traveling requisition 
provides cost information for the 
shop that formerly had to be dug 


out in laborious fashion. 


Mr. Dengler feels that the IRC 
standardization system is working 
excellently, considering the spe- 
cial nature and physical layout 
of the company, the time avail- 
able to work on the program, and 
the necessity for educating oper- 
ating personnel to its benefits. He 
firmly believes that once you 
know the benefits of standardi- 
zation, and can explain them with 
confidence and enthusiasm to 
others, you won’t have trouble in 
getting others to go along on a 
program. 
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Management Decisions 


in the Materials Program 


More active participation by Purchasing in material decisions and 
control can contribute substantially to over-all company profits 


Recoenrrion of purchasing 
as a full-time partner in material 
management has been a slow and 
frequently discouraging process. 
However, there is a definite trend 
apparent in this direction, and it 
seems only a matter of time be- 
fore purchasing “comes of age” 
as a key instrument for decision 
in respect to a company’s mate- 
rial requirements and programs. 
Whether this development comes 
sooner or later is certainly, in 
part, within the province of pur- 
chasing itself to determine. 

Purchasing will achieve accep- 
tance and acknowledgment only 
if and when purchasing people: 


® appreciate the scope, per- 
spective, and magnitude of 
the functions and activities 
they perform; 

e master the skills, knowl- 
edges, and techniques essen- 
tial to the efficient managing 
of materials; 

¢ become more aggressive and 
articulate in promoting and 
publicizing the role of pur- 
chasing in reducing costs and 
increasing profits. 
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By Louis J. DeRose 





In a preceding article (March 
1956) Mr. DeRose analyzed the ma- 
terial management function and 
Purchasing’s important role in its 
successful accomplishment. 

Here he discusses in detail the 
internal considerations, citing six 
specific areas in which active Pur- 
chasing participation is essential for 
best results. 

The third article in this series will 
deal with the external considerations 
—negotiation, quality control, ex- 
pediting, and evaluation of supply 
sources. 





This does not imply that all 
purchasing people have failed to 
see and pursue these objectives. 
On the contrary, great progress 
has been made. During the pe- 
riod, not very long ago, when pur- 
chasing was generally looked up- 
on as “a necessary evil”, it is un- 
derstandable that the immediate 
objectives of purchasing would 
tend to be: 

...formalizing the procurement 

process; 


. centralizing the buying func- 
tion; and 

.eliminating unauthorized 
vendor contracts and com- 
mitments. 

In seeking these immediate ob- 
jectives, purchasing set goals and 
standards of performance and 
constantly strove to improve its 
position. But, by and large, there 
was a tendency to set the sights 
too low. Certainly they fell far 
short of the goals suggested for 
purchasing in the material man- 
agement concept (March 1956 
issue, page 115): 


® active participation in the 
planning, directing, controll- 
ing, and coordinating of mate- 
rial and inventory require- 
ments, from the point of their 
original inception to their 
introduction into the manu- 
facturing processes. 


Regardless of its accomplish- 
ments to date, purchasing, in gen- 
eral, has aspired to a status in in- 
dustry well below that which it 
is capable of attaining, and not 
commensurate with its potential 
role in management. It has been 
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ted previously that pur- 
should participate ac- 
in the decision-making 
es of material management 
relate to: 


Standards of material speci- 
fications 

Make-or-buy considerations 
Introduction and control of 
engineering changes 
Predicting, planning, and 
cheduling of material re- 
quirements 

Establishment and control of 
inventory stock accounts 
Determination and disposal 
of surplus and obsolete mate- 
rials 


decisions in these 
re made largely by engi- 

production, and cost spe- 
These decisions tend to 
ateral, weighted heavily by 
functional considerations, 
ly secondarily by criteria 
r-all managerial efficiency. 
interests of minimizing ul- 
material cost, purchasing 


sent, 


must set specific goals for itself 
in each of these areas. 


Material Specifications 


The original determination of 
material specifications is clearly 
an engineering activity. It must 
be based upon an assessment of 
the functional requirements of the 
end item, the demands of the cus- 
tomer or the market, and the lim- 
itations imposed by physical and 
mechanical considerations. Upon 
its successful performance de- 
pends the ability of the company 
to improve present products and 
create new ones, so as to assure 
its competitive position in a dy- 
namic economy. 

However, once a product has 
been proven out, the standards 
which were originally established 
as to material specifications, qual- 
ifications of sources, or testing 
and evaluating requirements, 
should not remain arbitrary an 
unqualified engineering preroga- 
tive. 

Like a government, a business 


organization must allow for in- 
ternal “checks and_ balances”. 
These are provided, practically, 
when manufacturing or produc- 
tion engineering introduce 
changes in methods or process; 
obtain deviations from tolerances, 
dimensions, or finishes to facilitate 
production; short-cut or even 
eliminate detailed testing and in- 
spection procedures. Of course, 
there exists the further “check 
and balance” exercised by en- 
gineering to veto any step that 
jeopardizes quality. 

This is exactly the approach 
suggested for purchasing. As ma- 
terial specifications are estab- 
lished by engineering for mate- 
rials, parts, equipment and sup- 
plies to be procured outside, it 
should be the objective of pur- 
chasing to: 


@ seek substitutes and _alter- 
nates in process and products 
in the interest of lower cost; 

@ demand clarification of speci- 
fications for the purpose of pro- 
moting multiple sources; 


In his capacity as a purchasing and training consultant, Professor DeRose carries out 
the principle he advocates in this article—articulate promotion of the profit-making 
aspects of the purchasing activity. Here he is conducting a staff seminar in purchas- 
ing for the General Electric Company 
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Conventional concepts of scientific material management have gone far in correlating 
internal cost factors, but they fall short of the mark to the extent that they ignore 


the vital role that competent, constructive purchasing can play in reducing material 
costs and ultimate costs. 


@ strive for simplification of test- 
ing and inspection require- 
ments to facilitate acceptabil- 
ity of substitutes and alter- 
nates. 


Again, of course, these pur- 
chasing objectives must not jeop- 
ardize quality. 

Now, “quality” is a concept 
that engineers attempt to define 
technologically and quantitatively. 
However, from the standpoint of 
god material management, qual- 
ity has a third dimension—Value. 
It should be the constant goal of 
Purchasing to promote this third 
dimension in material standards 
for all externally procured re- 
quirements. Whether the ap- 
proach be a formal program such 
as Value Analysis, or an informal 
one of purchasing philosophy, is 
a secondary consideration. 


Make or Buy 


The decision to make or buy, in 
more cases than not, is now 
a unilateral function of Produc- 
tion Planning or Control. Again, 
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more often than not, the decision 
is made with the criterion of 
keeping all internal plant equip- 
ment occupied. Purchasing is us- 
ually presented with a decision 
already made. 

This approach to make-or-buy 
is short-sighted. It sets up contin- 
uous internal production, rather 
than ultimate minimization, 
as the ideal, assuming that the 
two are identical. Yet it is entire- 
ly possible that the exact item 
might be procured outside from a 
specialty producer at a fraction of 
its internal cost. It is also possible 
that jobs may be designated as 
“buy” items merely because of 
the difficulty or inconvenience of 
internal manufacture, when they 
can be bought outside only at 
higher cost. 

A sound make-or-buy decision 
should reflect not only internal 
cost considerations, but also ex- 
ternal ones. Since Purchasing is 
abreast of market trends, innova- 
tions and developments in prod- 
ucts and processes, and availabil- 
ity of facilities, its knowledge and 
experience should be consulted 


cost 


prior to the decision to make or 
buy. 

In the material management 
process, make-or-buy should be a 
group decision, reflecting the con- 
sidered judgment not only of 
Manufacturing and Production 
Planning, but also of Purchasing. 
Where Purchasing participates in 
that decision, it serves to: 

. make internal manufac- 
turing competitive with 
outside suppliers; 

. obtain substitute parts and 
processes for presently 
more expensive or time- 
consuming ones; 

. highlight internal ineffi- 
ciencies by providing com- 
parisons through materials 
and purchase economies. 


Engineering Changes 


An engineering change is, in ef- 
fect, the substitution of a new 
standard for one already estab- 
lished. Before it is introduced in- 
to internal manufacture, it is 
evaluated as to its urgency, its 
effect on related production, tool- 
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ing, schedules, manpower, and 
costs. Before a decision can be 
made by Engineering that it will 
be incorporated, all those who are 
affected by the proposed change 
may not only raise questions as 
to its value, but may in fact over- 
rule it, either unilaterally or 
through appropriate committee 
action, 

When a material requirement 
is purchased, the productive ca- 
pacities of another are contracted 
for, to a specific purpose. Should 
1 change be introduced in mate- 
rial design or specification after 
production has commenced, it is 
probable that the same factors 
and activities will be affected in 
the vendor’s plant as are affected 
internally. Of course, this doesn’t 
always follow. In the case of 
standard shelf items, raw mate- 
rials, and operating supplies, the 
problem is practically non-exist- 
ent. However, where non-standard 
or engineered items are involved, 
the opportunity for changes (and 
their seeming advantages) is 
great enough to make the prob- 
lem a serious one. 

Accordingly, since this may oc- 
casion increased vendor costs, or 
delays in delivery schedules, it is 
important that Purchasing, too, 
be consulted before the change is 
introduced. Further, since the 
original contract price may be af- 
fected, it is important that Pur- 
chasing have an active voice in 
determining whether the value of 
the change warrants the added 
cost or delivery delay occasioned 
by it. 

By the same reasoning, these 
same considerations of vendor 
costs and facilities can well be 
the basis of suggested engineering 
changes initiated by Purchasing, 
subject, of course, to the same in- 
ternal group consideration by all 
those who would be affected. 


Planning and Scheduling 


The part that Purchasing plays 
in the planning and scheduling of 
material requirements varies 
widely within industrial organiza- 
tions. From the standpoint of effi- 
cient material management, how- 
ever, any approach which ignores 
the importance of Purchasing 
tends to be short-sighted and 
probably out of balance. 











Usually, when Purchasing is 
excluded, material planning and 
scheduling are performed by Pro- 
duction Planning or some other 
related production function. A 
parts list or bill of materials is 
“exploded,” and, according to a 
sales or market forecast, material 
schedules are projected to “serv- 
ice” manufacturing within “es- 
tablished procurement lead 
times.” Depending upon the na- 
ture of the requirements, their 
value and rates of carrying costs, 
materials will be planned for and 
scheduled either to parallel the 
production schedule or according 
to some previously computed 
“econmoical order quanity.” 

Regardless of which approach 
prevails, the effectiveness of any 
planning and scheduling depends 
largely upon external factors 
which normally lie outside the 
purview of everyone except Pur- 
chasing. Such factors might in- 
clude changes in lead times, 
availability of added capacity, 
overload conditions in supplier 
plants, and development of alter- 
nate or supplemental sources. 
Only Purchasing can be ade- 
quately and currently informed 
of these circumstances. 


Inventory Stock Accounts 


Further, Purchasing has it 
within its power to effect econo- 
mies in the immediate costs of 
material, though by so doing it 
may deviate from production de- 
mands or “lead time adjusted” 
material forecasts. It may negoti- 
ate to combine multiple require- 
ments in single vendor produc- 
tion runs, reducing ultimate ma- 
terials costs and contributing to 
over-all profit performance. 

In the interests of efficient ma- 
terial management, therefore, it 
behooves Purchasing to seek an 
active voice in planning and 
scheduling requirements. 

Intimately related to the plan- 
ning and scheduling of material is 
the establishment and control of 
inventory stock accounts. Indeed, 
it is difficult to say where one be- 
gins and the other leaves off. 

When Purchasing does not par- 
ticipate in planning and schedul- 
ing, inventory stock accounts are 
established by production depart- 
ments, either according to pre- 


determined formula or by usage, 
experience, or so-called “common 
sense.” 

This approach, which is essen- 
tially quantitative and based up- 
on strictly internal, subjective 
costs and considerations, is in- 
complete at best. The missing in- 
gredient—which is variable yet 
truly objective, and which may 
throw the entire formula out of 
balance—is the price prevailing 
in the market, at any time, for 
particular items of inventory. To 
consider costs of carrying inven- 
tory without considering market 
or negotiated prices for the in- 
ventory items, is to ignore the 
very base upon which carrying 
costs are established. 

Through competitive pricing or 
negotiated buying, Purchasing is 
capable of achieving quantity 
discounts or more favorable pric- 
ing for extended vendor produc- 
tion runs. When the savings 
which might accrue’ through 
larger quantity buying exceed 
the costs of obtaining and main- 
taining the “extra” quantity, in- 
ventory stocks should be estab- 
lished. In this manner, working 
capital investment earns the 
greatest return, and inventory 
creation contributes to profits. 

Obviously, the crucial mechan- 
ism in this process is the pur- 
chasing function. It must be 
abreast of market conditions, 
capable of selecting and negotiat- 
ing with the most efficient 
sources, and constantly aware of 
its responsibilities in maximizing 
profit through economical buy- 
ing. Above all, it must be articu- 
late and aggressive in asserting 
its vital interests in establishing 
and controlling inventory. 


Obsolete and Surplus Material 


It occasionally happens, even in 
the best managed companies, that 
developments in products and 
processes make obsolete mate- 
rials and parts which are already 
bought and stocked. Occasionally, 
too, plans and schedules are over- 
optimistic, and surpluses appear 
on the year-end financial state- 
ments. Under these circum- 
stances, the obsoleted materials 
or surpluses might be rational- 
ized as a form of protective stock 

(Please turn to page 316) 
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The Pulse of Business 


! EEE ll LL TT JUNE, 1956 


Industrial output has definitely leveled off. The 
Federal Reserve Board's latest industrial production 
index figure is 12 - exactly what it was in September. 





The big question is, of course, "What lies ahead?" As 
PURCHASING’S usual, the "experts" have widely divergent opinions. 


Summary of 
economic 
conditions 





Some see a slump that could be more severe than those 
suffered in 19]9 and 1954. A few see a sharp upturn by 
October or November. Most of them agree, however, that 
the outlook is less bullish now than it has been for a 
number of months. 











There are a number of good reasons for caution. One is 
sharply rising costs. Metal prices, in particular, have 
become quite inflated. Wages are going up a good deal 
faster than productivity - and they'll probably continue 
to do so this summer. Because of these developments, 
many firms (particularly smaller ones) are faced with a 
squeeze on profits. 








Another bearish factor is the apparent approach to a 
turning point on inventory policy. Inventories are at 
a record high and currently they're rising much faster 





than sales. Even if inventories stop piling up and 
there's no liquidation, sales will have to increase to 
support current output. Inventory accumulation has 

been a $5 billion per year upward force on production in 
recent months. 

Despite unfavorable developments, there are still plenty 
of reasons to believe that no severe downward ajustment 
is in prospect. One of them is the immense plant and 
equipment expansion program of industry. Business is 
expected to spend $35 billion this year on capital out- 
lays - a 22% increase over last year. Such spending is 
bound to be a tremendous stimulant to the economy. Ac- 
tually, its effects are already being felt - money is 
tight, certain construction materials are in short sup- 
ply, and prices are rising. 














Try to weigh the favorable and unfavorable factors and 
you're likely to end up in a position that lies between 
extremes of pessimism and optimism. The best guess right 
now seems to be that inflationary forces will ease off 
and that there will be moderate declines in output, 
followed by a slow recovery. 








PURCHASING MAGAZINE 


205 E. 42ND STREET ° NEW YORK 17, N. Y. 











THE PULSE OF BUSINESS 





PRODUCTION 









































; Federal Reserve Index 1947-49 Average — . . . 
140 o— 
130 
120 
10 
1947-1949 Average 
100 UUOUEREOEOSHOTEATOTONUUTONEUE) CEQOLOUEONONUE QHOVOUTONOQUONINOQEOUOUOUNONEAUONONENNONOQUUQUNONEONORUQUCT CUQNONOQRORON QUOQUONONOUEON) GUOROKOKUQUONG) (UOREOROKOUNON) NUQNORONONEOND 
U TETTTTTTTTITTTTTTTTTTTTTTTE TIP TTT TET TUTTE PETE TE TUTE TOPETT TUTTE PEDO PUTTU TUTTE TUTTUPODUCECEEEUTODOPEOTOCOOTETOT TO TEED OTT TET TTT TTT TT eT 
90 
































June July Aug Sept Oct Nov Dec Jan Feb Mar Apr May 
"55 "56 



















°/ 
BASE LATEST MONTH aN J, OF CHANGE IN 

























































































AGO LNei®@) MONTH YEAR 
Industrial Production Index ..................000++ 1947-49—100 142 141 136 + 0.7 + 44 
Steel Production (Weekly ) ..............cssssesesees 000 nettons 2,375 2,414 2,345 1.6 + 1.3 
Electric Power Production (Weekly) ........ mil KWH 10,815 10,846 9.586 0.2 +12.8 
Bituminous Coal Production (Weekly) ...... 000 net tons 10,015 8.635 8,552 +15.9 +17.1 
Auto, Truck & Bus Output (Weekly) ay oe units 137.040 158.508 202,112 13.6 32.2 
Petroleum Output (Daily Average) ............ 000 bbls. 6.954 7.040 6,576 1.2 + 5.7 
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Dept. Stores Sales Index (Fed. Res.) .......... 1947-49—100 125 104 134 +20.1 — 7.0 
Commercial Failures (Dun & Bradstreet) ...._ no. 277 217 237 +-27.6 +16.9 
Freigtt Corbett ascnceswisseccatsanssncsersnesensseni cars 770,558 685,397 736,904 +12.4 + 4.6 


Miscellaneous Carloadings ...............scssse0 cars 383,034 370,517 381,200 + 3.4 + 0.5 
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All Commodities (BLS) ................0...:00008 1947-49—100 113.7 112.8 110.5 + 0.8 + 2.7 
a TT ae 1947-49100 88.0 86.6 94.2 + 1.6 — 6.6 
Metals & Metal Products .....................0006 1947-49—100 147.6 146.3 132.9 + 0.9 +11.1 
Structural Products .............cccccssecsssscssssees 1947-49—100 128.7 127.6 122.3 + 0.9 + 5.2 
Steel Billets (Pittsburgh) ..............0.....00. net ton $68.50 $68.50 $64.00 0 + 3.2 
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Copper, electrolytic ..................ccccscsscsesees lb. 46 AO 36 0 +27.8 
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Stock Prices (Standard & Poor’s) ................ 1926—100 374.5 381.3 300.5 1.8 + 24.6 
Bank Clearings (New York) ................::00005 mil $ 10,569 10,603 9,299 0.3 +14.6 
Federal Reserve Credit ................ccccceseeeseeees mil $ 25,325 25,481 24,974. 0.6 + 1.4 
Currency in Circulation ...............s:cssesseseesees mil $ 30,296 30,300 29.859 0.1 + 15 




























THE PULSE OF BUSINESS 


Commodity Prices Firm, Further 


Price Hikes Still Probable 


Despite the fact that industrial production has leveled off in recent months, there’s no 
sign of slackening demand for metals and other materials. Every recent survey of pur- 
chasing agents shows they expect higher not lower prices in coming months. Apparently 
buyers are backing this opinion with their companies’ money. There’s plenty of buying 
for inventory today. Stocks are probably at the highest level in history. In the past, a 
situation like this meant that, because of heavy inventories, prices were due to turn 
downward. So far, however, there’s nothing to indicate that this will happen to the 
present market. 
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Sales, Inventories and New Orders 





Value of Manufacturers’ Sales 1956 
Seasonally Adjusted 
(Millions of Dollars) . Feb. 


All manufacturing industries 27,165 


Durable-goods industries 13,612 
Primary metal 2,462 
Fabricated metal 1,392 
AA inery ieee ate 3,693 
Transportation equipment | 3,148 
Lumber and furniture 1,161 
Stone, clay and glass 675 
Other durable goods 1,081 


Nondurable-goods industries 13,553 
Food and beverage 4,099 
Tobacco | 338 
Textile “+ 1,113 
Paper | 909 
Chemical | 1,948 
Petro 2,531 
n.a. 

2,205 














Book Value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 
All manufacturing industries 46,800 
Durable-goods industries | 26,941 
Primary metal | 3,561 
Fabricated metal | 2,799 
Machinery ee | | 8,933 
Transportation equipment | 6,717 
Lumber and furniture | | 1,826 
Stone, clay and glass 982 
Other durable goods 2,123 


Nondurable-goods industries 19,859 
Food and beverage 4,337 
Tobacce 1,832 
Textile 2,492 
Paper 1,083 
Chemical see . 3,283 3,344 
Petroleum and coal 2,741 2,782 
Rubber 935 n.a. 
Other 3,042 3,029 3,054 


Manufacturers’ New Orders (Seasonally Adjusted) 
All Manufacturing Industries 28,315 29,306 28,131 27,767 
Durable goods industries 13,353 14,680 15,605 14,710 14,311 
Nondurable goods industries 13,129 13,635 13,701 13,421 13,456 
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THE PULSE OF BUSINESS 


Straws in the Trade Wind 


STEEL PRICES TOO LOW? - National Steel's President Weir recently 
declared his industry has been far too conservative in 
pricing. As a result, he said, expansion has lagged behind 
demand. Nevertheless, the industry is now going ahead with 
a tremendous expansion program despite the fact that many 
producers feel prices are too low. Currently, ingot capacity 
is being increased by 15 million tons. 





PIGGYBACK PROVING ITSELF - Railroad executives are optimistic about 
the market potential of hauling truck trailers on flat cars. 
Routes on which piggyback service is available are being ex- 





tended. The Pennsylvania alone reports piggyback revenues 
of $5.7 million for 1955. It expects "that they will be more 
than double this amount in 1956." 


PRESSUE ON MACHINE TOOLS - Record brea'sing capital expansion by U.S. 
manufacturers is putting the machine tool industry under out- 
put pressure. Orders are up about 50% over their year-ago 
lévels. Deliveries are up sharply and export business is ex- 
cellent. As a result, the industry is probably enjoying the 
best strictly peace time business in its history. 





SYNTHETIC TEXTILES IN DOLDRUMS —- There's no shortage of capacity in 
the synthetic textile industry. Mills are operating at about 
60% of capacity; prices are off 10-15%. Individual textiles 
are fighting for business. Competition between rayon and nylon 
for tire cord is sharpening. Changing demand for man-made fibres 
caused DuPont to close an orlon plant recently. 





TAX CUTS THIS SUMMER? - In view of the November elections, Congress is 
going to be tempted to pass on some of the benefit of the es- 
timated $l billion 1956 Treasury cash surplus to taxpayers. 
Republican legislators may well flout President Eisenhower's 
desire for restraint in tax cutting. Excise taxes are currently 
being restudied. Some of them will likely be reduced or elim- 
inated. Also, there is, of course, great pressure for a reduction 
in personal income taxes. 
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Purchasing agents spend a considerable part 
of their business day interviewing salesmen. 
That time can be largely wasted, or it can be a 
vital, constructive part of purchasing activity, 
depending on how well you use it. 


By C. T. Hardwick 


Technique of the Interview 


Associate Professor of Commerce, University of Detroit 


To WRITE OR TO TALK— 
that is the question. 

In today’s complex and volu- 
minous purchasing operations, 
written communications have 
taken over in many instances. 
Buyers and vendors often carry 
on negotiations by correspond- 
ence or arrive at agreements by 
written quotations. Such prac- 
tices can be justified under the 
plea to save time. However, oral 
communication was surely the 
earliest means of buying and sell- 
ing and, time consuming though 
it may be, the personal interview 
still has a vital part in the con- 
duct of business transactions. 

But interviews could be made 
more useful than they sometimes 
are. Let’s look at some ways and 
means to make the purchasing in- 
terview more effective. 


Have A Purpose 


The constructive interview is 
more than a conversation or a 
casual meeting. It is a formal ex- 
change of information, with a real 
purpose. The initiative may be 
on either side, but there must be 
a common ground. The informa- 
tion may concern a product, which 
the salesman is trying to sell or 
the buyer is seeking to fulfill a 
requirement, in either case lead- 
ing up to a purchase decision or 
contract. In later stages of nego- 
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tiation, the purpose may be set- 
ting dates for delivery or arrang- 
ing for an installation or reaching 
agreement on terms. Still later, 
it may be for adjusting griev- 
ances or  misunderstandings. 
Where such “meeting of the 
minds” is concerned, there is 
no. satisfactory substitute for 
the personal interview. The in- 
terview is the place to assess per- 
sonal qualities. It is the founda- 
tion of mutual understanding and 
good business relationships. In 
this respect, it may be a real 
time saver. 


Tactics 


Since interviews take time and 
energy, the buyer must be pre- 
pared to make the most of each 
opportunity. At the beginning of 
the interview, he has the respon- 
sibility to put forth his needs in 
exact terms. Giving and getting 
facts is the core of the successful 
interview. The buyer hopes to 
stimulate and motivate the ven- 
dor along his lines toward a satis- 
factory agreement. The creating 
and altering of ideas and attitudes 
is not easy. Psychological aspects 
of the interview should not be 
overlooked. 

The timing of demands may be 
very critical. Often the buyer 
has to spend preliminary time in 
preparing and motivating the ven- 
dor toward constructive assist- 





ance in solving a procurement 
problem. After getting the sales- 
man “on your side’, or into active 
participation in solving a prob- 
lem, the parading of more rigid 
requirements can then be dared. 

Avoid presenting impossible 
demands. Impractical requests 
lead to disinterest, disagreement, 
or even disgust. Harmony comes 
easier with the asking of the 
possible. 

Avoid putting the salesman on 
the defensive. Argue and dis- 
agree only when a serious point 
or purpose is at stake. Try to 
get the salesman thinking along 
your lines by soliciting his opin- 
ions and recommendations. 

Try to see the vendor’s posi- 
tion, and adjust your demands to 
permit the seller to stay on top 
of your order. 

Give in on small things, but be 
serious and earnest on important 
points. Be quick to lighten the 
discussion when the grounds of 
difference become tense or ex- 
plosive. 

Be astonished when the vendor 
really lets you down on his 
promises. Wilful misunderstand- 
ing is a technique to permit the 
vendor to change his mind or ad- 
just his position to your prefer- 
ence. 

Take the calculated risk when 
necessary to gain a point. Some- 
times the reckless or even 
“shock” approach will help your 
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emphasis. On issues of continued 
resistance, redirect your discus- 
sions along the indirect route 
which almost leads to the same 
goal 

Watch the non-verbal indica- 
tors. Words aren’t everything in 
a conversation. Gestures and 
faciak expresions reveal inner 
feelings. The manner of expres- 
sion and tone of voice indicate 
shades of meaning. With some in- 
dividuals, mere changes in posi- 
tion or posture will be a tell-tale 
act. Try to see the meaning in 
the salesman’s face, hands and 
actions, as well as in his words. 


Four-Point Plan 


“Doing what comes naturally” 
may be a good beginning, but 
there is also a scientific method in 
interviewing and _ skillful per- 
formance demands our under- 
standing of this and attention to 
it. Purchasing interviews can be 
made more effective with this 
four-point approach: 


1. Preparatory 
planning. 

2. Opening according to plan. 

3. Carrying on in a _ business- 
like manner. 

1. Closing up promptly. 


thinking and 


Since an interview is a formal 
meeting between two busy men 
with the purpose of settling 
problems, advance thinking and 
planning will help to expedite 
the discussions. Most salesmen 
plan their interviews. It’s harder 
for the buyer, who often has 
short notice, or no notice, of the 
interviews that may come up on 
any particular day. Nevertheless, 
the earnest buyer should be as 
well prepared as possible, before 
the interview, on the essentials 
to be discussed. 

It is highly desirable to estab- 
lish an early “rapport” of 
friendly understanding between 
both parties. The buyer’s open- 
ing remarks may well set 
the tone of the interview. A 
buyer who is disagreeable or 
antagonistic tends to put a sales- 
man into a similar mood. 

Getting down to the business 
at hand should not be unduly 
delayed, but a polite and friendly 
opening is not a wasted moment. 
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Interview Rating Sheet 
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Buyers well know, from their 
own reactions, the important im- 
plications of human relations that 
depend on first impressions. But 
don’t overdo it. You can make 


a caller feel uneasy by going 


overboard to put him at ease. 
Useful Questions 


Often, presenting a question in 
several forms will elicit informa- 
tion even from a reticent or re- 
luctant talker. Let’s look at some 
of the several types of questions 
that can be used. 

The direct question is most 
commonly used. For example: 
“What is your price?” This is 
forthright, even blunt—perhaps 
too much so. 

The indirect question may be 
employed to get the same in- 
formation. For example: “How 
does your current price compare 
with that on our last order?” 

The multiple choice or alter- 
native question sometimes opens 
up the discussion by offering a 
wider base, leading to eventual 
agreement. For example: “Would 
it be best to ship this paper 
wrapped, crated, or on skids?” 

The non-directive probe usu- 
ally centers around the questions 
“How?” and “Why?” For ex- 
ample, when the salesman says 
he cannot comply with some part 
of our requirement, the natural 
probe question will be: “Why 
not?” If he has a good answer 
for that one, we can follow up 
with: “How can we adjust our 
demand to make it practical?” 

The open end question en- 
courages participation and co- 
operative action. For example: 
“What can you suggest?” 

The fixed-question free-answer 
type of query affords a similar 


means of leading up to the speci- 
fic problem. For example, we 
may ask: “What is the earliest 
date that you will promise de- 
livery?” This will give each ven- 
dor the competitive opportunity 
to offer his best delivery date. 
This may be preferred to the di- 
rect question: “Will you deliver 
within 90 days?” 

Circumstances will determine 
which type of question should be 
used. If the going gets rough, 
several types may be tried. The 
important thing is to have a wide 
range of questions on tap to keep 
the negotiations alive, or the 
ability to ask the same question 
in a variety of different ways. Of 
course, an interview is more than 
a series of questions, and skillful 
interviewers try to avoid this 
somewhat artificial, cross-examin- 
ing device. Interviewing is likely 
to be more successful when the 
dialog or conversation flows 
smoothly on course, but steering 
is sometimes necessary and ap- 
propriate questions can be in- 
terposed for this purpose without 
seeming forced. 


Know When to Stop 


We have considered the first 
three points of our four-point 
plan: knowing how to plan, how 
to start, and what to say. There’s 
a fourth important factor:. know- 
ing when to stop. Without it, a lot 
of time can be wasted and issues 
confused with irrelevant conver- 
sation. 

The obvious principle to be 
observed is to stop when the pur- 
pose of the interview has been ac- 
complished, when the desired in- 
formation has been developed or 
agreement reached. 

Sometimes an interview doesn’t 
arrive at this happy ending in 
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any reasonable time, but comes 
to the point where further dis- 
cussion would apparently be 
fruitless. Be sure to stop before 
nerves and tempers get frayed. 
But don’t leave things hanging. 
That’s the sign of an unsuccess- 
ful, inconclusive interview. 


Evaluate the Interview 


To make a positive evaluation 
of vendors at the close of each 
important interview, it is sug- 
gested that a rating scale be de- 
veloped and used. 

The rating scale illustrated 
herewith is simple to use, re- 
quiring only a check mark at or 
between the appropriate num- 
ers on the scale to record the 
immediate impression. 


To Improve Interviews 


Here are a few practical sug- 
gestions that will help toward ef- 
fective interviewing: 

Human beings react quickly to 
physical surroundings. A comfor- 
table and interesting reception 
room sets the stage for a relaxed 
interview. Conditions at the buy- 
er’s desk or in his office are simi- 
larly important in promoting 
right attitudes. 

Complete privacy in the buyer’s 
office or interviewing room is con- 
ducive to free exchanges of infor- 
mation. 

A clear desk or table avoids 
distractions and provides a space 
where prints or samples can be 
better displayed and examined. 

Avoid interruptions. When an 
important interview is in prog- 
ress, instruct the secretary to in- 
tercept phone calls and office 
traffic. 

Take accurate notes during the 
discussion to avoid later misun- 
derstandings on the details that 
have been discussed. Verbatim 
reporting, by tape recorder or 
stenotype, should be done only 
with the consent of both parties. 
They are useful in summing up 
an important agreement, but no 
device should be introduced dur- 
ing the interview that upsets the 
natural free interchange of infor- 
mation and opinion. 

Stick to the principal subject, 
avoiding detours. 

If an impasse is reached, try to 
postpone discussion of those 
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points until later. But do not 
merely “stall”. 

Emphasize and point up the 
significant areas of agreement, 
and review them just before clos- 
ing the interview. 


Personal Traits 


In a face to face discussion, the 
importance of individual person- 
alities can hardly be overempha- 
sized. The following attributes of 
a successful interviewer are nec- 
essarily generalized, but they can 
be cultivated in an individual. 

Willingness to listen with an 
open mind encourages a sales- 
man to “give” with constructive 
proposals. 

Expectancy is the attitude that 
conveys to the salesman the buy- 
er’s hopeful expectation of learn- 
ing something worth while. Most 
good salesmen will rise to this 
challenge. 

Mental alertness and imagina- 
tion—the ability to see through 
veiled excuses and to recognize 
implied offers—has no substitute. 
It will often pay off in more at- 
tractive contract terms. 

Attracting the interest of the 
salesman is just as important as 
showing interest in what he has 
to say. Without this, the buyer can 
expect only the routine presenta- 
tion and offers. Persuasion is a 
two-way street. 

The faculty of detachment will 
help the buyer to evaluate the 
proposals of the salesman and 
help resolve areas of disagree- 
ment. Depersonalizing the situa- 
tion keeps down the boiling point. 


Unity of Action 


All interviews between buyers 
and salesmen fall into one of 
three patterns: 


1. Domination by one party. 
2. Compromise on both sides. 
3. Integration of differences. 


Let us illustrate with the prob- 
lem of settling.a delivery. 

“Domination” means that the 
buyer or the seller, whichever is 
in the stronger position, will spe- 
cify a delivery date that the other 
must accept and comply with, re- 
gardless of, convenience or costs. 

“Compromise” means that each 
will give a little and gain a little. 


The buyer’s first request for a 30- 
day delivery and the seller’s first 
promise of a 90-day delivery may 
be compromised by splitting the 
difference and settling on a 60-day 
promise. 

“Integration” means looking in- 
to the facts of the situation to- 
gether and working out a solution 
that is practicable and satisfac- 
tory to both. In the case under 
consideration this solution might 
be the substitution of another 
quality or the delivery of a par- 
tial quantity to satisfy the imme- 
diate need, and working out a 
schedule of deliveries for the bal- 
ance. Both parties should be more 
pleased with such a solution than 
if one dominated or both had been 
forced to compromise. 

The negotiating interview is 
the time and place to bring to- 
gether into an organized approach 
all of the knowledge, on both 
sides, of products, costs, and 
trends. Interviewing without 
basic purchasing knowledge is 
going through idle motions. On 
the other hand, the most com- 
plete economic and professional 
knowledge may be_ ultimately 
only as useful as the buyer’s skill 
in the techniques of interviewing. 
Purchasing know-how and inter- 
viewing technique are like the 
two blades of a pair of scissors. 
Both blades are needed to cut 
successfully. If you are not com- 
pletely satisfied with what your 
interviews are accomplishing, 
maybe one or the other blade 
needs resharpening. 

Interviewing is an art. It is a 
behavior skill that can be learned 
with study, practice, and training. 
A three-point plan to improve 
purchasing interviews is sug- 
gested as follows: 

1. Observe and study actual 
buyer-vendor interviews to gain 
knowledge of effective methods. 


2. Analyze the interviewing 
techniques of all buyers and pro- 
vide for interchange of experi- 
ence. 

3. Train buyers in interview- 
ing, using “role playing” or “prac- 
tice buying” sessions and provid- 
ing adequate supervision. 

A positive approach to this im- 
portant phase of purchasing ac- 
tivity will win the friendly coop- 
eration of vendors and result’ in 
better purchasing performance. 
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Buyers Help Train 





Vendor's Salesmen 


How Union Bag & Paper Corporation invites its customers’ purchasing 
men to tell the salesmen how they look from the other side of the desk 
and to exchange ideas for the improvement of buyer-seller relationships 


ITE the many fine articles 
on the subject, there’s still a gap 
in t nformal mutual aid pro- 
gra has been going on be- 
purchasing agents and 

for several years. Lack 
of time, plus a natural reluctance 


to | e overly personal in a 
sal nterview, has tended to 
pu iggestions for improving 
buying or selling on a rather 
theors il plane. 

Un Bag and Paper Corpora- 
tion has tried to bring this ex- 
change of ideas and criticisms 
down t practical level by put- 
ting ers “into the act” in its 
sales training program. Purchas- 
ing known to be vitally in- 
terested in buyer-seller coopera- 
tion ve willingly joined in the 
Union program in four ways: 


as “live” discussion leaders; 

; panel members evaluating 

dramatized case histories; 
recorded telephone con- 

versations; 

in recorded tape interviews. 

The 


esults, according to Union 
Bag, have been very successful. 
The enthusiastic response to the 
techniques by both salesmen and 
cooperating purchasing agents 
has shown up in increased cus- 
tomer good-will, and made for 
even sounder relationships than 
before. These benefits are added 
to the basic goal of good sales 
traiz being achieved through 
these four methods: 
Buyers selected from among 
Union Bag’s customers meet with 
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small groups (15-20) of salesmen 
during training sessions. The 
buyers are chosen for their pur- 
chasing skill, reputation, interest 
in purchasing-sales relationships, 
and ability to communicate ideas. 

In an informal atmosphere, the 
purchasing agents take up first 
what a buyer expects and wants 
from a salesman. “Sales Types I 
Dislike Most” is not a mandatory 
subject — but the purchasing 
agents invariably sound off on 
the topic! 

Visiting buyers are given:a list 
of questions the sales training 
section knows the salesmen would 


like to hear discussed. But there 
are no strings attached to the list. 
The speakers are free to cover 
whatever ground they think will 
make for better understanding 
between buyer and seller. 

A no-holds-barred question and 
answer session following the 
talk is always suggested to the 
purchasing agents, and to date 
not one has backed away from 
the idea. The one-hour schedule 
set up for a talk and discussion 
period has consistently been ex- 
tended to at least three hours. 
One session ran to over five 
hours! 


Edward M. Krech, Director of Purchases for J. M. Huber Corp., 
ponders a tough question tossed at him by a Union Bag salesman 
in a “no holds barred” discussion session. Full use is made of visual 


aids in these training programs. 
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Union Bag’s sales training 
people have been amazed at the 
buyers’ willingness to be totally 
frank, to talk about what goes 
on behind the scenes, and to take 
on any question shot at them. The 
salesmen have been equally im- 
pressed. As one veteran put it: 
“I’ve been talking to buyers for 
20 years. In fact, some of my best 
friends are buyers. But I’ve never 
heard any of them open up and 
talk like this.” 


PA's as "Drama Critics" 


Union uses the dramatized 
case method in all phases of its 
sales training job. Training 
groups are asked to listen to a 
recorded sales situation. A bet- 
ter-than-average fictitious sales- 
man, for example, is shown try- 
ing hard to make a sale, but not 
getting very far. He handles some 
points well, others not so well. 

The group discusses the case 
and exchanges views on the good 
and bad points of salesmanship. 
As a guide, a voting sheet is 
passed out. This contains about 
eight or ten questions with mul- 
tiple choice answers—all worded 
to avoid producing black or white 
answers. To a degree, each an- 
swer is defensible. 

After discussing the case, the 
group hears it analyzed by a 
panel of qualified, experienced 
people—usually Union Bag sales 
managers and executives. To 


bring buyers “into the act”, how- 
ever, a mimeographed transcript 
was recently mailed to thirty pur- 
chasing men known to be inter- 
ested in the subject. The names 
were obtained from PuRCHASING 
Magazine. 

The purchasing agents not 
only used the “voting sheet” 
but commented at considerable 
length on the fictitious salesman’s 
performance, and how he could 
improve. Returns on the mail- 
ing were almost 100%. 

Union took the combined an- 
swers of the purchasing agents’ 
panel, and built them into a 90- 
frame slidefilm, adding a few 
comments from its own sales ex- 
ecutives. The slide film was 
shown in all training sessions. 


PA's on the Telephone 


In a session devoted to use of 
the telephone both for sales and 
for better service to customers, 
a recorded buyer-seller conver- 
sation is played for critical anal- 
ysis. 

Actual salesmen are always 
used in this technique, but it is 
not always feasible to use actual 
buyers’ voices. This is solved by 
using personnel in Union’s own 
purchasing department. 

Salesmen are given a problem 
—for example, answering a com- 
plaint over the ’phone. The pur- 
chasing man at the other end of 
the line has been thoroughly 


James Elliott, Secretary and former Director of Purchases for 
American Sugar Refining Co., tells the salesmen frankly how buyers 
react to various types of sales presentations, what they like and dis- 















































































like in salesmen and sales tactics. 
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briefed, and tries to make it 
tough on the salesman by trying 
to get him to talk too much, to 
promise too much, or to explain 
why the mistake was made. 
Union feels that by using real 
buyers it is able to capture the 
true purchasing philosophy and 
attitude, giving the calls an au- 
thentic ring. With the recorded 
conversations used so far the 
salesmen were not told until after 
the sessions who the buyers were. 


PA's on Tape 


Union will also go right to the 
buyer’s desk to get his help. With 
the purchasing agent’s permis- 
sion, a man from the sales train- 
ing department will accompany 
a Union salesman on a call. If 
the buyer agrees, he will record 
the actual conversation as the 
salesman tries to make a sale. 

Afterward, the purchasing 
agent is asked his opinion on 
various points that interest a 
salesman. He is asked questions 
like these: 

How much information should 
a salesman try to get out of a 
buyer? 

What buyer benefits are you 
most interested in? 

What qualities make a good 
salesman stand out from the 
others? 

The purchasing agent’s an- 
swers are taped and played back 
at appropriate times during the 
sales training program. 

Today’ purchasing is a com- 
plex and highly skilled profes- 
sion. An awareness of the matur- 
ity of the purchasing profession is 
the keystone of Union’s training 
philosophy. Its sales training pro- 
gram does not emphasize the 
stereo typed psychological ap- 
proaches to winning interviews 
and influencing buyers. Instead 
Union trains its men to “serve” 
—not “sell”—the buyer. This 
means, first, that they must 
recognize the complexity of the 
buyer’s problems; then search to 
apply the company’s products 
and services to help solve them. 
The extent to which the sales- 
man succeeds in doing this de- 
the effectiveness of 
sales training as a realistic, 
productive medium for the long 
term interests of buyer and seller. 
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Reduce Welding Costs 




















‘ 
° i 
 Wersnu. 
_ = “i 
t a ys 
< a “oa 
a * 7 k bad 
“aA 
Pe mE 
lig 
Fe = ames th e 
ax | 0 ae. ee 
td 
Som 
it ee 
a 


Fae ae 


This “package” combines a standard 
stock model gear driven positioner, 
head stock, and welding head mani- 
pulator for making inside fillet welds 
on steel wheels ranging from 22” 
to 40” in diameter. A simple holding 
fixture takes the full range of dia- 


meters 


> 


This a combination of a stock 
type heavy duty welding positioner 
used to tilt and rotate the work 
under a submerged are welding head 
which is supported by a ram type 
welding head manipulator. The 
welding cycle is fully automatic. 


iS 


by courtesy of B, Herrick Mfg, Corp. 
»vak Equipment Div., Blaw-Knox Co. 


. . . with versatile combinations 


of standard welding equipment 


By W. W. Wakefield 


Chief Engineer 
C. B. Herrick Mfg. Corp. 
Cleveland, Ohio 








The ultimate requirement 
of a company using or con- 
templating the use of an 
automatic welding fixture 
is a combination of reason- 
able original cost, low 
maintenance expense, and a 
minimum of down time. The 
answer, in most cases, is to 
avoid special single-pur- 
pose machines and to fit 
variable combinations of 
standard general - purpose 
equipment to the particular 
application. 

















‘Lue ADVANTAGES of auto- 
matic welding over manual weld- 
ing are common knowledge. Wel4- 
ing quality and speeds are higher. 
Costs are lower. Whenever a 
single operator, using a work po- 
sitioner and a head manipulator, 
can turn out the production 
which, by ordinary methods, takes 
from three to six men, an invest- 
ment in equipment which might 
range from $3,000 to $20,000 can 
readily be justified. 

The success of any given auto- 
matic welding application de- 
pends largely on the tooling or 
fixturing. Unless the welding head 
is moved over the joint, or the 
work moved under the head effi- 
ciently, full advantage is not be- 
ing taken of the automatic proc- 
ess. 

To keep the tooling as simple 
as possible is a “must” from both 
the operating and maintenance 
standpoints. Too many welding 
jobs are fouled up with fixtures 
that are just too complex. An ex- 
cess of gimmicks and gadgets is 
a common cause of unnecessary 
headaches. 

Some applications require a 
special, tailor-made fixture. But 
a great majority do not. It is sur- 
prising to see what can be ac- 
complished with standard units 
such as tilting positioners, head 
and tail stock rotators, turning 
rolls, turntables, and ram type 
welding head manipulators. By 
combining two or three of these 
components and by adding a mini- 
mum amount of simple tooling, 
many jobs can be handled with 
ease and economy. 

Following this suggestion can 
be translated into very significant 
savings. 

A special, single-purpose weld- 
ing fixture is generally an ex- 
pensive piece of equipment. It 
must be. The buyer is paying for 
design engineering, drafting and 
detailing against just one unit. 
Assembly, wiring and testing, and 
getting the “bugs” out of it after 
installation for smooth operation, 
all represent high cost factors. 

On top of this, the user gets a 
machine that is good for just one 
job. Who knows how long a par- 
ticular job will last—one year, 
two years, five years? And when 
the job terminates, the special 
fixture is worth little or nothing. 
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Standard large ram type welding head manipulator used in conjunction 









































with a set of turning rolls makes both circumferential and longitudinal 
welds on a cylindrical pressure vessel. Welding head will also enter 


24” diameter for inside welds. 


The chances are that it cannot 
be adapted for another applica- 
tion without duplicating these 
high initial costs, if at all. 

By contrast, when standard 
stock components are employed, 
each one may be used for ordi- 
nary work requirements. Hence, 
not only is there an initial capi- 
tal saving, but unlimited future 
applications not possible with 
special equipment. 

Add to this a tremendous dif- 
ference in maintenance costs. 
With a special machine, replace- 
ment parts are expensive and de- 
livery is usually slow. Mainte- 
nance personnel will generally 
consume more time and money 
because the equipment is unfa- 
miliar. With standard stock units, 
parts are readily available and 





at reasonable cost. In all proba- 
bility, the maintenance depart- 
ment is acquainted with the units 
involved. If not, the simpler de- 
sign, involving standard commer- 
cial items, accounts for easier, 
faster, lower cost repair and 
maintenance work. 

The illustrations show several 
representative installations made 
up entirely of standard equip- 
ment. They are doing special jobs 
efficiently and economically. And 
they will be ready to work on 
other applications just as effec- 
tively when the need arises. 

Equipment of this type is high- 
ly practical, not only for shops 
engaged in high production runs 
but, because of its versatility, is 
also economical for comparatively 
small job shops. 
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Get out from under useless detail, with .. . 





WORK 
SIMPLIFICATION 


(here are a lot of procedures in purchasing, as well as 
in other departments, that can probably be improved 
and made easier through eliminating duplication and 
wasted motion. Here is the outline of a method that has 


been successful in coping with this problem. 


By Lillian Stemp 





Purchasing agents will recognize 
in the Work Simplification process 
much of the same philosophy and 
many of the same techniques that 
have been applied to tangible prod- 
ucts in the science of Value Analy- 
sis. Comparable savings can he 
achieved, in terms of lighter work 
loads and more efficient use of man- 
power. 

Detailed paperwork is the bane of 
the purchasing department. How 
much of it is unnecessary? How 
much of it could be improved by 
finding the better way? It will be 
worth your while to follow the sug- 
gestions in this article. 
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Worx SIMPLIFICATION | 
training is helping many purchas- 
ing agents and their staffs to ap- 
ply these principles for smarter 
and easier purchasing. Purchasing 
departments in such companies as 
Champion Paper, Cleveland Elec- 
tric Illuminating, Consolidated 
Edison, and Lowe Brothers are a 
few of the many who can show 
numerous examples that such a 
program pays. 

Work simplification, as taught 
by Allan H. Mogensen, includes a 
five-step pattern to make job im- 
provements: 


1. Pick out a job to improve. 
2. Break down the job. 

3. Challenge every detail. 

4. Work out the new method. 
5. Apply it. 


Six key points are stressed in 
carrying out the program: 

1. Have an open mind. 

2. Maintain a questioning atti- 
tude. 

3. Work on the causes of diffi- 
culty, not on the effect. 

4. Get and use facts, not mere- 
ly opinions. 

5. Get rid of fear of resentment 
or criticism; it hinders improve- 
ments. 

6. Overcome resistance to 
change. 


It Can Be Taught 


Work simplification attitudes 
and methods can be taught. De- 
pending on how extensive an ex- 
posure you want to the program, 
you can take the 6-week summer 
course with Mr. Mogensen at 
Lake Placid, N. Y., the 2-week 
executive seminar at Sea Island, 
Georgia, or courses from many 
of the men who have been 
trained by him and are conducting 
classes at plants, training centers, 
and in universities. Classes have 
been held at Marquette Universi- 
ty, University of Wisconsin, 
North Carolina Southern Univers- 
ity, University of Iowa, New York 
University, Washington Univers- 
ity, and University of Pennsyl- 
vania, among others. 

Indoctrination courses of four 
hours duration (in two 2-hour 
sessions) have been used success- 
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fully to impart the basic Work 
Simplification philosophy. Others 
range up to 20 hours, spread over 
a longer period. 

Whatever the length of expos- 
ure, once the principles have been 
absorbed, they influence work 
procedures in purchasing as well 
as in other activities, and can ini- 
tiate many improvements. How- 
ever, the more comprehensive the 
training program is, the greater 
good results from it. The results 
at Cleveland Electric Illuminating 
Company bear out the value of 
concentrated, continued effort in 
this direction. For example, here 
are a few of the Work Simplifica- 
tion proposals that show how 
purchasing can be made smarter 
and easier. 


Examples from Purchasing 


Vendors formerly delivered 
machine bolts to the Ashtabula 
plant with the customary square 
nuts. Since power plant work 
uses hex nuts almost exclusively, 
the square nuts had to be 
scrapped. Ayden H. Harris, stores 
control clerk, noted this and ap- 
plied the principles of Work Sim- 
plification to the situation. Now 
machine bolts of all sizes are pur- 
chased without nuts, at a sub- 
stantial saving. 

Joseph B. Bailey, Jr., an elec- 
trical mechanic foreman, became 
concerned about steel shackles 
for padlocks. Used outdoors, they 
deteriorate and require replace- 
ment. He proposed buying bronze 
shackles in place of steel, to elim- 
inate the need for future replace- 
ment. 

Grass seed was formerly pur- 
chased in bags. The bags broke 
quite easily, resulting in waste; 
mice also chewed their way into 
them. A change in packaging, to 
5-lb. cardboard boxes, proved to 
be more convenient for handling 
and gave better protection. 


Who Should Do the Job? 


In step three of the 5-step pat- 
tern, one of the questions used 
in challenging details of proce- 
dure is “Who should do this op- 
eration? Why? Could someone 
else do it better?” This challenge 
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produced results at Cleveland 
Electric. 
Formerly, when the various 


warehouses and plants had sal- 
vage material to be disposed of, 
they phoned the purchasing de- 
partment, giving the amounts of 
material to be released. Purchas- 
ing made the arrangements, ne- 
gotiated the sale, and phoned the 
releases or pickups to vendors. It 
was found that in most cases the 
Salvage Unit could perform this 
operation just as well, and with- 
out the roundabout procedure. In 
selling scrapped oil, for example, 
past records indicated that the 
prices did not vary appreciably, 
and practically all sales were 
made to one vendor. So it was 
possible to issue one blanket or- 
der to cover. The new procedure 
permits the Salvage Unit to con- 
tact the vendor direct and release 
the scrapped oil under this order. 
A similar procedure has been ap- 
plied to the pickup of empty 
drums and reels. The warehouses 
are furnished with the names of 
vendors and release their own 
material direct. Credit for these 
suggestions goes to H. C. Meyers, 
a buyer, and William F. Reep, 
salvage supervisor. 


Simplifying Paperwork 

CEICo issued a challenge to 
every department handling pa- 
perwork to find ways of making 
their work easier by scrapping 
unnecessary forms and proce- 
dures. 

Joseph T. McNeeley, Jr., came 
up with this idea: Put the pur- 
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chase orders for fuel oil used at 
warehouses and service build- 
ings on a “keep filled” basis. This 
eliminates the need for individual 
orders each time the tank needs 


and improved opera- 
tions. 

Teresa Gugliotta, a purchasing 
department secretary, proposed 
that a form be prepared for all 
tax exemption letters going to 
other companies. Only the date, 
firm name and address have to 
be typed in. This has not only re- 
duced the paperwork of corre- 
spondence, but also eliminated 
the keeping of an individual file 
copy of each letter. The firm name 
and date are merely added to the 
alphabetical listing. 

The minimum value on pur- 
chase order vouchering was 
raised from $1000 to $5000. When 
purchase orders are vouchered, it 
is necessary to check all material 
deliveries, an operation which in- 
volved all the various depart- 
ments concerned. Checking small 
vouchers, amounting to only 
1.6% of total dollar expense, con- 
sumed 90% of the time and effort 
of checking all vouchers. When 
the new method was adopted, 
about 144 manhours per month 
were saved. 

Paperwork can often be elimi- 
nated by asking the simple ques- 
tion, “Is it necessary?” James 
Taylor, stores control clerk, asked 
this question about a Daily Ac- 
tivities Register, on which he re- 
corded daily receipts against pur- 
chase orders. It was found that 
the form was no longer neces- 
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It was therefore discarded. 

In CEICo’s paperwork simpli- 
fication campaign, the company 
offered the following suggestions: 

1. If you find you are doing an 
unnecessary paperwork job that 
involves only yourself, scrap it 
yourself. 

2. If you suspect a paperwork 
job that involves department op- 
erations, ask your supervisor to 
explain why it is necessary. If 
this challenge proves the paper- 
work to be unnecessary, it’s the 
supervisor's responsibility to 
scrap it. 

3. If you suspect a paperwork 
job that involves operations out- 
side your department, check with 
your supervisor and challenge it 
with a Work Simplification pro- 
posal. In this way, suspected pa- 
perwork will be examined and 
challenged inside and _ outside 
your department. 

Another suggested question is 
this: “Are you keeping a record 

file identical to one kept by 
someone else in your office? Rose- 
narie Masterson, a record clerk, 
asked this question and found 
that General Accounting kept a 
record of gasoline purchased 
every month. The monthly post- 
ing of gasoline consumption on 
mileage cards was eliminated as 
useless duplication. 

Since purchasing contributes to 
the functioning of practically 
every phase of business opera- 
tions, there is much opportunity 
for cooperation between pur- 
chasing and other departments. 


sary 
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For example, the supplier of 
towels formerly made two trips a 
week—once to pick up soiled 
towels and again to deliver clean 
ones. Purchasing made a new ar- 
rangement—to do both at one 
time. By applying Work Simpli- 
fication principles, interruptions 
in the stockroom were minimized, 
and the supplier benefitted too. 


Using Present Facilities 


The Detroit Edison Company’s 
Work Simplification Manual 
stresses the point that “Work 
Simplification does not mean buy- 
ing different equipment. The 
proper use of existing facilities 
often makes it unnecessary to 
buy additional or expensive tools 
or equipment.” 

CEICo elaborated this point in 
a recent Work Simplification 
News bulletin as follows: 


Before You Mechanize 


Hold everything, and apply the prin- 
ciples of Work Simplification before 
buying a new machine or new equip- 
ment. Give progressive mechanization 
a chance to work. 

It’s easy to make a flash improve- 
ment and say, “Let’s buy a machine.” 
But we should thoroughly determine 
the benefits to be gained before taking 
action. We should consider all the 
alternatives. 

Essentially, this means studying the 
job under consideration and asking a 
few simple questions: 

1. Are we now using the best method 
to perform the work? 

2. Can we improve the present 
method to a point where mechanization 
would be unnecessary? 

3. Do we have the proper floor-area 
layout? Can handling and walking be 
reduced through rearrangement of the 
present area? 

4. Has the work area been arranged 
according to the principles of motion 
economy? Can we eliminate or reduce 
excessive reaching, lifting, carrying, or 
walking? 

5. Have we considered all of the 
associated costs resulting from the 
purchase of new equipment? 

6. If now mechanized, is the equip- 
ment being utilized to the best ad- 
vantage? 

Our company and other companies 
have found that mechanization is not 
always the economical answer unless 
these questions have first been satis- 
factorily answered and the alterna- 
tives weighed. 

Those who have attended Work 
Simplification sessions learned this 
very important fact: “Productivity de- 
pends upon method. It’s HOW we do 
a job that counts most.” 








Work Simplification and mechaniza- 
tion go hand in hand. Using Work 
Simplification techniques to thoroughly 
challenge the problem will lead to the 
right answer. If the answer is_ to 
mechanize, Work Simplification will 
provide ways to do the job easier, 
better, and more economically. 


Organization Helps 


For control and swifter prog- 
ress of the mechanization aspect, 
CEICo set up a Mechanization 
Committee. Working with the 
general committee were special- 
ists representing four major 
groups: electrical operations and 
engineering, power production 
and engineering, office elemen's, 
and distribution. Each of these 
groups was represented on the 
general committee, and also had 
a group coordinator. Altogether, 
some 30 persons were engaged in 
this phase of the program. 

“These are the men,” the com- 
pany announced, “who are ready 
and eager to help you improve 
your job and make it easier 
through the application of some 
electrical or mechanical device. 
Look up the one in your element, 
and discuss your work with him. 
There is no operation that can- 
not be improved or simplified in 
some way—and that way might 
easily be through mechanization.” 

The 1954 Mechanization Com- 
mittee increased its savings goal 
three times during the year. By 
the end of the year, they had ex- 
ceeded the original goal by 113%. 
One of the areas in which consid- 
erable mechanization took place 
was in the office, where originally 
little thought had been given to 
the potentials there. 

The group sponsored a show at 
a management dinner to acquaint 
all management employees with 
the types of machines and equip- 
ment provided as a result of the 
committee’s efforts to do company 
work more easily, more safely, 
and more cheaply. 

The purchasing department can 
benefit through the principles of 
Simplification, both in its own op- 
erations and in the purchase of 
equipment and materials for use 
in other departments.: Certainly 
an understanding of these princi- 
ples will clarify the reasons why 
purchases are made, it will make 
purchasing easier, and frequently 
it will show the better way. 


PuRCHASING 











How many tank cars of liquid chlorine 
would you say were produced last year? 


Total production of liquid chlorine by America’s chemical CO LU M B | A = S O U »¥ H E RN 


industry in 1955 was an estimated 3,407,935 tons. 


This represents an increase of 38% since 1950 and an CH E M | CA L CO RPO RATI ON 


increase of 65% since 1945. | SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 
Based on 55 ton capacity cars, last year’s chlorine pro- 

ONE GATEWAY CENTER, PITTSBURGH 22, PENNSYLVANIA 

duction was enough to fill a string of 61,962 tank cars. 
Chlorine continues to grow. This year, Columbia-Southern 

: <a h d £ chiosi DISTRICT OFFICES: Cincinnati * Charlotte * Chicago 

femains the leading merchant producer Of chiorine. Cleveland * Boston * New York * St. Louis * Minneapolis 

Columbia-Southern’s sales, traffic, and technical depart- New Orleans * Dallas * Houston * Pittsburgh * Phila 


ments are always ready and pleased to assist you with your han re ae) 
rN y y P sty y CUM BIA-SOUTHE IN CANADA: Standard Chemical Limited and its Cr~ 
chlorine problems. mercial Chemicals Division 
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Throughout the standardized DC 
motor line, shafts conform to NEMA 
dimensions, with standard front and 
pulley end extensions. They are tap- 
ped on both ends to accommodate 
standard tachometers, limit switches 
or magnetic brakes without rema- 
chining, flanges, or any other 
“special” operations or paperwork. 





DC Motor Users 


Benefit from 


Standardization. 


By D. J. Buckley, Jr. 


General Electric Company, Schenectady, N.Y. 


1 HE END RESULT of stand- 
ardization and simplification is a 
higher standard of living for pur- 
chasers of consumer goods, made 
possible by the lower per unit 
cost of a standardized product. 
Producer goods, of course, are the 
tools with which consumer goods 
are made. Purchasers of producer 
goods also stand to gain by a 
manufacturer’s program of stand- 
ardization. 

In the motor and generator 
field, until recently, standardiza- 
tion has been stressed much more 
in AC motor design and applica- 
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tion than in DC, due to the much 
larger number of AC motors pro- 
duced and used. However, be- 
cause of the inherent advantage 
of DC motors in providing greater 
versatility in speed ranges, which 
is required for many of today’s 
complex applications, demand for 
DC motors has increased substan- 
tially. Since World War II, total 
motor production has increased 
20%—and DC motor production 
has increased 85%. Consequently, 
standardization and simplification 
in the DC equipment field has 
assumed new importance and sig- 
nificance, 


The National Electric Manu- 
facturers Association has ap- 
proved the reduction of the num- 
ber of standard ratings (kw or hp 
vs. speed) and mounting configu- 
rations for DC motors. For ex- 
ample, the number of standard 
ratings for 240-volt motors has 
been reduced from 502 to 156, 
with elimination of the constant 
speed ratings. Now a motor rated 
4/1 in speed range can be used 
for any application between the 
maximum and minimum speed 
limits. In addition, higher speeds 
may be reached by armature volt- 
age control. 


Fewer Standard Ratings 


No advantages are sacrificed by 
elimination of the constant speed 
line. Such a combination of fea- 
tures as dripproof enclosure, 
standard temperature rating and 
1.15 service factor, previously 
available only in the constant 
speed ratings, are now included in 
the new line of adjustable speed 
motors. Analysis of the input re- 
quirements of standard DC and 
output of AC motors shows that 
it is feasible to reduce the number 
of ratings for 250-volt generators 
from 825 to 95. 

With this reduction in number 
of ratings covering the same hp or 
kw range, it will be easier for the 
user to choose the motor best 
suited to a particular application. 
More complete data will be rea- 
dily available in published form. 
Manufacturers’ handbooks will be 
more compact and informative. 
Equipment manufacturers using 
the new motors and generators 
will be able to simplify and stand- 
ardize their designs. 


Additional Benefits 


Shorter delivery time can be 
expected due to this reduction in 
NEMA ratings. 

Reduction in complexity and 
number of parts will tend to in- 
crease the quantity of the remain- 
ing parts in the manufacturers’ 
inventory and the ease of obtain- 
ing those not stocked. 

Paperwork and processing time 
will be reduced with a higher per- 
centage of standardized parts. 

A standardized line will reduce 
packaging and shipping time. 
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FIRST with the petroleum industry 


-- NIBROC TOWELS 


The paper towel that 


dries more hands in in- 
dustry and institutions 
2 ” P . . + , 
¥e than any other is now 
first in America’s great 
petroleum industry. 
1. Nibroc Towels are tailor-made to fit 


you ir hands. 


2. Come from cabinet flat and ready 
to use instantly. 


3. Available in various sizes—in either 
white or tan. 


4, Only with Nibroc—can you get the 


exclusive Tampe®, which slashes main- 
tenance costs, ends washroom mess, 
reduces fire hazard. Packs five times 
more waste in receptacle. 


5. Ask us to prove guaranteed savings 
with Nibroc “3-T Thrift Plan”—Towels, 
Tamp, Tissue. Lowest annual cost per 


er iployee. 


6. See Tamp in action! Ask your deal- 
er; he’s listed under Paper Towels in the 
Yellow Pages. Or write Dept. GN-6, 
Brown Co., 150 Causeway St., Boston 
14, Mass. 


NEW NIBROC TAMP... Pull out towel. Step 
on pedal. Drop towel in chute. TAMP does the rest. 
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The number of slot and segment combinations in armatures and 
commutators has been reduced without sacrificing performance 
characteristics. Dimensions of slots and wires are set up on a pre- 
ferred series, reducing variety required. Brush rigging has been 
simplified, using a constant pressure spring and square brush stud 
for more effective contact and easier reversal. 


The manufacturing cycle itself 
will be shortened. With a more 
continuous manufacturing proc- 


ess, more labor saving machinery 
can be used. 

Standardized parts and more 
means of production 
will reduce the possibility of poor 
workmanship, rejection at inspec- 
tion, or failure at test. 

Inspection will be easier and 
more thorough. 

The result will be a consider- 
able 1ving in total time from 
order to delivery, in addition to 
an proved, standardized prod- 
uct. Customers’ request for short 
shipments will be met more easily. 


automatic 


Maintenance Simplified 


With standard motors, genera- 
tors and sets offered by a manu- 
facturer, installation procedures 
follow a standard pattern 
throughout the line. Drawings for 
installation purposes can be sup- 
plied more quickly. Instructions 
for installation and maintenance 
will be simpler, more easily 
understood, and applicable to a 
greater number of units. 

Periodic maintenance will be 
simpler, and factory personnel 
trained to perform 
the necessary work. With uniform 
methods of assembly and disas- 
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more 
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sembly, customers’ maintenance 
personnel can become familiar 
with one frame size and thus be 
familiar with all sizes. Major 
overhaul will be simpler and ne- 
cessary parts more easily ob- 


tained, thus reducing down time 
on equipment. 

With greater flexibility in the 
use of the various new standard 
ratings, the large user will re- 
quire fewer standby units. Spare 
parts for fewer types of units will 
require less investment in inven- 
tory and less space. 

Manufacturers incorporating 
DC motors in their equipment 
will be able to design their own 
product more easily. Different 
sizes of equipments requiring dif- 
ferent sizes of motors can be more 
s'milar in basic design. 


Current Progress 


A DC motor ccnsists of the fol- 
lowing parts: shaft, punching, ar- 
mature wire, commutator, brush 
rigging, field coils, poles, frame, 
bearings and supports. Manufac- 
turers have attempted to simplify 
and standardize each of these 
parts. In some cases, considerable 
success has already been achiev- 
ed, with resulting product im- 
provement and advantages to 
purchasers and users as already 
outlined. 

The accompanying photographs 
illustrate a few examples of what 
has been accomplished in the de- 
sign of General Electric’s new 
line of 1-150 hp DC motors. 


Frame design is simpler and more adaptable. Screw-in adapters 
on all conduit boxes readily adapt open dripproof frames to totally - 
enclosed design and facilitate conversion from left hand to right 
hand leads. New terminal leads with lettered coverings and tags 


simplify connecting the motor. 
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The De Laval CPO Process Pump has 
stainless steel parts where it comes in con- 
tact with the liquid. The casing, end head, 
stuffing box, impeller, seal ring and gland 
are all of De Laval KK-20 (20-28 stain- 
less with molybdenum and copper). The 
shaft and lock nut are made of other 








suitable stainless steels. ¢ Three bearing 
pedestals accommodate nine wet end sizes. 
Off-the-shelf parts in ferrous and non- 
ferrous combinations permit changing size 
or metallurgy after installation. CPO 
pumps are available with both conven- 
tional packing and mechanical seals. 


ey DE LAVAL Centrifugal Pumps 


DE LAVAL STEAM TURBINE COMPANY 


807 Nottingham Way, Trenton 2, New Jersey 
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Standards Program Planned © 


for Atomic Industry 


ASA spearheads project to develop and utilize standardization in a new 
field from its inception and during its growth 


By Cyril Ainsworth 


Technical Director, American Standards Association 


Address given in the Army Ordnance Management Engineering Training Program, 
Rock Island Arsenal, Illinois, March 1956 


F OR THE FIRST TIME in 
history, standards are being 
written in a major industry as 
that industry grows. 

In the summer of 1954, Con- 
gress amended the Atomic Energy 
Act. American industry, which 
had participated in the program 
only as individual contractors to 
the Atomic Energy Commission 
and the Armed Services, was 
given the opportunity to throw 
its resources into peaceful atomic 
work. 

At the moment when atomic 
energy ceased to be a federal mo- 
nopoly, atomic standards became 
a national problem. Departments 
of Labor in industrial states, for 
example, are anxious to use their 
enabling legislation to adopt 
safety standards in atomic work— 
but there are no uniform stand- 
ards to adopt. Questions arise as 
to whether long established in- 
dustrial standards in such areas 
as screw threads and pressure 
piping will serve in nuclear appli- 
cations. The effects of radiation on 
rubber, plastics, and other ma- 
terials are largely unknown. 

Various technical societies and 
federal agencies have already be- 
gun valuable standards work in 
certain phases of atomic develop- 
ment, The ASTM, for instance, 
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has authorized its existing tech- 
nical committees to develop test 
methods and specifications on ma- 
terials. The ASME has formed a 
professional division to work on 
the engineering aspects of nuclear 
power. The ASA sectional com- 
mittee on industrial radiation pro- 
tection, of ‘which the National 
Bureau of Standards is sponsor, 
has dealt with some problems 
in this field. 

What is needed is coordination 
of all this work with other work 
planned or being done in the same 
field by other groups. There is 
danger of standards that conflict, 
vary, overlap, or duplicate. There 
is danger of standards that repre- 
sent company or industrial or 
regional viewpoints, rather than 
the national interest. There is 
need for a clearing house for all 
activities in the nuclear field that 
have to do with standards. Above 
all, there is need in this new and 
vital enterprise for standards to 
be written now, before the fact, 
on a planned basis. 


Too Early for Standards? 


In the early stages of a new in- 
dustrial development, some voices 
are always raised against any at- 
tempt to draw up standards. “Wait 
until we are more familiar with 


the problem,” they say. “It is too 
early to standardize. We don’t 
know enough yet. We must not 
freeze or perpetuate our design.” 

This advice is sincere and well 
meant, but as so often happens 
in law and economics, it can pro- 
duce effects that are exactly the 
feverse of those that were in- 
tended. The standards are de- 
veloped in haphazard fashion, or 
they are simply allowed to “hap- 
pen” on the basis of habit and 
custom. 

Where there is no systematic 
means for developing the new 
standards, there can be no means 
for review and revision. Thus de- 
sign is frozen in the early stages 
of the new enterprise instead of 
freed. It is frozen in the wrong 
way, at the wrong time, by the 
wrong people. Decades later, the 
attempt must be made to write 
basic standards that should have 
been written and regularly re- 
vised from the beginning. This can 
be done only at a greatly in- 
creased cost, and sometimes it 
cannot be done at all. 

For example, some billions of 
dollars will be needed to un- 
scramble the unholy mess of the 
frequency allocations of the elec- 
tromagnetic spectrum, which 
were standardized in a rather 
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Here's quality ina wide 
variety ... and it starts 
with the basic material 


... YOUNGSTOWN 
COLD FINISHED BARS 


Lamson & Sessions bolts, nuts and cap 
screws have established a world-wide re- 
putation as fasteners of quality and de- 
pendability. To gain such a reputation is 
not accidental. It is, rather, the result of 
careful planning, exact selection of mate- 
rials and precision manufacturing. The 
basic material, as an example, is Youngs- 
town Cold Finished Bars. 

The uniformly high quality of Youngs- - 
town Cold Finished Bars makes possi- 
ble uniform products. It is a uniformity 
that starts in the Bessemer or Open 
Hearth and is maintained throughout man- 
ufacture. Composition, structure and sur- 
face conditioning combined with “know 
how” in cold finishing, assure the highest 
quality, Specify Youngstown - - your best 
assurance of quality. 











COLD FINISHED 
BARS 








THE YOUNGSTOWN SHEET AND TUBE COMPANY ston Ziisy and Yoloy Steet 


General Offices Youngstown, Ohio _ District Sales Offices in Principal Cities. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 


MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 
TIN PLATE - ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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careless manner in the 1940s, with 
little regard for the needs or 
‘tentialities of television broad- 
ting. It is this sort of thing we 
hope to avoid in commercial and 
ndustrial atomic energy. There is 
reason to believe we can 


Progress to Date 


Last summer the ASME re- 
‘ted the American Standards 
sociation to establish a project 
the development of safety 
idards for reactors and other 
equipment. Later the 
Atomie Industrial Forum, which 
, federation of c>mpanies and 
unizations engageli in atomic 
work, approached ASA for a pos- 
sible solution to the nuclear stand- 
ards problem. It asked us to lend 
our services in setting up a stand- 
ards project in nuclear energy that 
suld encompass widespread na- 
tional participation of all in- 
terested groups. The Forum was 


' 
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joined in this request by NEMA 
and AICE. 

We consulted with the Atomic 
Energy Commission and the Na- 


tional Bureau of Standards before 
king action, then called a gen- 
conference at Washington, 
D. C., on December 8th. A total 
f 175 persons from 119 organiza- 
tions attended that conference. 

ASA’s first duty was to estab- 
lish that there actually is a need 
and a demand for standards work 
in nuclear energy. It was the clear 
‘onsensus of all those present that 
the need and the demand are both 
real and urgent. 

There was further consensus on 
the following points: 

1. There appears to be sufficient 
current knowledge to start draft- 
ing some standards in some areas 

safety requirements for per- 
sonnel, procedures for waste dis- 
posal, specifications for reactor 
components, and fabrication of re- 
processed fuels. 

2. It is essential that American 
industry, outside the government, 
carry its share of this load. 

3. The standardizing work 
should be carried on within 
framework and coordinated 
through the procedures of ASA. 

The conference concluded with 
this resolution: “That this confer- 
ence request the American Stand- 


—— 
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ards Association to appoint a plan- 
ning committee to urgently study 
the question of standardization in 
the field of nuclear energy in de- 
tail and report back to this con- 
ference as soon as possible.” 

We invited 24 key organizations 
to appoint representatives to the 
planning committee. The organi- 
zation meeting was held on Feb- 
ruary 15th. The committee ap- 
pointed planning subcommittees 
in six fields: General or Adminis- 
trative Standards; Radiation Pro- 
tection; Nuclear Safety; Materials; 
Equipment; and Processing. Each 
of these six subcommittees is to 
review the work in its field 
and make recommendaticns on 
whether or not to set up sectional 
committees in those fields. 


Organizing the Proje-t 


For example, let us assume that 
a sectional committee for General 
and Administrative Standards is 
formed. ASA will certify that 
every group substantially in- 
terested in this work has been 
invited to take part. It will ap- 
point one or more sponsors to 
provide administrative leadership 
for the committee’s activities. 
ASA will approve the scope of 
the committee’s work, perhaps to 
include symbols, safety color 
standards, and nomenclature. The 
committee will then be fully 
organized and will proceed to the 
actual work of developing stand- 
ards in these fields. 

Let us further assume that in 
due course the sectional com- 
mittee develops a proposed stand- 
ard for nuclear symbols. A letter 
ballot vote of the committee will 
be taken, permitting all groups 
substantially concerned with the 
standard to affirmatively record 
their assent. If the sponsor be- 
lieves that the tabulation of the 
vote indicates the existence of a 
consensus, it will submit the draft 
to ASA for approval as American 
Standard. 

At this point ASA will exercise 
a judicial function to determine 
if a consensus has truly been 
reached. If so, the new standard 
will be approved as American 
Standard, published, publicized, 
and distributed for the voluntary 
use of all who care to use it. The 
sectional committee normally will 


remain in existence to continue 
other work and to review the 
American Standard at regular in- 
tervals, when it is either reaf- 
firmed, revised, or withdrawn. 


The Voluntary Principle 


All American Standards—and 
there are almost 1600 of them in 
existence today—are voluntarily 
arrived at and are voluntarily fol- 
lowed. Approval by ASA lends no 
mandatory implication. 

If a standard is well drawn, 
why should its use not be manda- 
tory? Are not the standards of 
health, safety and hygiene made 
compulsory by different govern- 
mental units? In an important, 
new and dangerous a field as 
atomic energy, would we not make 
greater and faster progress simply 
by laying down some sound stand- 
ards and requiring strict adher- 
ence to them? 

These are important questions. 
Here are some basic conclusions 
on this complex subject. 

The first level of standardiza- 
tion for economic manufacture 
and use of goods is at the company 
level. The use of standards in de- 
signing, buying, manufacturing 
and selling is a policy established 
by management. Under the com- 
mon current trend, the policy de- 
cisions of management allow less 
and less discretion on the part of 
individuals as to what standards 
shall be used. 

The second level of standard- 
ization is the industry level. Per- 
haps a producer tells a group of 
buyers that they will save money, 
reduce inventory, and get quicker 
delivery if they agree on buying 
a uniform, interchangeable prod- 
uct instead of individual company 
specials. Or perhaps the buyers 
make a_ similar proposal to 
the selling companies. There is 
nothing mandatory about this 
process. Despite. possible pres- 
sures this way or that, the in- 
dustry program is a voluntary one, 
with no group compelled to take 
part either in development or use. 

The third level is the national 
level. When it became evident 
that single industry standards 
were cutting across a number of 
industries, they had to be con- 
sidered on a broader basis. Pro- 

(Please turn to page 311) 
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Lapointe Machine Tool Company, Hudson, Massachusetts 


FIRST OF ITS KIND IN THE WORLD! 


... And It’s Lubricated by Cities Service Pacemaker 400 T Oil! 


LAPOINTE MACHINE TOOL COMPANY, originator of the 
broaching method of cutting metal over 50 years ago, 
has now originated the first vertical broaching machine 
with variable speed electro-mechanical drive. 

Purpose of the huge, gear-driven machine is to in- 
crease tool life up to 500% through smoother opera- 
tion, thus saving down time and producing more 
accurate work. 

Selection of a lubricant for the new machine was of 
special importance because of the tremendous pres- 
sures it develops: normally 30,000 pounds, sometimes 
up to 60,000 pounds. Of the many brands of lubricants 
Lapointe tested, Cities Service Pacemaker 400 T had 
the necessary requirements for the job... . so naturally, 
this superior lubricant got the job. 

“We test the machines with Pacemaker 400 T at the 
factory and then put it in again when the broaches are 
assembled at the buyer’s plant,” says Lapointe. “It of- 
fers all the characteristics we need: Good film strength, 
high viscosity index, and exceptional anti-foam and 
anti-oxidant qualities. Needless to say, we’re pleased 
and impressed with this Cities Service lubricant.” 

Like scores of others, Lapointe has discovered the 
search for a proper lubricant ends at the Cities Service 
label. Altogether, there are hundreds of Cities Service 


products for the exacting needs of industry. For more 
information, talk with your nearby Cities Service 
Lubrication Engineer. Or write: Cities Service Oil 
Company, Sixty Wall Tower, New York 5, N. Y. 





Quick Facts About New Broaching Machine 


USES: Now used for broaching aircraft erigine turbine 
buckets, but can be adapted to general broaching. 
ADVANTAGES: Increases tool life 400-500% through 
smoother operation, less down time. Produces more 
accurate work. Variable cutting speed: 12 to 75 
FPM. Available in single or double ram models with 
72” to 100” stroke. 


Quick Facts About Pacemaker 400 T Oil 


USES: Propulsion turbine units where oil is circulated 
under heavy pressure. Widely used in naval and 
commercial vessels, high speed industrial machinery. 
ADVANTAGES: High viscosity index, excellent heat 
resistance and film strength. Chemically fortified 
against oxidation, rust, and foaming. 


CITIES &) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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Dilecto® 
LAMINATED 
PLASTICS 


combine electrical 
and mechanical 
properties for 
every application 










































C-D-F Dilecto is an industrial nolic, melamine, silicone, poly- 
lami | plastic with great me-_ ester, epoxy or tetrafluoroethy- 
chanica ength and high in lene (TEFLON*) resins are used. 
electric insulating properties. Upon laminaiion under careful 
t is a form, almost homo- temperature, pressure and time 
geneous material of the highest control, a new material is 
quality and has been proven in’ formed ...C-D-F Dilecto. . 
thousands of tests and difficult with unique strengths and ad- 
appli ns vantages. 

Dilecto is made from a base of _ Dilecto is made in many grades, 
either cellulose or asbestos sold in the form of sheets, tubes, 
paper, cotton fabric, cotton mat, rods, and _ fabricated parts. 
woven asbestos fabric, woven C-D-F gives fast service on raw 
glass cloth, glass mat, woven stock orders, has complete fab- 
nylon fabric, etc. Depending on ricating facilities. Call your 


the electrical, mechanical and C-D-F sales engineer for pur- 


chasing and technical help. 
*Du Pont trademark 


Write 


for new C-D-F Dilecto Catalog 


CONTINENTAL DIAMOND FIBRE 
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C-D-F MICABOND® 
INSULATION 


assures 
better 


motors a 









Lhd 


You build better motors, paper, fiberglas and Mylar* 
get more insulation value from _ backings « Segments « Tubing « 
genuine Mic oy mica prod- “vy” Rings e Slot Liners « 
ucts, made by -D-F ...@& Washers « Punchings. 

major supplier a built-up or Y con anal ee 
bonded mica to America’s larg- me ew - 

est manufacturers of motors and ica products, the C-D-F Val- 
generators. Only the finest mica Paraiso, Ind. plant can be the 


answer. Making exactly what is 
wanted, with fast deliveries, low 


splittings are used in Micabond, 
resulting in uniform high heat 


resistance and dielectricstrength. fabricating costs and top quality 
C-D-F Micabond is sold in is part of every order. Samples 
these forms: Sheets « Flexible of Micabond materials, techni- 
Tapes including cotton, silk, cal aid are yours for the asking. 


*Du Pont trademark 


Write for new C-D-F Micabond Catalog! 


CONTINENTAL DIAMOND FIBRE 
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Continental-Diamond Fibre, one 
of the country’s largest manu- 
facturers and fabricators of elec- 
trical insulation and plastics, re- 
cently summarized for purchasing 
agents the advantages of their “One 
Source Buying Plan”. No other 
supplier, says C-D-F, can offer as 
wide and varied a range of products 
and services. Buying from C-D-F 
results in substantial savings of 
the buyer’s time. One call to a 
nearby technically qualified sales 
engineer puts the purchasing agent 
in touch with a_ well-integrated 
company, with four modern plants 
and fabricating facilities. C-D-F in 
the post-war years has been through 
a considerable expansion and mod- 
ernization program. Lower com- 
petitive prices and faster service 
have resulted. 


According to a recent poll 
taken by PURCHASING maga- 
zine, buyers spend 20 to 50% 
of their time talking to sales- 
men. Shorter, fewer inter- 
views with the man from 
C-D-F mean more time for 
sharpening buying practices, 
effecting cost reductions, do- 
ing a better, productive job. 


C-D-F salesmen, with a wide range 
of products, have a broad picture 
of current production and cost 
problems. They cover more plants 
in more industries and accumulate 
the background needed to apply 
the material to the insulating 
problem. Also, the C-D-F technical 
staff is available for projects re- 
quiring : special design, test, and 
quality control service. 





C-D-F Buyer’s Guide to Plastics¢ 


ONE-SOURCE BUYING 
SIMPLIFIES PURCHASING, 
SPEEDS PRODUCTION 


Many New Materials Added 
Among the new products made by 
C-D-F is a complete line of flexible 
insulation and tapes of tetrafluoro- 
ethylene (TEFLON* ), Mylar*, mica, 
silicone rubber, varnished fiberglas 
and fiberglas mica combinations, 
Improvements in resins and manu- 
facturing techniques have in the 
past two years drastically changed 
the Dilecto laminated plastic line. 
Mechanical strength has been in- 
creased. Laminates have been made 
more homogeneous to raise ma- 
chinability and cut scrap loss. Mel- 
amine, tetrafluoroethylene (TEF- 
LON ), silicone glass-based laminates. 
Post-forming and fire-resistant 
grades. Metal clad laminates for 
printed circuits. Polyester glass 
laminates and molded parts. All 
are new additions to C-D-F’s grow- 


ing list of industrial plastics. 
*Du Pont trademark 


Trend Toward One Source Service 
Analysis of cost records by C-D-F 
shows the desirability of offering 
one source service. Billing is sim- 
plified. Technical information can 
be obtained faster and with greater 
accuracy. The C-D-F salesman is 
able to expedite for the purchasor. 
Group buying of raw materials 
and fabricated parts means fewer 
delays, a better inventory situation, 
closer control. Instead of a possible 
twenty salesmen (yes, one call to 
C-D-F can save you that much), 
the purchasing agent who uses 
C-D-F’s “One Source” Buying Plan 
accomplishes the aim of progres- 
sive purchasing — Simplification. 
Improved Products at Lower Cost. 
A Big, Reliable Source of Supply! 








THERE’S A 


SALES OFFICE NEAR YOU 








BALTIMORE 14, MD. 
3019 Oak Forest Drive 
BIRMINGHAM 1, ALA. 
American Life Building 
BOSTON SALES OFFICE 
1245 Hancock St., Quincy 69, Mass. 
BUFFALO 3, N. Y. WaAshington 3929 
495 Ellicott Square Building 
CHICAGO 11, ILL. DElaware 7-6266 
1201 Palmolive Building 
CLEVELAND 14, OHIO 
550 Leader Building 
DAYTON 2, OHIO Adams 4291 
221 Third National Building 
DENVER 2, COLO. AComa 2-2236 
Ernest & Cranmer Building 
DETROIT 35, MICH. BRoadway 3-0447 
201 Officenter Bldg. 
FT. WORTH 7, TEXAS 
3414 Camp Bowie 
HARTFORD SALES OFFICE 
Hartford-Jackson 9-0397 
Wethersfield 9, Conn. 


NOrthfield 5-0964 
3-6131 


Granite 2-2150 


Cherry 1-5220 


Fannin 3339 


15 Harding St., 


HOUSTON 4, TEXAS Capitol 5525 
3514 Crawford Street 

INDIANAPOLIS 5, IND. WaAlnut 5-9803 
709 E. 38th Street 

KANSAS CITY 11, MO. Logan 6014 
406 W. 34th St., Room 11 

MILWAUKEE 2, WIS. BR 1-2980 


828 N. Broadway 


MINNEAPOLIS 2, MINN. Federal 3-3388 
610 Plymouth Bldg. 
NEW YORK 17 Murray Hill 6-0870 

290 Madison venue. Room 501 
OMAHA 3, NEB ATlantic 6548 
110 North com S 
PHILADELPHIA DISTRICT SALES OFFICE 


PHOENIX, ARIZONA Alpine 8-7893 
RICHMOND 22, VA. 
Mission 5-2253 
2683 Big Bend Blvd. 
TULSA, OKLA. 
ARWOOD LIMITED 


Bridgeport, Pa. Broadway 5-0800 
P. O. Box 1587 
PITTSBURGH 21, PA. Churchill 1-0969 
309 Shields Bldg. 
Z Richmond 32210 
101 Oronoco Avenue 
ST. LOUIS 17, MO. 
SPARTANBURG, S. C. Spartanburg 3-6397 
834 Hayne St. 
5-6189 
204 S. Cheyenne St. 
—— Coast Representatives 
SAN FRANCISCO 3, CAL. Hemlock 1-7893 
357 Ninth Street 


SEATTLE 4, WASH. Elliot 4747 
1714 First Avenue, South 
PORTLAND 4, ORE. Beacon 5123 


209 S.W. First Avenue 
LOS ANGELES 13, CAL. 
320 East 3rd Street 
Canadian Representative 
DIAMOND STATE oy CO. OF CANADA 
46 Hollinger Rd., Toronto 13, Ontario, Can. 


Mutual 3241 


EXPORT DEPARTMENT: BRIDGEPORT, PENNSYLVANIA, U. S. A. 


4 


ree eReaeeys 





Tetr 
exce 


shee 
for 

cial! 
higt 
elec 
atta 
to | 
pro 


C-I 
len 










CS 









ided 
nade by 
flexible 
afluoro- 
*,. mica, 
iberglas 
nations, 
| manu- 
in the 
shanged 
tic line. 
een in- 
mn made 
se ma- 
ss. Mel- 

(TEF- 
ninates. 
esistant 
ites for 
r =o glass 
rts. All 
S grow- 
s. 


Service 
C-D-F 
offering 
is sim- 
on can 
greater 
man is 
‘chasor. 
aterials 
; fewer 
fuation, 
s0ssible 
call to 
much), 
O uses 
ng Plan 
rogres- 
ication. 
r Cost. 
Supply! 


OU 


a1 3-3388 
|| 6-0870 
tie 6548 
SFFICE 

y 5-0800 








e 8-7893 
Il 1-0969 
nd 32210 
n 5-2253 
g 3-6397 
5-6189 
2s 
k 1-7893 
jiot 4747 
con 5123 
val 3241 


J 
CANADA 


rio, Can. 











mere tReet aa 















































Tetrafluoroethylene (TEFLON*), an 
exceptional resin, is transformed 
by C-D-F into insulating tapes, 
sheets, laminates, metal clad stock 
for printed circuits, packings, spe- 
cialties. These products withstand 
high temperatures, have exceptional 
electrical properties, resist chemical 
attack. They can give new answers 
to once-difficult material selection 
problems. 


C-D-F TAPES of tetrafluoroethy- 
lene include unsupported and glass- 


Write for Samples 


CONTINENTAL DIAMOND FIBRE 
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high heats 


C-D-F products 
of TEFLON' 


and new 


Electrical Insulation... 


BEAT 


with 


based types. Tapes withstand 
500°F., have practically zero water 
absorption. 


NEW C-D-F LAMINATES using 
tetrafluoroethylene resin and fiber- 
glas cloth give outstanding resist- 
ance to high heat with extremely 
low and stable dielectric losses. 
When METAL CLAD, the Teflon 
laminates are used in printed cir- 
cuits for high voltage, high fre- 
quency applications. 


MAKE C-D-F YOUR SOURCE 
FOR TEFLON, get engineering 
advice, save time and money by 
buying from this big, reliable 
source of supply! 
*Du Pont trademark 


Teflon Catalog 





Lower costs, faster deliveries 
of fabricated plastics parts 


Should an outside fabricator handle 
the machining of laminated plastic 
Sheets, tubes and rods... or 
should the manufacturer take on 
the job himself? Naturally, much 
depends on the size, quantity and 
order frequency of the part re- 
quired. As a rule, extremely small 
screw-machine plastic parts can 
best be bought from a fabricator 
who has accumulated the required 
special knowledge of the machin- 
ing techniques involved. 

C-D-F, an experienced fabricator 
with years of experience, has found 
that many small orders require an 
abnormal amount of skill to make. 
By the time you can experiment, 
test, and possibly reject much ex- 
pensive material, the job could be 


completed and shipped by C-D-F. 


is ; 





Hearmitinieats 
| 4 ts 32 « ' 6 pe 48 "9! 
C-D-F’s small parts machining and inspection 
gets results like this. These automotive elec- 
trical insulators are mass-produced, with 
uniform quality at rock-bottom prices. 


The handling of thousands of set- 
ups for high speed, low cost pro- 
duction runs gives C-D-F an “ex- 
perience bank” to draw from. 
C-D-F shop supervisors and per- 
sonnel have a wealth of short-cuts, 
special adaptations, little tricks that 
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result in lower 


purchasor. 


All in the C-D-F Family 

A visit to C-D-F’s shops at 
Newark, Del., or at Valparaiso, 
Indiana, illustrates the time and 
money savings made possible by 
placing your “parts” eggs in one 
basket. Modern fabricating shops 
are next to the presses and the ma- 
chines making the Dilecto lami- 
nated plastics. Selection and han- 
dling of materials is fast. The job is 
in the C-D-F family . becomes 
a locked-down responsibility as to 
quality and delivery. Opinions, sug- 
gestions flow fast and free between 
the C-D-F team of sales, manufac- 
turing and technical men. No time 
is lost in deciding what to do when 
a problem arises. 
If you buy Dilecto (or any lami- 
nated plastic) in sheet, tube and 
rod form, and require the follow- 
ing machining operations: 

turning « drilling * tap and 

thread + punching « shearing « 

sawing * milling « planing « 

forming and post-forming « 

molding ¢ finishing * masking 

¢ lettering *« engraving « metal 

cladding *« combining with other 

materials (rubber, fibre, etc.) 
It will pay to call on C-D-F. The 
economy of C-D-F’s one source 
buying plan (see opposite page) 
can also be added to the speed and 
service of C-D-F’s excellent fabri- 


prices for the 


SHEETS 


TUBES 


C-D-F GIVES FAST, LOW-COST SERVICE 


ON ANY FORM, 


SIZE, OR SHAPE OF 


DIAMOND* VULCANIZED FIBRE 


Diamond Fibre is a genuine 
vulcanized fibre with good elec- 
trical insulating qualities and 
great mechanical adaptability. 
It is arc-resistant and non-cor- 
roding. It forms readily and is 
often used where high strength, 
toughness, and low cost must 
be combined. 

C-D-F seils Diamond Fibre in 
sheets, rolls, strips, rods, tubes, 


formed and machined special- 
ties. Special grades include 
fibre for forming, tags, abra- 
sive, bobbin, pattern, shuttle 
applications. Diamond Insula- 
tion (fish paper) and Built-Up 
Fibre are in the line. C-D-F 
also has a complete fabricat- 
ing service for fibre receptacles, 
trucks, trays, cans and barrels. 


Write for new Diamond Fibre Catalog. 


CONTINENTAL DIAMOND - FIBRE 
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c-p-F Celoron 
MOLDED PLASTICS 





COMBINE STRENGTH, 


DURABILITY, LOW COST 


If you buy gears, couplings, 
insulators, molded plastics 
of almost every type — get 
the facts about C-D-F Celo- 
ron, a molded-macerated 
and/or laminated paper or 
cotton-based material, bond- 
ed with phenolic resins. 
Celoron is strong enough 
for automotive timing gears 
. and C-D-F has years of 
molding experience! 
From Celoron SHEETS you 


can cut industrial gears to 
put silence in machinery. 
Or, C-D-F can MOLD 
CELORON to your specifi- 
cation at low cost. Small 
parts, insulating or mechan- 
ical supports can be made 
from Celoron. Call the 
C-D-F sales engineer. Get 
samples of Celoron. Write 
for Celoron catalog with 
horsepower ratings for gear 
cutting. 


@ CONTINENTAL DIAMOND FIBRE 


CONTINENTAL-DIAMOND FIBRE DIVISION OF THE BUDD COMPANY, INC, 
NEWARK 41, DELAWARE 
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TOTSYZISIE you con ve 


Accumulator-Equipped Fork ‘Trucks 


Hike Handling Efficiency 


Block Company in Metuchen, N. J., has 

1 way to float heavy stacks of block in and 

f storage with fork lift trucks. Equipped 

simple hydraulic device called an accumu- 

a “shock absorber” that cushions the fork- 

sht assembly bearing the load—the ma- 

s hustle 14%-ton “cubes” of block over a 26- 

uutdoor storage yard. Slower, costlier and 

nes hazardous conditions of the past all 
een changed for the better as a result. 

3ernat, general superintendent of the 

ny, summarizes Best Block’s experience 

ler these headings: 

|. EFFICIENCY—“Two accumulator-equipped 
trucks now do the storage work where three were 
nearly always required before. Average speed of 

led trucks has been safely increased from 5 
8 or 9 miles per hour. Our yard operation 
ther. We save labor because breakage and 
ed loads used to slow us down and interfere 
Ww the regular work of our employees.” 

2. DRIVER SAFETY AND CONVENIENCE— 
“This is our most gratifying result. Loaded trucks 
now can take the washboard surface, ruts, dips 
and soft spots of a year-around outdoor operation. 

ust always be careful, of course—but our 
vers no longer worry all the time about dump- 
1 cube, a hazardous mess that used to happen 

; all too often.” 

3. REDUCED MECHANICAL TROUBLE 
AND MAINTENANCE—“We give fork trucks a 
real workout. No matter how good they were, we 
vere plagued with broken lift cylinders before in- 
stalling accumulators, and the machines took the 
ind of punishment that called for more mainte- 
nance than anybody like to see. With accumula- 








Green cement blocks in 112-ton stack on their way 
from the kiln to yard storage at Best Block Co. 


tors, our breakdowns are down to the inevitable 
occasional happening that every fork truck oper- 
ator must expect. Our mechanic can conduct a 
much more normal maintenance procedure. I 
don’t doubt that the accumulator saves general 
wear and tear on the machines.” 

4. PREVENTION OF PRODUCT DAM- 
AGE—“Before, we had to give the cubes a 
rougher ride than now. We had too much break- 
age of block, particularly in the bottom layers of 
the stack. A dumped cube usually means break- 
age too.” 

The attachment added to Best Block’s trucks 

(Please turn to page 136) 
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Wire rope lasts as long as the 
wire it’s made of! 


ROEBLING’S NEW ROPE WIRE 


0/3 


HAS THE CAPACITY TO ENDURE... 
AND 








WIRE ROPE 
IS MADE OF 1105! 


Write us for full facts on the all-steel 
Royal Blue Wire Rope, or contact your 
Roebling distributor 


JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. erancHes: ATLANTA, 934 AVON AVE. + BOSTON, 51 SLEEPER ST. + CHICAGO, 5528 w. 
ROOSEVELT RD. + CINCINNAT!, 3253 FREDONIA AVE. + CLEVELAND, 13225 LAKEWOOD HEIGHTS BLVD. + DENVER, 4801 JACKSON ST. + OETROIT, 915 
FISHER BLOG. + HOUSTON, 6216 NAVIGATION BLVD. + LOS ANGELES, 5340 £. HARBOR ST. + NEW YORK, 19 RECTOR ST. « ODESSA, TEXAS, 
1920 ££. 2NO0 ST. «+ PHILADELPHIA, 230 VINE ST. © SAN FRANCISCO, 1740 17TH SBT. 


* SEATTLE, 900 IST AVE. BS. © TULSA, 321 WN. (Ff 
CHEYENNE BGT. + EXPORT SALES OFFICE, 19 RECTOR ST., NEW YORK 6, N.Y. 
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WAREHOUSING 
a complete line of standard products and special steels—large diversified stocks 
of hot rolled, cold rolled, galvanized and stainless sheets for immediate delivery. 


PROCESSING 
shearing, blanking, torch cutting, forming, metal sawing, slitting and 
other processing operations to your specifications. 


PROMPT DELIVERY 
steel for the man in a hurry—our efficient warehouse 
methods permit fast delivery on a moment’s notice 
from your J&L Warehouse 
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| The Department Store of Steel 
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Jones & LAUGHLIN STEEL WarREHOUuSE DivisiIOoN 
JONES & LAUGHLIN STEEL CORPORATION 


BIVISCOR OEEIUCES INDEANAPOLIS 7, INODUAN 








AN ASSEMBLY'S 


COMPLETE! 





Production costs ““Automatically”’ reduced with 
Milford Rivets and Rivet-Setting Machines 


Here's a team that cuts production costs and makes 
the job simpler—Milford Rivets made to high quality 
standards to assure a better assembled product . . . 
Milford Rivet-Setting Machines that can be readily 
adapted to your production. needs. 


To reduce delivery time and production costs, to im- 
prove product appearance, to assemble your product 
on automatic rivet-setting machines—get in touch 
with Milford right away ! 


MILFORD RIVET 
& MACHINE co. 


MILFORD, CONNECTICUT @ HATBORO, PENNSYLVANIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ NORWALK, CALIF. 
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(Continued from page 132) 


by the company’s own mechanic 
is the bladder type hydro pneu- 
matic accumulator. It is simply 
a small shell containing a rubber 
bag which has been precharged 
with inert gas, usually nitrogen. 
When mounted and connected 
into the hydraulic circuit activat- 
ing the lift cylinder, the accu- 
mulator cushions the fork-and- 
upright assembly, absorbing the 
jolts and bumps and_lurches 
caused by the movement of the 
truck. As a result the load literal- 
ly floats along as the truck travels. 


What Best Block Did 


The Towmotor representative 
first broached the suggestion of 
trying out accumulators as hy- 
draulic shock absorbers on the 
main cylinder circuit. Towmotor 
had reports of successful applica- 
tions on materials handling equip- 
ment at some northeastern ware- 
house and manufacturing estab- 
lishments. The maker of the unit, 
Greer Hydraulics, Inc., had 
adapted a specialized hydraulics 
device specially for materials han- 
dling vehicles. 

The Metuchen plant group con- 
cluded the device was worth try- 
ing out. If it would give the cubes 
of block a much softer ride... 
keep heavy stress and strain off 
the main lift cylinder ... and 
(“Very important!” comments 
John Bernat) give the drivers a 
safer, more comfortable, more ef- 
ficient job to deal with, a trial in- 
vestment was considered worth 
while. They bought accumulator 
kits, at a cost of less than $100 for 
each unit and kit of accessories. 

Mr. Bernat said: “From the 
start we knew we had a good 
thing provided the accumulators 
held up. They worked fine from 
the start. We now know that an 
accumulator holds up excellently 
with very little maintenance.” 

As to installation, Mr. Bernat 

(Please turn to page 140) 
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Four hundred vaccine ampuls stay 

Insulpak® cool and cushioned in this 

corrugated shipper with a dry ice compartment. 
Packing is quick, shipping safer. What’s your 
package problem? H&D can solve it. 


» Subsidiary of West Virginia Pulp and Paper Company 


| tr HINDE & DAUCH 


TY AUTHORITY ON PACKAGING « SANDUSKY, OHIO 
“ae AN 13 FACTORIES «+ 40 SALES OFFICES’ 
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TYPE D 
TRANSFORMER 


CONTROL 
TRANSFORMER 


TYPE M 
TRANSFORMER 





VOLTAGE 
STABILIZING 
TRANSFORMER 


SATURABLE 
REACTOR 


TEN WAYS G-E dry-type transformers 
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Solve fluctuating voltage problems with 
G-E voltage stabilizing transformers. 
Voltage to the load is stabilized to 
plus or minus 1%. 


h BUCK 








INPUT OUTPUT 

















Higher than rated voitage at the load 


‘shortens equipment life and increases 


maintenance costs and down time. 
Install G-E B-B transformers to buck 
line voltage down to the proper level 
at the load. 


g REGULATE 
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G-E saturable reactors give stepless and 
wide range control of power to a variable 
voltage load. Isolated low power d-c 
control of the a-c circuit is provided 
economically right at the load. 
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When excessive line drop robs motors 
and lights of rated operating voltage, 
boost the line voltage to the proper 
level at the load with G-E dry-type B-B 
transformers. Connected units for 5, 10, 
or 20% boost or buck. 


6 CONTROL 


ee orey 














Furnish power for relays, solenoids, and 
pilot lights economically at the load. 
G-E control transformers in series- 
multiple and 50/60-cycle ratings re- 
duces stocking problems. 


(} GROUND 


LON é 480V 


— DELTA 























Modernize ungrounded 480-volt delta 
systems and gain the' fault protection 
and other advantages of grounded 
neutral systems by installing G-E dry- 
type zig-zag connected grounding trans- 
formers. Stable neutral point is provided 
for 277-volt lighting. 



















































































































3 € 4 e 
= 
idlintn The capacity of inadequate wiring can Distribute power economically at 600 or 
tage be economically increased by installing 480 volts and step-down to utilization 
proper G-E dry-type transformers to step-up voltages right at the load with G-E dry- 
e B-B line voltage to a higher level. Elimi- type transformers. Reduces high dis- 
5. 10 nates rewiring old systems or installing tribution losses. 
nas parallel systems. 

1: Q g 

3 PHASE 2 PHASE 

ls, and Provide power to operate existing 2- Solve grounding problems, prevent line 
- load. phase equipment from 3-phase systems disturbances from affecting the load, 
series- or new 3-phase equipment from existing and load disturbances from affecting 
gs re- 2-phase systems. Transformation can be the line by isolating with G-E dry-type 

made economically right at the load. transformers. 

SEND THIS COUPON TODAY FOR FURTHER INFORMATION 
General Electric Company, Section F410-20, Schenectady 5, N. Y. 

—_ Please send me the following bulletins: Name 
: son Compan 
‘A B GEA-5754, Voltage Stabiliz- [] GED-2767, Control er ii 

ing Transformers Transformers bitin 
—— [| GEA-6354, Saturable Reactors City State 
t delta 
tection 
ounded 
-E dry- 
zy trans- 
rovided 








Why a V-Belt 








e are Gates Engineering Offices and Distributor 
ks in all industrial centers of the United States and 
ada, and in 70 other countries throughout the world. 


with CONCAVE SIDES 
wears longer 


THE CONCAVE SIDE 
\\ U.S.PAT.NO.18613698 





It is easy to demonstrate to yourself why the 
concave sides (Fig. 1) of the Gates belt greatly 
lengthen belt life. 

Simply bend a Gates belt and feel the sides. 
Notice how these precisely engineered concave sides 
fill out on the bend and become straight. Thus a Gates 
belt grips the sheave groove evenly (Fig. 1-A) and 
wear is distributed uniformly across each side of the 
belt. That means longer belt life; lower costs. 

Make the same test with a straight-sided belt 
(Fig. 2) and see what happens. The sides bulge out 
on the bend (Fig. 2-A) concentrating the wear at 
points shown by arrows. 

To assure longer wear and keep belt costs down, 
specify the V-belt with Concave sides—Gates Vulco 
Rope... readily available from nearby distributor 
stocks. The Gates Rubber Company, Denver, Colo- 
rado— World’s Largest Maker of V-Belts. 
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Gates Vex Drives 
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(Continued from page 136) 


stated that the mechanic for his 
company was able to mount and 
connect the accumulators conven- 
iently, using the brackets, valve, 
tee connection and line furnished 
in a kit. The precharge of the ac- 
cumulator was checked when in- 
stalled to read 350 psi. The only 
maintenance equipment needed 
was a bottle of dry nitrogen and a 
charging and gauging assembly 
with pressure gauge. 


Tool Ejector Ends 
Machine Spindle, 
Tool Damage 





Scully-Jones, 1901 S. Rockwell 
St., Chicago 8, Ill., has developed 
a cam-type tool ejector that vir- 
tually eliminates damage to ma- 
chine spindles and_ bearings 
caused by hammering on other 
tool removing devices. The ejec- 
tor can be used with one hand, 
allowing the operator to main- 
tain complete control of the tool 
with the other hand. Simple to 
operate, it is designed with a cam- 
shaped profile on its bottom edge 
so that a twist of the wrist gen- 
erates a strong force against the 
tang of the tool, breaking it free 
from its locked position in the 
internal taper of the machine 
spindle. 
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Read Why These Famous Furniture Makers Use 


PHILLIPS ss SCREWS 











“ASSEMBLY MEN CAN BE INEXPERIENCED and 
there’s no time lost in finding the slot with 
Phillips screws. Our plant uses Phillips screws ex- 
clusively and in doing so speeds up its assembly 
line operation 25 to 35 per cent,’’ comments Mr. 
Styers, superintendent of the Drexel bedroom 


furniture plant in Drexel, North Carolina. . 
rome ans TO PROTECT FINE FINISH. ““ We would have slippage and cut the 


back posts for a lot of chairs if we used a slotted screw instead 
of this little Phillips beauty,” says the finished wood depart- 
ment foreman of Stakmore Folding Furniture Co. plant at 
Owego, N. Y. He enthuses about the Phillips cross-recessed- 
head screw, “‘It’s a wonder!”’ 




















4a 
f THE FASTENERS OF TODAY... 
o 
. AND OF THE FUTURE 
~o e 
| ~ MM marks the spot 
% . 
11 % Ss the mark of extra quality 
Ff __% 
»d era 
r- : 
a- “WE'RE GETTING 100% FASTER PRODUC- 
TION with Phillips recessed head screws - 
. than with the slotted type,”’ says Mr. Pledged to highest standards... 
> Walbridge, manager of manufacturing The Phillips Screw manufacturers listed here cooperate to turn out a 
d for the Daystrom Furniture Company in uniformly high standard of quality. As sponsors of the Phillips Cross- 
’ Olean, New York. ‘‘We use more than Recessed-Head Standards Committee they adhere to the established 
sa 9,000,000 Phillips head screws a year; dimensional standards, gauges, and gauging methods which will best 
ol we’re completely sold on them.”’ serve industry. 
to 
n- 
se 
os Members of Screw Research Association 
Be : 
1e American Screw Company « Atlantic Screw Works, Inc. « The Blake & Johnson Co. « Central Screw Company + Continental Screw Co. 
1€ Elco Tool and Screw Corporation « Great Lakes Screw Corp. « The H. M. Harper Company « The Lamson & Sessions Company « National 
23 Lock Company « The National Screw & Manufacturing Company e Parker-Kalon Division, General American Transportation Corporation 
~ Pheoll Manufacturing Co. + Scovill Manufacturing Company +» Shakeproof Division Illinois Tool Works « The Southington Hdwe. Mfg. 
Company « Sterling Bolt Company + Universal Screw Company « Wales-Beech Corporation 








mi 


fluorescent lamp with double 


‘ht output of present tubes 
jual length has been devel- 
for illuminating industrial 
any others which here- 
have used incandescent 
nercury sources. The in- 
| light is made possible by 

e in tube design, in which 
es of lengthwise dents or 
s (hence name of the new 
Power-Groove”’) has been 
luced along one side of the 
long fluorescent tube. At 
rooves, the new tube is 
U-shaped in cross-section. 


ned to be the greatest step 
rd in fastening since the in- 
tion of the powder-actuated 



































| luorescent Lamp Output 
Doubled 


new 
| proc 


“cic 000 


This design permits a maximum 
circumference of the tube while 
constricting its inside area. 

The greater light from the new 
design results from an increase 
in area of the lighted tube sur- 
face, the higher wattage at which 
the new tube can be operated, and 
the more effective use of energy 
within the tube. This develop- 
ment by the manufacturers of 


tool, Olin Mathieson Chemical 
Corp., 460 Park Ave., New York 
22, N. Y., has on the market a 
multi-use, manually powered 
fastening tool, the “Shure-Set.” 
It is said to enable a worker, 
for the first time, to manually 
drive a fastener through 14” steel. 
The new tool means that the 
worker can do his job more effi- 
ciently while carrying fewer tools 
than required for older-fashioned 
fastening methods. 

The tool works on the principle 
that a needle can be driven 
through a coin if it first is passed 
through a cork. The support of 
the pin by the cork makes this 
possible. The tool seats a specially- 
constructed fastener into a va- 





these lamps, General Electric, 
Nela Park, Cleveland 12, Ohio, 
achieves its huge gain in light 
output with no loss in units of 
light produced per watt con- 
sumed. 

General Electric claims that this 
fluorescent lamp is biggest major 
achievement since the fluorescent 
lamp was developed in 1938. 
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Manual Tool for Faster Fastening 


riety of materials such as con- 
crete, cinder block, brick and 
steel. It fills a need for a multi- 
use fastening device in work 
which cannot be done by such 
simple fastening devices as the 
hammer and ordinary nail and 
which does not require the force 
of power actuated tools. 

The device ends the need for 
such fastening equipment as tog- 
gle bolts, expansion shields, 
anchors and concrete nails. It 
also eliminates the tedious job of 
star drilling. Simpler to use than 
a hammer and nail, the anvil of 
the tool, when hit with the ham- 
mer, drives the fastener securely 
into the surface. 
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NEW SUBSCRIPTIO 


Enter a new subscription to PURCH 
for one year, $4. 


NAME 
COMPANY 
ADDRESS 





N ORDER 


ASING and bill me 


TITLE 


(Note: If you wish PURCHASING sent to your home address, please 


give company connection anyway, for circulation classi 


fication records.) 
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SKF° Has Them All 


If you want to be sure you are putting the right bearing in the 
right place in your product, check with =tsf —the one bear- 
ing manufacturer selling all four major types of anti-friction 
bearings. From this single source, you quickly and easily get 
unbiased advice based on the broadest experience in the anti- 
friction field. SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 


SKF 


Ball Bearings ‘@) Cylindrical Roller Bearings (2 
Spherical Roller Bearings 4. “Tyson Tapered Roller Bearings 
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To get clean wipers at the tool crib, this lathe operator must make the hike, 
then stand in line. Dirty wipers in hand, he makes the trip at least once a day, 
takes several minutes to do it. 


ss 
aa 


listribute Always a clean one handy ... Just toss ‘em in the trash... 





.»» He stays on the job 
The difference is... Scott Wipers 


Cneck your production line. See 
how much time the men are forced 
to waste in order to keep supplied 
with fresh wiping material. 


It adds up to more lost produc- 
tion time than you might think. 


Scott Wipers are disposable. A 
man picks up a carton when he 
checks in... keeps it with him all 
day long. He uses one Wiper thor- 
oughly—throws it away. Compli- 


With a carton of 125 clean Scott Wipers at every workbench, daily wiper 
replacement is often unnecessary. One carton can last for days and a man has 


a fresh supply right at his fingertips. 


cated distribution is ended. So is 
sorting, baling, and laundering. 

And with fresh Scott Wipers 
there’s no danger of hidden chips 
damaging men or metal. 

Your local Scott representative 
or distributor will demonstrate the 
Seott Wiper in your plant. Call 
him or mail this coupon today. 

Another quality product of... 


SCOTT PAPER COMPANY 


——-—-—-—-—-—-—-—--------- 


Scott Paper Company 
Dept. W-3, Chester, Pa. 


Please send me more 
information about 
Scott Wipers. 


Name 
Company __ 


Position 


Address 
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Many metals cannot stand exposure to atmosphere, sea- 
water, chemicals or the normal wear and tear of everyday 

ye. To protect them against these inescapable hazards, 
metallurgists equip them with a thin, rust-proof, tough plated 
skin, often ornamental. 


Electroplating materials are important products at the 
Federated Metals Division of American Smelting and Refining 
Company. Copper, zinc, cadmium and silver anodes of all types 
and sizes are produced. Well-known Conducta-Core lead anodes, 
with an extended useful life and superior throwing power were 
developed by Federated Research. 


Federated is also a source of plating chemicals . . . nickel 
salts and Cadmax and Zimax, new addition agents that make 
cadmium and zinc plating bright and attractive instead of dull 


and frosty. 


Federated plating materials are available from distributors 
throughout the United States. Or, if you would like more details 
on how to get better plating at reasonable cost, write to us di- 
rectly. Our broad experience with all kinds of non-ferrous metals 


has made us ‘‘Headquarters for Non-ferrous Metals.”’ 


Sedo lita. 


DIVISION OF AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 
In Canada: Federated Metals Canada, Ltd., Toronto and Montreal 
n, Anodes, Babbitts, Brass, Bronze, Die Casting Metals, Lead, Lead Products, Magnesium, Solders, Type Metals, Zinc Dust 
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Miniature Bearings For 
Precision Instruments 





& © 


Engineering and manufactur- 
ing facilities of the New Depar- 
ture Division of General Motors 
Corp., Bristol, Conn., have been 
expanded to include a complete 
line of miniature bearings. The 
ultra-precise, tiny units are avail- 
able in a wide range of sizes, %8” 
OD down to among the very 
smallest bearings ever made. 
These particular bearings are 
vital components in radio gears 
and many other mechanisms. 
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Speeding Up Sawing 





Skil Corporation is placing a 
new Model 367 super-duty, 642” 
portable power saw on the mar- 
ket, which replaces Model 67 in 
the company’s industrial line. The 
new saw, Skil states, has 56 per 
cent more power, 40 per cent more 
speed, and gives 164 per cent 
faster cutting in 2” lumber. The 
64%” blade clears 2” dressed 
lumber at full 45-degree bevel. 
Model 367 has a built-in cali- 
brated rip fence, usable from 
either side. 
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Pour savings into your shop with 


June, 1956 


GULFCUT 
cutting oils 


Gulfcut is the new brand name for Gulf’s complete line of 
modern, up-to-date cutting fluids. Each Gulfcut oil is scien- 
tifically compounded to meet the most exacting require- 
ments for tool life, accuracy of work, and surface finish. 


This new line of Gulfcut oils includes mineral-lard oils, 
sulfurized-mineral oils, sulfurized-mineral lard oils, sulfo- 
chlorinated-lard oils, and emulsifying oils—outstanding 
cutting oils that contribute to better results in every metal 
cutting operation. 

Have a Gulf Sales Engineer show you how one or more of 
the Gulfcut line of cutting oils can help you get increased 
tool life and lower machining costs in your shop. Consult the 
telephone directory for the number of your local Gulf office. 


Gulf Oil Corporation « Gulf Refining Company 
1822 Gulf Building, Pittsburgh 30, Pa. 


THE FINES -ETROLEUM PRODUCTS 
FOR ALL YOUR NEEDS 
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ACCO 


products 









THE AUTOMOTIVE INDUSTRY'S 
MOST TALKED-OF 
DEVELOPM| 


portation, construction, industry and agriculture. 


Why Tru-Lay PUSH-PULLS are best 

Tru-Lay PUSH-PULL remote controls are precision 
products in their manufacture and operation. Accuracy 
is inherent in their design. Dependability is certain, even 
in such severe operating conditions as jet-hot or sub- 
zero temperatures, wet or abrasive environment. Long 
life is a matter of record—these simple, positive-action 
controls just don’t wear out in normal service! In 























A rican motoring has entered 
new era of convenience and effi- 


; vith the adoption of push-button : every respect, Tru-Lay PUSH-PULLS are typical of. the 

sear shifting, in which the newly-developed better values which characterize all ACCO products. 
sion type Tru-Lay PUSH-PULL Control trans- SS Data File available 

fers the push-button movements into the transmission. If you manufacture machines, components or 
‘his revolutionary device has a push-button gear equipment where remote controls are in- 


volved—and if you would like to experi- 
ence the many benefits which Tru- 
Lay PUSH-PULLS have brought to 
other manufacturers—ask for a 
copy of our informative 
PUSH-PULL DATA FILE, 
sent on request — 
without obligation. 


ctor on the instrument panel which responds to the 
h of a finger, and moves the transmission cable for 
lesired driving positions. 











Adaptable for many purposes 
[ndustrial America has discovered 
in efficient new tool in Tru-Lay 
PUSH-PULL remote controls. Basi- 
they are flexible steel cables in 
flexible steel tubes. Because of their 
flexibility, they afford a simple, 
ynomical replacement for mechan- 
| linkages—and have proved ideal 
ountless applications in hun- 











ireds of industries. They have given These sketches show the advantages of 

more efficient design, simplified  TRU-LAY PUSH-PULLS over MECHANICAL LINKAGES 
assembly and better appearance— Simple. One moving Complex. Many parts. 
: : part. Lifetime service. Many points of wear. In- 


together with important savings—toO ifetime accuracy. Low creasing backlash. Loss 
y products in the fields of trans- overall cost. Noiseless. of accuracy. Rattles. 
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ACCO BETTER VALUES 
—KEY TO 
BETTER BUSINESS 


You get better values when 
you buy acco products. 
Hence, your company can ne ANNA AG A Hn iD A NR tt Gt 
give better values when sell- PENNSYLVANIA LAWN MOWERS 
ing to your customers! The PENNSYLVANIA line—famous for 
performance since 1877—includes effi- 
° cient power mowers and easy-running, 
smooth-cutting hand mowers. 
AMERICAN CHAIN DIVISION 
Weed Tire Chains « Welded and Weldiess Chain 
Acco Registered Sling Chains 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope 
Acco Registered Wire Rope Slings « Tru-Loc Assemblies 
AUTOMOTIVE and AIRCRAFT DIVISION 
Aircraft Cable, Controls, Fittings 
Tru-Stop Brakes for trucks and buses 
ACCO CASTING DIVISION 
Electric Steel and Malleable Iron Castings 
ALLISON DIVISION 
Rubber and Resinoid Bonded Abrasive Wheels 


CAMPBELL MACHINE DIVISION 
Wet Abrasive Cutting Machines « Nibbling Machines ALLISON ABRASIVE WHEELS 
FORD CHAIN BLOCK DIVISION Handle a wide range of shapes and 
Chain Blocks « Electric Hoists, Trolleys ; “ “ - 
materials, including solids up to 12”. 
HAZARD WIRE ROPE DIVISION “The best way to cut many materials... 
Lay-Set Preformed Wire Rope *” 
Acco Registered Wire Rope Slings « Tru-Loc Assemblies the only way to cut some. 
HELICOID GAGE DIVISION 
Pressure, Vacuum or Compound Gages 
MANLEY DIVISION 
Automotive Equipment for garages and service stations 


OWEN SILENT SPRING DIVISION 
Owen Springs and Units for mattresses and furniture 


PAGE STEEL and WIRE DIVISION 
Welding Wire, Shaped Wire, Manufacturers’ Wire, 
Chain Link Fence ‘ 
PENNSYLVANIA LAWN MOWER DIV. 
Power and Hand Lawn Mowers y i ss 
R-P&C VALVE DIVISION ACCO SLING CHAINS 
Bronze, Iron & Cast Steel Valves + Steel Fittings Now made with acco’s new Shaped 


WILSON MECHANICAL INSTRUMENT Section Master Link and Accoloy X- 
DIVISIO} Weld 125 Chain, these industrial slings 


“Rockwell” Hardness Testers are safer, more efficient than ever! 
WRIGHT HOIST DIVISION 
Wright Chain Hoists, Electric Hoists, Cranes 


THE BRISTOL COMPANY 
Automatic Control, Recording and Telemetering 
Instruments, Aircraft Controls, Socket Screws 


THE MARYLAND BOLT and NUT CO. 
Bolts and Nuts « Lag Screws and Forgings 


IN CANADA: DOMINION CHAIN COMPANY, LIMITED 


THE BRISTOL COMPANY OF CANADA LIMITED 4 
IN ENGLAND: BRITISH WIRE PRODUCTS, LIMITED LTRs 3 
THE PARSONS CHAIN COMPANY, LIMITED © 
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For information on any ACCO product address Market Development Department, BRISTOL’S® SOCKET SCREWS 
American Chain & Cable Company, Inc., 929 Connecticut Avenue, ...are precision made, and have 
Bridgeport, Connecticut tremendous strength. They help you get 
better design, faster production, greater 
holding power. Sizes down to No. 0, 


€¢° American Chain & Cable Company, Inc. 


SALES OFFICES IN: Atlanta, Bridgeport, Conn., Boston, Chicago, Denver, Detroit, Value s / 
Exeter, Pa., Houston, Los Angeles, Monessen, Pa., New York, Philadelphia, Pittsburgh, ‘. y, 
‘ Portland, Ore., Reading, Pa., San Francisco, Wichita, Kans., Wilkes-Barre, Pa., York, Pa. ‘ 
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of Mines 
Approved — 


ENTIRELY NEW 
Organic 
Vapor Respirator 


‘@ Here is an entirely new Dual Cartridge 
Respirator which carries Bureau of Mines approval. 
It is designed for use in organic vapors or acid 
gases. Twin 85 cc cartridges reduce breathing 
resistance to a minimum. 

Rebreathing of exhaled air is prevented by 
positive-acting inhale and exhale check valves. 
Cartridges are easily replaced by removing screw- 
type caps. Valves and headbands are quickly 
replaced without tools. 


A newly designed facepiece, with special 


Single-filter 
Dust Respirator 
No. 80 


a <2 i 


\ fy 


Approved 
Dust Respirator 
No. 94 


proof fit with moderate headband tension. Dual 
headbands permit proper balance and 
adjustment for perfect seal along all 
facial contours. 

Contact your nearest CESCO Distributor 
today for full information and prices on 





Ba me tatrae a ' the complete line of respirators to meet 
Respirator Dust Respirator CVEFy type of industrial requirement. 
No. 600 No. 96 with 
high filtration 
cnuthing «=: Write for complete Catalog 


resistance 


CHICAGO EYE SHIELD COMPANY 
2315 Warren Boulevard, Chicago 12, Illinois 


OFFICES IN: Atianta, Baton Rouge, Birmingham, Boston, Buffalo, Cincinnati, 
Cleveland, Columbus, Dallas, Denver, Detroit, Houston, Kansas City, 
Knoxville, Little Rock, Los Angeles, Louisville, Mexico City, D.F., 
Milwaukee, Montreal, Orange, Peoria, Philadelphia, Pittsburgh, 
Salt Lake City, San Mateo, Spokane, St. Louis, St. Paul, Toledo, Tulsa 














Light-duty 
Respirator 
No. 81 
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Strippable Spray Booth 
Coating Cuts Maintenance 


Oakite Shield, a sprayable paint 
booth coating that strips off in 
large pieces in seconds, has re- 
cently been introduced by Oakite 
Products, Inc., 154 Rector St., 
New York 6, N.Y. 

Applied by either spray or 
brush to dry booth surfaces, the 
new material is said to dry fast 
and to cling tightly to vertical 
surfaces under paint over-spray. 
When painting has been com- 
pleted, the Oakite Shield film 
peels off readily with a minimum 
of prying with a knife and a mini- 
mum of shredding. 
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Strapping Table Top 
Speeds Packaging 
Operations 





A strapping table top enables 
the operator to stand in one posi- 
tion while rotating heavy con- 
tainers for packing or strapping. 
It provides a valuable’safety fac- 
tor because these heavy contain- 
ers are handled with a minimum 
of effort—eliminating the possi- 
bility of strains caused by man- 
handling the package for a right 
angle turn. The table top is ex- 
tremely versatile; it: may be 
mounted on a permanent or port- 
able base or in conveyor lines. It 
is made by Signode Steel Strap- 
ping Co., 2600 North Western 
Ave., Chicago 47. 
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SERVALL I$ ALL- 


The Rugged Hose for General | . 


answer to your multiple-purpose 

It’s Hewitt-Robins Servall All- 

S e. Servall is more rugged and long- 
it’s light in weight and easy to 


ral applications such as water, mild 
uir, oil, gasoline, welding, etc., 
vides unexcelled, economical serv- 
| Hose has been designed to combine preg 
- features of several types of spe- : On ACIDS 
s in such a way that it has many 
ns yet is moderate in cost. 
is smooth, high-quality synthetic 
ided to resist the injurious action 
nd gases. The carcass is braided, 
ity synthetic cord impregnated and 









SUNLIGHT 
AND WEATHER : 


.y 
in synthetic rubber to provide max- ' 
ength with minimum bulk. The ?- ' 
g-wearing, tough synthetic to with- 


) resist weathering, sun and abrasion. 
lose is available in sizes from 44"x1 
4" x 3 braid with maximum work- = 
res from 200 to 300 lbs. and in ~ | 


oline, oil, weak organic acids and : 4 


a 


engths or economical 500-foot bales. 

he list of applications at the right to 

ewitt-Robins Servall Hose fits your 
ts. For complete information con- 

ocal Hewitt-Robins industrial sup- 

yutor or write for Bulletin S-101. 
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| PURPOSE 


| | Service 






ABRASION — 
INSIDE OR OUT 





DECOMPOSITION 
BY PETROLEUM 
PRODUCTS 





NEED FOR FLEXIBILITY 


E OFFICES: STAMFORD, CONN. 


June, 1956 





| 





APPLICATIONS OF HEWITT-ROBINS 
SERVALL ALL-SERVICE HOSE 





WATER SERVICE—For hot or cold 
water services under severe operating 
conditions in industrial and other 
heavy-duty applications. Assures 
maximum life and low maintenance 


cost. 


MILD CHEMICALS—For weak, inor- 
ganic acids, alkalies, salt solutions, 
Ethyl, Methyl and other alcohols. 


AIR SERVICE—For all types of air 
tools, air cleaning and general air serv- 
ice. Excels in air compressor service 
and general contracting work. 


LOW-PRESSURE SPRAY SERVICE— For 
paint spray (not lacquer). 


OIL AND GASOLINE— For intermit- 
tent oil and gasoline service (not 
static grounded), grease, kerosene and 
other petroleum derivatives. 


WELDING HOSE — For heavy - duty 
single-line welding service with flame 
or ozone resistant cover. 














eae. 
FOR SERVICE AND INFORMATION 
ON BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IN THE “YELLOW PAGES” 
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DISCOVER HOW THE NEW 


” PROGRA 


helps you-te.conserve 















e “KEX” National Service has developed a powerful Conservation 
Program for savings at the production level. 


e It brings the importance of preventing waste right to your 
workers... while they work! 

e It helps you to keep operating expenses down, operating 
efficiency up. 

e It offers a complete plan, slanted to your operation, that’s 


practical and effective. 


Be sure to take advantage of this free extra “KEX” Service. 
Let your “KEX” dealer give you full information, show you 
how you can profit. Consult your Classified Directory (under 
Wiping Towels) for nearest “KEX” distributor, or write 
“KEX” National Service, 295 Fifth Ave., New York 16, N. Y. 


i See 
’ K - xX 


REG. US. PAT. OFF. 








w NATIONAL 
SERVICE 





(t isn’t Kex unless it’s imprinted with the Kex name 
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New 


products 





Filter Purifies Water 
for Industrial Operations 


Filter-washers now make it pos- 
sible to filter out impurities in 
water at the faucet. They are be- 
ing widely used in industrial op- 
erations, especially in processing 
plants where pure water is man- 
datory. 

They replace ordinary washers 
and act as a rust-proof metal 
screen, yet permit flowing of 
water. 

The filters are made by P-G 
Products Mfg. Co., Inc., 230 East 
162 Street, New York 51, N.Y. 
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61” Heavy-Duty Saw 





Bis Soe 


The Black & Decker Mfg. Co., 
Towson 4, Md., has introduced a 
644” heavy-duty saw that will 
cut a 2x4 at 45° with blade to 
spare, thereby permitting several 
resharpenings. The tool has been 
designed to handle the toughest 
sawing jobs. The saw has many 
important safety features. Among 
these is a newly designed switch 
guard that prevents accidental 
tripping of the instant release 
switch. Also, to keep chips and 
dust from flying in the operator’s 
eyes, there is a built-in chip de- 
flector. The saw has a maximum 
depth of cut of 2-5/52” at 90° 
and 1-7/8” at 45°. : 
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Error Corrected: This story appeared 
in the April issue of PurcHasinc. Un- 
fortunately, a photograph of Black & 
Decker’s new Heavy-Duty Jig Saw was 


used to illustrate the story. The cor- 
rect photo appears above. 


PuRCHASING 











.. With unerring accuracy 


Smoothly, the oxyacetylene torch severs and shapes steel plate with unerring 
accuracy. This universally accepted method of separating metal—machine 
gas cutting—has advanced in giant steps since torch cutting was introduced. 
It is impossible to enumerate the many benefits that modern cutting and 
welding practices have given the metalworking industry. Inevitably even 


greater services shall be rendered. 


Today’s complex production requirements demand machines of exten- 
sive range and extreme versatility. Which is the right Airco shape cutting 


machine for you? 


¢ Airco #50 Travograph. Track-mounted for un- © Airco #48 Duograph. Designed for the smaller 
limited range, this unit shape cuts up to eight identical metal fabricating shop, the Duograph has a rec- 
parts within a full 12’ circle. The cutting torches tangular cutting range of 4’ by any length. 


conform exactly to the movement of an electronic, 
manual, magnetic, or spindle tracer. 


¢ Airco #6B Oxygraph. (Illustrated) This stationary 


Other Airco machine gas cutting units include the 


machine shape cuts within a 29’-9 Vp" x 6'-41%" area. Monograph, Radiagraph, and new Camograph. De- 
It operates on the pantograph principle (pioneered _ tails on each are fully covered in individual bulletins. 


by Airco) mounting up to 8 torches. Write today. 





AIRCO Air REDUCTION SALES COMPANY 


a) => 4 A division of Air Reduction Company, Incorporated, New York 17, N. Y. 


Offices and dealers in 
most principal cities 





On the west coast — 
Air Reduction Pacific Company 


Internationally — 

Airco Company International 
In Cuba — 

Cuban Air Products Corporation 
In Canada — 

Air Reduction Canada Limited 


Products of the divisions of Air Reduction Company, Incorporated, include: AIRCO — industrial gases, welding and cutting equipment, and acetylenic chemicals * PURECO 
— carbon dioxide, liquid-solid (‘‘DRY-ICE'') * OHIO — medical gases and hospital equipment * NATIONAL CARBIDE — pipeline acetylene and calcium carbide © 


COLTON — polyviny! acetates, alcohols, and other synthetic resins. 
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Hele) @). (emi te]: Mea. i 3 
BEST BUY IN COOLERS? 
better buy 


Cordley 


4 
n 


‘ou look for in the coolers you 

ivenience, naturally...and the 

long-life, trouble-free service 

th * Cordley guarantees in such 
eh sure. 

he Cordley 5-year guarantee is 

in the industry! It’s proof of the 

vice that’s built into every 

oler. Cordleys have more fea- 

n other makes — practical fea- 

hand-and-foot flow control, 

le thermostats to prevent me- 

freeze-up. Many models, too— 

ery location you have in mind. 

1 million Cordleys have been 

1889 —they’re the “buy-word” 

the world over! @ 3170 


ite today for full information, 
a copy of the guaranty, 
me of your nearest distributor. 





: 
i 
i 
i 
i 
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I 
| 
i 
i 


r- 
CORDLEY & HAYES 
3 Fourth Ave., New York 16, N.Y. 


full information about 1956 
plus sample guaranty. 











Zone___State 
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products 





Powdered Metal 
Electrodes Speed Welding 


A new powdered metal, low 
hydrogen electrode, faster in lin- 
eal speed by up to 30 per cent 
than conventional low hydrogen 
electrodes, has been announced 
by General Electric Company’s 
Welding Department. 

Designated Strikeasy LH-2, the 
new electrode is a gray, heavy 
coated, low hydrogen electrode 
with powdered metal added to the 
coating. 

It is faster than conventional 
low-hydrogen electrodes because 
of a higher desposition rate, re- 
duced slag cleaning time and 
spatter loss, according to company 
engineers. 
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Sectional Belts in 
Pre-engineered Units 





Link Belt Co., 307 N. Mich- 
igan Ave., Chicago 1, IIl., is mar- 
keting pre-built belt conveyors 
in standardized pre-engineered 
units in capacities up to 1500 tons 
per hour. They are built in 18”, 
24” 30” and 36” belt widths, with 
24” and 42” deep trusses. The 
components are shop-assembled 
for easy installation on the job- 
site. They are applicable to any 
industry, paper mills, steel mills, 
foundries, chemical plants, etc., 
where low initial cost and port- 
ability are particularly important 
in conveying operations. 
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When the 


reputation 


of your product 


depends on 
eritical 
stampings 


like ito 










DE-STA-CO 
Stampings for 






automotive distributors 
ond electric motors 


Auto makers insist on trouble- 
free long-lasting performance 
of each component. 

In turn, many component 
manufacturers supplying 
auto companies, look to 
Detroit Stamping Company 
for critical stampings, 
such as pictured above. 

Their confidence suggests 
we would serve you well 
on your critical stamping 
assignments. 


A brochure is yours for the asking! 





DETROIT STAMPING 
COMPANY 


Established 1915 
408 Midland Ave., Detroit 3, Mich. 


Americat Leading Job Sromping Manufacturer” 


hook toDopoit! 
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To maintain proper lighting East Side Airlines Terminal replaces all fluorescent lamps when light falls below a specified level. 


N.Y. Air Terminal gets twice the light—saves 
money, too, with G-E Group Relamping Plan 


The functional new East Side Air- 
lines Terminal, which opened in 
December of 1953, gets most of its 
light from 40-watt fluorescent lamps 
recessed in 18-foot ceilings. The 
mounting height of the fixtures 
makes it difficult and costly to re- 
place individual lamps as they burn 
out. So, following the recommenda- 
tion of General Electric engineers, 
Terminal officials decided to Group 
Relamp, replacing all fluorescent 
lamps at one time during a cleaning 
period. 

Last January, all fixtures were 
cleaned, and relamped with new G-E 
40-watt DeLuxe Warm White fluo- 
rescent lamps. Result—an average 
of 233% more light according to 
light meter readings! And, because 
all lamps are replaced at the same 
time, spot replacement is completely 
eliminated and costly maintenance 
is cut to a minimum. “The results 
greatly exceeded our expectations, 
and we are sold on the benefits of 
Group Relamping!” says Richard 
Hegarty of Allied Maintenance 
Corp., who handled the job. In the 


In-addition to a pleasant decorative effect, the lighting pro- 








vides excellent illumination for counter and work areas. 


future, all fixtures will be relamped 
when the light meter reading falls 
below a specified level. 

Such spectacular results from 
Group Relamping with General 
Electric lamps are not at all unusual. 
Uniform quality G-E lamps provide 
the dependable performance and 


predictable life that you need to 
make Group Relamping a success. 

Why not get the whole story on 
Group Relamping with G-E lamps? 
Send for the 12-page booklet, ‘““Group 
Relamping Pays Dividends.”’ Write 
General Electric Large Lamp Dept. 
P-6, Nela Park, Cleveland 12, Ohio. 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 
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VERSATILE 


NO. 706 FURNACE 

























For hardening, tempering 
and annealing steels 


Six, No. 5 Type A Bunsen Burners give 
this versatile furnace a 400° to 1800° F. 
range. Temperatures easily controlled. 
Ratchet-operated door opens upwards. 
Use with natural, artificial, mixed or 









No. 706 Pedestal -.-... $312.00 bottled gas. Economical and efficient with 
Bench Model ----.-- $287.00 all. Firebox 7” by 13” by 16%”. 78,000 
No. 654 — smaller version, 4 ’ 
N ee -s by %" > 1a" BTU’s per hour. (Natural gas) 
Firebox. 
Pedestal  -.......- $174.00 
Bench Model —...- $149.00 


Write for FREE 
Johnson catalog 


(All prices F.O.B. Factory) 





JOHNSON GAS APPLIANCE COMPANY 





if it burns gas | 1 603 E. Ave., N.W. 
look to Johnson . . . Since 190 Cedar Rapids, lowa 
iat anal 
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180 pages of valuable ideas, layouts, specifications... featuring 
the most modern laboratory furniture and equipment. 

See how Metalab’s exclusive sectional design gives you 
unlimited opportunity for “custom-building” your lab. Find 
out how you can satisfy your exact needs. ; . without 
paying custom-made prices. It’s the year’s most valuable 
aid to laboratory planning. Don’t miss it. 








SECTIONAL LABORATORY FURWITURE AND Equipment by 


METALAB cejomeent Coty. 


263 DUFFY AVE., HICKSVILLE, L. |., 


METALAB EQUIPMENT CORP., 263 DUFFY AVE., HICKSVILLE, L. |, N. Y. 


Please send me without charge a copy of your new 
180 page manual on laboratory planning. 


(_] | am also interested in your free laboratory engineering and planning service. 















; 


en your compeny'’s Nome Title 
letterhsed er covpen 
stating your title 

Add 

City Zone State 








(Please print? 
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Measuring Industrial 
Process Flows 
Electro-Magnetically 


The Foxboro Co. of Foxboro, 
Mass., has developed a magnetic 
flow meter. With no orifice plate 
or other restriction needed, the 
meter avoids the problem of pres- 
sure drop and consequent power 
loss in measuring industrial proc- 
ess flows. Applications in which 
the meter has proved its efficacy 
include measurement of flows of 
fluids, previously termed “diffi- 
cult” or “impossible,” such as cor- 
rosive acids, paper pulp stock, 
rayon viscose, etc. Transmitter 
section of the instrument is con- 
structed about a length of smooth 
bore pipe, which can be flanged 
into flow line. 
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Handling Refuse Cans 
Economically 








A new truck for transporting 
refuse cans has been developed 
by Nutting Truck and Caster 
Company, Faribault, Minnesota. 

It handles cans 20” in diameter 
and smaller, and is equipped with 
a grab hook that adjusts to 4 posi- 
tions for handles of. different 
height. Frame is cadmium plated 
to resist corrosion. Large roller 
bearing, semi-pneumatic rubber 
tired wheels for easy rolling in- 
doors or outdoors. 
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what makes this fastener 


DIFFERENT ? 


em A ARRON Ane Ct Ne aN at 





Several things. Rollpin® is a slotted, chamfered, 
cylindrical spring pin which drives easily into a 
hole drilled to normal production standards. It 
locks securely in place, yet can be drifted out and 
reused whenever necessary. This eliminates 
special machining, tapping, and the need for hole 
reaming or precision tolerances. Rollpin replaces 
taper pins, straight pins and set screws; for many 
applications it will serve as a rivet, dowel, 

hinge pin, cotter pin or stop pin. 


And here’s another difference that makes Rollpin 
the quality fastener in the field: ESNA’s quality 
control builds consistent strength and 
performance into every Rollpin. Rollpin is 
uniform as to shear strength, dimensions, 


— hardness, and insertion and removal forces. 





HOW YOU INSERT IT 


“4 










I 

| i 

| 

| ! 

| i 

i I 

! 

| 
Drives easily by hammer, arbor press, or air Locks securely in place without using a sec- Removes readily with a drift pin without dam- 
cylinder and can be readily adapted to an ondary locking device; won't loosen despite im- age to pin or hole, can be used again and 
automatic hopper feed. Requires only a stand- pact loading, stress reversals, or severe vibra- again in original hole. 
ard hole, drilled to normal production-line tol- tion. 
erances. 


HOW YOU SAVE 


You pay less for Rollpins than for most tapered, notched, 
grooved or dowel pins. Installation costs are substantially 
less than for any fastener requiring a precision fit or sec- 
ondary locking operations. 

Because of their tubular shape, Rollpins are lighter 
than solid pins. Production maintenance is reduced with 
Rollpins: they do not loosen and because of their spring 
action they tend to conform to the drilled hole in which 
they're inserted, without material hole wear, eliminating 


ELASTIC STOP NUT 
CORPORATION OF AMERICA 


the necessity of re-drilling or using oversize pins. 
Dept. R40-615, 2330 Vauxhall Road, Union, New Jersey 


Please send me the following free fastening information: 














) 

| 

| 

| | Rollpin Bulletin _| Here is a drawing of our product. 
Standard Rollpins are made from carbon steel and Type | Li Elastic Stop nut Bulletin What self-locking fastener would 
420 corrosion resistant steel. They're also available in | yeu suggedt? 
beryllium copper for applications requiring exceptional . — — Title 
resistance to corrosive attack, good electrical, anti-mag- AOL ac 
netic, and non-sparking properties. Stock sizes range from | ee D, DAP LET, es ‘ 
.062” to .500” in carbon and stainless steels. City pS ae ee 
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Come To CAMPBELL 
For The Complete Line 
of SLING CHAINS 


every type — every size 
every grade — every attachment 


Whatever your particular applica- 
tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Chains are available in 3 
grades—Cam-Alloy Steel, High 
Test Steel and Wrought Iron. 


GUARANTEED 
FOR A FULL YEAR! 









yet 
<< 








$ 


ONSEN 
2 


Send today for your free copy of 
Campbell’s new Sling Chain Handbook 








lt contains complete details on all Campbell Sling Chain equipment — 
together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering, each type of sling chain 
and attachment— illustrations—specifications 
limits for all grades. 


CAMPBELL CHAIN Gompany 


and working load 






CAMPBELL 


. CHAIN 
Main Office, York, Pa. *« West Burlington, lowa 


Portland, Oregon * Sacramento, California 
Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
For More Information Circle No. 240 on Inquiry Cord—Page 17 
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Metal at 1400 F Won't 
Burn Holes in Belt 





A conveyor belt made for the 
first time with glass fabric in- 
sulation is announced by B. F. 
Goodrich Industrial Products Co., 
Arkon, Ohio. It is designed for 
hot materials conveying. Scorch- 
ing chunks of hot metal, heated 
to 1400 F, will not burn holes in 
this rubber belting. The belt has 
two plies of glass fabric that 
“float” in the top rubber cover. 
The glass fabric retains its 
strength, despite intense heat, 
thus barring the progress of fiery 
metal objects through the belt. 
The belt’s rubber cover only chars 
at spot a hot piece of metal is 
dropped and only as far down as 
the glass fabric heat barrier. 
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Alloy Steel Shapes 
Purchasable From Stock 


Joseph T. Ryerson & Son, Inc., 
Box 8000-A, Chicago 80, Ill. is 
making available to users flats, 
rings, discs and irregular shapes, 
flame-cut from E8615 alloy steel 
plate. E8615 case hardening steel 
plate is stocked in 72” x 240” 
size, in thicknesses from 14” to 6” 
incl. Cutting to shape is done with 
electric-eye-controlled single and 
multiple torch burning machines 
that produce blanks and parts 
faithful to sketch. Representative 
avplications include racks, bush- 
ings, gears, cams, gages, molds, 
jigs, chuck jaws and die bases. 
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the gas 
fork truck 
that makes 
the fewest 


and shortest 











trips to the 
maintenance 
shop... 
BAKER “FG” 





Industrial trucks “out-of-service” mean dollars down the drain... not only repair 
dollars, but even more dollars for lost work. That’s why we loaded the Baker “FG” 
gas trucks with features that mean substantially more time on the job. Here area few: 


Heavy-duty industrial truck engine operates at optimum RPM for least strain and 
abuse. Pistons are balanced to grams instead of ounces, crankshaft to 4 inch-ounces, 
connecting rods to 2 grams. Compact, rigid “power train” requires no troublesome 
universal joints. Clutch housing is split for better accessibility. Single oil supply 
lubricates entire assembly. Large full-floating, self-equalizing, self-energizing brakes 
have single-point adjustment. 


Baker “FG” gas fork trucks, available in 3000, 4000, 5000 and 6000 pound capacities, 
are the only gas trucks with a full 6-months’ warranty ...an added assurance. Write 
for specific bulletins. 


THE BAKER-RAULANG COMPANY 
1253 WEST 80th STREET * CLEVELAND 2, OHIO 








handling equipment A subsidiary of Otis Elevator Company 
6G2 
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PURCHASING AGENTS! 


RCA OFFERS 3 NEW AIDS TO 
ELECTRON-TUBE PROCUREMENT 


Kor ‘ . Re ae 
ee Sa Ge 
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w rh ‘ with electronic Stiipment, 
w booklets. They give valu- 
is of the types of tubes 


RCA Power and Gas Tubes (PG-101B)—24-page booklet contains 
descriptions, terminal connections, technical information on 178 RCA 
vacuum power tubes, rectifier tubes, thyratrons, ignitrons, magnetrons, 
and vacuum-gauge tubes. The most up-to-date booklet of its kind in 
the industry. 


Receiving-Type Tubes for INDUSTRY and Communications (RIT-104) 
-new, 20-page booklet contains up-to-the-minute technical information 
n 130 RCA receiving-type tubes especially suited to industrial elec- 

tronics. Includes technical data, socket-connection diagrams, and 

descriptions on RCA Special Reds, Premium, computer, pencil, glow- 
discharge, small thyratrons, low-microphonic, and other tube types. 


RCA Photosensitive Devices and Cathode-ray Tubes (CRPD-105) 
-a new 24-page booklet, just released; contains descriptions and 
technical details on gas, vacuum, and multiplier phototubes; camera 
tubes; monoscopes; flying-spot cathode-ray tubes; view-finder, monitor, 
projection, and transcriber kinescopes; oscillograph and storage tubes 
— 107 different types essential to industrial electronics and laboratory 
equipment. 


Your RCA Tube Distributor—conveniently located—offers you the finest, fastest 
service on all your electron-tube requirements. Write on your company letter- 


head to RCA, Commercial Engineering, Section ¢.3¢.7 Harrison, N. J., fora 
copy of PG-101B, CRPD-105, and RIT-104. ; 


SEND FOR THESE BOOKLETS TODAY! 


(FR) TUBES FOR INDUSTRY 
7, 


RADIO CORPORATION OF AMERICA 





RCA ELECTRON TUBES...LONG-LASTING, DEPENDABLE...AVAIL« 
ABLE THROUGH YOUR AUTHORIZED RCA TUGE DISTRIBUTOR 
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Hydraulic, Circulating 
Oils Protect Machines 


Balanced oils that stay “young” 
during most of a machine’s life 
are available to users of hydrau- 
lically operated equipment and 
machines employing circulating 
systems. These new hydraulic 
and circulating oils, eight in num- 
ber were developed by Socony 
Mobil Oil Co., Inc., 26 Broadway, 
New York 4, N. Y. In formulating 
these “continuous service” oils, 
the achieved aim was to meet 
mounting production demands 
such as faster schedules, closer 
tolerances and higher operating, 
or local “hot spot” temperatures. 
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Air Grinder Operates 
Safely in All Conditions 





Designed especially for use in 
foundries and other metal work- 
ing conditions, an air grinder has 
been developed by Thor Power 
Tool Co., Aurora, IIl., in speeds 
of 4500, 6000, and 8000 rpm. The 
tool has an adjustable, positive- 
speed governor which increases 
air economy and assures com- 
plete safety under all operating 
conditions. A built-in exhaust 
muffler effectively reduces noise 
levels. The grip handles on the 
grinder are spaced 110° apart 
rather than the conventional 90°, 
for additional operator conven- 
ience and productivity. 
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A unique springmaking service. . . 


haking available to bustling industrial areas a vast pool of 
integrated skill and research—through separate, complete 
bperating Divisions. 


factory-trained sales and 
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G-E 
Watch Dog* 
STARTERS 


) a fluorescent lamp reaches the end 
scful life and starts to flicker, the 
G-E FS-40 Watch Dog starter cuts the 
ut of operation. This protects bal- 
s and fixture wiring, stops annoying 
increases life of starter—makes 
lamping more economical. 

1 relamping, a touch of the red 
button on the G-E Watch Dog starter 
instantly lights the lamp, eliminating a 
waiting period of up to 3 minutes to be 
sure the new lamp will light. What’s 
m Watch Dog starters are extremely 

al and long-lived . . . will out- 
last to 10 ordinary starters. 

For a few pennies more, the new 
FS-4 Watch Dog starter offers all the 
ad\ es of the FS-40 plus an added 
feature. This prevents, in two- or three- 
» fixtures, premature burnout of lead 
lamps caused by voltage surges before the 
lamp cathodes are adequately preheated. 


Wiring Device Department, General 
Electric Company, Providence 7, R. I. 
*Registered Trade-mark of General Electric Co. 


GENERAL @® ELECTRIC 
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New 


products 


Toxic Gas Detector 


An improved type, hand-oper- 
ated detecting instrument for hy- 
drogen sulphide, one of the most 
toxic of common industrial gases, 
is available from Mine Safety Ap- 
pliances Co., 201 N. Braddock 
Ave., Pittsburgh 8, Pa. It has a 
dual scale to provide accurate 
readings in percentages by volume 
or in grains per 100 cu. ft. This 
dual scale extends use of instru- 
ment to conditions where hydro- 
gen sulphide concentrations are 
measured in grains per 100 cu. ft. 
Hydrogen sulphide, commonly 
found in many industries, is harm- 
ful in concentrations as low as 20 
ppm. 
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Push-Button Actuators 
For Snap-Action Switches 





= 
> ! 


A series of push-button actu- 
ators has been designed by Mi- 
cro Switch, Freeport, IIl., for 
snap-action switches. The units, 
designated the 4MA and 5MA 
series are claimed to be especially 
useful in electrical computers 
and similar devices. They com- 
bine an attractive appearance 
with long life. Only a plastic 
push-button and a smooth clear 
anodized bushing are exposed 
above the mounting surface. 
Many types of basic switches can 
be used with the actuators, which 
can be mounted through panels 
of 1/16” to 1/8” thickness. 
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GASKET 


CutTTERS 


—‘‘supply”’ is no problem 
when you can count on 


PROVEN QUALITY 
ON-TIME DELIVERY 


> COMPETITIVE PRICES 


| you get ALL 3 


with 


compressed asbestos 


SHEET PACKINGS 





e@ World Bestos Packing Division 
of Firestone offers a dependable 
source of supply for finest quality 
sheet stock . . . using specially 
compounded binders of neoprene, 
GRS synthetic rubber and natural 
rubber. 

World Bestos’ modern equipment 
and ample plant capacity assure 
on-time delivery .. . at competitive 
prices. Firestone’s extensive re- 
search and quality control facili- 
ties assure formulations and fin- 
ished sheets of proven quality and 
uniformity. World Bestos is now 
supplying leading gasket cutters 
with sheets manufactured to 
S.A.E. and government specifica- 
tions. Stocks are carried to meet 
emergency needs. 


Write today for complete informa- 
tion on your requirements. Engi- 
neering assistance is available. 


Lb BE€STOS 


NEW 
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Avoid this 





use this 
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for results 
like this... _ 
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For neat, sure insulation without bulk, use 
Porter vinyl electrical tape. One operation 
does the job. No outer wrapping needed. 
Dielectric strength stands up to high voltages. 
Resistant to acids, water, corrosion. 
Conforms readily to curves. Retains adhesion 
under toughest service conditions. Ideal 





for production line and maintenance work. 
Order from your Quaker distributor. 


Porter Vinyl Electrical 
Tape carries Underwriters’ 
Laboratories Inc. seal 





40 NOISIAIC ¥ 


mown QUAKER RUBBER DIVISION 


PHILADELPHIA 24, PA. . SAN FRANCISCO 7, CALIFORNIA 


H. K. PORTER COMPANY, INC. 
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built Stronger + Last longer 
® 


great new 
swivel caster 


OR ale 







~ 


FAIRBANKS | Ta: — 
coties 24 


pressed 
steel caster 


LOCK-WELD CONSTRUCTION (patented) MEANS 
completely eliminates the greatest single 
cause of caster failure: the king pin. 
double ball race held in rigid alignment. 
Tremendous increase in swiveling efficiency. 
top plate and retaining plate are projection 

SUPER STRENGTH welded into an integral unit..No wear be- 
tween rigid and moving parts. Patented leg 


design prevents bending and buckling...dis- 
perses load over larger area. 








COINED RACEWAYS + HARDENED BALL BEARINGS 


* PRESSURE LUBRICATION 


Complete information on LOCK-WELD casters is contained in Bulletin 23-33, 
free on request 


Fairbanks 


THE 


COMPANY 
393 LAFAYETTE STREET - NEW YORK 3,N. Y. 


Branches 


New York 3 + Pittsburgh 25 + Boston 10 = 


Rome, Ga 


VALVES + DART & PIC UNIONS + TRUCKS + CASTERS 
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new 


products 


Gloves to Resist 
Corrosive Chemicals 





Development of a new indus- 
trial glove made of Butyl rubber 
to protect hands from the most 
destructive acids, has been an- 
nounced by Hood Rubber Com- 
pany, Watertown, Mass. This 
glove is made of an exclusive 
Butyl rubber compound that can- 
not absorb. It resists the most 
destructive agents such as sul- 
phuric, nitric and phosphoric 
acids, oxygen, ozone, oils, salts 
and many others. 
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Air-Operated Drills 
Can Be Automated 





By simpy pressing the start- 
ing button, air-operated drills, 
produced by The Aro Equipment 
Corp., Bryan, Ohio, perform a 
complete cycle, automatically. 
The motor starts, the drill tra- 
verses rapidly to the work, feeds 
at pre-set rate while drilling 
hole, then retracts and shuts off 
when hole is completed. The drill 
is available in a choice of 15 
models and 5 speeds for proc- 
essing a wide range of metals, 
from thin sheets up to 6” alloy 
steels. The 5-step drills are avail- 
able with 2”, 4” or 6” strokes 
lengths. 
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G.E. 
BUILDS 
THEM 


trim 
Modern, goodlooking styling. Hammered 


soft gray finish lends itself to any interior of 
stores, institutions, offices or factories. 


tough 


Equipped with time-tested compressors—the 
same used in millions of G-E home 
refrigerators. Heavy gauge steel cabinet. 


tidy 
Anti-splash basin avoids splattering of 
bubbler stream. G.E.’s full-width, curved foot 


pedal provides easy water control without 
scuffing shoes or stubbing toes. 





and 

tiny 

Take up to 30% less floor space. Fit easily in 
shallow corners. Over-all depth is up to 5” less than 


other foot-operated coolers. For easier maintenance 


and adjustment the front panel snaps on and off. 
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@3 WATER COOLERS 


for offices, stores, institutions and factories 


These up-to-date engineering features of 
G-E Water Coolers assure dependability 
and economy for the owner, ease of opera- 
tion for the user and compact design for the 
architect. This quality is backed by the 
standard G-E product warranty plus 5-year 
replacement agreement. And it is easy to 
specify G-E Coolers—they come in capaci- 
ties from 2.85 to 21.5 gallons per hour. So, 


whenever you include water coolers in your 
floor plans, be sure to call your local G-E 
Water Cooler dealer or write to General 
Electric Company, Commercial and Indus- 
trial Air Conditioning Department, 5 Law- 
rence St., Bloomfield, New Jersey. 


GENERAL @@ ELECTRIC 
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CHOP 


Your 
Metal Cleaning Dollars 


...WITH 


DETREX CLEANERS 


Detrex alkaline and emulsion cleaners 

possess extraordinary properties for 

the removal of soil from metal and the prevention 
of rust. Increased efficiency and worthwhile 
savings can be obtained by calling on skilled 
Detrex service personnel to keep your metal 
cleaning operations at peak efficiency. 





Whether you are considering a completely 

new cleaning operation or are interested 

in improved efficiency of your 

present operation ... you can rely on Detrex to cut 
your metal cleaning costs. Mail the coupon 

for complete information. 


Send me complete information on Detrex alkaline and emulsion cleaners. 











ZONE STATE 


=) DETREX CORPORATION 


RO ah ENSILS BOX 501, DETROIT 32, MICH. 


DEGREASERS e« DEGREASING SOLVENTS e« WASHERS e ALKALI 
AND EMULSION CLEANERS a PHOSPHATE COATING PROCESSES 
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new 
products 


Piping Can Be Welded 
Without Backing Rings 


Consumable solid insert rings, 
available from the Industrial 
Piping Div., Grinnell Co., Inc., 
Providence, R.I., are said to be 
designed for the inert-gas tungs- 
ten-arc welding of piping without 
backing rings. They result in 
smoother root pass welds with 
elimination of root pass cracking 
and improved weld contours in 
thin wall piping with one or two 
fewer passes. The consumable 
solid insert rings are produced for 
all standard or special pipe and 
tube sizes of 1%” diameters or 
larger. 
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Lamp Guards Permit 
Quick Bulb Replacements 


Equipped with a holding clamp 
that is easily disengaged by thumb 
pressure, a line of lamp guards 
has been placed on the market to 
permit fast replacement of burnt- 
out bulbs. The guards incorporate 
molded-phenolic handles that are 
impact- and heat-resistant and 
are positively insulated and non- 
conductive. Their phenolic con- 
struction provides high resis- 
tance to oils, grease, some acids, 
moisture, abrasion and breakage. 
An outlet molded as part of 
handle permits use of portable 
power tools without need of ad- 
ditional extension cords. The 
guards are made by McGill Mfg. 
Co., Inc., Valparaiso, Ind. 
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.. With five types of a | 


parallel and right angle 
Gearmotors, Master has 
the flexibility and choice 
of design you need for 
selected output speeds. 


.. With electric motor and gears 


combined into a compact, 
integral power unit, you 
reduce costs and increase 
efficiency through elimination 
of belts, couplings, chains, 
sprockets, external bearings 
or separate reducers. 


.. Available in sizes from 1% to 


125 H.P. You can integrate 
with the gearmotor electric 

brakes—3 types of variable 
speed units and fluid drive 

in any combination. 


.. And that’s why more 
gearmotors carry the Master 
name than all other makes 
combined. Write on your 
business letterhead for details. 








—-1st Choice 
for GEARMOTORS 


Because... 










Rehaves 
well in your 


dependable petrochemicals 


Ethylene Oxide, Glycols, Dichloride 
Ethanolamines 
Nonyl Phenol 
Morpholine 
Shipped from convenient distribution 
points at Port Neches, Houston, Chi- 
ago, Los Angeles, and Tenafly, New 
ersey—available in tank cars, tank Jefferson Chemical Company, Inc., 
igons, or 55-gallon drums. Box 303, Houston 1, Texas. 


Essential Chemicals from Hydrocarbon Sources 


efferson 4. 


CHEMICAL COMPANY. INC. 
CHARLOTTE - LOS ANGELES 


Ethylene, Propylene 
and Glycerine Carbonates 
Polyethylene Glycols 


gn mesg service, call your near- 
est Jefferson representative. 





NEW YORK + CHICAGO - 





HOUSTON 
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“Foundry work is rugged 


We sweat it out to make sure there'll be few rejects. 
But we don't-mind, just so we get cool water when we 
. we've got Halsey Taylors."’ 


want it. We know we con. . 


















Whether it’s a foundry or a 
stee! mill, a fabricating shop 
a textile plant, Halsey 
faylor Coolers contribute to 
duction efficiency. Day 
and day out they provide 
a plentiful supply of cool, 
refreshing water. . . unfail- 
ngly! The Halsey W. Taylor 
»., Warren, Ohio. 


© At left—cooler with 
stainless steel top 


° Below—remote 
cooler 7 


BALLS EY 2a eee 


Ladbdtrys Jamrie Coolers 
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New 


products 





How To Destroy 
Old Records 


It has always been a problem 
to dispose satisfactorily of confi- 
dential papers, cancelled checks 
and other miscellaneous papers. 
The Industrial Shredded & Cut- 


ter Co., 707 S. Ellsworth Ave., 
Salem, Ohio, claims that its 
“Silver Executive Automatic” 


paper shredder, with an auto- 
matic feed, reduces papers into 
4’ unreadable strips in a matter 
of seconds. The machine is a type- 
writer-size, portable desk model, 
with a % hp motor. 
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Valve Features Wide 
Adjustment Range 





A new pressure actuated con- 
densing water regulating valve 
has been added to the line of 
valves manufactured by the Jas. 
P. Marsh Corporation of Skokie, 
Illinois. This new valve, Marsh 
No. 56, is designed with an ex- 
ceptionally wide continuous ad- 
justment range, 60 Ibs. to 260 lbs. 
P.S.I. This permits the use of this 
one valve on either Freon 12 or 
Freon 22 systems as well as all 
other common refrigerants except 
ammonia. 
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: of stainless fasteners in the world 
:- 
es 
a *Monel, titanium, molybdenum, and Inconel, too. 
Tr 
> ALLMETAL screw products company, inc. ® garden city, n. y. 
west coast div: 8730-36 santa monica blvd. ® los angeles, calif. 
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REPUBLIC CHATEAUGAY 


nereases tap an 
electrical fittings 


Electrical fittings cast from Chateaugay Pig 
Iron are accurately machined for perfect 
threads and alignment. The use of Chateaugay 
increased tap and die tool life 35%, 


This Gedney Conduit Body, cast from Chateau- 
gay, features toughness, resistance to impact, 
excellent ductility, easy and uniform machin- 
ability. Body finish is smooth and free of gate- 
marks, burrs and sharp edges. 


REPUBLIC 


C25) Weldi lideut: Range of Standart, Steels 
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PIG IRON... 


die tool life 35% for 
manufacturer. 











Here’s an outstanding example of how Chateaugay, 
Republic’s exclusive premium Pig Iron, helps a manu- 
facturer maintain a profitable position in a highly com- 
petitive market where price margins are extremely thin, 


The Andrew Terry Company, Terryville, Conn., man- 
ufacturer of Gedney Electrical Fittings, was faced with 
the problem of producing high-quality, malleable cast 
iron fittings at the lowest possible price. Most of the 
fittings are machined, either tapped or die-threaded, to 
permit electricians to make fast on-the-job assembly 
with conduit, such as Republic Rigid Conduit. 


In an attempt to keep costs down, ordinary pig iron 
was used in the cupola mix. This often resulted in poros- 
ity due to excessive shrinkage and open grain structure. 
Further difficulty was encountered during threading of 
the fittings. Hard spots in the castings cut the tool life 
of taps and dies to about 65% of expectancy. 


Then, The Terry Company switched to Chateaugay 
Pig Iron with these distinct advantages as the result: 
(1) Tough, sound castings accurate to patterns and 
shapes having relatively thin wall sections. (2) A fine, 
uniform grain structure that provides better machina- 
bility. So much better that tool life has been increased 
35%. (3) High tensile strength with resistance to heavy 
impact. (4) Excellent ductility. 


These and other advantages of Chateaugay, the low- 
phosphorus, copper-free Pig Iron, can be applied to 
your production. A Republic Pig Iron Metallurgist will 
give you the complete facts. His service is confidential 
and without obligation. Just send the coupon. 


STEEL 


and Steck Produce 


INCREASE LIFTING EFFICIENCY 
in your foundry operation 
with Republic Chain Slings. 
Available in Alloy Steel, High 
Test Steel and Wrought Iron, 
each chain sling is designed, 
tested and warranted for 
the highest degree of safety. 
Because each type has a 
specific use, we recommend 
talking over your require- 
ments with a Republic Chain 
Engineer. Or send coupon 
for literature. 








INCREASE HANDLING EFFICIENCY with Republic Materials Handling 
Equipment. Here, PB-120-T Box and Skid Units, equipped for tiering, 
provide ready accessibility to finished castings . . . permit visible 
identification and accurate inventories. Republic Materials Handling 
Specialists will help you design units for your specific needs. Write 
for Catalog on the complete line. 


padi a a nine 8S 
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INCREASE STORING EFFICIENCY of patterns and dies with Republic 
Wedge-Lock Steel Shelving. Specifically designed for high stacking 
of enormous weights, joints actually get tighter as weight increases. 
There’s no distortion or instability. Wedge-Lock is completely flexible 
to meet changing space requirements. Send coupon for literature. 
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> : 
Husiness 


Machines Division, 


Electronics Corp. of America, 
has announced its new 
efile Series F, an integrated 
ctronic business machine de- 
ed to simplify inventory and 
ial control, production re- 
ents planning, production 


production control, 


Hoston., 


uling, 
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Che Colitho Division, Columbia 
Ribbon & Carbon Mfg. Co., Inc., 
Glen Cove, N.Y., has added a low- 

ensitized, acetate plate to its 
‘ffset duplicating supplies. 
as Colitho #6000 Sensi- 
Negative Acetate Plate, it 
ommended for high quality 
york. Quality half-tone work 
lso be done on shorter runs. 
lates come wrapped in foil 
packages of 50 plates each; 
ackages per box. All popu- 
iplicating sizes and punch- 
re available. 
No. 61 on Inquiry Card—Page 17 


A new line of high quality 
boxed rag papers for office use 
has been introduced by Ditto, 
Inc., Chicago. The line includes 
two basic grades: Lincolnwood 
Bond, a 100% rag paper available 
in 20 and 16 lb. weights; and 
Evanston Bond, a 25% rag paper 
available in 20, 16 and 9 (onion 
skin) lb. weights. 
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An electronic memory system 
which reduces the content of 1600 
conventional file cabinet drawers 
to less than 3 cu. ft. of space has 
been announced by Underwood 
Corp., New York. Called the El- 
ecom File Processor, in addition 
to filing and remembering, it feeds 
desired information via magnetic 
tape to a companion electronic 
computer. Two units, which 
are to be sold or leased together 
or separately, are known as the 
Elecom 125 System. 
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Duplex 
automatic writing machine cable- 
connected to a motorized tape 
reader has been developed by 
Commercial Controls Corp., Ro- 
chester, N.Y. The unit, controlled 
entirely by punched paper tape, 


A new Flexowriter 


types personalized letters, in- 
voices, orders and other docu- 
ments at the rate of 100 words per 
minute. 
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Removable and interchangeable 
typewriter type is featured on the 
11956 standard typewriter of Rem- 
ington Rand, Division of Sperry 
Rand Corp., New York. Other 
features are an expanded 44- 
character keyboard. The four 
extra characters are section and 
paragraph marks, a plus sign and 
an equal sign. The typewriters 
come in six colors—desert sage, 
lime light, mist green, honey 
beige, white sand and French 
gray. 
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Mlemington. Flarnd. 


BETTER BUSINESS METHODS 
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Through Lower 


Profits 
Costs 


Greater 








NEW INTERCHANGEABLE TYPEWRITER TYPE 
PERMITS TYPIST TO CONVERT REGULAR 
TYPEWRITER FOR SPECIALIZED JOBS 


No need for a special typewriter or 
to have reports messed up with 
written-in figures. One typewriter 
will turn out any type of material 
using special symbols or figures in 
addition to regular day-by-day typ- 
ing. Remington Rand’s new Inter- 
changeable Typewriter Type, avail- 
able on Remington Electric and 





Standard Typewriters, makes it pos- 
sible. And the typist makes the 
change herself ...at her desk... in 
seconds. 

Perfect too, when used for dupli- 
cating processes using Plastiplates, 
etc. Typed material is consistent 
and always perfectly aligned. Type 
changes can be made while plates or 
paper are in the typewriter. 

Special Multiple Letter Keys are 
available as Interchangeable Type- 
writer type selections. These keys 
save time and effort by permitting 
the typist to press one key instead 
of three (plus shift key in many 
cases) for frequently used abbrevi- 
ations such as Gro, Doz, C/R, D/R, 
etc., and for days and months, i.e., 
SAT, JAN. 

Ideal for Accounting, Research 
and Statistical departments, the 
benefits are endless. For complete 
story, read R8794 offered in coupon. 


Remington Electrics 
Help Turn Out 75% 
More Purchase Orders 


So reports J. J. Nelsen, Purchasing 
Agent for Southwest Airmotive 
Company of Dallas, Texas. In addi- 
tion to the increased number of 
purchase orders, Mr. Nelsen also re- 
ports 50% more inserts, 40% more 
information on each, clearer copies, 
fewer errors and less machine main- 
tenance. For the story on how the 
Remington Electric can help you in- 
crease production, circle CR914 on 
the coupon. 





New! Color Matched 
Desks and Typewriters ! 


Remington Standard, Electric and 
Noiseless Typewriters are now 
available in six beautiful new shades 
to blend with even the most subtle 
of office settings and color schemes. 
The new line of Remington Rand 
“Aristocrat” desks and office furni- 
ture offers three colors that match 
or harmonize with the typewriter 
hues. Send for folders RE8764 and 
F F187 in coupon. 


Remington. Prand 
DIVISION OF SPERRY RAND CORPORATION 


Room 1678, 315 Fourth Ave., New York 10 


Kindly circle literature desired 
R8794 CR914 RE8764 FF187 





Title 





Firm 





Address 





City. Zone State 
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Notice the curved lines of this desk, 
bringing more of the work area 
available to the occupant with less 
lateral motion. Treatment of legs 
und pedestal goes along with mod- 
rn “airy” trend. Contrasting color 
of top and bottom is important. 


. IS becoming increasingly evi- 
nt that the office furniture in- 
try is going through a definite 
nsitional period—a break from 
traditional influence of design 
| manufacture. As a matter of 
the recent National Office 
Furniture Association exhibits in 
Louis were prime examples of 
new freedom of design in the 
fice furniture field. 
For the purchasing agent, or the 
rniture buyer, the trend poses 
any unfamiliar problems. Prim- 
:rily, it leaves the buyer with only 
two basic choices. Either he must 
become a relative expert in decor- 
ting and furniture design, or he 
ust rely on the advice of special 
onsultants. In either case, it no 
nger boils down to the idea that 
, desk is just a desk, or a chair 
just a chair. Today, it is a com- 
pletely integrated office—from the 
drapes right on through the furni- 
ture and down to the floor cover- 
ing. 
To understand the size of the 





Here is a modern, all-purpose work 
station. This could just as easily 
be in a reception area as in a 
supervisor’s office. Work area has 
been divided into job values, call- 
ing for minimum of motion on the 
part of the worker. 





While this area of model office 
would look well in many homes, 
it is specifically designed for an 
executive office. Each piece has been 
carefully selected to blend with the 
others and to create a particular 
atmosphere in the office. 


In Office Furniture 


Design Trends Of Modern Office Furniture Indicates Growing 


Need For Specialized Buying 


problem it might be wise to view 
the impressions created by attend- 
ing the NOFA show. For here, in 
one mammoth exhibit, the nation’s 
leading furniture manufacturers 
and distributors showed their 
prize pieces. 

As might be expected, the most 
important changes in furniture 
design are most apparent in items 
in the executive or supervisory 
classifications. However, in so 
called standard items, the basic 
designs follow along last year’s 
trend—modular units. This does 
not mean that the traditional 
standard desk has been aban- 
doned. On the contrary, standard 
furniture design is being re- 
worked, to some degree, to take 
advantage of the increasing popu- 
larity of the modular design. 

One particularly noteworthy 
development in the _ standard 
lines is the return to wood and/or 
“wood grained” tops. Several 


manufacturers showed standard 
desks with tops made of plastics, 





linoleum, etc., that had a definite 
wood-like finish. This idea was 
carried through even in cases 
where thie frame and sides of the 
desk were metal. 

Of greater importance is the 
attention being paid to methods 
of file-drawer suspension, in the 
standard desks, and the variety 
of drawer combinations avail- 
able. In other words, like so 
much of modern industry, even 
the desk is being made for spe- 
cialized applications. The reason- 
ing behind it is definitely sound. 
Having a desk with the proper 
storage and working facilities 
makes the work station far more 
efficient, and also avoids a gen- 
erally sloppy appearance through- 
out the office. 

Color, in standard items, is 
rather limited to grays and 
greens. A few pastel shades have 
crept into some manufacturers’ 
lines, but until color in the office 
becomes more common, neutral 
shades will generally prevail. 
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This is a conference-type desk, yet combined with credenzas and 
shelving it forms a valuable modular work station. Notice the use 










































of a special lighting fixture to add to the beauty of the office as well 


Thus, in a general evaluation, 
standard lines show only minor 
changes in design from previous 
years—modular units and mod- 
ular designs having the strong- 
est influence. Color, which has 
begun to affect office machine de- 
sign has not yet had a strong 
effect on the standard furniture 
field. 

In contrast to this is the explo- 
sive impact of furniture design for 
the executive, or supervisory 
personnel with private offices. In 
this field, the traditional massive 
executive desk has pretty nearly 
gone by the boards. In its stead 
has been developed the executive 
conference desk and work area. 

For the lesser executive, or 
supervisor, a basic design trend 
accenting freedom of lines and 
“airiness” is predominant. Be- 
cause of this, purchasing furni- 
ture in these categories becomes 
extremely difficult. There are so 
many sizes, shapes, colors and 
finishes to choose from that it is 
virtually impossible to catalog 
the equipment by type or job 
designation. 

An additional factor, in both 
executive and supervisory furni- 
ture, is the advent of the two- 
tone desk. That is, in some 
models, a recessed front panel 
over the desk well is available in 
color. Therefore, it is possible to 
have a neutral tone desk with a 
vivid red front panel for contrast 
and decorative value. 

In most cases, while the ac- 
tual furniture design is American, 
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as provide high-level lighting at the most important point. 


one cannot overlook the influ- 
ence of modern Swedish and 
Danish design. Actually, the de- 
sign is basically a marriage of the 
European design with American 
practicality. This is most com- 
monly seen in the broad, free- 
swept, overhanging tops, sus- 
pended pedestals, and sturdier 
looking legs. An additional identi- 
fying mark seems to be the in- 
creased use of turned brass foot- 
ings for legs. In many cases, ad- 
ditional contrast in color is pos- 
sible by using bronze or alumi- 
num footings to accent the color 
texture of the leg material iself. 

As for seating, this field, too, has 
developed strongly, although its 
trends have been more gradual 
over a long period of years. 

In clerical seating, more and 
more attention is being paid to 
comfort, to avoid work-slowing fa- 
tigue. In most cases, clerical 
chairs are more easily adjusted 
to the individual requirements of 
the user. Plastics and synthetic 
fabrics are being more commonly 
used, and as a result, color is of 
a much broader range than ap- 
pears in the general office desks, 
as mentioned. What the ultimate 
influence will be is anybody’s 
guess. 

Once beyond the clerical stage, 
seating, like desk design, becomes 
far more varied in design. How- 
ever, the old idea of massiveness 
has again been apparently aban- 
doned. Most executive chairs, 
while considerably larger than 
clerical models, are lighter in 


weight and appearance. Here, too, 
a strong accent has been placed 
on comfort. 

However, whereas the clerical 
chair is aimed at being comfort- 
able in only the most common 
working position, the executive 
chair is being designed for com- 
fort in many positions. Realizing 
the variety of an executive's job, 
conferences, paperwork, dictation, 
etc., the movable parts of the 
chair (back, seat tilt, etc.) are 
less rigid so that the seat more 
readily assumes the most relaxed 
position for the occupant. 


Executive Chairs 


Fabrics and color are the big 
points in executive chairs. Al- 
most any texture, pattern or color 
can be obtained. And, the design 
motif of the personal chair is 
readily carried through to the 
additional furniture throughout 
the man’s office. 

Because of the pronounced in- 
flux of individual design and 
color in the furniture field, the 
so-called integrated private office 
is becoming more important. As 
the consultants might put it, it is 
an attempt to match the office 
and its furnishing with the per- 
sonality and work characteristics 
of the occupant. 

Thus, at the show for instance, 
many model offices completely 
furnished, from lights to carpets, 
were used to demonstrate that 
today’s office is more than a 
hodge-podge collection of furni- 
ture. 

What all this means to the 
purchasing agent is a complete 
re-appraisal of furniture buying 
techniques. As far as adding 
items to well established offices 
is concerned, the problem is not 
too great—requiring only com- 
mon sense and the usual analyti- 
cal purchasing approach. 

But, when it comes to outfitting 
a new office, or a redesigned one, 
the problem becomes quite broad. 
Instead of applying price, quality 
and service principles to a num- 
ber of limited designs, it more 
nearly approaches the problems 
of buying a living room suite for 
the home. What style? What 
color? What fabric? 

In a way, the buying of office 
furniture is aproaching a special- 
ized stage. 
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MODEL 444 DESK SET 
for general office and 
public counter use. 








MODEL 4410 DESK SET 
colored Permalite bases 
for that ‘‘important”’ look. 







MODEL 4430 DESK SET 
onyx or Carrara bases 
that say, ‘‘boss man”. 


neady to wule 


The Esterbrook Desk Pen fills itself instantly—every time 
you return the pen to its socket. The base holds 40 times more 
ink than an ordinary fountain pen. Needs no attention for 
months on end. Try one on your desk for 30 days. Your 
money refunded if you are not completely satisfied. 


CHOOSE THE RIGHT POINT FOR THE WAY YOU 
sag WRITE — BY NUMBER. More than 30 point styles. 
¥ 





THREAD THE POINT OF YOUR CHOICE INTO THE BARREL 





THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East, Toronto 


COPYRIGHT 1956, THE ESTERBROOK PEN COMPANY 
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Arnot-Jamestown Division, Aet- 
na Steel Products Corp., New 
York, has issued a brochure en- 
titled “A New Way of Life in the 
Office,” showcasing Arnot Parti- 
tion-ette and furniture compo- 
nents. Copies of the catalog (AF- 
112) are available from the com- 
pany at 730 Fifth Ave. 

Circle No. 66 on Inquiry Card—Page 17 





A brochure on offset duplicat- 
ing has been announced by A. B. 
Dick Co., Chicago. Called “Off- 
set Duplicating Gets the Green 
Light,” it explains the principles 
and uses of the offset process and 
describes the features of the new 
A. B. Dick model 350 duplicator. 
It is available on request to the 
company at 5700 W. Touhy Ave. 
Circle No. 67 on Inquiry Card—Page 17 


Two newly-designed lines of 
“fan coil” air conditioning units 
featuring flexibility and economy 
of installation have been an- 
nounced by Carrier Corp., Syra- 
cuse, N.Y. The units use remote 
sources of refrigeration and heat, 
permitting individual zone control 
of temperature the year around. . 
They are trade-named Room 
Weathermaker and Unit Weather- 
maker. They are available in cool- 
ing capacities for % ton to 1% 
tons and air-handling capacities 
from 200 to 600 cu. ft. per minute. 
No ductwork is needed to bring 
cooling: from the central source. 
Circle No. 68 on Inquiry Card—Page 17 
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It Is A Reflection of personal- 
ity .. . tangible evidence of taste, 
company background and way 
of doing business. 

Recognizing the importance of 
a good office, those who planned 
it gave careful thought .. . fine 
equipment of course, by Secur- 
ity, plus those details of arrange- 
ment which insure efficiency and 
pleasant working conditions. 


SEND TODAY, on your let- 
terhead, for a folder in full 
color showing the 4 superb 
lines—Crestline—T.D. Series 
—4 Leg Line—Versa Line— 
and the Security Plan Rule 
which will help you greatly, 
in doing a fine new office or 
rearranging now, for greater 
efficiency and satisfaction. 


p----------- 


In developing a better office 
the Security Plan Rule is invalu- 
able. 


genious device helps you get on 


For this simple, but in- 


paper, each necessary detail, 
even down to the space for “‘door- 
swing.’ We shall be glad to send 
you a Plan Rule . 
with complete illustrated bro- 
‘chure in color . 


together 


. if requested 
on your letterhead. 


525 Middlesex Road, Avenel, New Jersey 


Plan Rule. 


Name 





Company 


SECURITY STEEL EQUIPMENT CORPORATION 


Please send me your full color brochure and your Office 








Address 
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The Conference / by Ken Riley 


“Gentlemen, I have their letter here...” 


In a few moments that letter will be passed around to a quality product. Gilbert papers lend authority to 
the members of the board. Let’s hope it makes the any written message with their crisp feel, snap, un- 
proper impression, for here is where the big buying matched brightness and rich cockle finish. It is the 
decisions are made. carefully selected new cotton fibres used in the manu- 

Actually, it could be your letter on your letterhead facture of Gilbert papers that make these qualities 

. on your choice of paper. A Gilbert Quality Bond possible. Be sure your letterhead does a forceful sell- 
Paper would go a long way toward telling these men ing job for your product or service. Ask your print- 
that your company is efficient, businesslike and makes ing supplier about Gilbert Quality Papers. 


Gilbert Quality Papers GILBERT 


PAPER COMPANY 


Gilbert Bond, Resource Bond, Radiance Bond, Lancaster Bond 


LETTER 1S ALWAYS BETTER / WRITTEN ON A GILBERT BOND CG=s 


wENASHA, qisconst® 
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Long awaited... 


On the next two pages appears an announce- 
ment of a new plastic—a molding material 
with a unique combination of properties 
that answers a long-felt need of industry. 
You may be among those who have long 


wished that such a material existed. Or you 


= ass a e  ™”™—SSSS—~—~—“‘i‘i‘“‘“‘C:S:; ;]2]©7 St=C=Sti‘i‘iti‘(C;‘:O 


may be stimulated by this remarkable new 


material to think along entirely new lines. 


Now, here it Is... 


ey 
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NOW AVAILABLE-—two compounds so heat resistant 
that products molded from them show no distortion 
after repeated, extended immersion in boiling water. 


1, CYMAC 400 Polymethylstyrene — offers unusual 
heat resistance plus all the desirable properties of poly- 
styrene, including excellent electrical properties, clarity. 
luster, and unlimited range of transparent and opaque 
colors. 


2. CYMAC 201 Methylstyrene-Acrylonitrile Copoly- 


mer —offers better toughness, chemical and craze resist- 
ance than CYMAC 400—plus heat resistance, clarity, 





Announcing New Thermoplastic 
~ Molding Compounds...CYMAC 


—based on Methylstyrene Monomer 


Methylt — 
Styrene 
Molding’ 


Compounds 








luster, and wide color range. 


Both of these new molding compounds provide the 
added value of remarkable heat resistance at costs no 
greater than competitive materials. 


These new methylstyrene thermoplastics are made pos- 
sible by revolutionary new processes deyeloped by 
Cyanamid. They will help you upgrade existing molded 
products, and find new applications in consumer and 
industrial fields. 


Turn opportunity into reality NOW. Write or call 
today for complete information and samples. 





— no i 
— CYANAMID 





PLASTICS AND RESINS DIVISION 








For automotive parts 











For fan blades 














For business machine 
housings and parts 





AMERICAN CYANAMID COMPANY 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


In Canada: North American Cyanamid Limited, Toronto and Montreal 





For radio cabinets 


~ -_-; 


i For refrigerator parts 








For pen barrels 

















For wall tiles 
... and hundreds of other products 


CYMAC thermoplastics will be featured in Cyanamid’s exhibit at the 7th National 
Plastics Exposition, June 11-15, which will be held in the New York City Coliseum. 
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Science and 


association 


Halls 


nanagement people from 

the business concerns in 

fouston area attended the 

A} neeting of the Purchasing 

Agents Association of Houston. 

eting started with a panel 

on “Profits through 

which evoked a great 
nterest. 

tinguished speaker was 

for the occasion—“‘Bosses 

James E. Webb, president 

ector of Republic Supply 


Comp: y, Oklahoma City, Okla- 


“Frontiers of 
Future of the 


ke on 
the 


James E. Webb (below), president 
and director of Republic Supply 
Co. was the principal speaker at the 
April meeting of the Houston Assn. 


“You are in the business of 
buying new ideas and new con- 
cepts, as well as new supplies and 
equipment,” he told the group. 
“Behind the power of new scien- 
tific knowledge, lies a long his- 
tory of human.curiosity and hard 
work; first in the useful arts, later 
in natural philosophy and, for the 
past hundred years in ever-ex- 
panding basic and applied re- 
search.” 

Mr. Webb went on to describe 
the work being done by the 
Frontiers of Science Foundation 
of Oklahoma, of which he is pres- 
ident, and how through coopera- 


AMM 


Top Management Attends Houston Meeting 


tion with industry and education 


many forward steps are being 
taken. In concluding, Mr. Webb 
said, “I offer it as one practical 


way that one state has approached 
the problem of finding an area 
of interest on which all parts of 
the community could unite and 
work together. People are saying 
in Oklahoma that ‘the run’ was 
made to open up the land and to 
pioneer in the opening of the west. 
They are saying that “the new 
run” into our second fifty years 
will be into the realm of the 
frontiers of science. Most impor- 
(Please turn to page 190) 


Panel discussion leaders included (left to right) F. G. Eggleston, Pure Oil 
Company; James E. Webb, Republic Supply Company; R. C. Marr (Modera- 
tor), Baroid Division, National Lead Co.; F. T. Fendley, Humble Oil & Re- 


fining Co.; R. J. Hood, Republic Supply Co.; J. F. Forian, Gulf Brewing Co. 
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“They 
Bought 


GOULD 


~~ cK 
IN SA 
i 


BATTERIES’’ 


You'll have no regrets if you standardize on Gould Research-Built 
Batteries. As a matter of fact, youll be mighty glad you did. 

These advance-design batteries are tested and proved in Gould’s 
own research laboratory and pilot plant before they go into 

factory production. That’s why Gould Batteries have earned an 
enviable reputation for exceptional performance and long, 
trouble-free service life. 








Gould’s Field Engineering Service—finest in the industry—helps you 
keep your Gould batteries working at top capacity . . . adds months 
to their normal life. Get more power per dollar—with GOULD! 






America’s Finest! 
GOULD 
Industrial Truck Batteries 







Always Use Gould-National Automobile 


Bass G 0 U L D 


TUTTLE auch EEL, CULT eee ee Pl 








GOULD-NATIONAL BATTERIES, INC 


“BETTER BATTERIES THROUGH RESEARCH” 








Trenton 7, N. J. 





©1956 Gould-National Batteries, Inc. 
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ais 


[he District Three Council, at the recent 
Spring Meeting, voted to give the Brueggman 
Award to A. W. Soell, president of the National 
Association of Purchasing Agents. The time and 

of the presentation has not been set. 
ne meeting was held in Moline, Illinois and 
; the first to be held in the Quad-Cities. Basil 
Yelson of the Twin-Cities Association was ap- 
pointed as District Three vice-president to suc- 
ceed Walter Armstrong. 

After a discussion of national affairs, local as- 
sociation by-laws and the need for locals to have 

same fiscal year as the national, reports were 

eived from national committee chairman. L. 
Ansley offered the meeting a very informative 

forum discussion on education instead of 
adhering to a formal report. Harold Wright sub- 
nitted a report of the Standardization Committee 
ork. The idea was brought forth that the Dis- 

t would issue a list of speakers on this subject 
hat they would be known to the local associa- 


nN 


[he St. Louis and Ozark Associations offered 
(Please turn to page 190) 











District Three Selects 
“Al” Soell for Award 





Tri-City Hosts to meeting were: (seated) W. M. 
Davis (left) and W. H. Rodgers. Standing (left to 
right) are F. W. Macy, R. G. Neville and Manley Hult. 


National Directors of District 3 
at annual meeting. Left to right: 
(seated) J. J. Ritterskamp, Jr.; 
G. C. Minehart; W. H. Rodgers; 
W. H. Armstrong; F. Begg; and 
R. L. Krueger. Standing are G. R. 
Barcus; L. V. Blinn; A. T. Wood- 
ward; H. J. Jungbluth; F. J. Mor- 
lock and W. W. Webster. 


Photos by Bob Lyon, Pioneer Central Division 
of Bendix Aviation Corp., Davenport 
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Why should you use valuable floor 
space to make parts like these? 


FERRULES 


for desk and 
chair legs, pipes, 
tool handles, 
cutlery handles 
and pencils, etc. 





STAMPED 
PARTS 


of every de- 
ing washers of 


heavy or light 
metal 





The American Brass Company has 
specialized equipment, such as high- 
speed multiple-plunger presses, for the 
economical production of parts like 
these for industry. It has thousands of 
stock tools which may save costly tool 
charges—tools and techniques devel- 
oped over a century of service to manu- 


scription, includ- 


EYELETS 


for all types of 
industrial fasten- 
ing applications 





SCREW 
SHELLS 


for lamps, tubes, 
all electrical 
applications 





can be furnished in copper, brass, 
bronze, nickel silver, nickel, iron, stain- 
less steel, steel, and aluminum —in a 
wide variety of finishes. 

Standard products: For a selection of 
more than 1000 eyelets of common 
sizes and styles, as well as eyelets kept 


GROMMETS 
AND 
WASHERS 


standard sizes in 
stock for canvas 
and fabric hard- 
ware and other 
uses 





DEEP 
DRAWN 
PARTS 


cups and shells 
of all types, 
finished or 
unfinished 





in stock, write for Catalog BG-1. 

Special products: Just send a sample, 
drawing, or description, together with 
quantity and other pertinent informa- 
tion. Address: The American Brass 
Company, Waterbury Brass Goods 
Division, Waterbury 20, Conn. 5663 





facturers. 


® MULTIPLE-PLUNGER 
Your choice of metal: Parts like these ANACONDA PRESS PRODUCTS 
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Heres a rugged palr 
readly to be teamed up for a tough job 


ror utmost value on any piping job insist on 


RG 


% Guaranteed to meet all American Codes and Standards 


Welding Fittings 
and | 





%* Backed by 55 years’ experience 
*% Engineered for unvarying accuracy 


% Forged for maximum strength and stamina 


% Available in every size, type, thickness, pressure 
rating and material 


To be sure... ttn to laylor forge 
... TRADITIONALLY DEPENDABLE 





Taylor Forge & Pipe Works 


General Offices and Works: P. O. Box 485, Chicago 90, Illinois 


Plants at: Carnegie, Pa.; Gary, Ind.; Houston, Texas; Fontana, Calif. 

Hamilton, Ont., Canada. 

District Sales Offices: New York, Philadelphia, Pittsburgh, Atlanta, Chicago, Houston, 
Tulsa, Los Angeles, San Francisco, Toronto, Calgary. 


PATRONIZE YOUR NEARBY TAYLOR FORGE DISTRIBUTOR 


He carries a full stock of Taylor Forge Welding Fittings and Forged 
Flanges and can supply your needs promptly. He’s a good man to know 
for he understands piping and through him you have available the services 
of Taylor Forge engineers for help and advice on any piping problem, 


Forged Flanges — 





# 
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Reduce Wear on Air-Equipment 
with Norgren Air Line Filters 


.. Remove Abrasive Dirt and Corrosive Moisture 


New Sizes of Automatic-Drain 
Filters Added te Norgren Line f 


Automatic-drain filters for use with 4” 
and 1” air lines are now being manufactured 
by Norgren in addition to their present 
models for use with %", %” and %” air 
lines. Three filter elements are available— 
of 74, 64, and 25 microns. : 

Norgren Automatic-Drain Air Line Filters 
filter oj!, corrosive moisture, abrasive pipe 
scale, rust and other solids from compressed 
air. A float controlled, pilot operated drain 
mechanism, operating under constant or 
fluctuating line pressures with or without 
air flow, automatically drains collected 





liquids. For trouble-free operation and Series 11,200 
reduced wear, the solids are prevented from Pipe duns %",%",1 


entering the drain mechanism. 


New Metal Bowl Filter 
for higher temperatures 
and pressures 


_ A new model replaceable metal bowl 
air line filter has been added to the Norgren 
line. The metal bowl allows the filter to be 
ised at temperatures from —40° to 300° F. 
and at pressures ranging up to 250 psi. 

These filters are designed to create a 
strong centrifugal force that “wrings” a high 
percentage of moisture and oil from the air. 
A baffle traps liquids and solids in the Quiet 
Zone in the bottom of the bowl and prevents 





them from re-entering the air line. Three ‘Series 12,200N 
filter elements are available—of 74, 64, and %", %" Pipe Sizes 
25 microns. 


New, Better,Low Cost Filter 


Norgren is now manufacturing a new, 
low cost filter for applications where the 
removal of solids from the air is of primary 
importance, The replaceable bowl can easily 
be removed for cleaning or it can quickly be 
replaced if accidently damaged in use. 

The filter part of the unit, a reinforced 
200 mesh Monel wire screen or sintered 
metal filters of 64 and 25 microns, is easily 
removed for cleaning without removing the 
entire unit from the air line. There are no 
moving parts to wear out and the filter 
functions with a minimum of pressure drop. Series 30AD 

¥%,", ¥," Pipe Sizes 





There is a Norgren AIR LINE FILTER for every air line need. 


For complete information about Norgren 
Air Line Filters, phone your nearby 
Norgren Representative listed in your 
telephone directory—or WRITE FOR NEW 
No. 700 CATALOG. 





1414 So. Elati, Englewood, Colo. 
PRESSURE REGULATORS © AIR LINE FILTERS * LUBRICATORS ° AIR CONTROL VALVES 
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District Three Meeting 
(Continued from page 186) 


to act as hosts for the fall council 
meeting. It was decided that the 
fall meeting would be held at the 
Ozark Association on October 5, 
1956. 





Other officials attending were: 
(seated) Harold Wright (left) and 
Robert Krueger. Standing (left to 
right) are Len Ansley, Conrad 
Dreiske, and Walter Armstrong. 


A resolution was passed that a 
vote of thanks be given Mr. Arm- 
strong for his outstanding work 
as District Three vice-president. 


Houston Association 


(Continued from page 184) 
tant of all, we have committed 
ourselves to a movement in sup- 
port of our schools and universi- 
ties and to support basic research 
as essential to our future.” 





Outgoing president, C. O. Brother- 
ton (left) presents “Outstanding 
Member of the Year Award” to 
F. L. Scott. 


Frank L. Scott, Baker Oil Tools, 
Inc. was awarded “Outstanding 
Member of the Year Award” for 
1955 by the association at the 
annual inaugural ball held re- 
cently at the Shamrock-Hilton 

(Please turn to page 196) 
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Miniature screws aid standardization of small devices 





Standard UNBRAKO miniature socket head cap screws are available in 
sizes #0, #1, #2 and #3, in heat treated alloy steel or stainless steel, at your 
authorized industrial distributor's. Standard lengths range from Y% to ¥% in. 



































reo -B- L = 
- 
HEAT-TREATED Le! 
/ =a 2 ====== me 4 
ALLOY STEEL 2 — - - 
l ooo —t 
Class 3 Fit Standard 
Recommended Installation 
Diameter Threads per Inch Torque in Inch-Pounds Weight per 1000 
NC NF Length NC NF in Pounds 
A .104 80 Ye 2.0 .152 
#0 B .060 80 He 2.0 .182 
D .060 80 Yo 2.0 .210 
F .050 80 Ye 2.0 .265 
A .118 72 Ye 3.5 .27 
#1 B .073 72 Ye 3.5 32 
D .073 72 Ye 3.5 37 
F .050 72 Ye 3.5 47 
A .140 56 He 6.0 42 
#) B 086 56 “ 6.0 50 
D 086 56 % 6.0 8 
Pr i/16. 56 Yr 6.0 70 
A .161 48 Ve 8.5 59 
#3 B .099 48 “ 8.5 70 
D .099 48 ¥% 8.5 81 
F 5/64 48 Yr - 8.5 1.03 











Tiny close-tolerance 
Unbrako screws available 
in standard sizes 


New economies in the design of space- 
saving miniature equipment are pos- 
sible with these UNBRAKO miniature 
socket head cap screws. Manufactured 
to timepiece precision, available local- 
ly, they save the costly necessity of de- 
signing special screws to fasten tiny 
parts in compact units. They’re ideal 
for use in typewriters, calculators and 
computers, servomechanisms, elec- 
tric and electronic equipment—and in 
countless other small, intricate devices 
where maximum reduction in bulk 
and weight is required with no sacri- 
fice in strength of individual com- 
ponents or assemblies. 

Fingers grip the knurled heads on 
these tiny screws positively for easy 
handling and fast assembly. Uniform 
hex sockets assure maximum wrench- 
ing torque. Controlled fillets under 
the heads prevent shearing of the 
heads. Threads are fully formed for 
maximum strength and exact fit. Ex- 
tremely accurate head diameters per- 
mit their use in countersunk holes, 
saving weight by reducing the length 
of the screw required and making 
flush designs possible. 

These standard UNBRAKO miniature 
screws are available at your author- 
ized industrial distributor’s. See him 
today. Or write us for Bulletin 2055 
and samples. Unbrako Socket Screw 
Division, STANDARD PRESSED STEEL 
Co., Jenkintown 31, Pa. 


Standard Screws are threaded 
to the head. Special materials, 
lengths, and threaded lengths 
are available. One “High-Titan” 
UnsBrRAKO hex key is included with 
each package of 100 screws. 


—nAA 
BRA 


® 


Se 
SOCKET SCREW DIVISION 


STANDARD PRESSED STEEL CO. 
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New York Association Holds 


Management Workshop 


What the newest management 
techniques are and how they can 
be applied to improve purchasing 

is the theme of a “Management 
Workshop for Purchasing Execu- 

” presented last month by 
the Purchasing Agents Associa- 
yn of New York. 

The three-day session, held at 
Hotel Roosevelt April 18-20, 
devoted to three major sub- 

ts—measuring performance, 
and development, and 
ymmunication. With outstanding 
anagement authorities as lead- 
;, the 50 members attending the 
rkshop, studied experiences of 

companies in applying 
management _ techniques. 
[hey then explored ways and 
ans of adapting the new tech- 
jues to their own operations. 

The workshop was designed to 
participants the maximum 

pportunity to take a practical 

t in discussions. Group discus- 

ons, buzz sessions, role playing, 

e studies, and project sessions, 


training 


7 
ding 


An important 
point is made 
with the use of 
a blackboard at 
one session. 


were some of the methods used 
to bring about the fullest ex- 
change of ideas. 

Richard B. Johnson, training 
coordinator, The Port of New 
York Authority, was the work- 
shop director. Mr. Johnson is a 
widely experienced management 
expert, who has conducted a num- 
ber of management workshops 
for associations and_ industrial 




















Fred Schmitt, 
Merck & Coa., 
project director 
of a group listens 
attentively dur- 
ing discussion, 

















companies. For the past three 
years he has been a principal con- 
ference leader in the American 
Management Association’s four- 
week management course. Robert 
Purcell, who has held responsible 
purchasing posts with J. T. Baker 
Chemical Co. and American Cy- 
anamid Co. was the assistant 
director of the workshop. 

Among the prominent speakers 
whose talks keyed all-day discus- 
sions on various topics were Dr. 
Ernest Dale, associate professor 
at Business Administration Grad- 
uate Schools of New York Univer- 
sity and Cornell; Peter J. Clarke, 
purchasing agent for Rohm & Haas 
Company and chairman of the 
national committee on education, 
National Association of Purchas- 
ing Agents; Sherman R. Knapp, 
president of Connecticut Light & 
Power Co.; Dr. Robert P. Holston, 
vice president of the Institute for 
Communications Research, and 


(Please turn to page 196) 
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It Outth rows FE mM Al —/N THE LIMESTONE LEAGUE! 


JUBBER-ARMED PITCHERS are much more common in 
\ industry than in the big leagues. They are a spe- 
cial kind of conveyor belt that travels at high speed 
and throws, not curve balls or sliders. but a variety of 


bulk materials from one point to another. 


One such thrower. however. was a definite curve ball 
to its owners. It was used to bulk-load boxcars with 
hot. crushed limestone at the rate of 2500 tons per 
month. The trouble was no belt could stand up under 


the excessive dust. heat and abrasion for much more 


than two months. Finally they called in the G.T.M.— 
Goodyear Technical Man—who recommended a belt 
designed for the job. 


The G.T. M.’s belt served up 27,500 tons before retiring 
—threw more than five times as much limestone as 
previous belts. And it ran much truer—cut training 
and maintenance to the bone. How can the G.T. M. help 
you with your conveyor belt problem? You can 
contact him through your Goodyear Distributor or 
Goodyear, Industrial Products Div., Akron 16, Ohio. 


GOOD/YEAR 


THE GREATEST NAME IN RUBBER 








New Taylor 
Copper-Clad Laminates 


now available in production quantities 
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After months of research and experimentation, Taylor 
is now in production on two brand new copper-clad 
laminates that give you opportunity to realize—on a 
sound basis—the full potentials of printed circuit 
construction. 


Produced by an exclusive Taylor process that per- 
mits the use of readily available, high purity rolled 
copper, these laminates are supplied in two grades— 
XXXP-242 Copper-Clad, with a premium quality 
phenol paper base material; and GEC Copper-Clad, 
with a superior epoxy glass base material. 


Taylor makes both of these copper-clad laminates in 


sheets approximately 37 x 49 inches . . . in thicknesses 
from .015 to .25 inches . . . with copper on one or both 
sides. 


Whatever your experience with copper-clad laminates 
. .. whatever your ideas on the subject . . . it will be to 
your advantage to find out just what the new Taylor 
materials can do for you. Contact the nearest Taylor 
sales engineer . . . for more information or for your 
sample order. 


rAYLOR FIBRE CoO. Plants in Norristown, Pa. and La Verne, California 


Cleveland* Milwaukee* — St. Louis 
Do. 


Branch Offices 


tlanta Detroit* Philadelphia 
>ston* Indianapolis Rochester* 
hicago Los Angeles San Francisco* 


yton™ New York* Rockville, Conn. 





*Teletypewriter service at both plants and these branches. 


Grand Prairie, Texas 


f 


TAYLOR 


Laminated Plastics: 
Vulcanized Fibre: 
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NATIONAL LOCK COMPANY 
lockford, Illinois 


ee a a 
THE NATIONAL SCREW & MFG. CO. 

a ae LU 
ontinntinses Pibes B, Caltlereie 
OLIVER IRON & STEEL CORP. 
ittsburgh 3, Penn 


EE Ere ee 
PARKER-KALON DIVISION, GENERAL AMERICAN 
TRANSPORTATION CORP. : 
Clifton N. J. 


PHEOLL MANUFACTURING CO. 

nuinipmteimnntinmim age SQ, asks 

RELIANCE DIVISION, EATON 
MANUFACTURING CO. 
nieitinninneNNOn, Ohio 


ondon, Ontario 

REPUBLIC STEEL CORP. 
——_________Bolt & Nut Division, Cleveland 13, Ohio 
RING SCREW WORKS 
Van Dyke, Michigan 


P. L. ROBERTSON MFG. CO., LTD. 
spinnin, C., Goaake 

ROCKFORD SCREW PRODUCTS CO. 

‘ockford, Iilinois 


a 
RUSSELL, BURDSALL & WARD BOLT & NUT CO. 
Port Chester, N.Y 
Los Angeles 33, California 
Rock Falls, Illinois 


SOURCES READY TO SERVE YOU NOW! 


SCOVILL MANUFACTURING CO. 
Waterville Division, Waterville 48, Conn 
SEMS DIVISION, TEXTRON AMERICAN, INC. 
ea he Rockford, Illinois 
SHAKEPROOF DIVISION, ILLINOIS TOOL WORKS 
ee 
SOUTHINGTON HARDWARE MFG. CO. 
_xnpssusisiicenimasguantnniitingiattelannsessinaieiaiesninneI, ann 
STEEL CO. OF CANADA, LTD. 
ras Hamilton, Ont., Canada 
THOMPSON-BREMER & CO. 


TRIPLEX SCREW CO. 
WALES-BEECH CORP. 


AMERICAN SCREW COMPANY 
ee 
THE BLAKE & JOHNSON CO. 
——— Woterville 14, Connecticut 
BUTCHER & HART MFG. CO. 


CANADA ILLINOIS TOOLS LTD. 
ee 
CENTRAL SCREW COMPANY 


ne? le. 
——__ Keene, New Hampshire 


Chicago 22, Illinois 
Cleveland 9, Ohio 


‘ockford, Illinois 


Itoona, Penn. 


CLEVELAND CAP SCREW CO. 

SA SS - lL 
CONNECTICUT SCREW & RIVET CO., INC. 
—______________ Waterbury 20, Connecticut 
CONTINENTAL SCREW CO. 

lew Bedford, Mass. 
ECONOMY SCREW CORP. 

UL 
ELCO TOOL & SCREW CORPORATION 

neputinmeniinimmemmicaie, Cates 
FEDERAL SCREW WORKS 

etroit 10, Michigan 


Se ee 
GREAT LAKES SCREW CORPORATION 
coo=sssseneiinatiiattanieatneienpacntatan te Ti; Te 
H. M. HARPER CO. 
HARVEY HUBBELL, INC. 
idgeport 2, Connecticut 


A 
INDIANA METAL PRODUCTS DIVISION, TEXTRON 
AMERICAN, INC. 
Rochester, Indiana 


LAKE ERIE SCREW CORP. 
Cleveland 7, Ohio 


THE LAMSON & SESSIONS CO. 
a ee. 
MIDLAND SCREW CORP. 

Chicago 32, Illinois 


lorton Grove, Illinois 


evelopment of illinois Tool Works, Chicago 





NATIONAL 
Gc | P A N 
FEDERAL PAPER BOARD COMPANY, 


FOLDING BOX 


GALES OFFICES: CHRYSLER BUILDING, NEW YORK 17. N.Y.:; NEW HAVEN AND VERSAILLES, CONN.: BOGOTA, N.J.: 
BOSTON AND PALMER, MASS.; STEUBENVILLE, OHIO: PHILADELPHIA AND PITTSBURGH, PA. 


FOLDING BOX PLANTS: BOGOTA, N.J.: NEW HAVEN AND VERSAILLES. CONN : PALMER, MASS.; STEUBENVILLE, OHIO; PITTSBURGH, PA, 
PAPER BOARD MILLS: BOGOTA, N.2.: NEW HAVEN, MONTVILLE AND VERSAILLES. CONN.; KEADING. PA.: STEUBENVILLE. O.: WHITE HALL. MD, 
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Houston Association 
(Continued from page 190) 


Hotel. Charles O. Brotherton, 
outgoing president, presented the 
award to Mr. Scott. 

The citation which accompanied 
the award reads: “We honor him 
for his high sense of responsi- 
bility, personal integrity and out- 
standing ‘séfVite rendered the 
Houston Association and because 
of his loyal adherence to the prin- 
ciples and standards of purchas- 
ing practices as advocated by the 
National Association of Purchas- 
ing Agents. We of the Houston 
Association are proud to be asso- 
ciated with him.” 


Management Workshop 
Held By New York 
(Continued from page 192) 


Louis W. Lerda, manager, em- 
ployee communication division, 
Esso Standard Oil Company. 

Members of the P. A. A. N. Y. 
educational committee who 
planned and conducted the work- 
shop are George W. Baker (chair- 
man), John Bion, Richard Chapin, 
Carl De Prima, Gailon Fordyce, 
Phillips Hoyt, James McAleer, 
James McGeady, Fred Schmitt, 
and Walter Willets. 


Old Dominion PAs Meet 


In Richmond 


The annua] gpring meeting of 
the Old Dominion Purchasing 
Agents Agsociation was held 
April 20-2] in the Hotel John 
Marshall of Richmond, Virginia. 
The theme of the meeting was 
how to get “the most for your 
money.” 

First day speakers included E. 
Philip Kron of Eastman Kodak 
Co., discussing “Standardization 
in Purchasing”; Earl Silver of 
Reynolds Metals Co., leading a 
forum discussion on standardiza- 
tion, and Harry M. Meacham, 
district manager in Richmond for 
Dun & Bradstreet, Inc. 

An outlook for purchasing in 
1956 was given during the second 
day by T. I. Storrs, assistant 
vice-president of the Federal Re- 
serve Bank of Richmond. 
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Mr. Purchasing Man: 





to Pa. 
Allis-Chalmers” 


MOTORS - CONTROL 


When you look to Allis-Chalmers for a 
“packaged” drive, you get top product 
quality — plus engineering assistance — in 


DRIVES 


Price Books 


Is your A-C book up to date? Let us 
check it for you. 





Inventory Control 
one focus. A-C engineers are ready to help Other Helps There may be locally maintained 
all the way — from initial system design Available stocks that can cut your stock. 
to installation. from Standardization 


A-C engineers can help cut the num- 
ber of sizes used. 


Certified Service Factory Parts 


Factory-approved methods are 
available in all industrial centers. 


To bring more profits into sight, contact —_aitis.Chalmers 
your nearby A-C office or distributor, 
or write Allis-Chalmers, General Products 
Division, Milwaukee 1, Wisconsin. A-4914 


ALLIS-CHALMERS 
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COPPER, TIN, LEAD, ZINC BRONZES 


MONEL METAL 


NI -RESIST 


~ CENTRIFUGALLY CAST FOR 


PRESSURE SERVICE. This large 
sluice gate operating cylinder, 
assembled by precise shrink 
fit as shown here, will safely 
handle pressures up to 250 
psi. The Meehanite Metal cyl- 
inder housing, sleeved with a 
bronze liner 20” in diameter 
... are both centrifugally cast 
by Shenango for increased 
tensile strength and improved 
resistance to wear, stress and 
abrasion. For complete infor- 
mation on rough finished, 
semi-machined or precision- 
machined parts, ferrous or 
non-ferrous, write to: Shenan- 
go-Penn Mold Company, Cen- 
trifugal Castings Division, 
Dover, Ohio. 


CENTRIFUGAL 
CASTINGS 


ALUMINUM AND MANGANESE BRONZES 
MEEHANITE’ METAL ALLOY IRONS 
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Twin City Association 
Sponsors Purchasing 


Seminar 

The third annual Seminar for 
Purchasing Agents conducted by 
the University of Minnesota, with 
the cooperation of the Twin City 
Association of Purchasing Agents, 
was held at the University’s Cen- 
ter for Continuation Study, 
Minneapolis, on April 17th and 
18th. 

The two-day sessions were well 
attended, and active participation 
by the group was evidence of the 
high interest and practical val- 
ue of the program. 

Max Lorberbaum, vice presi- 
dent in charge of purchasing, 
Minneapolis Moline Company, and 
member of the N.A.P.A. Steel 
Committee, presided at the open- 
ing session on Tuesday morning. 
Richard Kozelka, Dean of the 
School of Business Administra- 
tion, and J. M. Nolte, Dean of 
the General Extension Division, 
welcomed the group on behalf of 
the University. 

This session was devoted to a 
searching. analysis of the steel 
situation. Speakers were A. M. 
Kennedy, Jr., General Manager 
of purchases and traffic, Wes- 

aghouse Electric Corporation, 
Pittsburgh, and Griswold A. 
Price, assistant vice president, 
Sales, United States Steel Corp- 
oration, Chicago. 

Basil L. Nelson, general super- 
intendent of purchasing and 
stores, Northern States Power 
Company, and vice president- 
elect of District 3, N.A.P.A., pre- 
sided at the Tuesday afternoon 
session. This was devoted to a 
discussion on “Evaluating the 
Purchasing Function”, led by 
Stuart F. Heinritz, editor of 
PurCHASING Magazine, New York. 

The Wednesday morning meet- 
ing featured a presentation of 
“Value Analysis” by E. S. Knut- 

(Please turn to page 200) 
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electric tools mean low initial cost, 
& ®_ low operating cost, more convenience, 
less noise...and they’re 
This Black & Decker 7” Standard Sander typifies 


2 ED 2 EE Go SS ot a a 7 
ro LAST! 
the power, speed and accuracy of all Black & 


Decker portable electric tools. It has 20% more __ wire brush, much faster and easier, make 
power to handle your toughest production jobs— __ the 7” Sander indispensable to your produc- 
20% less weight to greatly reduce operator fa- tion output! Your B&D distributor will 
tigue—spiral bevel gears to provide continuous, demonstrate any Black & Decker tool or 
smooth power—NEW type centrifugal fan to you can write for information to: THE 
air-cool the commutator. These outstanding fea- Brack & DEcKER Mre. Co., Dept. 1706 
tures coupled with its ability to sand, grind and Towson 4, Maryland. 





Look in the Yellow Pages Under 


P ‘ “Tools—Electric” 
Drills ¢ Screwdrivers ¢ Saws @ Hammers ¢ 


Vacuum Cleaners @ Black & Decker’s complete BE LAC K & D J C K E R 


line of portable electric tools—all Power-BuILT 
PORTABLE ELECTRIC TOOLS 


to do your jobs faster, better, easier! 





ae 


Service .... one of 42 Black & 
Decker factory service branches is lo- 
cated “next door’ to you. Staffed by 
experts to give fast, efficient service, 
genuine replacement parts. 








1 

r 

1 ° . 

We dont buy motors— we build them! 

2 The heart of your electric tool is the motor — 
completely built by Black & Decker! All the 

y power you need and then some—because each 

f motor is built for a specific tool and the job it 

must do! B&D motors stand up! 

f 
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Vour Best 


Inches Size 

Vig ae% 
Source Is YM 2ax24 

Y%, 36x36" & 





WN 


HERE’S WHY: You can 
order in quantity and in 
a wide variety of sizes— 
and be certain of complete 
uniformity throughout. 
Our strict density control 
assures you thoroughly 
non-porous Teflon— 


Thickness Nominal 


* Can be furnished 
in Ya sheets 


Other diameters 
on specification 


LTA QQ9 | 
(flOBs 













V4 48x 48" be... 





free from any flaws which 
might possibly affect 
your end use or product. 








Dimensions are accurate 
to your most critical 












: TYPICAL SIZES 
tolerances—no rejects, INCHES 
waste of material or loss 0. 0. ai 
% 4 

of time. You get product % % 

2 J 
purity—Tefion at its 7 : 
best in every one of i 1% 1 

y ns ” A 2%. 
remarkable characteristics. | 3. 1% TU BING 
Delivery is prompt—you , 
get the quantity you Characteristics of Teflon 
want when you want it. CHEMICAL Ba 
Since the availability of ELECTRICAL ; 
Teflon. ** ” Very high dielectric strength. 
eflon John Crane | Mra ilies ecuey tater. 
engineers have worked THERMAL 
with Industry to successfully 300" to +500° F. 
solve innumerable problems and MECHANICAL 
, ; a Strong, flexible, weather 
develop new applications. You can resistant. 
benefit from their } LOW COEFFICIENT OF FRICTION 
t f experience Pie -« Pre 


and know-how. 


Request full information and ask for our bulletin, The 
Best in Teflon. Crane Packing Co., 6465 Oakton St., 


Morton Grove, I[II., (Chicago Suburb). In 
Packing Co., Ltd., Hamilton, Ont. 


* DuPont Trademark 








Canada: Crane 





\\ WS CRANE PACKING COMPAN 
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News 





(Continued from page 198) 


son and M. A. Richards of the 
purchasing research department, 
Ford Motor Company, Dearborn, 
Michigan. John F. McLane, as- 


sistant director of purchases, 
Minneapolis Moline Company, 
and chairman of the Education 


Committee of the Twin City As- 
sociation, presided. 

On Wednesday afternoon, W. 
Evert Welch, director of procure- 
ment for the Aero Division, Min- 
neapolis- Honeywell Regulator 
Company, was moderator of a 
panel discussing ‘“Standardiza- 
tion for Small Industry.” Panel 
members’ included: Leonard 
Butters, purchasing agent, Union 
Steel Products Co., Albion, Mich.; 
S. Reed Hedges, manufacturing 
engineer, Minneapolis Moline 
Co.; M. R. Hendricks, director of 
purchases, William Brothers 
Boiler & Mfg. Co.; J. L. Leppla, 
purchase analyst, Aero Division 
of Minneapolis-Honeywell Regu- 
lator Co.; and H. F. Wehrwein, 
standards engineer, Continental 
Machines. 

Those attending the Seminar 
joined with members of the Twin 
City Association and management 
representatives of member com- 
panies for a joint dinner meeting 
at the Radisson Hotel on Wed- 
nesday evening. Guest of honor 
and speaker of the evening was 
Dean Kozelka. His topic was 
“The Economic Outlook.” 


Buffalo Double Feature 


The Purchasing Agents Asso- 
ciation of Buffalo had a double 
feature at its May meeting. The 
first part consisted of a tour of the 
Harrison Radiator plant in Lock- 
port, New York. 

The second part was the dinner 
meeting at which Martin W. Oet- 
tershagen, deputy administrator, 
St. Lawrence Seeway Develop- 
ment Corp. spoke on “The See- 
way.” . 


PURCHASING 











KeM Thermal Insulations 
help keep the world’s biggest “cat” purring 


It takes plenty of heat to crack 
petroleum. This king-size catalytic 
cracking plant (‘‘cat’’) works 24 
hours a day, seven days a week— 
with operating temperatures as high 
as 1500°F. K&M Thermal Insula- 
tions minimize heat loss and keep 
heat on the job here, just as they 
do in power plants, factories, and 
institutions the country over. 


K&M ‘Featherweight’, 85% 
Magnesia and Hy-Temp Insula- 
tions withstand moisture, vibration, 


frequent temperature changes. For 
efficiency to 1900°F., these insula- 
tions are applied in combination, 
with staggered joints. This eliminates 
heat loss that normally occurs in 
single-layer installations when 
expansion causes joints to open. 
*‘Featherweight”’ is efficient to 
600°F. when used solely. 


Plan your new plant with these 
heat-saving, cost-saving insulations 
in mind. Bring your present plant 
up to date with K&M Thermal 





The World's Largest Houdriflow, at the 
Sun Oil Company refinery, Marcus Hook, 
Pa., is 350 feet high. Lift piping to its 
reactor tank is insulated witha 
combination of K&M Hy-Temp andK&M 
“Featherweight” 85% Magnesia. 





Easily Applied, Hy-Temp and “‘Feather- 
weight”’ insulations quickly go on 14’ 
lift pipes high above ground. This huge 
catalytic petroleum cracking unit 
embodies some 214 miles of insulated 
piping. Insulation contractor: Armstrong 
Cork Company. 


Insulations. Contact your K&M dis- 
tributor, an experienced applicator, 
for full details. Or write directly 
to us. 


KEASBEY & MATTISON 


COMPANY «© AMBLER « PENNSYLVANIA 
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Calks prevent slipping off 
logs, but... 


40 steel diamonds 
drip every step on low cost 


AW. SUPER-DIAMOND 
ECONOMY ROLLED STEEL FLOOR PLATE 


Wherever slipping hazards exist, install A.W. Super-Diamond for 
maximum foot safety at economy price. Keys to Super-Diamond’s 
anti-slip protection are the raised diamond figures alternately 
spaced at right angles and correct distances for maximum friction 
from any angle of approach. 

A tough rolled steel floor plate, Super-Diamond can be fabri- 
cated with ordinary shop equipment. Use it structurally, as an 
overlay or as complete flooring. 

No other floor plate can match Super-Diamond’s safety, durability 

nd easy maintenance at so low a cost. 





EL FLOOR PLATE 


“The diamond in the rough . . . a gem of a flooring.” 
ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. 





For plants where oil, 
water and grease raise 
special problems of slip- 
ping accidents, we suggest 
a check on the special 
qualities of A.W. ALGRIP 
... the world’s only abra- 
Company eae sive rolled steel flooring. 


Please send A.W. Super-D1amonp Booklet SD-12 

















Address SS ee 





Es illetiniitalea Zone State 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate—Plates—Sheets 
—Strip—(Alloy and Special Grades) 
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Standardization Spells 
Profit Eastern N.Y. 
Ass’n Told 


The Eastern New York Pur- 
chasing Agents Association heard 
an address by David S. Gibson, 
general manager of purchases of 
the Worthington Corporation at 
its April meeting in Troy, New 
York. Mr. Gibson spoke on 
“Standardization Spells Profit.” 

“Those who have accomplished 
standardization are very pleased 
and wonder why they didn’t do it 
long before. Standardization is a 
‘natural’ for multi-product, multi- 
plant enterprises and may be 
equally effective in single-plant 
or single-product companies,” he 
said. Mr. Gibson told of an annual 
saving of $19,000 a year at Worth- 
ington by replacing a special in- 
got—expensive because it was 
special—with a standard commer- 
cial ingot produced and sold at 
lower cost. 

In concluding his talk, Mr. Gib- 
son said, “Basically, standardiza- 
tion is another management tool 
which minimizes time spent in 
routine day-to-day problems. It 
enables operating personnel to 
concentrate an increasing per- 
centage of their time more pro- 
ductively upon the solution of un- 
usual or extraordinary problems. 
It shortens the processing interval 
between the requisitioning and 
actual purchase. It is no wonder, 
then, that American industry is 
spending millions of dollars on 
standardization. It is, truly, the 
wave of the future. It spells 
profit.” 


Lehigh Valley 
Ass’n Meets 


The Purchasing Agents Associ- 
ation of the Lehigh Valley held a 
regular meeting recently at which 
N. Richard Diller, assistant pro- 
fessor of psychology at Penn State 
University was the principal 
speaker. He spoke on “Aids and 
Blocks to Creative Thinking.” 
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Chomp, chomp, 


... but nowadays they leave no long, long 
trail of ruined crops. Today's insect in- 
vaders find it hard to survive—because of 
new and potent insecticides. 


Shell Chemical insecticides control such 
major crop destroyers as grasshoppers, 
boll weevils, and armyworms. By using 
these powerful insecticides, growers have 
been able to increase both the quality and 
quantity of their crop yields. 








chomp 
the bugs are marching... 


So economical are Shell Chemical’s new 
pesticides that mere ounces will protect 
acres of crops. Increased yields and better 
quality crops pay for the cost of treatment 
many times over. 
oe ££ ¢ 

New and better insecticides, like aldrin, 
dieldrin, and endrin, are among many 
Shell Chemical contributions in protecting 
agricultural crops throughout the world. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 
NEW YORK 











cold-proof...odorless 


gummed sealing tape! 


the latest development from Hudson’s research 
laboratories — gummed tape with new, exclusive 
NACEL adhesive! 

RENACEL wets out fast, evenly and completely — even 
» ice water! You can seal instantly anywhere — in 
frigerated or cold shipping rooms—without heating 

lispenser water or using costly wetting agents. 
ENACEL is a gummed tape adhesive without any odor 
ent. Your personnel will welcome RENACEL’S 
unique, odorless quality, because it insures fresher 
| cleaner air in your shipping room. When tape 


Now—at no additional cost—you can have more efficient sealing 
more protection for your cartons. . . impressive dollar savings in 

tape! Specify one of Hudson’s Gummed Sealing Tapes — 

Blue Ribbon for speed in complete closure—Orange Core 


for economical standard sealing. 


For FREE TEST SAMPLE of Hudson Gummed Tape with RENACEL — =, 
adhesive, write on your letterhead to Dept. P66. .RequestBlue  ,* 


Oras 


Ribbon or Orange Core. 


RENACEL is Another Product of 
Continuing Research by Hudson. 


Ml te 


CORE 
| 


made with odorless RENACEL seals your cartons, you 
know the contents will arrive safe and protected — free 
from odor. 

RENACEL provides other unequalled advantages too. 
Teamed with Supple-ization (another Hudson exclu- 
sive), it gives tape a smooth, silky feel—makes it even 
more pliant. The tape molds to the carton, handles 
easier and faster . . . Tape can be stored safely, longer. 
The rolls always open easily, dispense smoothly ... 
Bonding strength actually increases with time. Tape 
won’t peel. Cartons remain sealed. 









a PULP & PAPER CORP. 


™ 477 Madison Ave., New York 22, N. Y. 
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Silicone News 


FOR DESIGN ENGINEERS 





INCREASE ACCURACY OF SEXTANTS 


Air bubble rides in a chamber filled with 
a Dow Corning silicone fluid to improve 
the performance of one of the most ac- 
curate instruments ever developed for 
the celestial navigation of aircraft. 


The periscopic sextant produced by Bur- 
ton Manufacturing Co., Los Angeles, 
includes a timing and averaging mechan- 
ism, a controlled periscope, and a bubble- 
type sextant. 


The silicone fluid used to help compensate 
for changes in ambient pressure and tem- 
perature during operation, was originally 
specified by the Bureau of Aeronautics and 
the Air Force. Developed especially for 
this application, Dow Corning F-323 Fluid 
has an extremely low cloud point and a 
viscosity of only 0.65 centistokes. Low 
viscosity minimizes bubble movement due 
to aircraft acceleration. 


& Freedom from 
clouding and 
low viscosity are 
retained at tem- 
peratures rang- 
ing from —65 
to more than 
170 F. The sili- 
cone fluid shows 
no sign of thick- 
ening, color 
change or gum- 
ming after more 
than 3 years of 
service. No. 85 











CLASS H MOTOR STILL ON TEST 
AFTER 56,038 HOURS AT 240 C 


At 10 A.M., June 6, 1946, a Class H 
insulated 5 hp motor was generator 
loaded to operate at its test tempera- 
ture of 240 C in Dow Corning’s 
motor test labs. Every 500 hours 
since it has been shut down and ex- 
posed to 100% relative humidity for 
24 hours. As of 11 A.M. April 1, 
1956, this motor was still on test 
after 56,038 hours at an average 
copper temperature of 240 C! That’s 
equivalent to 341 years operation 
at the Class H temperature of 180 C. 

















Capacity With Silastic Insulation 


With power requirements of the aver- 
age household doubling every eight to 


ten years, Duncan Electric Manufac- 
turing Company, Lafayette, Indiana, 
exercised considerable foresight in de- 
veloping 50-amp socket-type watthour 
and demand meters that can handle 
continuous loads as high as 200 
amperes. Duncan designers utilized the 
dielectric and physical properties of 
Silastic,* Dow Corning’s silicone rubber, 
in engineering 4 times more capacity 
into a standard size meter. 


The copper specified for the current coil of 
the new meter is considerably larger than 
that normally used. This means that the 
space available for the current coil insula- 
tors—a set of rubber belts known as 
“britches insulation’’—is, in Duncan’s 
words, . “limited and, therefore the 
insulation must be of the very best type.” 


It must resist surges caused by lightning 
and withstand maximum loads for long 
periods of time without deterioration. The 
insulation must also have enough physical 
strength to prevent damage during shipment 
or installation, and be completely resistant 
to cold flow. Moreover, it must retain its di- 
electric and physical properties for the full 
life of the meter, usually about 30 years. 


To meet these rigid requirements Duncan 
specifies insulators fabricated from Silastic. 
. No. 86 


REG. U.S. PAT. OFF. 





Now available—1956 Reference Guide to Dow 
Corning Silicone Products. A concise, compre- 
hensive, 12 page reference that is convenient-to- 
use. It’s packed with data, properties, and in- 
formation on how you can use silicones in design- 
ing new equipment, improving performance and 
reliability of original equipment. No. 87 








Silicone Lubricant Improves 
Operation of Voice Recorder 


To further extend the usefulness and 
maintenance-free life of their unique 
“Voice-Master” dictation recorder, Mag- 
netic Recording Industries of New York 
has changed to silicone lubrication of 
all moving parts. 


Since the consistency of the silicone lubri- 
cant remains relatively constant over a 
wide temperature span, the Voice-Master 
“can be moved directly from an auto- 
mobile at below freezing into a warm room 
and operated immediately at proper speed.” 
Moreover, relubrication of the unit is sel- 
dom, if ever, necessary. 





Although the silicone lubricant costs more 
initially than the petroleum grease used 
previously, Magnetic reports the increased 
cost per unit is so low that “in reality it 
adds nothing to the cost of the complete 
Voice-Master.” No. 88 





“151 Uses for Silicones in Metalworking.” 
A reprint from STEEL, condenses and lists known 
applications for silicones in Design, Production, 
Maintenance and Miscellaneous categories. Pro- 
vides a quick reference as to how Dow Corning 
Silicones help solve problems in many segments 
of the metalworking industry. No. 89 


Design Edition 21 





DOW CORNING CORPORATION - Dept. 8906 
Midland, Michigan 
Please send me 


85 66 87 88 89 
NAME 





TITLE 





COMPANY 
STREET 
CITY 








ZOE... GATE cemsneenamens 








ATLANTA * BOSTON * CHICAGO + CLEVELAND * DALLAS * DETROIT * LOS ANGELES * NEW YORK * WASHINGTON, D. C. (Silver Spring, Md.) 


Canada: Dow Corning Silicones Ltd., Toronto; Great Britain: Midland Silicones Ltd., London; France: St. Gobain, Paris 


a“ 


(Advertisement) 
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AIRCRAFT INSTRUMENTS 


Fabricated all-metal mounts have 
high damping properties... 
Resist deterioration. 


~ “Robinson Aviation, Inc., Teterboro, New Jersey, uses 
knitted stainless steel and nickel alloy wire cushions 





in their new all-metal engineered mounting systems 
to control vibration and shock in airborne electronic 
equipment and instruments. Alloy wire resilient cushions have attained 
performance standards heretofore impossible with conventional rubber 


or synthetic materials. 


When fabricated into a special pattern, the wire forms literally thousands 
of tiny interlocking springs. Their high damping characteristics and non- 
linear spring rate provide ample protection against dynamic overloads. 
Alloy wire resists deterioration by oil, water, ozone, bacteria, dust and 
extreme temperatures. Knitted alloy wire is used in hundreds of other 
industrial applications, such as filters, mist eliminators, electronic shield- 
ing. For further information send today for our Application Bulletin A-1. 





ALLOY METAL WIRE DIVISION 








HKP H. K. PORTER COMPANY, INC 


Prospect Park, Pennsylvania 
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Florida Purchasing 
Agents Pick New Slate 
S. L. Jackson, comptroller of 

the Humphreys Gold Corporation, 

Jacksonville, was elected presi- 

dent of the Purchasing Agents 

Association of Florida, at their 

twelfth annual convention held 

in Jacksonville recently at the 

George Washington Hotel. Elect- 

ed with the new President are: 





Receiving gavel is S. L. Jackson 
(left), president-elect of the Pur- 
chasing Agents Association of Flor- 
ida, C. T. Myrick turns it over while 
C. W. Chambers (left) and G. P. 
Zeldt look on. 


Chas. W. Chambers, of Lake- 
land, first vice president, and 
purchasing agent for the Food 
Machinery and Chemical Cor- 
poration, Florida Division; D. W. 
Sanderson, West Palm Beach 
second vice president, and pur- 
chasing agent of Palm Beach 
County; Gene P. Zeldt, secretary- 
treasurer, director of purchases 
for Moore Dry Kiln Company, 
Jacksonville; The retiring Presi- 
dent, Charles T. Myrick, director 
of purchases, Aetna Steel Com- 
pany, Jacksonville, was named 
National Director. 

District Directors also elected 
were: H. H. Hinote, purchasing 
agent for the Florida Board of 
Forestry, Tallahassee; Isaac X. 
Cheves, purchasing agent of 

(Please turn to page 208) 
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Contours, clever design 
and weight saving... 
attract light industry 


The photographic industry, long a user of aluminum 
die-castings, is daily finding more ingenious ways of 
using this cost-and-weight saving process. Look at this 
Keystone 8 mm Capri movie camera. (1) A cast groove 
in the cover provides a positive light seal—almost im- 
possible to achieve economically by other processes; 
(2) the mechanism plate features a cast film guide, a 
governor housing and cored holes which all simplify and 
speed assembly (3) much machining is eliminated by 





cored holes a part has buffed Gnish for customer 
and (4) exceptionally smooth finish 


chrome plating, 


on case plus streamlined appearance and detail were 
possible only with die-castings. 


Clever engineering and major use of die-castings 
enable Keystone to produce a quality, precision 


camera at a price designed to attract volume sales. 


S28 Write on your letterhead 
3 7 FAY for a copy of “‘Die-Castings...Unlimited.” 
Address: Precision Castings Co., 
Wainut St., Fayetteville, N. Y. 





Lawn Spray Nozzle Three core pulls, a 2 impression die, and a produc- _two cores, facing hose connection, drilling one pin or 








oe 
















FAYETTEVILLE, N. ¥.~-SYRACUSE, N. ¥.— CORTLAND, N. Y.—NEW YORK, N. Y. 


tion of close to 300,000 zinc units per season. That’s 
the story of this complicated little die-casting. 
Machining included punch press parting line, facing 
nozzle end and seat, reaming core flash at junction of 





A DIVISION OF HARSCO 


CHICAGO, ILL.—CLEVELAND, OHIO—KALAMAZOO, MICH. 


June, 1956 


shaft hole, and tapping hose thread and plunger 
cylinder end. All operations done by Precision. An 


example of perfect integration. 
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Case of the Vanished Back Platform 


AN EXCLUSIVE MAYFLOWER BEST-SELLER! 


>» When you use Mayflower Long-Distance Moving Service for 
your personnel transfers, you can be sure their furniture gets 
no “back-platform” ride. That’s because Mayflower vans have 
no tail gates. Everything’s locked safe inside, away from damag- 
ing weather in specially-built weather-proof vans. Mayflower 
takes every precaution to protect your employee’s goods. Be 


safe... move them the Mayflower way! 


AERO MAYFLOWER TRANSIT COMPANY, INC. - INDIANAPOLIS 


Mayfiower Service is available through selected warehouse agents through- 
out the United States and Canada. Your local Mayflower agent is listed under 
Moving in the classified section of your telephone directory. 








America’s Finest Long-Distance Moving Service 
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(Continued from page 206) 


Gainesville; Walter H. Norman, 
purchasing agent of Orlando 
Utilities Commission; Frank A. 
Sheridan, purchasing agent of 
Lakeland; J. O. Allen, director of 
purchases of Aetna Steel Com- 
pany, Tampa; P. D. Moore, pur- 
chasing agent for the Gahagan 
Construction Corporation, West 
Palm Beach. 


7th District V. P. Urges 
Use of N.A.P.A. Aids 


The April meeting of the 
Georgia Association of Purchas- 
ing Agents had a large turnout 
to hear an address by Gus Leep, 
Seventh District Vice President 
and Director of Purchases for 
Mississippi Products Co. 

Mr. Leep reminded the group 
that they should not forget some 
of the things which they some- 
times take for granted. One of 
these is the work of the National 
Association of Purchasing Agents 
and what it does to help the en- 
tire purchasing profession. Every 
man engaged in important work 
like purchasing will always need 
and welcome such help as the ex- 
cellent books and booklets of the 
Education Committee of N.A.P.A., 
he said. 

Mr. Leep also called attention 
to the assistance offered by the 
Standardization and Value Analy- 
sis Committee. Unfortunately, a 
great deal of this information is 
not used as widely as it should 
be, he declared. 

Fuller Lamb, president of the 
Georgia Association, reported a 
new high in membership and com- 
plimented Ken Halverson on the 
good job he is doing, as chairman 
of the membership committee. 

The March meeting was held at 
the Atlanta Paper Company. 
After a delicious dinner, the en- 
tire group toured two of the 
plants operated by Atlanta Paper 
Company. 
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New Lightweight All-Angle MonoMotor 





MONOMOTOR 


4-POLE, Up to 16 Watts 


Extra large oil reservoir permanently 
sealed for LIFETIME LUBRICATION 





ACTUAL SIZE 


Here are the outstanding features of this single bearing motor designed spe- 
cifically for the refrigeration and air conditioning industries and adaptable for 
a muititude of other applications where a long life quality motor is required. 


1. Lightweight—Durable, lightweight metal used in 
construction makes the AM-4 considerably lighter than 
conventional old style models. 


2. All-Angle Operation—Designed for all-position 
mounting, vertical shaft up, shaft down, or any angle. 


3. Interchangeability—Will accommodate all standard 
brackets and special mountings. 


4. New Positive Oil System—Forced recirculation of 
oil. 25 cc of lubricant completely suspended and uni- 
formly distributed in pure wool and nylon wicks, per- 
manently sealed, to guarantee against oil leakage in use 
or shipment. 


5. Controlled End Play—Special thrust arrangement 
accurately controls rotor end play. 


anon” 


[geet st Send for Complete Performance Data 


eq aes” seen? 2. 





Write for the “AM-4 Bulletin” —it con- 
tains complete information on the design 
features, dimensions, performance, and 
operational data. 


6. Whisper-Quiet—Smooth, quiet operation assured 
through use of steel-backed precision bored bearing 
inserts, uniform air gap, and extremely close manufac- 
turing tolerances. 


7. Tri-Flux® Design—Greatly increases starting and 
running torque and improves efficiency over conven- 
tional small diameter motors. 


8. Uni-Cast® Construction—Gives a rugged, lightweight 
motor that can be manufactured to extremely close 
tolerances, with stator core frame precision die cast in 
one piece, registers are machined concentric to the bore 
to extremely close tolerances. 


9. TWO-YEAR WARRANTY—Here you have a motor 
designed to meet modern demands and to give you out- 
standing performance over years of continuous service- 
free use. Your assurance of customer satisfaction is 
backed by Redmond’s full two-year warranty. 


The Standard of Dependability 


edmond 


COMPANY Inc. 


Pp OWOSSO, MICHIGAN 










" 
wERTISED ! 
“ Saturday Evening 


tHe BIG NAME IN SMALL MOTORS 
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Fashion-hued fasteners 
flash through UDYLITE machine at 
a mile-an-hour clip! 


When High Fashion ealled for color in metal slide fasteners, the manu- 
fact onsulted Udylite. And Udylite came up with the answer—a 
unique application of Udylite’s Fully Automatic Plating Machine to 
anor aluminum fastener parts, dye them and seal the color in—all in 
one operation! Now, smartly colored slide fasteners are flowing forth at 
the 1 of 6000 feet per hour. 


Ud Fully Automatic machines are now being used to anodize a wide 
rang products—refrigerator trays, name plates, aircraft parts, auto- 
moti rilles, wheel covers, transmission cases—practically everything 
of alt im that is anodized on a mass-production basis. And Udylite 
machines will cut costs on every other treatment of aluminum—dye- 

:, bright dipping, anodic etching, electropolishing and electro- 
plating of course! 


vhatever your product 
whatever your metal finishing 
problem ...it pays to 
consult Udylite. 
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Rhode Island PAs 
Honor N.A.P.A. Executive 


At its monthly dinner at the 
Narragansett Hotel, Providence, 
recently, the Rhode Island Pur- 
chasing ‘Agents Association had 
as its guest speaker G. W. How- 
ard Ahl, ass’t sec., N.A.P.A. He 
gave a most interesting and in- 
structive talk on “The Degrees of 
Purchasing Management.” The 
highlight of the April monthly 
meeting was a sound film, sup- 
plied by G. E. on “Automation.” 
A short commentary, explanatory 
of the film, was supplied by James 
P. Patton, Sales Manager, Small 
Apparatus Dept. Recent new 
members of the association are 
Frank D’Ambre, Jr., Cook Viv- 
ian-Lindenmeyer Co., Matthew C. 
Friel, Paper Trading Corp., Wil- 
liam H. Gamble, Edgecomb Steel 
of New England, Inc., William L. 
Higgins. G. E. Supply Corp., Don- 
ald E. McGowan, Universal Wind- 
ing Co., Gilbert F. Camille, West- 
inghouse Electric Supply Co., 
Donald B. Campbell, Industrial 
Paper & Cordage Co., Albert J. 
Collins, Jr., Thompson & Thomp- 
son, Inc., Edward D. Wass, U. S. 
Oil Co., J. E. Robertson B-I-F In- 
dustries, Inc., and Edgar L. Shu- 
man, Providence Box & Lumber 
Co. 


Vendor-Vendee Relations 
Discussed at L.A. 


An educational seminar was 
conducted recently by the Pur- 
chasing Agents Association of Los 
Angeles at the University of Cali- 
fornia. A panel discussion on 
vendor-vendee relations was dis- 
cussed by C. L. Hammond, Mc- 
Culloch Motors; R. C. Fuller, 
Bendix-Pacific Corporation; M. J. 
Du Buck, Rocketyme Division, 
North American Corporation and 
W. O. Hokanson, Zellerbach 
Paper Company. 

For More Information Circle No, 282 
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Another Example of 


HYDRAULICS 
















Representative MickERS, Units 


June, 1956 


Ex-Cell-O Precision Cylinder Boring Machines shown below are 
finish-boring V-8 engine blocks. Like so many other high-production 
machines, these make generous use of hydraulics. 

In addition to the advantages inherent in hydraulic control, 
Vickers Hydraulics gives you the benefits of a nation-wide company- 
operated field engineering and service organization to assure cor- 
rect application and operation with least maintenance. Vickers has the 
complete line of hydraulic equipment necessary to take undivided 
system responsibility . . . to eliminate any risk of incompatibility of 
hydraulic components. 

The Vickers Application Engineer near you will be glad to 
demonstrate the many benefits you can obtain by using Vickers 
Hydraulics. Write for a copy of Catalog 50028B. 











ICKERS. 


VICKERS INCORPORATED 
DIVISION OF SPERRY RAND CORPORATION 
ADMINISTRATIVE and ENGINEERING CENTER 
DEPARTMENT 1566 © DETROIT 32, MICH. 
Application Engineering Offices: « ATLANTA « CHICAGO « CINCINNATI + CLEVELAND 
DETROIT « HOUSTON « LOS ANGELES AREA (EI Segundo) « MINNEAPOLIS « NEW YORK AREA 
(Summit, N.J.) © PHILADELPHIA AREA (Media) « PITTSBURGH AREA (Mt. Lebanon) « PORTLAND, 
ORE. « ROCHESTER « ROCKFORD « SAN FRANCISCO AREA (Berkeley) * SEATTLE « ST. LOUIS 
TULSA * WASHINGTON + WORCESTER 
IN CANADA: Vickers-Sperry of Canada, Lid., Toronto 


Engineers and Builders of Oil Hydraulic Equipment Since 1921 





transfer line for finishing engine blocks. Each of these 
Style 63 deuble-end angular machines finish-bores all 
cylinders in two V-8 engine blocks simultaneously. 





Used on Ex-Cell-O 


Precision Cylinder 





Boring Machines 


Two-Pressure 
Pump 


Insures lower maintenance 
cost and saves horsepower 
and heat in two-pressure 
hydraulic circuit. Auto- 
matically provides high 
volume at low pressure and 
low volume at high pressure. 


7350 





4-Way Valve 
Compact and versatile 


“sandwich” construction. 
Gasket mounting simplifies 
installation and overhaul 
+ «- also minimizes piping. 
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Traverse and Feed 
Cycle Control Panel 
Maintains smooth and con- 
stant preset feed rate re- 
gardiess of fluctuations in 
cutting tool resistance or 

hydraulic pressure. 
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Washington Association 


Installs Officers 


Allan W. Fox of the Puget 
Sound Power & Light Co. was 
installed as president of the Pur- 
chasing Agents Association of 
Washington, Inc. at the regular 
meeting in May. In addition to 
Mr. Fox, the other officers install- 
ed were: Harold L. Wanser of E. 
J. Bartells Co. as first vice presi- 
dent; Harry S. Beetham of the 
Northwest Metal Products Co. as 
second vice president; M. C. Mi- 
chener of Cragin & Co. as secre- 
eoeeecccccce mm err, tary; Fred H. Luithle of Westing- 

house Electric Supply as treas- 


sé urer. George H. Wilson of the 
Just talked to my Atlas Foundry & Machine Co. 


t a2 

s 99 « will serve as national director of 
*e F & = XO N i cs a i STR k we UTO R . the National Association of Pur- 
eeeeeeecsecssseseseoeseeeses® chasing Agents. 


Trustees who will serve for 
1956-57 are Fred A. Kelso, Shore- 































If you have dealt with the Flexonics Distributor in your area, ‘you're no stranger 
t feeling of sheer satisfaction mirrored by the young man above. If not, 


you may be a man with flexible metal hose problems and too few smiles. Here's line Public School District #412; 
chance to get in on a good thing. Henry G. Russell, Sunde & d’Ev- 
Give your Flexonics Distributor a call — you'll find him to be a responsible ers Co.; Moe Sacks, Langendorf 
person who handles the most complete line of flexible metal hose products United Bakeries; Carl G. Weber, 
offered by a single manufacturer. Luckenbach Steamship Co., Inc.;. 
Volume production with modern facilities . . . continuous research . . . ad- E. C. Wunderlich, Diamond 
vanced methods of quality control . . . all these combine to make Flexonics Match Co. and Russell Johnson of 


products the finest in the field at the lowest price consistent with top quality. The 
long maintenance-free life of Flexon® hose further ' 
reduces your cost. 

Most purchasing agents have worn the frown of 
frustration that comes with snail-like deliveries. Your 
local Flexonics Distributor is prepared to replace it 


Washington Steel Products, Inc. 


New Orleans PAs Learn 
About Their Port 


with a smile of satisfaction. He has the facilities to The regular monthly meeting 
give you “‘right now"’ service that can mean savings of the Purchasing Agents Associ- 
of time, trouble and dollars. This service is backed by ation of New Orleans was held 


strategically located warehouse and factory stocks. at the St. Charles Hotel in March. 
Here's a winning combination — a man who can Peck The speaker of the evening was 
supply all your metol hose needs from a single W. J. Amoss, New Orleans Port 





dependable source — and the means to pl h Catalog 152 gives full data i i 
ae : | Eee deasow RT on all ies of Manan bese Director. Appropriately, his sub- 
proguct in your hands without delay. Ask your distributor for a ject was “Port of New Orleans, 


Let your local Flexonics Distributor help, copy or write direct. 


FLEX ON: Flexonic 


CHICAGO rhe HOSE 


QUALITY DIVISION 


1316 §, THIRD AVENUE, MAYWOOD, ILLINOIS 


Its Operations and Administra- 
tion.” In a brilliant speech he de- 
veloped the importance of the port 
to the city’s economy, as 65¢ out 
of every dollar spent in New 
Orleans comes directly or in- 
directly because of the port. The 
association’s own economist gave 











proved in service and 
backed by over 5: ars FORMERLY CHICAGO METAL HOSE CORPORATION 











Maflufacturing Manufacturers of flexible metal hose and conduit, expansion his usual monthly predictions on 
joints, metallic bellows and assemblies of these components. the course of business. 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario Fer Mere tafermetion Circle Ne. 285 
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Phase Failure 


This relay is sensitive to current in all lines 
to the 3-phase motor. If one current 
fails or becomes much less than current 
in other 2 lines, relay opens control cir- 

Cc B cuit. Protects motor against failure of a 
phase on primary side of distribution 
transformer supplying motor, even tho it 
has wye-delta windings. 


RELIABLE PHASE FAILURE OR 


The Bulletin 812 Type A phase failure relay is a static device 
which compares the currents in each of the three lines supplying a 
motor from a 3-phase system. In case the current in one line fails 
or becomes much less than that in the other two lines, the relay 
Operates to open the control circuit to the starter which dis- 
connects the motor from the line and prevents it from running 
single phase. 

Both the Bulletin 812 Type A and Type B relays operate over a 
wide range of current, and thus coils do not have to be accurately 
selected for the precise current being drawn by the motor. These re- 
lays will function accurately for currents from no load to locked rotor. 

The control circuit contacts are opened in three or four cycles 






Allen-Bradley Co. 
1316 S. Second St. 
Milwaukee 4, Wis. 




















Phase Reversal 


In addition to phase 
failure, this relay 
detects phase se- 
quence and opens 
motor control cir- 
Cc . 
cuit when a phase 
has been reversed. 


fe =] 
oO 


PHASE REVERSAL PROTECTION 


after a phase failure occurs, and thus the relay can be used to 
protect against the failure of a motor to reverse. In the event of 
a single phase or of a phase failure, the Bulletin 812 relays will 
operate dependably because the construction does not include frail 
or moving parts, especially in the sensitive portion of the system. 
There are no delicate parts to get out of adjustment, or bearings 
which might stick and cause faulty operation. 

The Bulletin 812 relays are built in only four sizes and will 
reliably protect motors with full load currents from 1.25 amperes 
to 300 amperes against phase failure and phase reversal. Let 
us send you more detailed information about this up-to-date answer 
to phase failure and phase reversal problems! 


In Canada —Allen- 
Bradley Canada Ltd. 
Galt, Ont. 


PHASE FAILURE & REVERSAL RELAYS 
















Automatic machinery speeds up 


pecify “Allen-Bradley.” 





le Bul. 709 Size | sole-. 
noid starter for 
hp, 220 v; 7Y% hp, 
440-550 v motors. 








\illen-Bradley Co. 
1316 S. Second St. 
Milwaukee 4, Wis. 


btain the full benefit, the electrical control components 

nust be trouble free. Therefore, leading machinery 
builders favor Allen-Bradley controls. They have found 
that A-B controls satisfy all operating requirements. The 
simple one-moving-part design is your guarantee of 
uble free performance. You help yourself when you 


Send for the A-B Handy Catalog. 





Cimco-Matic machine for automatically 
assembling Chrysler inner brake plates. 40 A-B starters, relays, timers, etc. 
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Cimco-Matic control panel includes over 


sradley control items—universally recognized for trouble free operation 





Bul. 705 Size 1 reversing switch with Bul. 704 Size 1 hum- Bul. 702 Size 2, 50 Bul. 700 Type C Bul. 700 BX, 4 pole 
switches electrically and mechani- free contactor with ampere solenoid solenoid relay, rated universal relay with 
cally interlocked. Available in 9 magnetic latch. contactor 10 amp. 600 v, max, N.O. & N.C. contacts. 


sizes for motors up to 300 hp, 
220 v; 600 hp, 440-550 v. 








> 
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7 
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perating units Bul. 894 disconnect Bul. 806 rotary Bul. 802T adijust- Bul. 849 timers available in 
ervice. They ore Bul. 800T oiltight with visible contacts pilot switch; 15 & able lever oiltight wide variety of types. Adjust- 
y handy forms. Bul. 800T 5 button control station for for combination start- 25 amp. 600 v. limit switch, able from 1/6 sec. to 3 min. 
pendent station, machine tool service. ers and control panels. 








ALLEN-BRADLEY i Cosade —ANon 


Galt, Ont. 


RELAYS & CONTACTORS 
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How 16 husky staples 
help save ‘I a load 
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In a leading paper mill, heavy print- 
ing stock was moved on mill pallets 
by lift truck. Such wooden platforms 
were so costly for customers that 
often cartons had to be hand-loaded. 


ec ie 


THE SOLUTION: 


ew 


> 

; 

4 

' A Bostitch Economy Man and the 

} mill’s engineers worked out the an- 
swer—a “give-away” pallet: corru- 
gated board quickly stapled to scrap 

» lumber with a Bostitch H4 Hammer. 

; 

[a PRE ain, eens 


Too, not all customers used lift equip- 
ment. Many objected to paying extra 
for “useless pallets.’”’ Orders from 
these customers meant special han- 
dling, added expense. 


Four small wood strips raise the load 
just enough for lift truck chisel forks 
to slip under. Sixteen 34” heavy-duty 
Bostitch staples secure strips. Boxed 
load supports itself between forks. 


The problem: find a way to keep han- 
dling costs down on all orders. Could 
stapling be the answer? Bostitch had 
helped cut costs on other jobs in the 
mill—why not this one, too? 








Entire pallet costs less than 40c. Cus- 
tomers get pallets free, save handling 
when unloading. The mill saves pallet 
storage space and hundreds of dollars 
in handling, billing and salvage costs. 





How much can you save by switching to Bostitch? Your Bostitch | 
Economy Man will work out answers for you without cost. He’s |! 
one of 375 trained fastening specialists working out of 123 cities 
in the U. S. and Canada. Over 800 kinds of Bostitch staplers for 
business and industry. Look for “‘Bostitch” in your telephone 
directory. Or mail coupon. 


Fasten it better and faster with 


STAPLERS ANDO ee a 


BOSTITCH 





BOSTITCH, 726 Mechanic Street, Westerly, R. 1. 


You say you can save my company money on fastening costs. 
Okay, prove it! 


Name 
Company 
Address 


City Zone State 
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ALUMINUM 
PAINT 


Brightens Inside... Protects Outside 


| aluminum paint actually 
; a bright looking, protective 
on rustable metal and 
sonry surfaces. And, a single 
t usually does the job. 


Its heat reflectivity retards evap- 
oration of volatiles, and reduces 
heat expansion. One coat lasts 
and lasts—you cut maintenance 
costs for both material and labor 
without sacrificing protection. 


Reynolds does not make alumi- 
num paints. If you would like 
the names of manufacturers who 
rely on the high quality of gen- 
uine Reynolds Aluminum Pig- 
ments, we'll gladly send you the 
list. Just use the coupon below. 


f light rays—makes plant 
riors brighter, increases 
ker efficiency and safety. It 
roves plant appearance, 


ninum paint guards against 
smoke and fume corrosion, 


Aluminum Roof Paints and Coatings Add Years to Roof Life 


t-Aluminum roof paints and coatings provide (20 

t, long-life protection for built-up and rustable 

fs. Also reflect sun’s hect to keep buildings 

cooler in summer. Ask the paint salesman 

ou his heat reflection demonstration. Insist on 

Aluminum roof paint or coating with this 

ty Seal. It assures you of an approved vehicle 

t least two full pounds of pure aluminum pig- 
every gallon. 





See ‘Frontier;’ Reynolds exciting dramatic series, Sundays, NBC-TV 






Reynolds Metals Company 

P. O. Box 1800-PP, Louisville 1, Kentucky 
Please send me information about: 

(C) Aluminum Paints. 

(1 Roof Coatings. 

(0 Also send me list of manufacturers. 


he Finest Paints 
with Aluminum 


-are made with 











REYNOLDS GS ALUMINUM J 
aa P| 6 M : NT Company 
- aa ee Address 
e makers of Reynolds Wrap City Zone__State 
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Chet Ogden Speaks to 
D. C. Association 


The March meeting of the Pur- 
chasing Agents Association of 
Washington, D. C. heard C. F. 
“Chet” Ogden speak on “Na- 
tional Stockpiling.” Mr. Ogden 
is currently assistant director 
for materials, Office of Defense 
Mobilization, on loan from De2- 
troit-Edison Company, where he 
is manager of purchases and real 
estate. 





C. F. “Chet” Ogden 


Mr. Ogden told of how we had 
no strategic stockpile prior to 
World War I and very little be- 
fore World War II. He feels that 
we must be prepared for general 
mobilization with or without an 
attack on the continental United 
States. Mr. Ogden urged each 
one to study his own industry 
and see to handling his own prob- 
lem, for there are many steps 
that industry can take in help- 
ing. 


Ladies Night in Cleveland 


The Purchasing Agents Asso- 
ciation of Cleveland concluded its 
regular meetings for the season 
with a “ladies night” program at 
the Hotel Carter on May 10. It 
was a splendid ending to a fine 
year and the program, as set up 
by W. R. Toward of Lincoln Elec- 
tric Company. was well received. 


PURCHASING 


4 








Russell C. Westover, Jr., President of Ray Oil Burner Company, tells the secret of 


‘(How to make hay without sunshine!”’ 


“Make hay at midnight or in a rainstorm? Sure —why not? 


“Modern farmers have found a way. They cure it a few 
minutes after cutting —in big dehydrating plants! 


“But there’s one catch. Profits could disappear in a hurry 
if the fires go out. That's why they use Ray Oil Burners. 


“And that’s why Ray uses Air Express! 


CALL AIR EXPRESS . 


“In addition to his own stock, any Ray dealer in the coun- 
try can draw on our ‘super stockroom’ of 40,000 different 
parts. It’s only a few hours away by Air Express! 

“It has helped build our reputation for fast service. And 
it saves money! 10 lbs. from San Francisco to Portland, 
Ore., costs $3.78 by Air Express. That’s $1.37 less than the 
next lowest-priced complete, door-to-door air service.” 


c—_— 


GETS THERE FIRST via US. Scheduled Airlines 


. + division of RAILWAY EXPRESS AGENCY 
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SAFE HANDLING 
REQUIRED 


When white-hot molten steel is poured, 
nly the finest quality products are 
ified to insure absolute safety. The 

ope lines that control movement 

ladle above are secured with 

1e Crosby Clips. Easily recog- 

d by the famous Red-U-Bolt, genu- 
Crosby Clips are drop-forged and 
ot-dip-galvanized for maximum wear- 
ibility. The safest clip sold, genuine 
Crosby Clips are specified for safety in 
more plants than any other drop-forged 
pe fasteners. A complete range of 


” 


[0 3 





STRONG AS 3B CHAIN 


Added safety is given to men and 


iipment using repaired steel chains 
venuine Laughlin “Missing Links”. 
trong as 3B chain, Laughlin “ Miss- 
inks” are drop-forged from special 
forging steel, heat-treated, and matched 
er pressure for a perfect fit. Avail- 
ible in a complete range of sizes 3” 
to l/s" at distributors everywhere. 


FSS 


HANDLES 4 CHAIN SIZES 


Four different clevis hook sizes can be 
interchanged instantly on Laughlin’s 
new Load Binder—industry’s safest 
and strongest. Laughlin’s Load Binder 
with 20-inch handle takes Laughlin 
Clevis hook sizes 14", 546", 9s" and 1%". 
The 22-inch Load Binder takes %%”, 
46", 4” and %” sizes. Extremely 
strong, Laughlin Load Binders won't 
spread even under heavy strain be- 
cause the swivel tongue swings within 
the handle-end slot, and the clevis is 
on the trunnion. 





PERFECTLY ALIGNED 


Safer performance and far greater 
strength are obtained with Laughlin 
shackles because the pin holes are 
drilled—assuring perfect alignment. 
Made of special forging steel through- 
out, the pins are heavier and stronger 
than the shackie itself to prevent shear- 
ing due to shifting or shock loads. 
Weldless and drop-forged, famous 
Laughlin “Perfectly Aligned” shackles 
are available in a complete range of 
at distributors 
everywhere. For free catalogs on the 


sizes from %%;" to 3” 


complete Laughlin and Crosby lines, 
write the Thomas Laughlin Division, 
Portland, Maine, or the Crosby Divi- 
sion, American Hoist & Derrick Co., 
St. Paul 1, Minnesota. 


(Advertisement) 
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Twin City Association 
Discusses ‘“‘Buying Hours”’ 

The Twin City Association of 
Purchasing Agents held its reg- 
ular monthly meeting for May at 
the St. Paul Athletic Club. Rob- 
ert W. Alwin, Franklin Manufac- 
turing Co., moderated a discus- 
sion on the subject of “Buying 
Hours.” The following questions 
were put to those in attendance: 
“Do you have established buying 
hours in your purchasing depart- 
ment? Do you establish certain 
days in the week when salesmen 
are not to call? If hours or days 
are set up, how do you handle a 
salesman who calls on you, not 
knowing about your program? 

The discussion was followed by 
a talk on “Speculation, Security 
and Society” by Harold Wood of 
Harold E. Wood & Company. 


Lancaster PA Club Host 
to Sales Executives 

The annual joint meeting of the 
Purchasing Agents Club of the 
Manufacturers’ Association of 
Lancaster, Pa., with the Sales Ex- 
ecutives’ Club, was held at the 
Brunswick Hotel recently with 
the purchasing agents this year 
acting as hosts. The program com- 
mittee had secured as_ guest 
speaker for the occasion a dis- 
tinguished authority, Stuart F. 
Heinritz, editor, PURCHASING, who 
most illuminatingly discussed 
“What’s New in Purchasing.” On 
April 17, a plant visitation was 
made to the Research & Develop- 
ment Center of the Armstrong 
Cork Co. followed in the evening 
by a dinner at the Lancaster Rid- 
ing Club. The guest speaker was 
Dr. John M. Sharf, ass’t general 
manager of the Research and De- 
velopment Center, who entertain- 
ingly explained the import of some 
of the activities witnessed in the 
afternoon. 


PuRCHASING 
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Sylvania Composite wire 
offers high conductivity at 
higher operating: 
temperatures 








D° YOU HAVE AN APPLICATION for 
a high conducting wire that can 
withstand higher temperatures? If so, 
Sylvania’s nickel plated wire can offer 
the right solution, at the right price. 
Here is a wire which has conductivity 
approximating that of copper, yet will 
withstand operating temperatures up 


PARTS 


<> 
DIVISION wet, | y!4 tae 


metal 
stamping 


LIGHTING + RADIO - 


wire plastic parts 


x SYLVANIA 


to 150° C higher than copper. 

Nickel plated copper is just one of 
many special cold-drawn wires devel- 
oped by Sylvania. If your interests in- 
clude other than magnet wire types, it 
will help you to know that Sylvania is 
one of the nation’s top custom platers 
of wire. Depending on the properties 


you want, Sylvania can custom plate 
wire in ranges from “‘flash” to 20% by 
weight in a wide range of materials and 
supply it in sizes from .250 to .002. 
Your custom wire can be clad, too, in 
justaboutany combination of materials. 





Special Wire is an important phase of Sylvania’s 
unique service to product designers. For the com- 
special molded electronic plete story write for the Wire Facilities brochure. 


It’s included in Sylvania’s ‘‘Portfolio of 4-way 


service to designers.’’ Address Dept. F-58S. 


SYLVANIA ELectric Propucts INc. 
1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Ltd. 
University Tower Bldg., Montreal 


TELEVISION + ELECTRONICS + ATOMIC ENERGY 
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Smoothing the way where 
the going is rough 
















'asive Belts 


if you have an abrasive problem 


. not just a routine problem, but one that calls for extra fast 
lelivery or a different approach to a current application, try us for 
the answer. You'll find that we have not only — (1) a broad line 
of quality abrasive products including belts, sheets, rolls, discs, and 
necialties in various combinations of grain, bond, backing, and 
flexibility, but also (2) plant capacity and plant flexibility to handle 
a rush order efficiently; (3) an aggressive engineering outlook keyed 

pplication challénges; (4) a group of loyal distributors. Our new 

log gives a more complete description of our facilities and prod- 
Write for a copy and the name of your local AP distributor. 
rasive Products, Inc., 523 Pearl St., South Braintree 85, Mass. 


Smoothing 

the way 

where the going 
is rough 


1ddition to better and 
re efficient uses for 
abrasives, the AP salesman 
requently offers new devel- 
opments. Check him, if you’re 
terested in improving 
in abrasive process, 
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Dallas PAs Addressed 
by Home Talent 


At the last two regular meet- 
ings of the Purchasing Agents As- 
sociation of Dallas, the guest 
speakers have been local experts. 
At the March meeting two ex- 
presidents of the association spoke 
on “Meeting the Challenge of 
Purchasing Problems” in their 
respective companies. R.E.F. 
Schmid, the 1951 president, drew 
on his experiences as purchasing 
agent for Continental Supply Co., 
and Frank W. Wodrich, 1952 
president, drew on his experi- 
ences purchasing for Texas In- 
struments, Inc. In April, Paul J. 
Chitwood, Jr., Traffic Manager, 
Ford Motor Co., Dallas, spoke on 
“Getting the Most Out of Your 
Traffic Dollar.” Recent roster ad- 
ditions have been Lee E. Darley, 
Wayne A. Best, Jr., Robert M. 
Packard, William B. Scott, Fred 
A. Knepper, all from Texas In- 
struments, Inc.; W. E. Paschall, 
Enrg. Supply Co.; Charles Berg, 
Southern Waste Material Co., and 
Paul T. Glanville, Sears Roebuck 
& Co. 


New England PAs Meet 


Dexter S. Kimball, Jr., vice- 
president and general manager, 
Bendix-Westinghouse Automo- 
tive Air Brake Company was the 
principal speaker at the annual 
May meeting of the New Eng- 
land Purchasing Agents Associa- 
tion. He discussed the proper 
working relationship with manu- 
facturing and engineering which 
will provide maximum purchas- 
ing effectiveness. 

The afternoon forurn opened 
with a talk on “Imagination and 
Standardization” by George Mc- 


} Tammany, The Foxboro Com- 


pany and Standardization Com- 
mittee Chairman. 
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7” CONTOU R-WELD 


takes bends like these in stride... 















Contour-Weld tubing used 
for an annealing furnace ap- 
plication. Photo courtesy of 
Westinghouse Furnace Divi- 
sion, Meadville, Pennsylvania. 


stainless tubing 


Here’s dramatic proof of the soundness of the weld 
in Trent’s new Contour-Weld* pipe and tubing. 
Bent on an extreme 314” center line radius, this 
3” O.D. x .083 wall sample shows no evidence of 
failure in the weld area — even though the weld is 
on the outside of the bend. It’s just one example 
of what you can do with new Contour-Weld. 


If your application calls for bent pipe or tubing, 
you can use Contour-Weld with confidence. 
You'll like its uniformity in wall thickness and 
curvature ... its corrosion resistance ... its superior 


performance. Try Contour-Weld stainless pipe or 
tubing on your next job—you can’t buy better. Bending done by Johann Tube Bend- 


ing Company, Milwaukee, Wisconsin. 


*Contour-Weld is the trade mark of the Trent Tube Company for its process 
of welding pipe and tubing which is protected under U.S. Patent 2,716,692. 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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METAL & THERMIT 


a good source 
to knOW..-. 


‘Or 


Poy & Metal 


uarters 
x Cera- 
cifiers 
| Met- 
‘is also 
l’s large 
cer of 
cals and Materials. 
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‘or 
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e ne- 
Murex 
lding 
D ¢ 
pplies 
art-Are 
. . popular Welding 
ies... Thermit and Equip- 
nd for inspection, the new 
imma ray Radiographic 
Tor 


[CHROME 
l trade- 
a Trec- 
nark of 
n cop- 
t nickel 
ymium 
wrocesses and plating sup- 
in chromate finishes, and 
( oatings. 





Stocks are warehoused in 

key locations coast to coast. 
Technical aid is always 
vailable. 


METAL & THERMIT 


CORPORATION 


OFFICES: RAHWAY, NEW JERSEY 
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Production of power genera- 
tion, distribution and _ control 
equipment was viewed by mem- 
bers of the Utility Buyers Group 
of the National Association of 
Purchasing Agents on a tour of 
manufacturing facilities at Allis- 
Chalmers West Allis Works re- 
cently. 

About 85 


members from all 


Utility Buyers Group 
Visits Allis-Chalmers 





sections of the country visited 
Allis-Chalmers. Here a_ portion 
of the group is shown before a 
new 144-inch engine lathe upon 
which is the 35-ft. rotor forging 
for a 300,000-kw turbine-gener- 
ator unit. The lathe is one of the 
largest of its kind and measures 
60 ft. between centers. 





Governmental Buyers 


Meet at Racine 


The quarterly meeting of the 
Wisconsin Chapter, National In- 
stitute of Governmental Purchas- 
ing was held at the Court House, 
Racine, Wis. Past President 
Maurice Park, purchasing agent 


for Dane County, led an interest- 
ing discussion on “The Growing 
Stature of the Governmental 
Buyer.” 

Several informative panel ses- 
sions on the purchase of specific 





There was a good turnout for the Wisconsin N. I. G. P. meeting. About 
twenty-three governmental PAs from all over the state attended. 


PURCHASING 














commodities rounded out auto- 
mobile trucks. C. E. Peters of 
West Allis had lighting fixtures 
as his topic. T. A. Linton of Ra- 
cine spoke on new developments 
in office and institutional furni- 
ture. Mr. Linton’s remarks were 
particularly timely as the Racine 
School System is currently ex- 
perimenting with chairs and 
tables made of fibre glass with 
steel underframes—a combina- 
tion of materials that appears to 
offer great possibilities in attrac- 
tive color as well as in durability 
and simplified maintenance. Other 
trends noted were the increasing 
use of 5-drawer filing cabinets to 
save office space, combination 
desk-tables, and office “partition- 
ettes” adaptable to all sorts of 
space arrangements. 


Baltimore PAs Briefed by 
Distinguished Britisher 
What trade relations between 

the U. S. and Great Britain mean 

to the prosperity of the two coun- 
tries was the subject of an in- 

spiring address by Stanley G. 

Burt Andrews, M.B.E., at the 

monthly dinner of the Purchasing 

Agents Association of Baltimore, 

held on Wednesday April 18, at 

the Lord Baltimore Hotel. V. P. 

Richard L. Yeagle introduced the 

distinguished speaker who is 

H.B.M. Consul at Baltimore. 


Dayton Ass’n Holds 

Members’ Product Exhibit 

A most successful Members’ 
Product Exhibit was held under 
the sponsorship of the Dayton 
Purchasing Agents Association in 
April, at the Biltmore Hotel, Day- 
ton. Tribute is due v.p. Harold 
Neecek and his committee consist- 
ing of Bob Gleadall of K. C. 
Mosier Co.; Leo Vyszenski, Re- 
liable Rubber Prod. Co., and Tom 
Becker, John A. Becker Co., for 
the efforts that they put into mak- 
ing the exhibit a success. Wel- 
come to new members: W. L. 
Thompson, A. O. Smith Corp.; 
Eugene W. Kealing, American 
Envelope Co.; Ned A. Lewis, Tait 
Mfg. Co.; Ralph E. Unger, Lewis 
Motor Mart Co., and Willard R. 
Schurene, Dayton, Div., Stand- 
ard Thomson Corp. 
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METAL & THERMIT 


a dependable source 
for special 





Buyers of chemicals and other products derived 

from tin, antimony, and zirconium have learned 
to depend on one reliable source—Metal & Thermit, whose 
nationwide warehouse and sales facilities assure them 
prompt delivery and dependable service. 


Make Metal & Thermit your one source for: 


TIN CHEMICALS — Metal & Thermit is the world’s 
principal supplier of inorganic and organic tin chemicals. 


ANTIMONY CHEMICALS-— Metal & Thermit is a 
leading producer of high quality antimony chemicals in- 
cluding antimony oxide, sodium antimonate and _ potas- 
sium pyroantimonate. 


ZIRCONIUM PRODUCTS — ULTROX® zirconium 
opacifiers for ceramic glazes and other M &T zirconium 
products are of unvarying quality. 


CHROMIUM, FERRO-TITANIUM, NICKEL- 
TITANIUM -— of carefully controlled analysis. 


When you need any of these special chemicals and 
metals, it will pay you to give us a call. 


TIN & TIN CHEMICALS 


/ ' 
CERAMIC MATERIALS ! First Name im Tin Chemicals 
METAL & THERMIT 


ORGANIC COATINGS 
WELDING SUPPLIES 
RADIOGRAPHIC EQUIPMENT 


PLATING MATERIALS CORPORATION 
METALS & ALLOYS 
WEAVY MELTING SCRAP GENERAL OFFICES: RAHWAY, NEW JERSEY 
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WHY PAY FOR TWO... 
WHEN ONE WILL DO? 








into a Scott Towel, see how it stretches and conforms to your hand—the drying surface comes 
is makes for thorough drying. The result: one Scott Towel is used instead of two or more. 











OE Re aE 


Inferior towels go to pieces when they’re 
wet. It takes two, three—a fistful to dry both 
hands. Consequently, consumption is high, 
cost is high. 


Not so with the quality Scott Towel. It’s 
been designed for whiteness, softness—and 
most of all—absorbency. One Scott Towel 
dries two hands quickly and comfortably. 
There’s no extra consumption, no extra wash- 
room maintenance—cost is at a minimum. 


ONE SCOTT TOWEL 
DRIES BOTH HANDS 


Scott is the brand of towel your people buy 
for home more often than any other brand. 


Give your local Scott representative or dis- 
tributor a call today. Let him show you how 
you can determine the cost-reducing possibil- 
ities of Scott Towels in your washrooms. 


Another quality product of .. . 


© SCOTT PAPER 
COMPANY 

















Thompson Light Metal Castings and Impact Extrusions 
Serve All Industry 


i ees meter reader checking 
on gas consumption and the 
motorist patiently waiting for 
traffic to move have one thing in 
mmon—both can count on 
mpson. The meter reader’s 
and the motorist’s auto- 
le are each improved by 
1ompson’s versatile Light 
ils Division. 
[n the case of the meter reader, 
it’s the housing that’s produced 

[hompson—with the auto- 
bile it’s one of many parts, 

including the torque converter 

- for the automatic trans- 

10Nn. 

s meter housings and torque 
iverters are but two of the 
ny light, strong, durable cast- 

ings designed, developed and 
nanufactured by Thompson for 

diversified list of customer uses. 
loday Thompson is producing 
light metal castings for such 
products as buses and garbage 
disposers; washing machines 
and jet planes; automobiles and 


industrial engines; ice scoops 
and aircraft engines. 

Regardless of your product, 
if you use castings or impact 
extrusions, Thompson’s creative 
engineers will gladly show you 
where and how you can simplify 
your operations and save on 
costs with Thompson Light 
Metals Castings. 


We want to quote on your plans 
and specifications. Write, wire 
or phone Dept. P-6, Light 
Metals Division, Thompson 
Products, Inc., 2269 Ashland 
Road, Cleveland 3, Ohio, HEn- 
derson 1-6765. 


You can count on 


LIGHT METALS DIVISION 
2269 Ashland Rd. «+ Cleveland 3, Ohio 
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news 


Pittsburgh Executive 
Night a Whopping 
Success 
The March dinner meeting of 
the Purchasing Agents of. Pitts- 
burgh, celebrated as Executive 
Night, was a rewarding affair for 
the hard working committee in 
charge of the program. It drew 
a record attendance for an ex- 
ecutive night of 684 members and 
guests. The principal speaker, TV 
commentator Fulton Lewis, Jr., 
fully fulfilled expectations with a 
scintillating address in which he 
pleaded for a “return to sanity” 
in analyzing lobbying activities in 
Washington. The April meeting, 
being association election night, 
was a closed affair. There was, 
however, a guest speaker, John P. 
Robin, president, Regional In- 
dustrial Corp., who delivered an 
able address on “Industrial De- 
velopment—Pittsburgh District.” 


New Orleans Ass’n Elects 
Officers 


At its regular dinner meeting 
held on May 14, the Purchasing 
Agents Association of New Or- 
leans elected Gordon K. Sanford 
president for the next year. Also 
elected were: Ted Ducos, first 
vice-president; Louis Moss, sec- 
ond vice-president; Gus Wintle, 
national director; Wm. East, al- 
ternate national director; G. A. 
Lyncker, treasurer and F. J. 
Baile, secretary. 

It was also ladies’ night in New 
Orleans. Each of the attending 
members brought along his lady 
and gave everyone an opportunity 
to get acquainted. 

New members welcomed into 
the association were: Russell 
Bass, purchasing agent, Delta 
Tank Mfg. Co.; C. R. Gibson, 
purchasing agent, Amstam Sup- 
ply Division of American Radi- 
ator & Standard Sanitary Co. 
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EDIE 
LACK ¢ UAVORINGS: 


PRICE PER POUND 


PPER LOAF 


NET WEIGHT 


INSPECTED 
AND PASSED BY 
DEPARTMENTOE 
AGRICULTURE 
EST. 919 


THIS PACKAGE 


8 oz. ¢ 


MAX GERMAN 


ONE SHOP STOPPERS 


When attention-getting labels are on the agen- 
da, it’s one-stop-shopping with Ever Ready, 
whether you need heat-seal labels like the one 
above, Red-E-Stik pressure sensitive labels, or 
any other type you can name r Ready 
makes them! But labels that cause customers 
to reach for your product are Ever Ready’s 
main specialty, and we produce more than 
15,000,000 a day, all designed to lift a product 
out of a highly competitive group and give it 
the pay-off push across the counter! 


Ever Ready’s top-notch designers and tech- 
nicians approach your label problem by study- 
ing your advertising, sales and promotional 


OD A 





ST. LOUIS 13, MISSOURI 


program. They know your label must integrate 
perfectly with all your efforts, and really ex- 
press the individual character of your product. 
Subtle salesmanship, where it counts most, is a 
basic ingredient of each label designed and 
produced by Ever Ready. 


Let’s have a go at your label. More than 60,000 
satisfied customers have found that there’s 
something special about the services offered 
by Ever Ready. 

WITHOUT OBLIGATION, we'd like to send 
you [] The Story of 8 Important Red-E-Stik 
Pressure Sensitive Applications [] The Ever 
Ready Label Idea Kit [] Samples. 
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Ever Ready Labels 
Go places and 
do things. 





ONE SHOP STOPPERS 


When attention-getting labels are on the agen- 
da, it’s one-stop-shopping with Ever Ready, 
whether you need heat-seal labels like the one 
above, Red-E-Stik pressure sensitive labels, or 
any other type you can name—Ever Ready 
makes them! But labels that cause customers 
to reach for your product are Ever Ready’s 
main specialty, and we produce more than 
15,000,000 a day, all designed to lift a product 
out of a highly competitive group and give it 
the pay-off push across the counter! 

Ever Ready’s top-notch designers and tech- 
nicians approach your label problem by study- 
ing your advertising, sales and promotional 
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program. They know your label must integrate 
perfectly with all your efforts, and really ex- 
press the individual character of your product. 
Subtle salesmanship, where it counts most, is a 
basic ingredient of each label designed and 
produced by Ever Ready. 


Let’s have a go at your label. More than 60,000 
satisfied customers have found that there’s 
something special about the services offered 
by Ever Ready. 

WITHOUT OBLIGATION, we’d like to send 
you [] The Story of 8 Important Red-E-Stik 
Pressure Sensitive Applications [] The Ever 
Ready Label Idea Kit [] Samples. 
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10 EAST 49TH STREET, NEW YORK 


17, NEW YORK 


Another great new product- 


Oakite 





J 





a new conversion coating 
for aluminum and zinc 


e Assures better paint adhesion 


e Increases corrosion resistance 


Out of the Oakite research laboratories comes this new de- 
velopment — the Oakite ChromiCoat Process — that puts a 
conversion coating on aluminum and zinc products. 

More than just a coating, Oakite ChromiCoat Process chemi- 
cally builds a base — microscopically thin, uniform, golden- 
colored — that is an integral part of the metal surface. On 
this base you get excellent paint adhesion, reduced chipping 
and flaking. And if chipping does occur, cortosion is confined 
to the exposed spot, with no eating away under the paint. 
Oakite ChromiCoat Process offers unusual economy. Dilute 
water solutions, 2—3 oz/gal., give you a low make-up cost. 
Easy control, with no pH problem, reduces upkeep and opera- 
ting costs. You can use dip tank method or pressure-spray 
washing machine. 

Oakite ChromiCoat Process fully meets specification No. MIL-C-5541. 


Oakite ChromiCoat Process is another ex- 

ample of how Oakite research seeks con- 

stantly to meet the special needs for clean- 

ing and processing in every industry. And 

nearby is your local Oakite Technical 

Service Representative to help you make 

the most efficient and economical use of 

Oakite materials. Call him. 
For more details on Oakite ChromiCoat Process, write for 
Bulletin B4728 to Oakite Products, Inc., 54 Rector Street,. 
New York 6, N.Y. 


OAKITE. 
x 4 





Export Division Cable Address: Oakite 


Technical Service Representatives in Principal Cities of U. S$. and Canada 
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St. Louis Ass’n Has 
Crowded Program 

The Purchasing Agents Asso- 
ciation of St. Louis held its past 
presidents’ night at the Hotel 
Coronado recently, with twenty- 
two past presidents dating back to 
1918 in attendance. In view of 
this, the topic chosen by the guest 
speaker of the evening, Stuart F. 
Heinritz, editor of PURCHASING, 
was particularly interesting. He 
spoke on “What’s New in Purchas- 
ing” and stressed the importance 
of such quite modern concep- 
tions as value analysis, inventory 
control and evaluation of sup- 
pliers on the basis of quality, 
service and price. In the March 
monthly meeting, the topic of the 
principal speaker C. Warner Mc- 
Vicar, director of purchasing, 
Rockwell Mfg. Co., Pittsburgh, 
was “The Value of a Purchasing 
Manual to Purchasing and Man- 
agement.” Citing the experiences 
of his own company, he convinc- 
ingly proved its benefits. Ray W. 
Hibbet, purchasing agent, Missis- 
sippi Valley Structural Steel, also 
gave a talk on “Know our Mem- 
bers’ Commodities.” 


Ass’n Hears Talk 
On Industry Standards 


The importance of standards 
in industry was stressed in a talk 
recently by Robert J. Painter, 
executive secretary - treasurer 
of the American Society of Test- 
ing Metals, speaking at the Wes- 
tern Massachusetts Association 
of Purchasing Agents. 

“Standards have been a tre- 
mendous help in wartime and 
peacetime.” said Mr. Painter. 
“In wartime, they permit produc- 
tion to be concentrated; and in 
peacetime, they help to increase 
production,” he added. There is 
a growing use of standards by 
purchasing officials, according to 
Mr. Painter. “It gives you a basis 
to compare competing products.” 
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On-The-Job Proof! 


LOGOO VALVES 


STAND UP WHERE OTHERS FAIL! 


In four years of actual field tests, conducted by 





nearly 100 cooperating companies, NOT ONE 
LQ600 VALVE HAS EVER LEAKED OR FAILED. 


| CHEMICAL PLANT 


“LQ600 is still tight after three years on a very tough 
150 lb. steam service installation where competitive 
valves used to leak in 2 weeks to 2 months.” 


aa MEAT PACKER 


“We are writing to let you know how pleased we 
have been with the LQ600 Valves we put on our 
toughest lines. We installed these valves in three of 
the most difficult locations in our plant and have had 
trouble-free operation ever since they were installed.” 


Ro HOSPITAL 


“LOQ600 is still tight and functions perfectly after 31 
months of service on a water column blowdown in- 
stallation where competitive valves failed by wire 
drawing in two months.” 


ig es DISTILLERY 


“An LQ600 Valve was installed for throttling service 
on a syrup line at 140°F. After 9 months the valve 
was removed for inspection. It was tight and in per- 
fect condition. This valve was put into another test 
installation and is still tight.” 


EH | DAIRY PLANT 


“The LQ600 Valve was installed more than three and 
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150 Ib. S.P. 
300 Ib. W.O.G. 











a half years ago on a steam line with rust and scale SPSITE FOR Circular 602, a mew four-page 
present at all times. This valve has withstood service seein on: the 10608 Ve en 
conditions where others were replaced on an aver- your Lunkenheimer Distributor, or ring The 
age of once a year due to seat and disc erosion.” Lunkenheimer Company, Box 360, Cincinnati 


14, Ohio. i 


HEI MER 
ROAC WAME. TM VREVES 
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Here's the EASY WAY TO WELD 


Small Diameter gope4™— ay 
Pressure Piping "// 24 


USE W-S 
FORGED STEEL 
SOCKET-WELDING FITTINGS 


In addition to providing high strength and toughness, W-S 
Forged Steel Socket-Welding Fittings are also easy to install. 
Deep sockets support and align the pipe for welding... 
eliminating the need for tack welding or special fixtures. No 
back-up ring is needed either. The fillet-weld is completely 
outside the pipe. Welding icicles just can’t form inside the 
pipe. The result is a clean, tight welded joint that will readily 
resist high pressures and the stresses of shock and vibration. 
What's more, installation costs are lower. 

W-S Socket-Welding Fittings are available in sizes %" to 
i” for schedule 40, 80, 160 and double-extra heavy pipe in 
carbon steel, stainless steels and alloy 
steels. 

For complete information on the in- 
stallation and operation advantages of 
W-S Forged Steel Socket-Welding Fit- 
tings, send today for Bulletin A-3-56. 








H. K. PORTER COMPANY, INC. 


a Roselle, New Jersey 
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Purchasing Group Holds 
Joint Meeting 


The Southern Connecticut Pur- 
chasing Agents Association held 
a regular meeting at the Innis 
Arden Golf Club, Old Greenwich. 
The meeting was a joint sess'or 
of the Sales Executive Club ot 
the New York, Stamford, Green. 
wich and Danbury area. Topic: 
discussed at this meeting were 
What do we expect of sales peo- 
ple? What do sales people expect 
of purchasing people? The entire 
meeting was presided over by 
George McShane of the Ameri- 
can Felt Company, Glenville. 


St. Louis Association 
Hears Value of 
Purchasing Manual 


Members attending the March 
meeting of the Purchasing Agents 
Association of St. Louis heard an 
address on the importance and 
value of a purchasing manual to 
both purchasing and management. 

C. Warner McVicar, Director of 
Purchases and Traffic of the Rock- 
well Mfg. Co. was guest speaker 
at the meeting. He explained how 
the manual had helped in the 
organization of efficient procure- 
ment within his concern and ad- 
vanced ideas and suggestions that 
could be utilized advantageously 
by others in adopting the manual. 

The “Know Your Members 
Commodities” talk was presented 
by R. W. Hibbett, Purchasing 
Agent and Production Manager of 
Mississippi Valley Structural 
Steel Company. 

J. K. Dail, Assistant to the 
Dean of the School of Commerce 
and Finance of St. Louis Univers- 
ity presented certificates to those 
students who successfully com- 
pleted the course in Purchasing 
sponsored by the Purchasing 
Agents’ Association of St. Louis 
at St. Louis University. 
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HONEYWELL SUPPLIES MAN 


Ask your local Honeywell Supplies Man about these latest 
additions to the extensive line of Honeywell pyrometer 
supplies. They could be just what you need for special 
temperature measuring or testing applications. 


New accuracy and serviceability in pencil type thermocouples 


Two-wire small-diameter thermocouples just developed by 
Honeywell give an accuracy of +5 F from 0 to 1000 F. 
Their stainless steel tube provides greater durability, and 
eliminates errors from parasitic emf’s. The couples come 
with general purpose terminal head, or with a weatherproof 
screw cover head. The small tube, *” or 4%” O.D., fits 
practically anywhere. Lengths from 6” to 72” are available. 


“AN connectors simplify temperature test set-ups 


Two-wire connectors made to AN specifications, but with 
Brown part numbers for identification, are the ideal solution 
to the problem of connecting thermocouples to recorders 

in permanent or semi-permanent test panels. A complete 
series of models is available, all with screw type connecting 
action . . . including box receptacle, cable receptacle, 
straight plug and cable clamp types. 


Your HSM will be glad to give you complete information, 
and to discuss how the HSM Plan can bring new 
convenience and economy to all your pyrometer supplies 
purchases. Call him today . . . he’s as near as your phone, 


MINNEAPOLIS-HONEYWELL REGULATOR Co., Jndustrial 
Division, Wayne and Windrim Avenues, Philadelphia 44, Pa; 


@ REFERENCE DATA: Write for Pyrometer Supplies Buyers’ Guide No. 100-6. 
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Digit, Loadit, Stack it... 


with ONE tractor 


plus rugged wagner equipment 


| every industrial plant 
re hundreds of loading, 
and materials han- 
You can do them 
th one tractor and rugged 
tractor equipment. 
tever the job, there’s a 
y-mounted Wagner at- 
ent that cuts time and 
ists. Prove it to your- 
calling your nearby 

er dealer. 


obs. 






HOES cut 
ncrease prof- 
They make 
of dig- 

$, sewer, 

r trenches, 
hundreds 
adigging jobs 





R IRON WORKS, 1905 S. Ist St., Dept. 132 4 


Milwaukee 1, Wis. 


e complete information on Wagner 4% 
Equipment for a 


. tractor. * 


imake) 


sD... cxraiartiiipiie tania = 


WAGMER BUILT” MEANS 
rTem BvILT” FOR OveR 1058 YEARS 
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Federal Procurement 
Officers Meet 


At the April meeting of the 
Federal Procurement Officers As- 
sociation of Northern California 
a continuing problem, mandatory 
sources of supply, was discussed. 
John Minor, assistant to the de- 
puty regional director, GSA out- 
lined the problem and a general 
discussion followed. 

The previous meeting had Carl 
M. Wilensky, purchasing agent, 
Ames Harris Neville Company as 
its principal speaker. He spoke 
on “Public Relations and the Gov- 
ernmental Purchasing Agent.” 


R. C. A. Purchasing 
V. P. Addresses 


Louisville Ass’n 


The Purchasing Agents Associ- 
ation of Louisville held its regular 
April dinner meeting in the Seel- 
bach Hotel. 

Vincent dePaul Goubeau, Radio 
Corporation of America vice 
president of materials, nationally 
famous procurement executive, 
was guest speaker. His excellent 
talk blueprinted the progress the 
purchasing profession has made in 
the eyes of management and out- 
lined a noteworthy plan whereby 
PA’s can achieve even more 
laurels in the future. 

Following the meeting, which 
was held an hour earlier than 
usual, a chartered bus took 40 
brave, warm-blooded members to 
cold Parkway Field for the Louis- 
ville Colonels’ opening game with 
St. Paul. Tickets were provided 
by the association. 

High spirits began to chill in 
the cold wind which swept the 
field but the low temperature was 
completely forgotten when the 
Colonels scored the winning run 





in the last half of the ninth and 
fected up a 3-2 win over St. Paul. 












Save on Your 
INDUSTRIAL 
TRACK 





FOSTER 


QUALITY 


RELAYING 
RAILS 


Lower installation and maintenance 
costs—handle more cars better. Foster 
nationwide warehouses also stock 
every New Rail Section 124% through 
175#, Switch Material and Accessories 
to meet your specific job requirements. 


SEND FOR CATALOGS P-6 
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USER SAYS TAP LIFE UP 43% 
ON THIS THIN-WALLED CASTING 


ee 


...fhanks to 


FERROCARBO’ 


Users everywhere rey exper 
ences. In fact 

large machine shops 

treated with FEF 

8Y 5 greater 1 

untreated castings. | he 

are hner-grained, dens 

COST YO 

foundryman 


worthwhile 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborandum Com- 
pany, Dept. 36, Niagara Falls, N.Y. 84-56 


CARBORUNDUM 
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g CALMS DIESEL EXHAUST... 
ABSORBS VIBRATION... REDUCES NOISE 


Flexible Tubing is Leak-proof, Rugged, Fatigue-free 


When this big diesel starts the power she really purrs... 
No nerve shattering exhaust vibrations . . . overheated 
operating conditions . . . or shutdowns for broken pipes. 
The engineers solved these problems with one length of 
Penflex interlocked 14” tubing. 

Penflex exhaust tubing is as tight as a pipe. . . but 
flexible. It flexes to soak up vibration. It dissipates the heat 
to prevent overheating. Its four-wall interlocked construc- 
tion keeps gases tight as a pipe from exhaust port to stack. 

Throughout industry on diesel installations—exhausts, 
air intakes, fuel, lubricating or water lines there’s a Penflex 





tubing to increase operating efficiency. Penflex makes a 
complete line of four-wall, interlocking and seamless 
welded corrugated tubing, including braided wire or rub- 
ber covered types ... 4%” to 24” I.D. in materials suited to 
various conditions. 

Let “Flexineering’—the science of selecting tubing of 
the right size, weight, type and construction for your partic- 
ular installation—help you step up operating efficiency. 
Write for your copy of “Flexineering” today. 

Pennsylvania Flexible Metallic Tubing Company, Inc., 7218 Powers 
Lane, Philadelphia 42, Penna. . Branch Sales Offices: Boston 


New York * Chicago * Houston ¢ Cleveland 
and Distributors in Principal Cities 





HEART OF 
STRY’S 


IND 
LIFELINES 
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FLEXIBLE TUBING, AUTOMATIC BARREL FILLERS, PNEUMATIC RIVET PASSERS, ACCESSORIES AND FITTINGS 
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WESTINGHOUSE — 
40W WRITE 
U- 5 








Ask these 
questions, too, 
when you judge a 
fluorescent lamp... 


Is your investment 
protected? 





Check Westinghouse Fluorescent Lamps 
igainst any other brands you are now 
Check them for maintained bright- 

ng life, uniform appearance. If you 
entirely satisfied on all counts, 

full purchase price will be refunded. 


% 






is it built 
with tailored glass ? 


Quality of glass in a fluorescent lamp di- 
rectly affects lamp performance. Westing- 
akes all of its own fluorescent lamp 
tailoring it from silica to finished 
pecifically for fluorescent service. 


7 “Als it the correct 
_” type, size and color 
Y for the lighting 
job to be done? 





In the Westinghouse fluorescent family of 
290 different lamps—including Slimline 
ind Rapid Start—there’s a type and size 

ely right for every office, plant and 


handising application. Colors include 
n different shades of “‘white’’ alone. 
For the full story on how 


to get more for your 
money in fluorescent 
light, contact your 
Westinghouse Lamp 
Representative. ‘You 
can be sure if it’s West- 
inghouse.”’ 


WATCH 
WESTINGHOUSE! 


WHERE BIG THINGS 
ARE HAPPENING FOR voul 
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Central Iowa Ass’n. Conference 


at Drake University 


The second annual purchasing 
conference sponsored by the Pur- 
chasing Agents Association of 
Central Iowa, was held at Drake 
University in April. 

Professor Robert Lovejoy 
opened the conference with a 
talk on the subject of “Keying 
Inventory Levels to Market Fluc- 
tuations.” His talk stressed the 
value of sound inventory control, 
the application of routine re-order 
plans whenever possible, the im- 
portance of a proper number of 
turn-overs per year of stock and 
the cost of carrying inventory. 
Professor Lovejoy pointed out 
that the yield on investment is 
reduced as larger stocks are pur- 
chased. 

Chester Ellingson, director of 
purchases for the Apparatus Divi- 
sion of the Westinghouse Corpor- 
ation spoke on the subject, Cut- 
ting Costs by Analyzing Values.” 
His talk centered on his own ex- 
periences with the Westinghouse 
Corporation. In telling of a new 
concept in -purchasing—Opera- 
tion Cooperation—Mr. Ellingson 
brought out how the purchasing 
department in his company set 
out to acquaint and educate sup- 
pliers and other associates on the 
importance of a sound purchasing 
practice. 

He named several “value con- 
siderations” and told what they 
meant to different departments. 
He listed them as follows: 


To the Purchasing Department 
Quality and Price 

To the Sales Department 
Appearance 
To the Scheduling Department 
Availability 


To the Production Department 
Ease of Production 

Mr. Ellingson noted that the 
purchasing department needs the 
assurance of supply, competitive 
incentive and maximum value, in 
order to properly perform its 
duties. In closing, he related the 
story of Westinghouse’s growth 
and how it was being paced by 
the steel industry and its ability 
to provide the steel needed by his 
company. 

The afternoon session of the 
conference began with a talk by 
Howard T. Lewis, professor of 
marketing, Graduate School of 
Business Administration, Harvard 
University. He spoke on the sub- 
ject, “The Purchasing Agent; His 
Past, Present and Future Posi- 
tion.” Following his talk and dur- 
ing the panel discussion that fol- 
lowed, Professor Lewis was plied 
with questions relating to the 
subject. The group in attendance 
both enjoyed and appreciated the 
interest and information supplied 
by Professor Lewis. 

The last item on the agenda 
was devoted to a panel discus- 
sion. Those on the panel were: 
Moderator James Casey, director 
of purchases, C. E. Erickson; 
Ainsley G. Burks, purchasing 
agent, State University of Iowa; 
Herb Lubke, purchasing agent, 
Solar Aircraft; Chester Ellingson, 
director of purchases, Apparatus 
Division of the Westinghouse 
Corporation; Professor Howard T. 
Lewis and Robert Lovejoy, pro- 
fessor of retailing, Drake Univer- 
sity. 

The evening session was de- 
voted to a regular monthly busi- 
ness meeting. 





“Al”? Soell at Toledo 


Past Presidents’ Dinner 

The high point of the year for 
the Toledo Purchasing Agents 
Association was the March dinner 
meeting at the Toledo Yacht 
Club. Most fortuitously, the asso- 
ciation was able to bill as its guest 


speaker for its dinner meeting, 
honoring the association’s past 
presidents, none other than A. W. 
Soell, president of N.A.P.A. “Al” 
gave a most inspirational address 
and briefly spoke of wonderful 
experiences in his nationwide 
visits to different associations 
during his year’s tenure of office. 
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how to judge a fluorescent .. point no. Fy 





If you’re like most businessmen today, you 
kk b t know how the proper use of color can speed a 
as abou lagging production line, work wonders with 


office morale, give merchandise extra sales 
T appeal. What you may not know, however, 
a4 NJ DB) 4 i O Ni is that the color of any surface—be it desk 
top or cabbage leaf, electrical lead or your 
secretary’s complexion— is largely determined 
by how that surface is lighted. And that light 
just right for Job A may be all wrong for 
Job B. Westinghouse fluorescent lamps 
available in seven different shades of ‘“‘white”’ 
alone—-offer you precisely the proper color 
of light for jobs from A to Z. “You can be 
sure if it’s Westinghouse.”’ 


WATCH WESTINGHOUSE! 


WHERE BIG THINGS ARE HAPPENING FOR Your 
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ger ae there is not a pound 
of excess weight in a 
Harrisburg Cylinder, we do not 
offer the questionable advan- 
tage of shaving off essential 
material to save a few pounds 
in weight. It is obvious that 
this could only compromise 
both durability and safety. 


For High Pressure Gas Cylin- 
ders, industry has learned to 
expect a useful life of a quarter- 
century or more. Traditionally, 
this life expectancy is based on 
long-established Harrisburg 
standards of design and manu- 
facture. 


When you buy Harrisburg Cyl- 
inders you can continue to 
expect the sound values that 
































have been characteristic of all 








HARRISBURG 
Cylinder literature 
and prices. 


Harrisburg products for more 
than a century. 
Send for 





More than a century in Harrisburg | 


o 


Harrisburg Steel Co. 


Division of Harrisburg 19 
Harsco Corporation Pennsylvania 
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PLYMOUTH RUBBER COMPANY, 
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 —— QUTLAST 
ALL OTHERS 


<aunt O8 ‘ athunp os 


F exssatinet by" 
Good Housekeeping 
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iy 
Oras Abvearisto THe 


@ Saves Time and Labor in Production 





@ We'll Make Them for Your Special Needs 


PROMPT DELIVERY 


NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 








Inc., Canton, Mass. 
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Pacific Northern 
Conference Huge Success 


More than 500 industrial, com- 
mercial and governmental pur- 
chasing agents and their wives at- 
tended the 19th annual Pacific 
Northwest Purchasing Agents 
Conference April 27-28 in the 
Olympic Hotel, Seattle. Oregon, 
Washington, British Columbia, 
California, Utah, Arizona, Hawaii 
and Alaska Associations were rep- 
resented. 

Delegates were welcomed at the 
kick-off luncheon by Mayor Allan 
Pomeroy of Seattle and Lt. Gov- 
ernor Emmett T. Anderson of 
Washington. Featured speakers at 
the luncheon were Hon. W. R. T. 
Chetwynd, Minister of Trade, In- 
dustry, Railroads and Fisheries, 
Province of British Columbia and 
Hon. B. Frank Heintzleman, Gov- 
ernor, Territory of Alaska. 

Afternoon speakers included 
Leonard K. Firestone of Los 
Angeles, President, Firestone Tire 
& Rubber Co. and John P. Kiley 
of Chicago, President of the Chi- 
cago, Milwaukee, St. Paul & Paci- 
fic Railroad. Mr. Firestone spoke 
on “Industry Today and Tomor- 
row,” while Mr. Kiley chose “The 
Railroads Look Ahead,” as _ his 
topic. 

A. W. Soell of St. Louis, Presi- 
dent of the National Association 
of Purchasing Agents, (Purchas- 
ing Agent, Gaylord Container 
Corp.) addressed the Saturday 
morning business. session on 
“Challenge of Competition”. Other 
speakers and their topics were: 

Arthur J. Melka, Oakland, 
Calif., Western Vice President N. 
A.P.A.—topic: “Let’s Look Ahead 
in Communications”. 

William G. Aickin, Purchasing 
Agent, American Marietta Co., 
Seattle—topic: “Purchasing Men’s 
Policy—Firm and Fair”. 

R. G. Nichols, P. A., Canadian 
Western Pipe Mills, Ltd., Port 

(Please turn to page 238) 
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Modern industrial might comes from 
nature’s harnessed energy. This nation’s 
greatest single energy resource is found in 
its tremendous reserves of Bituminous coal. 

As population increases—as living stand- 
ards rise, vast additional amounts of 
energy will be required—and found in 
Bituminous—the fuel with a future. 

Fields served by B&O contain known 
reserves of more than 8 billion tons suitable 


for every purpose. The nation can safely 
bank on bituminous treasure like this and 
on B&O operators to mine and supply it in 
greatest quantities, with increasing effi- 
ciency at stable-low-cost. Ask our man ! 


Let our Coal Traffic Representative suggest 
a constant-low-cost Bituminous coal for your needs— 
COAL TRAFFIC DEPARTMENT 
B&O RAILROAD © BALTIMORE 1, MD. 
LExington 9-0400 


<P Ube wae keo) t-mer- amOR at homm. c-UEEaer-Ue 


BITUMINOUS COALS FOR EVERY PURPOSE 
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THIS CLEVELAND 
CONTAINER 


















































Heavy. Duty 
... with reinforced. matal onda 


Che heavy wall is spirally wound, with multiple layers of 
high grade paperboard, closely butted and evenly bonded 
with adhesive to give extra strength and long use. 
Moistureproof .. . 
Immune to wear and tear... 
Self-locking metal ends. 
Excellent for shipping plated metal strips, shafts, rods, tubes 
und many other metal parts . . . also, used as cores for 
paper rolls and fabrics; bodies for reels; liners for metal 
drums. Available in diameters and lengths as desired. 
Usable for storage or reshipment. 


Why pay more? For Good Quality . . . call CLEVELAND! 
THE 


CLEVELAND CONTAINE 


COMPANY ° 
6201 BARBERTON AVE., CLEVELAND 2, OHIO 


e ALL-FIBRE CANS ¢ COMBINATION METAL 
AND PAPER CANS « SPIRALLY WOUND 
TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LTD. 


Piants & Sales Offices: Sales Office: 
TORONTO AND PRESCOTT, ONT. MONTREAL 


SALES OFFICES; 


NEW YORK City 
“eo ..c. 


— 


SALES. OFFICES: 
CLEVELAND 
DETROIT 
CHICAGO 
PAEMPHIS 

LOS ANGELES 

PLYMOUTH, WIS. 

JAMESBURG, N. J. 

OGDENSBURG, N.Y. 


ABRASIVE 
DIVISION 
CLEVELAND 
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(Continued from page 236) 


Moody, B. C.—topic: “Times Have 
Changed—Have You?” 

George Loney, P. A., Equitable 
Savings & Loan Ass’n, Portland— 
topic: “Let’s Look in the Mirror”. 

Bowling and Golf tournaments 
were held Saturday afternoon at 
Queen Anne Bowl and Foster 
Golf Course. 

The Conference will be closed 
Saturday evening with a social 
hour, banquet, dancing and enter- 
tainment at the Olympic Hotel. 

Fifteen Washington purchasing 
agents who headed committees 
handling Conference arrange- 
ments, were: 

M. C. Staley, general chairman; 
H. G. Ainslie, business and panel 
sessions; Allan Fox, registrations; 
H. L. Wanser, hotel reservations; 
LeNore Wartes, women’s enter- 
tainment; Harry S. Beetham, fin- 
ance; W. F. Retelle, bowling; E. 
A. Hurley, entertainment; C. V. 
Tinker, luncheon and banquet; 
George S. Drury, refreshments 
and flowers; Lloyd Hansen, trans- 
portations; Henry Russell, golf; 
Charles W. Reynolds, greeters; 
Frank C. Bergmann, national di- 
rectors’ party and Earl C. White, 
publicity. 


British Columbia Group 


Continues Active 

The Purchasing Agents As- 
sociation of British Columbia 
toured the plant of Schlage Lock 
Company of Canada in North 
Vancouver during March. The 
group was welcomed to the plant 
by P. C. Miller, Sales Manager. 

Later in March, the monthly 
educational meeting was held in 
the Grosvenor Hotel. The princi- 
pal speaker was Phil Barchard of 
B. C. Electric..Considered one of 
the best informed persons on 
natural gas in the west, he spoke 
on “The Story of Natural Gas.” 


(Please turn to page 242) 


PURCHASING 


























SIMONDS aif ipre DIE STEEL 


Imm EDtATe Ba pesazeay 









a 
eee —_—- 
ee . tesetes 


There are no HMA 


HIDDEN COSTS 
when you Buy 


SIMONDS 


Flat Ground Die Steel 
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Ask your Simonds Distributor for a 
copy of this New Chart (18" x 31”) 
EPP, giving full range of 

Stock Sizes now 
available. 








First cost is only part of the story when OIL-HARDENING TYPE — Non-de- 


forming, spheroidize-annealed for best ma- 


figuring die steel costs. Bar for bar you save chinability and consistently uniform hard- 


. > ma R P enability — from Simonds’ own steel mill. 
with Simonds. Simonds Flat Ground Die Steel requires no Extra-smooth finish with all decarburiza- 
‘ : , ; ae tion and surface defects removed. Wide 
costly grinding to size. It’s already precision ground to 1001 hardening range. Individually packaged 
: ; Oe jf (18” and 36” lengths) with simplified heat 

stock sizes. What’s more it’s uniformly annealed and treating instructions. 
j : ; AIR-HARDENING TYPE — Non-deforming, 
readily machinable. You save on time. You get better re- spheroidize-annealed, 5% chrome — more 
wear-resistant yet easy to machine and heat 
sults... have a choice of OIL Hardening or AIR Harden- treat with uniformly excellent results. 
Another product of Simonds’ steel mill. 
; Extra-smooth finish with all decarburiza- 
ing type. tion and surface defects removed. Wide 





hardening range. 36” lengths: Individually 
S | M @) N DB) S packaged with heat treating instructions. 
SAW AND STEEL CO. For Fast Service TS Call your 


fro 
Complete Stocks 











SIMMONDS 
industrial Supply 
DISTRIBUTOR 


FITCHBURG, MASS. 








Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon, Canadian Factory in Montreal, Que., Simonds Divisions: 
Simonds Steel Mill, Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and ‘Arvida, Que., Canada 
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TRANSFORMERS 
cee the choice of leaders 
in industry 





Wagner Unit Substation Transformers supply 


power for new automated plant... 


new fully-automated plant at Kingston, New York, Consult the nearest of our 32 branch offices or write for 

izes modern load centers for in-plant electrical distribution. Bulletins TU-205 and TU-214. They give full information 

unit substations in this load center system bring power at 

| primary voltages close to the load to reduce voltage drop 
conductor losses. 


on Wagner Unit Substation transformers for industrial 
power distribution systems. 


1000 kva unit substation, shown above, delivers 480 volt 
phase power to large machines and equipment. Another 
kva double-ended substation supplies 208Y/120 three phase 
wer for lighting and small power loads. 

[hese unit substations are equipped with Wagner dry-type 
isformers because Wagner transformers are carefully engi- 
ed to meet heavy industrial demands—are built to stand up 

rigorous 24 hour a day production schedules. 
Wagner Unit Substation Transformers are “Predesigned”. 
ire built in standard ratings which are coordinated with 
pecifications of unit substation builders. This completely 
- nates individual job engineering—saves time—reduces costs. 
get a proven design in a completely assembled and tested 

ransformer—and get quick delivery. 





New IBM Kingston, N. Y. plant is fully automated. It produces 
printed circuits and electric typewriters. 


Wagner Electric @rporation 


6360 Plymouth Ave., St. Louis 14, Mo., U.S.A. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


ELECTRIC MOTORS * TRANSFORMERS - INDUSTRIAL BRAKES + AUTOMOTIVE BRAKE SYSTEMS-AIR AND HYDRAULIC 
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See Rust-Oleum penetrate rust to bare metal through the “Eyes” of Radioactivity! 









Rust-Oleum dries to a firm, decorative 
coating that resists salt water, sun, 
fumes, heat, humidity, and 
weathering. 





some rust 
Mixed, Rust-Oleum vehicle, 


Radioactivity, per cent 
rust, and metal 


Rust-Oleum Coating, 


Distance from Coating Surface, mils 






Curved line illustrates Rust-Oleum pene- 
tration through rust at each mil level as 
recorded by Geiger Counter. 





| Geiger Counter traces Rust-Oleum penetration to bare metal! In nearly three 
years of radioactive research, Rust-Oleum’s specially-processed fish oil vehicle was radio- 
| activated and formulated into Rust-Oleum 769 Damp-Proof Red Primer — then applied 
to rusted test panels. Rust-Oleum’s specially-processed fish oil vehicle was then traced 
through the rust to bare metal by Geiger Counter. 
This penetration means rust-stopping power, because the fish oil vehicle works its 
way into the tiny pits in the metal where it drives out air and moisture that cause rust. 
Important savings are yours, because Rust-Oleum can be applied directly over sound 
| 








rusted surfaces — usually eliminating costly surface preparations. Attach coupon to your 
business letterhead for your copy of the thirty-page report entitled, “The Development There i ly Rust-Ole 
of a Method To Determine The Degree of Penetration of a Rust-Oleum Fish-Oil-Based setrabaekieg << Fan mers _— 
Coating Into Rust On Steel Specimens,” prepared by Battelle Memorial Institute technol- It is distinctit e 

ogists. Prompt delivery of Rust-Oleum is assured from your nearby industrial distributor. as your own fingerprint. 


- RUST-OLEUM 








ATTACH TO YOUR LETTERHEAD—MAIL TODAY! 


Rust-Oleum Corporation 
2435 Oakton Street 
Evanston, Ill. 


| , | 
| [] Complete literature with ad | 
| color charts. | 
| (CD Thirty-page report on 
: Rust-Oleum penetration. 7 
| 

J 





Rust-Oleum is available in practically all colors, (_) Nearest source of supply. 
including aluminum and white, See our complete 
catalog in Sweets, or write for information. 





For More Information Circle No. 313 on Inquiry Card—Page 17 
NG June, 1956 21 











THE (SHAPE OF THINGS IN 


Pe. 














a ——— 


AUBASE 
MOLDED BOOT MINUS STOCKINGS 
CUTS COST FOR LIFT TRUCK MANUFACTURER 


ATION: 


ic li tilt mechanism on 
Protective boot for hydraulic lifhyane i 
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gasoline po ‘ olded boot with 
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| turer's print spect sunlight * on 
This manufact™ had to have 9 e greases © 
7 te base: Oe ei meer h acteristics 
erockinette h draulic flexing eno 


ACUSHNET PROCESS COMPANY . 


NEW BEDFORD, MASSACHUSETTS 
vecéston Molded RUBBER, SILICONES -“‘APCOTITE’’ BONDING 


s all communications tc 779 Belleville Ave., New Bedford, Mass. 
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(Continued from page 238) 
Mr. Barchard assured the meeting 
that natural gas is here to stay 
and that the known reserves in 
the Peace River Area could ser- 
vice the Pacific Northwest for ap- 
proximately 500 years. 

In April, the Purchasing Agents 
Association of British Columbia 
held its regular monthly meeting 
in the Hotel Vancouver. 


Standardization Evaluated 
for Central Michigan PAs 


Every aspect of standardiza- 
tion in its relation to the purchas- 
ing function was covered by four 
speakers at the March monthly 
dinner meeting of Purchasing 
Agents Association of Central 
Michigan held at the Parker Inn 
in Albion, Mich. Don Dice led the 
talk and then introduced the 
other speakers: Lee Butters and 
Morrie Niel of Albion and Sam 
Folz of Kalamazoo. Another high- 
light of the meeting was a short 
talk by George Bachman of 
Woodlin Metal Products, Mar- 
shall, on “Know Your Company.” 
The April dinner meeting held on 
the 17th was preceded by a visita- 
tion to the new warehouse of 
Schaber Dietrich Hardware Co. 
in Lansing, where members ac- 
quired a host of new ideas about 
hardware. The excellent dinner 
served later was with the com- 
pliments of the host company. 


Toledo PAs Enjoy 
Annual Spring Dance 
Charley Keller and Paul Weav- 
ef, co-chairmen of the annual 
spring dance held by the Toledo 
Purchasing Agents Association, 
report that the annual spring 
dance was a tremendous success. 

It was held at the Knights of 
Columbus Hall in Toledo and was 


an opportunity for members to 


bring their wives together for a 
social evening. 
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Type 302, Sheet Base Price 


Type 430, Sheet Base ifke 4 -— 


@ 50 cents per (6. 
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Many designers and fabricators who are 
currently using Type 302 stainless can, in 
numerous applications, specify Type 430 
straight chromium stainless and take 
advantage of the 10 cents per pound dif- 
ference in base price. Some of our cus- 
tomers are already saving more than $200 
per ton using our 430 MicroRold stain- 
less sheet. 

The steel industry estimates that 50% 
of all stainless sheet applications could 
satisfactorily employ Type 430, the least 


Send for Your copy, “Care and Use of 430 MicroRold Stainless Steel” 


Washington Steel Corporation 


6-N WOODLAND AVENUE, WASHINGTON, PA. 








Now You Can SAVE $200 Per Ton! 


expensive of all stainless grades, as an 
economical and practical material. When 
propetly applied, Type 430 has all the 
desirable qualities of beauty, corrosion re- 
sistance, strength, long life and low main- 
tenance that no other material, except | 
stainless, can offer. 

We are currently producing our 
MicroRold Type 430 sheets in thick- 
nesses .005” to .109” with 2B or 2D 
finishes; and in thicknesses .010” to 
.109” in No. 3, 4 and 7 finishes. 





For More Information Circle No. 315 on Inquiry Card—Page 17 


June, 1956 






































4 





























... all key phases of SPECTOR'S 

















FREIGHT TRANSPORTATION SERVICE 


Today’s purchasing agent knows the importance of efficient, engi- 
neered transportation in controlling the cost and flow of materials 
used in his plant. His increasing reliance upon motor transportation 
over the past decade attests to its many comparative advantages—its 
flexibility, its speed, its versatility, its economy. 


Serving more than 5000 industrial and commercial points in 37 states, 

Spector enables the progressive purchasing agent to broaden his list 
f sources, reduce over-all inventories and capital investment, coor- 
linate his inbound materials with the distribution of plant output. 


Get the facts from your traffic manager or your nearest Spector rep- 


esentative. 


AUS stom Bonded Common Carrier 


SPECTO FREIGHT SYSTEM, INC. 


General Offices: 3100 S$. Wolcott Avenue, Chicago 8 
TERMINALS IN: 

Baltimere-Washington * Boston * Bridgeport * Chicago 
Decatur * Indianapolis * Milwaukee * Newark * New 
Britain © New York * Peoria * Philadelphia * Providence 
St. Louis * Springfield (Mass.) * Worcester 
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T. O. English New 
6th District VP 


T. O. English, assistant general 
purchasing agent for Aluminum 
Company of America, has been 
elected a national vice-president 
of the National Association of 
Purchasing Agents. 

Mr. English was elected by the 
national directors of NAPA’s 6th 
District at the district’s recent 
spring council meeting in 
Youngstown, O. 


His election by the 16 repre- 
sentatives of purchasing agents’ 
associations in Ohio, western 
Pennsylvania, and part of West 
Virginia, places Mr. English on 
the national executive committee 
of NAPA. He previously served 
as director, vice-president, presi- 
dent, and national director of 
the Purchasing Agents Associa- 
tion of Pittsburgh. 

Mr. English, a native of Texas 
and a 1929 graduate of Missouri 
School of Mines and Metallurgy, 
has 20 years’ experience as a 
member of Alcoa’s purchasing 
department. He was transferred 
from the company’s East St. 
Louis, Ill, works, where he 
served as plant electrical engi- 
neer, to Pittsburgh, Pa., in 1936 
as the purchasing department’s 
senior electrical engineering 
buyer. A registered engineer in 
the Commonwealth of Pennsyl- 
vania, Mr. English assumed the 
duties of his present position in 
1944, 

For More Information Circle No. 317 
on Inquiry Card—Page 17> 
PURCHASING 




















COSTLY “DOWN TIME” REDUCED! 


. @ You can keep your drilling operations on schedule with 
and high performance of CLE-FORGE High Speed Drills. These fine quality tools give 


. superior performance on every set-up ...and you can rely on their 
CLE-FORGE High Speed Drills _ 


uniformity day after day, month after month, year after year. 


Uniform quality 


<> Why not ask a Cleveland Service Representative for sugges- 
can help you reach roe Ne enn. a pede 
tions on reducing “down time” and increasing production in your 


shop? Contact our nearest stockroom, or... 


production quotas 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


tHECLEVELAN D twist DRILL co. 


1242 East 49th Street Cleveland 14, Ohio 
aa ae a ke 
E. P. Barrus, Lid., London W. 3, England 





The Ultimate in 
Needle Valves 


Here is one of the crowning achievements of Marsh 
research, design, and manufacturing skill. It is the 
first needle throttling and shutoff valve to combine 
all of the qualities called for today in this highly 
critical and ever broadening field. 

It is a valve that has strength and safety to spare 

. rated for pressures up to 10,000 psi—equally 
efficient in the lower ranges. A product of Marsh 
instrument-making and valve manufacturing expe- 
rience, it combines instrument-like precision with 
the ruggedness that distinguishes all Marsh valve 
specialties. 

The illustrations tell the story of new thinking; 
new standards. Body and stem-guide are machined 
from extra-heavy carbon steel bar stock. Still 
greater strength and rigidity are achieved by fusing 
the stem-guide into the body. The complete fusion 
of guide and body is accomplished by the exclusive 
Marsh ‘“‘Conoweld”’ process. 

There are two big advantages to this one-piece 
construction: (1) It eliminates the danger of un- 
screwing the valve from the body when opening— 
a frequent cause of leakage, even dangerous blow- 
outs (2) It permits perfect line-up of threads and 
seat. Asa result, Marsh valves are easier to operate 
even at high pressures. 

The precision-machined stem is 416 stainless 
steel. Stem threads are fine pitch for extra strength 
and fine, controlled regulation. Notable advance- 
ments are special ‘‘Marpak”’ one-piece, non-binding 
longer-lasting packing; deep thread chambers, keep- 
ing inlet and outlet piping away from ports and 
contributing excellent flow characteristics. Entire 
packing nut and packing gland are electro-zinc 
plated, preventing corrosion and giving the valve a 
handsome, plated exterior. The rugged malleable 
handle is finished in heavy baked enamel. 

The new needle valve line includes globe and angle patterns 
with double female connections in sizes 4%", 4", ¥%", 42", %4" 
and 1”. Also globe and angle valves with male inlet and female 


outlet in sizes 4" and 42". Complete stock carried at our Skokie, 
Illinois factory and also at our branch plant in Houston, Texas, 










ONE PIECE 


The stem guides of 
conventional needle 
valves are screwed 
into bodies—this of- 
ten causes leakage or 
blow-outs. Marsh 
Needle Valves are 
fused into one-piece 
by exclusive ‘““Cono- 
weld’’ process. 


Write today for catalog giving complete details. 


MARSH INSTRUMENT co. Sales Affiliate of Jas. P. Marsh Corporation 

Dept. G, Skokie, Ill. @ Marsh Instrument & Valve Co. (Canada) 

Ltd., 8407 103rd St., Edmonton, Alberta @ Houston Branch Plant: 
1121 Rothwell St., Sect. 15, Houston, Texas 


- 





CEST 
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Tomorrow's ideas are taking \| shape 
with BRIDGEPORT Aluminum Extrusions | 


Designing with the future in mind? Look to extruded aluminum 
shapes to cut costs and improve your products. And look to Bridgeport 
for the very latest in ideas and manufacturing techniques. 


We can extrude standard or specially engineered shapes in all 
extrusion alloys—with properties to meet your specifications. Our 
technical service is ready now to help you design 

for tomorrow s competition. 

Look ahead with Bridgeport for the best in aluminum extrusions . 


and the latest in forgings, too. Prompt service is as near as your phone. 


For the vou newer 


EXTRUSIONS, DIE AND HAND FORGINGS 





Offices in Principal Cities 
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today 


fan BRIDGEPORT , ALUMINUM 


Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Connecticut 
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COSTS 
NO MORE! 


Remember, 


INDUSTRIAL TOOLS 
The Broadest Line of Its Kind" 
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Efficient Purchasing 
Goal of NIGP 


Members of the Carolinas’ 
Chapter of the National ‘Institute 
of Governmental Purchasing met 
in Charlotte recently to hear two 
guest speakers and discuss cur- 
rent purchasing problems. Princi- 
pal Speaker was Clifton Mack, 
commissioner of federal supply 
service, General Services Admin- 
istration. He reviewed briefly the 
organization of the Federal. Sup- 
ply Service and noted that it, like 
any central purchasing organiza- 
tion, had to show a saving in pur- 
chasing and do a better job of 
procurement to justify its exist- 
ence. Centralization, he said, i 
not the goal. The purpose is effi- 
cient purchasing. 

Outlays for materials, equip- 
ment and supplies usually stand 
next to salaries and wages in size 
of governmental expenditures, he 
continued. As a result, careful 
and efficient administration of the 
purchasing function can result in 
substantial savings for taxpayers. 

Albert H. Hall, executive vice- 
president of the NIGP, discussed 
the current work of the organiza- 
tion with those present. The dis- 
cussion following the talks was 
led by R. Powell Black, city man- 
ager for Aiken, S. C. The follow- 
ing topics were considered: fed- 
eral excise taxes, purchases of 
tires and tubes, fire trucks, iden- 
tical bids, errors in bids and limit- 
ing time to salesmen. 

During the business session, 
presided over by President Aaron 
C. Shepherd, city purchasing 
agent for Winston-Salem, J. 
McDonald Wray of Charleston, 
S. C. was elected secretary- 
treasurer. 
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Working with The Carborundum 
Company, American Viscose helped 
develop a revolutionary sand 





screen to replace conventional 
abrasive discs. It has a useful life 
7 to 15 times greater for two 
reasons: First, the removed material 
flows out through the open mesh. 
Second, it is made from Avisco 
filament rayon yarn that stays 
“young and muscular” even when 














AVISCO 





loaded with phenolic resins and 
abrasives. The result is an abrasive 
far more useful to you. 


American Viscose Corp., 350 Fifth Ave., New York 1, N.Y. 


America’s Greatest Industries Grow with AV I Ss Cc Oo 
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Whatever your particular 
cutting operations, there 
are Victor Hand and 
Power Hacksaws, Metal 
and Wood Cutting Band 
Saws and Hacksaw 
Frames to meet your 
specific requirements. 


Every \ r distributor can give you 
pron livery of any metal cutting 
saw | want. His men are backed up 
by \ factory experts who can show 
you the way to new speed and economy 
on production metal sawing operations. 
Remember, no blade on the market will 
cut faster or last longer than the right 
Victor Blade — at the price you want! 
And for top performance at a low price, 
use Victor “Moly”® High Speed Steel 


_— blades. Victor devel- 
oped this high speed, 
| heavily-alloyed steel 
blade of molybdenum. 
Remember, “Moly” 
High Speed blades 
outlast standard steel 
blades 10 to 1, cut as 
well as the best high 
speed steel blades 
made, but are substan- 
tially lower in cost. 
Free! 

Ask your Industrial Distrib- 
utor for a supply of our 
NEW Metal Cutting Book- 
lets and Wall Charts. 


Pad 


“now YOLOIA 





Through 
Recogr ! Distributors 


VICTOR ow 


SAW WORKS, INC., MIDDLETOWN, N.Y., U.S.A. 
MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES, 
AND METAL AND WOOD CUTTING BAND SAW BLADES 
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Executives Night 
At Buffalo 


Executives Night of the Pur- 
chasing Agents Association of 
Buffalo, in March brought out 68 
members and almost half as many 
of their fellow company execu- 
tives as guests. At the meeting, 
Pete Wight, the 8th district v.p. 
and assistant purchasing agent of 
Bausch & Lomb Optical Co. was 
the honored guest. His talk on 
“The Purchasing Function in an 
Industrial Organization” was in- 
teresting and informative. Wel- 
comed as new members were 
Jack A. Hall. Hohl Industrial 
Sales Co. Inc.; C. W. Kemper, 
International Milling Co.; John H. 
Higham, Western Containers Inc., 
and Lucio C. Moscati, Stauffer 
Chemical Co. The regular April 
meeting of the Buffalo Purchasing 
Agents Association was sus- 
pended in favor of a social get- 
together with the salesmen in the 
area. Mike Centanni and his com- 
mittee handled the planning and 
organizing for a very successful 
affair, which was attended by 
over five hundred purchasing 
agents and salesmen. 





BEARINGS-BUSHINGS 
WEARING PARTS 


Guarantee Superior Service 


or Money Back! 


SEND PRINTS, 
f 


fo} Mo} ol-ba-hatobale-bate Mel ta-| 


actolobaataat-satet-tatesat-i-bals| 
ons. No roy ob ble t- Gate) at) 


Send for free 
literature and 
service data 


sheets 


PRODUCTS 


“Bearing Specialists Since I919’’ 
1318 Oberlin Avenue Lorain, Ohio, U.S.A. 
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CHAIRMAN, THE CINCINNATI GEAR CO, 


Our slogan, “Gears . . . Good Gears 
Only,” seems almost unpretentious by 
modern standards, In this day of soaring 
advertising superlatives and grandiose 
claims of product superiority, we feel it 
sounds a little old-fashioned—and that’s 
just the way we want it. 


There is little about our production 
today, from a technological stand-point, 
that resembles our operations of even a 
few decades ago. New modern machin- 
ery in an ultra-modern plant has enabled 
us to offer a degree of precision and 
efficiency undreamed-of in our fathers’ 
time. But, while we've striven to be 
second to none in utilizing the advance- 
ments made possible through techno- 
logical progress, we've also attempted to 
retain something of the old-fashioned 
craftsmanship and pride of workmanship 
that is all too often lost in the modern 
shuffle of mass production, 


We specialize in just one thing: the 
manufacture of the best custom gears 
that can be produced. To our modern 
production techniques we add this old- 
fashioned ingredient of craftsmanship; 
the result is just what is promised in 
our simple slogan: we produce good 
gears, and good gears only. This simple 
claim is backed by our reputation — we 
deliver good gears only. It’s a claim and 
a reputation we intend to perpetuate 
for many years to come. 


THE CINCINNATI GEAR CO. 


CINCINNATI 27, OHIO 


"“Gears—Good Gears Only” 
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Colson cures 


barrel-truck fatigue with 
STRONGER BACKBONE FROM OSTUCO 


First experimental models of Colson Corpora- 
tion’s barrel and drum handling truck strained, 


om 

° 

* 

° twisted and snapped under loads below their 
7 

* 

me 


_ 
. 
2 
. 
* 
° 


intended 1,000 pound capacity. Failures in- 
creased when the Elyria, Ohio, manufacturer 
tested trucks with heavy loads over rough 


surfaces. 
Tracing trouble to the “Backbone”’ (the truck’s 
main structural member), Colson and OsTUCO 
engineers got together, came up with a 114” 
square formed seamless tube to solve the 
fatigue problem. Since 1947, the redesigned 
drum handling truck has been serving Colson 
customers, handling loads up to... and above 
... its capacity. Successful? Colson has yet to 














hear of one failure. 














OHIO SEAMLESS TUBE DIVISION 

of Copperweld Steel Company * SHELBY, OHIO 
Birthplace of the Seamless Steel Tube Industry in America 
SALES OFFICES: BIRMINGHAM * CHARLOTTE * CHICAGO (Oak Park) 
CLEVELAND * DAYTON © DENVER * DETROIT (Ferndale) 


are made from 
HOUSTON * LOS ANGELES (Beverly Hills) * MOLINE 
NEW YORK © NORTH KANSAS CITY * PHILADELPHIA 


PITTSBURGH * RICHMOND © ROCHESTER * ST. LOUIS 


OSTUCG j UBING ST. PAUL * SALT LAKE CITY * SEATTLE * TULSA * WICHITA 
CANADA, RAILWAY & POWER ENGR. CORP., LTD. 
EXPORT: COPPERWELD STEEL INTERNATIONAL COMPANY 


SEAMLESS AND ELECTRIC WELDED STEEL TUBING 
—Fabricating and Forging 225 Broadway, New York 7, New York 


Unique Single-Source Service at OsTUcO eliminates 
. another reason 


interplant shipment and error 
why your product can be improved when components 


OsSTUCa 


Sutsay,. onto 
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YOUR BEST BET 





f ACME 


Hose Products 
for 


R . 
brewers 


Beverage 
Creamery 
Dust & Air Duct 
Fuel Oil 
Garden 

soline 
Paint & Solvent 
Rock Wool 

nd Blast 


team 
Steam Iron 
Suction 
wimming Pools 
ING 
Cloth Inserted 
ocuum 
Waste Disposal 
Water 


Welding 
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for help on your 


HOSE PROBLEMS 


Your ACME man has a bag full of ideas on 
how to cut costs, improve the product, add 
sales appeal with ACME RUBBER HOSE. 
He has behind him 53 years of ACME re- 
search, engineering and development in 
all types of hose. Put this know-how to 
work on your problems and get the top 
return for your hose dollar. 


PUT THE JOB 
Ur MW ..... 


HOSE SPECIALISTS 


ACME RUBBER MANUFACTURING CO. 
606 LEVER STREET TRENTON, N. J. 
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Gene Murray Named 


Tulsa Assn. Secretary 

E. J. “Gene” Murray has been 
elected executive secretary of 
the Purchasing Agents Associa- 
tion of Tulsa and editor of the 
Mid-Continent Purchaser. He 
fills the vacancy created by the 
death of H. M. Cosgrove. 

Mr. Murray joined the Tulsa 
Association staff in 1950 as as- 
sistant secretary. Prior to that 
he had newspaper experience in 
California and Oklahoma. 

In 1948 he received a B. Sc. 
degree in journalism and busi- 
ness administration from the Ohio 
State University. During World 
War II he served as a pilot in the 
Air Transport Command in the 
China-Burma-India theatre. 

At the past two N.A.P.A. con- 
ventions Mr. Murray acted as 
secretary of the Petroleum In- 
dustry Buyers Group and he is 
scheduled to perform the same 
duties at the Cleveland conven- 
tion. 


Kalamazoo Valley 
Purchasing Agents 
Elect Officers 


At the regular April meeting, 
the Kalamazoo Valley Association 
elected a new group of officers to 
serve for 1956-57. Samuel Folz of 
The Brundage Company was 
elected president; Howard E. 
Dean of the Kalamazoo Paper Box 
Co. is the new vice president; 
Donald J. Corre of the Ingersoll 
Kalamazoo Div., Borg-Warner 
Corporation will serve as secre- 
tary; John R. Montcalm of Harry 
W. Taylor Company was elected 
treasurer and Robert A. Johnson 
of the Panelyte Division of St. 
Regis Paper Company will be the 
new national director. - 

Dr. E. M. Rickard, head of the 
economics department at Kalama- 
zoo College and director of the 
industrial relations center at the 

(Please turn to page 254) 
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Clark Electrics [um 
at Bax | 
- ; ‘ie . 
General Electric Bia 
and there’s a good reason... a — 
ee 
An electric truck has to survive a ; 4 
rigid scrutiny when it works in a 


plant of this foremost builder of 
electrical products—in this case, 
the Home Heating and Cooling 
Department of the General Electric 
Company. 


Eight Clark electrics pass this 
test every day in this busy plant. 
Some bring in raw materials and a 
service the fabrication areas. Others 
supply the stations of the continu- 
ous production lines, take completed 3 
cartoned furnaces from the end of 
the lines to warehouse storage or 
the shipping dock. 


To General Electric, as to hun- 
dreds of other Clark electric users, 
the local Clark dealer offers prompt 
service. He has the largest supply 
of service parts in the industry. He 
has a completely equipped shop for 
rebuilding, a fleet of rental trucks 
to help over peak work loads. You’ll - 
find him listed in the Yellow Pages 


under ‘“Trucks, Industrial.’’ 


A BETTER BUY WITH LOCAL SUPPLY — 


Genuine Clark Parts 


® Industrial Truck Division 
CLARK CLARK EQUIPMENT 
iia pa COMPANY 


Battle Creek 23, Michigan 








Metal 


b | Nibbler 


ASK FOR 


FREE 


CATALOG 


Polisher 


impact 


Wrench Pak 


) there’s a 
MALL Industrial 
tool to suit YOUR 
need... 


For greater production, ease of handling 
and more efficient over-all operation, 
select a rugged, lightweight MALL 
power tool. MALL tools are precision 
produced to give you smooth, powerful 
performance and years of dependable, 
trouble-free operation with minimum 
maintenance. 

And MALL offers every feature you 
want...any model you need (electric, air 
or gas) —and high quality MALL power 
tools are available at practical, low 
economy prices. 

Visit MALL Booth 738, ASTE Show, 
Chicago International Amphitheatre, 
M irci Ly 23, 1956. 


: SESS EER 
MALL TOOL COMPANY = 
Portable Power Tools * Gasoline « Eiectrice Air = 3: 
7791 Sevth Chicago Avenue, Chicago 19, lil. 
e send your latest Portable Power 

| Catalog 
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(Continued from page 252) 
college, was the principal speaker 
at the recent annual combined 
meeting of the Kalamazoo Sales 
Executive Club and the Kalama. 
zoo Valley Association of Pur- 
chasing Agents. 

His topic was “The Outlook 
for the balance of 1956.” Dr. 
Rickard stated that, according to 
all the experts, there is only a 
lull at this time and that the busi- 
ness trend will pick up and help 
make {1956 a bigger and better 
year than was 1955. He also felt 
that the uncertainty and mixed 
outlook of the present would clear 
up very shortly. 

It was at this meeting that the 
Kalamazoo Valley Association re- 
ceived its charter on behalf of 
the National Association from 
E. C. Wilbur, of Precision Cast- 
ings Co. and National Director of 
the National Association of Pur- 
chasing Agents. 


NAPA Business Survey 


Praised 

The regular monthly dinner 
meeting of the Purchasing Agents 
Association of Louisville was held 
in the Seelbach Hotel. This meet- 
ing drew the largest all-member 
crowd ever to attend a local as- 
sociation meeting. 

The record audience heard Wil- 
bur J. Pierce, Detroit Edison Co., 
chairman of the development com- 
mittee on intra-company activities 
of the National Education Com- 
mittee, and chairman of NAPA’s 
important committee on Educa- 
tion, which is responsible for the 
monthly NAPA Business Survey. 

“Information (of market trends 
and business conditions) is the 
stock-in-trade of the purchasing 
agent and management benefits 
greatly because of that informa- 
tion,” he said. Business surveys, 
he added, particularly specialized 
ones, such as that conducted by 
NAPA, are the purchasing agents 

(Please turn to page 256) 
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Closing the gate on hard-to-hold hydrocarbons 


At Esso Standard Oil's Bayway Re- 
finery light hycrocarbons are used ex 


tensively at a wide range of tempera- 


tures and pressures. 


Light hydrocarbons are hard to 


“hold,” but the self-adjusting wedge de 


slgn on Alovyco gate 


shut-off. 
valves - 


~ 


Corrosion-resistant 


like 


the 


red-wheeled, 


valves insures tight 


Alovyco 


chain- 


operated gate valve above — are used 

throughout many process units. 
You'll see many more of them on key 
jobs at leading petroleum, processing 
and chemical plants throughout the 
country. What about your corrosives- 
handling problems? Write Alloy Steel 
Products Company, Inc., 1301 West 
Elizabeth Avenue, Linden, New Jersey. 
6.2 


Longer Lasting 


ALOYCO 


VALVES 


N 
7 ® 
Corrosive ** 


Subsidiary of Walworth Company 
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Wide range of high quality standard chain. 


U 
S 
S 
E 
L 
L 
L 
| 
\ 
E 


“¥ % 


In standard or special metals and finishes. 


Also custom-made, cut to length, fitted with 
hooks, ete., to your specifications. 


e Prompt attention to inquiries—Quick de- 


y liveries from factory stock. 
<RUSSEUINE > THE RISDON MANUFACTURING CO. 


JOHN M. RUSSELL DIVISION —tst. 1904 


Naugatuck, Conn. 


Write For New, Free, 16-page, illustrated catalog. 
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(Continued from page 254) 
tools by which he is availed of 
information. 

He quoted from a report, re- 
cently made public by the Fed- 
eral Reserve Board (which evalu- 
ated business surveys such as the 
Railroad Shippers Survey, Dun & 
Bradstreet’s Businessmen’s Sur- 
vey, NAPA Business Survey, 
etc.) which stated that the NAPA 
survey was accurate and a valu- 
able aid for short-term prognosi- 
cation. : 

Pierce accompanied his talk 
with slides which showed graphs 
proving the seldom-erring accur- 
acy of NAPA’s Business Survey. 


L.A. Ass’n Co-Sponsors 

Purchasing Conference 

The Purchasing Agents Associ- 
ation of Los Angeles cooperated 
with the School of Business Ad- 
ministration, Univ. of California, 
in staging the 6th Annual Con- 
ference on Purchasing at the Am- 
bassador Hotel in April. The fea- 
tured speaker was A. W. Soell, 
president N.A.P.A., who de- 
livered an inspiring address on 
“The Challenge of Competition.” 
Other scheduled speakers in- 
cluded James Ritterskamp, Jr., 
Washington Univ., St. Louis, who 
had as his topic “Anticipate 
Your Legal Requirements;” David 
Gindoff of Gindoff and Swartz, 
who spoke on “Simplifyng Paper 
Work.” Various members of the 
association spoke on “Manage- 
ment in Action—A Case Study.” 
Everyone agreed that the confer- 
ence was a great success. At the 
April monthly dinner meeting, 
held on Thursday, the 12th, mem- 
bers had a rare treat in listening 
to the guest speaker, Charles 
Jester, Pacific Telephone Co., ex- 
plain the marvels of a recent elec- 


tronic development, the transistor. 
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It is Revere’s business to supply you with 
metals that can keep your production flowing 
smoothly. In Revere Aluminum Extrusions 
> you get metals made with a skill that comes 
only from many years’ experience, plus 
service and delivery that come from Revere’s 
undivided interest in filling your needs. It 
will pay you to gear the progress of your 
business to the most dependable sources 


of supply. 


Revere Aluminum Mill Products include ex- 
truded products; coiled and flat sheet, em- 
bossed sheet, circles and blanks; seamless 
drawn tube and welded tube; rolled shapes; 
electrical conductors; forgings; and foil. 
Call the nearest Revere Sales Office now. 
They are in all principal cities. Revere Copper 
and Brass Incorporated. Founded by Paul 
Revere in 1801. Executive Offices: 230 Park 
Avenue, New York 17, N. Y. 
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An Alcoa * 
Aluminum 


Fastener 
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1luminum window lift 


ly, worth the lasting strength 
a® Aluminum Fasteners. 
id galvanic and atmospher- 
sion. You get perfect color 
you get the very highest 


product. Your local Alcoa 
butor has a complete stock. 
5. In this window lift assem- 
suggest an aluminum 78° 
ersunk rivet. One of Alcoa’s 
te line of aluminum 


; THE ALCOA HOUR 
AV TELEVISION'S FINEST LIVE DRAMA 
Pay «ALTERNATE SUNDAY EVENINGS 
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Rochester PAs 
Elect Officers 


Edwin A. Galen, purchasing 
agent, Kodak Park, was elected 
president of the Purchasing 
Agents Association of Rochester, 
Inc. at the annual meeting of The 
Rochester Club, April 18. 

The four part program, the pat- 
tern for which has been develop- 
ed over the past few years, saw 
the election of the new slate of 
officers, brought together twelve 
past presidents to help Curtis D. 
Hart cut the birthday cake, heard 
reports from the chairman of all 
committees for the year, and wel- 
comed Rochester’s Wilson B. 
Wight, Eighth District vice-presi- 
dent, on his official visit. 

President Naylon, making his 
last appearance as presiding offi- 
cer presented two visitors from 
the Syracuse Association, Chester 
Fowler, past president and now 
national director and A. Kamp 
Stevens, past president and newly 
elected Eighth District vice-presi- 
dent to succeed Wilson B. Wight. 

Chairman Buss presented the 
annual award, given to the stud- 
ent in the Purchasing Class at 
the University of Rochester ac- 
quiring the highest standing in 
the first semester, to William 
Coughlin. The award consists of 
payment of the second semester 
tuition in Purchasing. 

The slate of officers named by 
the Nominating Committee was 
elected unanimously, and the new 
officers elected were: 

President: Edwin A. Galen, 
Eastman Kodak Co. 

First Vice-President: Edwin H. 
Stiffler, Will Corporation. 

Second Vice*President: Donald 
S. Judd, American Brake Shoe 
Co. 

Third Vice-President: James W. 
Conklin, Toledo Scale Company. 

Secretary-Treasurer: Kendrick 
S. French, Distillation Products 
Co. 

(Please turn to page 260) 





precision 
lapped 





Philadelphia 
GEARS 


world standard 
of excellence 


To assure you of the ultimate in 
surface finish and tooth bearing, 
we have special lapping ma- 
chines for all straight bevel, spiral, 
bevel, Hypoid and Zerol gears. 
These machines hold the gears at 
the proper distance while lapping, 
and this distance is permanently 
etched onto the gears to facili- 
tate assembly. 

We also have equipment for 
lapping spur, helical, double- 
helical and continuous tooth her- 
ringbone gears on specified cen- 
ters... Of course, Philadelphia 
lapped gears run smoother, oper- 
ate at highest efficiency and last 
longer in service. 

Send for our new 76-page 
Gear Book...Please use your 
Business Letterhead. 


phillie gear | 
PHILADELPHIA GEAR WORKS, INC 
ERIE AVE &G STREET. PHILADELPHIA 34. PENNA 
Offices tn all Principal Cities 
INDUSTRIAL GEARS & SPEED REOUCERS 
LIMITOROVE VALVE CONTROLS 
FLUID AGITATORS> FLEXIBLE COUPLINGS 





Virginia Gear & Machine Corp. « Lynchburg. Va. 
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STANOIL Industrial Oil 
tough performer 
in delicate operation 





_A. T. Wallace (right), President of Wallace Tool and Die Com- 
pany, and Standard Oil lubrication specialist, H. A. Peterson, 
check sensitivity of new Cincinnati Hydro-Tel. Milling Machine 
which uses STANOIL as hydraulic medium. Howard Peterson has 
been providing technical service to customers since joining 
Standard Oil. He is a graduate of General Motors Institute. 
Howard's customers find this experience pays off for them. 


STANDARD OIL COMPANY (Indiana) 





Delicate operations with metal re- 
quiring almost a surgeon’s skill are 
every day stuff to Wallace Tool and 
Die Company, Indianapolis. Re- 
cently, they purchased a Cincinnati 
Hydro-Tel Milling Machine for 
their highest precision work. They 
selected Sranort Industrial Oil for 
the hydraulic medium. The reason 
for choosing STANOIL: they wanted 
a hydraulic fluid that could deliver 
high performance. They wanted a 
clean hydraulic system, free of de- 
posits that might clog filters and 
interrupt operations. They wanted 
smooth operation without pump 
chatter and without foam. They got 
these with STANOIL. 


How did Wallace Tool and Die 
come to choose Stanor.? The an- 
swer is not hard to find. They had 
used Stanoit for hydraulic sys- 
tems throughout their plant for 
many years. It has given them the 
results they wanted so it was natu- 
ral to pick Sranor for their new 
Cincinnati machine. 


With STANOIL the machine per- 
forms the delicate operation of 
contour tracing with only 3% 
ounces of pressure needed to con- 
trol the milling cutters. STANOIL 
gives them smooth, steady, unin- 
terrupted performance. 


STANOIL can serve you. In the 
Midwest a lubrication specialist at 
your nearby Standard Oil office 
will be glad to show you. Call him. 
Or contact Standard Oi! Company, 
910 South Michigan Avenue, Chi- 
cago 80, Illinois. 


STANDARD 
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e e Oa ‘Manufacturers 
Use Forest City Foundries. 
Gray Iron Castings. & 
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This partial list of users of Forest City Foundries castings in- 
cludes many “blue chip” producers in their particular fields. 
These leading manufacturers rely upon Forest City for quality, 


prompt delivery and “know-how” to fulfill their casting re- 
quirements. 


Our two modern production foundries are ready to meet your 
casting needs, too. 


An experienced engineering sales organization, quality control 
staff and service department are at your command. 


We would welcome serving you. 


Forest City Foundries 
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(Continued from page 258) 

Directors: William T. Naylon, 
Gen. Railway Signal Co.; John W. 
Averill, Stromberg-Carlson Co.; 
Geo. E. Lotspike, Morgan Machine 
Co.; Warren R. Barton, Consoli- 
dated Vacuum Corp.; Walter H. 
May, Rochester Germicide Co. 


Milwaukee PAs Learn 


About Brainwashing 

First hand information about 
the techniques of Communistic 
brainwashing was revealed to the 
Milwaukee Association of Pur- 
chasing Agents at a recent din- 
ner, held at the Milwaukee Elks 
Club. The guest speaker was 


wiry Berane ig al 
3 a oe 





Richard Applegate (above) spoke 
about his imprisonment by the 
Chinese Communists 


Richard Applegate, foreign cor- 
respondent and former U.P. S. E. 
Asia news manager. He was im- 
prisoned by the Chinese Com- 
munists for 18 months and sub- 
jected to all the tortures of brain- 
washing, which he _ described 
step by step, He emphasized that 
the Communists are out to take 
the world and that the U. S. is 
bitterly hated in Asia. Before 
the dinner, a colored film was 
presented on “The Miracle of 
The Can,” with William Friar 
and Ed. Hoffman of the American 
Can Co. supplying short explana- 
tory talks. 





(Please turn to page 262) 
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As a final step in the manufacture of Powell Valves, every 
valve is subjected to an actual line test—a positive method 
of testing. For special services, valves can be given hydro- 
static, air and gas tests so that they will meet various fluid 
control services. 


Thus, when the pressure is on you—when you have a pro- 
duction schedule that must be met—that’s when you'll be glad 
you installed Powell Valves. 


No matter what your flow control problem may be, Powell 
has valves designed to solve your problem. And you can depend 
on long, trouble-free service. Through careful quality control, 
every Powell Valve has PERFORMANCE VERIFIED. 


Because of Powell’s painstaking quality control, plant shut- 
down through valve failure is greatly reduced. Records from 
refineries, power and industrial plants the 
world over prove it. 


Consult your Powell Valve dis- 
tributor. If none is near you, we'll 
be pleased to tell you about our 
complete quality line which has 
Performance Verified. 


The Wm. Powell Company 
Cincinnati 22, Ohio 


«--110th YEAR 





FIG. 375—Bronze “White FIG. 1793—Iron Body Bronze Mounted _—~FIG. 2608—Bronze “WS” Full 
Star” Gate Valve for 200 “Model Star” Gate Valve for 200 Flow Globe Valve for 200 
Pounds W.S.P. W.0.G., 125 W.S.P. Pounds W.P. 
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Bronze, Iron, 


Steel and Corrosion- 





Resistant Valves 


POWELL VALVES 
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... built 
to last a lifetime! 


With proper application, the new USG Supergauge will last 
. lifetime! 
SEGMENT— stainless steel, with nylon-faced gear section. 
Nylon-to-metal bond stabilizes the nylon against expansion 
and contraction . . . maintains accurate pitch diameter .. . 
issures proper mesh with stainless steel pinion under severe 
temperature and moisture conditions. 
MONO-UNIT CONSTRUCTION—permits easy removal of com- 
plete gauge assembly for inspection and adjustment. 
ARC-LOC MOVEMENT— permits all calibration adjustments of 
gauge assembly from rear without removing dial and pointer. 
LEGEND ON DIAL—gives complete description of socket, Bour- 
don tube and movement material for ready identification. 
MICROMETER ADJUSTABLE SELF-LOCKING POINTER — permits 
accurate repositioning of pointer. 

These features are also available in USG Solfrunt Gauges 
with solid front construction. 

Supergauges available in 414”, 6”, and 814” sizes. For 
complete information on case styles, materials of construc- 
tion and connections write for Publication 1819. 


Sellersville, Pa. 


Home of the SUPERGAUGE 
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; TATES GAUGE 


Division of American Machine and Metals, Inc. 





(Continued from page 260) 

In April, a closed dinner meet- 
ing was held at the Milwaukee 
Elks Club at which a nominating 
committee was elected to arrange 
a slate for next year’s officers. 
One of this year’s outstanding 
events was a visitation to the 
plant of the A. O. Smith Corpora- 
tion, and an inspection of their 
exhibition hall, pipe, pressure 
vessel, and frame shops and the 
laboratory. Later, in the eve- 
ning the April monthly dinner 
was held at the Milwaukee Elks 
Club, with the guest speaker, 
Harry C. Brockel, Milwaukee 
municipal port director, talking 
on the import of “The St. Law- 
rence Highway” for Milwaukee. 
The annual Springtime Dance, 
was acclaimed a notable success. 


P.A.A.N.J. Holds 


Graduation Night 

One of the highlights of the 
March dinner meeting of the 
Purchasing Agents Association of 
North Jersey, held at the Robert 
Treat Hotel, Newark, N. J. was 
the presentation of sheepskins by 
President Esser to those who had 
completed the course in “Pur- 
chasing Fundamentals,” sponsored 
by P.A.A.N.J. Among the gradu- 
ates were: J. J. Ackley of Wallace 
& Tiernan, Inc.; A. W. Brenner, 
Federal Tel & Radio Co.; Worden 
Clement, Kearfott Corp.; Robert 
O. Condit, American Oil & Supply 
Co.; Joseph K. Koppola, Pyramid 
Electric Co.; H. Corcoran, Infra 
Electronics, Inc.; Jerome V. Dini, 
Cycle Coil Co.; Charles J. Larsen, 
Wallace & Tiernan, Inc.; D. W. 
Leiss, Eveready Label Co.; Alfred 
Lichten, T. J. Schweitzer Corp.; 
J. J. McKenzie, Fischer Castings 
Co.; R. E. Paffley, Better Finishes 
& Coatings Corp.; J. Poitras, 
Pyramid Electric Corp.; H. W. 
Ruckwied, Purolator, Inc.; S. Eck- 
house, Walter Kidde Co.; Roy 
Hawkes, Tenney Engr. Co.; Ed- 
ward Kupets, P. J. Schweitzer 
Co.; L. B. Morgraff, Westinghouse 
Electric Lamp Div.; Miss Jean 
Sowa, P. J. Schweitzer Co.; and 
J. R. Toma, Adamas Carbide 
Corp. 

The April dinner meeting held 
had R. W. Maynard, ass’t to the 
sales manager, Vinyl Resins, 


(Please turn to page 264) 
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Here's a Record Making Hose! 


Every 30 seconds superheated 
steam follows ice water—and 
Thermoid Hose outlasts all others 


There’s a Thermoid Conveyor Belt 


In manufacturing phonograph rec- 
ords, Plastic Products Company, 
Memphis, uses Thermoid Wire Braid 
Steam Hose to carry steam into its 
molds at 375° F. under 175 lb. pres- 
sure. Every 30 seconds, the steam is 
followed by icy cold water—through 
the same hose! This hot and cold 
cycle goes on eight hours a day, 
month after month. 


Thermoid outlasted every other hose 
tried by this record maker. 


Here is another example of how 
Thermoid Personalized Service ful- 
fills special demands. To meet the 
most exacting requirements of any 
plant application, your Thermoid 
Distributor carries a complete line 
of Hose, Conveyor Belting and 
Multi-V Belts. 


hermoi 


Thermoid Company, Trenton, N. J. 





Gin, 
me 


Be ecurate 


CREATES a Spring. 


ATE SPRING MANUFACTURING COMPANY SPRINGS 


West Lake Street © Chicago 24, Illinois WIRE FORMS 
STAMPINGS> 
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(Continued from page 262) 
Dept., Monstanto Chemical Co. as 


the guest speaker. He gave a most 
illuminating talk on “A Salesman 
Lovxs at a Purchasing Agent.” At 
the forum, preceding the dinner, 
there was a lively discussion on 
“Vendor Evaluation.” Panel mem- 
bers expounded ways and means 
by which purchasing agents can 
screen and evaluate their vendors. 


Metropolitan Purchasers’ 
Club Told How To 


Streamline Repeat Orders 

How to use repeating requisi- 
tions in conjunction with reports 
furnished through the IB.M. 
equipment was the. subject of a 
most lucid talk by J. C. Sims, 
purchasing agent, Brooklyn Union 
Gas, at the monthly dinner of the 
Metropolitan Purchasers’ Club 
recently. He showed how the sys- 
tem could be applied to specific 
problems. At the April dinner 
meeting, the members were priv- 
ileged to hear another interesting 
talk on “Developing Purchasing 
Procedures,” by Harold Stezle, 
staff ass’t for purchasing opera- 
tions, American Cyanamid Co. 
Added to the growing member- 
ship rolls are J. Peter Lombardi, 
Sunshine Biscuits, John F. Dolan, 
W. L. Maxson Corp., Thomas C. 
Kadien and James E. De Mouth, 
both of Vanadium Corp., Melvin 
H. Mathewson, Allied Chemical & 
Die Corp., and George J. Landy- 
sheff, N.Y.U. Bellevue Medical 
Center. 

George Shea, financial editor, 
Wall Street Journal spoke to the 
Club at its regular monthly meet- 
ing on May 8. His topic for the 
evening was, “Today’s Price Mys- 
tery.” Since pricing is high on the 
list of important subjects to pur- 
chasing men this year, the meet- 
ing was well attended and every- 
one listened closely. 

Following Mr. Shea’s address 
there was a lively question and 
answer period. In April the club 
made a visit to the Ford plant and 
all those who went came away 
with a good knowledge of the 
Ford operations. 


USE INQUIRY CARD 
PAGE 17 
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He keeps large inventories—so that you dont have to! 


Users of steel know that maintenance of inventory can 


often be a costly headache. It ties up capital and space. It 
usually requires expensive equipment for the handling and 
processing of stock. It increases insurance costs, and neces- 
sitates additional clerical and storeroom help. 

What's the best answer? For the buyer of steel in small 
and moderate lots, the answer is a simple one. He can so 
easily get his supplies from the “warehouseman” —the local 
distributor of steel products! 

A great many of these distributors throughout the country 
handle Bethlehem products. They keep big inventories— 


sheets, strip, bars, plates, structurals, tool steel, rod and wire, 


hardware, and other items. They maintain these extensive 
inventories so that you, the buyer, won't have to. They're in 


@ business to supply you with steel, and their purpose is to 


have what you want at all times. 

They're equipped for service, too—for shearing, edging, 
slitting, flame-cutting, sawing, and other operations that 
“tailor” the steel. And many of these firms can give you 
expert technical advice and even laboratory help. 

If you are beset by problems involving steel, you'll often 
find help at the nearest Bethlehem distributor's. Give him a 
ring, whether your order is large or small; you'll find him 
cooperative,. friendly, and always geared for fast delivery. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


Bethlehem Pacific Coast Steel Corporation 


San Francisco 


Cale ihe déstubuiirr — your Shopping Cente for Sieh 











QUALITY 
AT YOUR 
FINGERTIPS! 


When you take one of these Blue 
Devil Socket Screws in your hand, 
you'll know what we mean by 
quality. You'll quickly see they're 
strong, well designed and precision- 
manufactured . . . by exclusive 
specialists in socket screws. Next 
time, insist on Blue Devil Socket 
Screws . . . available through 
leading industrial distributors. 


Plc Dail 


SOCKET SCREW 
PRODUCTS 
“i, 


Sold only through Authorized 
Industrial Distributors 
























ACTUAL CROSS-SECTION DIAGRAM shows how 
cold forming of Blue Devil Socket head in- 
sures unimpaired fiber continuity. 


Carety Cocker Censw Company 


6502 North Avondale Avenue, Chicago 31, Illinois 
Sachet Screws Exclusively! 
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Denver Association 
Presents Award 


The 1956 award to the outstand- 
ing student selected from the 
classes in purchasing at the Uni- 
versity of Colorado, School of 
Business, goes to Ramon Paricio, 
Jr., a senior from New York City. 
The Purchasing Agents Associa- 
tion of Denver makes this award 
each year to a student selected 
by personal interviews conducted 
by its Education Committee, of 
candidates nominated by the 
faculty. 

Paricio is a combined Business 
and Engineering major who will 
complete a five year course for 
degree in both fields in August. 
He graduated from the Science 
High School of New York. Pari- 
cio’s academic career was inter- 
rupted by a two-year tour of duty 
in the Navy, spent mostly at the 
Naval Air Test Center in Mary- 
land as an electronics technician. 
The award ceremony took place 
at the meeting of the association, 
May 17, at the Brown Palace 
Hotel. 


Los Angeles Ass’n 
Honors “Buck”? Weaver 


Mr. & Mrs. E. H. “Buck” 
Weaver were honored at a recep- 
tion given by the Purchasing 
Agents’ Association of Los 
Angeles, Tuesday, May 22, 1956 
at the Cleveland Hotel, Cleveland, 
Ohio. 

This was a tribute to Mr. 
Weaver upon his retirement as 
Vice President for Procurement 
& Contracts, Union Oil Company 
of California and was held at the 
scene of the National Association 
of Purchasing Agents’ National 
Convention. The Los Angeles As- 
sociation bestowed an honorary 
membership in recognition of his 
many years of service to the pur- 
chasing profession. 

Mr. Weaver was recipient of 
the Southwestern Purchasing 
Agent Merit Award in 1948, pre- 
sented by the Los Angeles Associ- 
ation, honoring him. as the out- 
standing member of the year, and 
the J. Shipman Award in 1954, 
the highest honor paid by the Na- 
tional Association of Purchasing 
Agents. 
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reaching for...| the Best ELECTRICAL TAPE... 


ACCURATE TAPE 











FRICTION, RUBBER SPLICING, ACCURATE MANUFACTURING COMPANY 
and PLASTIC TAPES Gartield, New Jersey 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF ELECTRICAL TAPE 











purchasing 








appointment of Donald 
Robertson as purchasing agent has 
announced by Colonial 
& Machine Co., Detroit. 
been with Colonial, in 
is capacities, for the past 14 
He has been a buyer for 
st five years. 
Viarvin G. Simmons has been 
purchasing supervisor of 
ewly-organized Engine Divi- 
£ Chrysler Corp., Detroit. 
vas formerly a buyer in the 
sler Division. 


O. Smith Corp., Milwaukee, 
reated the new post of di- 

of purchases and named 
Milton E. Morgan to the position. 
Morgan joined the company 
935, and has been assistant 

ral sales manager of auto- 

> products ‘for the past 15 


M. E. Morgan 









people —_— 





KAI MA 


Samuel Gutride is now purchas- 
ing agent of General Switch Corp., 
Brooklyn, succeeding the late 
Joseph Goetz. 


K. A. Forward is now manager. 
purchasing administration depart- 
ment, of the Tractor and Imple- 
ment Division, Ford Motor Co., 
Birmingham, Mich., according to 
an announcement by I. R. 
Kappler, divisional general pur- 
chasing agent. Mr. Forward suc- 
ceeds R. F. Webber, who is join- 
ing the staff of Ford International 
Division. With Ford since 1947, 
Mr. Forward was administrative 
assistant to the industrial relations 
manager, Ford Division, from 
1950 to 1953. Since that time he 
has been supervisor of the pur- 
chase price control section of the 
division’s purchasing office. 


Tait Mfg. Co., Dayton, has an- 
nounced two new assignments in 
its purchasing department. Ned A. 
Lewis is now purchasing agent, 
and will be in charge of all pur- 
chasing functions. He reports to 
Charles W. Rike, vice president 
in charge of production and pur- 
chasing. Mr. Lewis joined the firm 
in 1938, and has served in the 
stock, expediting and purchasing 
departments. Ray G. Puterbaugh 
is now assistant purchasing agent. 
With Tait since 1939, he was pre- 
viously general assembly fore- 
man. 


Morey Machine Co., Inc., New 
York, has announced the appoint- 
ment of Joseph L. Knopf as vice 
president. Mr. Knopf, who has 
been with Morey for 33 years, is 
oresently in charge of the procure- 
ment of machine tools. 





K. A. Forward 


J. L. Knopf 
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MOISTENEO WITH 
FAST-ORYING LOTION 
CLEANSES WITH. 
OUT SOAP OR WATER 


RIEGEL 


paper keeps new 
miracle towelette 


MOIST 


Wash-'n-Dri, a new paper 
towelette moistened with a 
cleansing lotion that cleans and 
freshens face and hands with- 
out water or soap, is fast be- 
coming popular in airlines, 
restaurants, hospitals, and at 
home. To keep the towelette 
fresh and moist in its tiny 
pouch, Wash-'n-Dri uses 
Riegel’s Pouchpak*, a laminate 
of foil, special pouch paper 
and polyethylene. It's just one 
more example of Riegel’s abil- 
ity to tailor-make papers for in- 
dustry’s needs. Tell us what you 
want paper to do for you. 
Riegel Paper Corp., P. O. Box 
250, New York 16, N. Y. 


SPECIAL PAPERS 
FOR INDUSTRY 








JuNE, 1956 





RIEGEL 


makes paper to 
take “die”’ out of 


DIELECTRICS 


Hidden in the heart of radio 
and TV sets are many small 
parts . . . coil forms, connector 
strips, insulating washers and 
bushings . . . which get extra 
life from a special Riegel rag- 
base saturating paper. Impreg- 
nated with resins and lami- 
nated, the rag paper gives 
greater strength, stability, 
moisture resistance and dielec- 
tric strength . . . sustained 
through longer life. It’s one 
more example of Riegel's abil- 
ity to tailor-make paper for 
almost any need. More than 
600 grades now offered. Write 
to Riegel Paper Corp., Box 250, 
New York 16, N. Y. 


SPECIAL PAPERS 
FOR INDUSTRY 











RIEGEL 


makes paper to 





keep sticky things 


UNSTUCK 


In the high-speed production 
of enamelled metal signs, 
sheets of a special non-stick- 
ing Riegel paper are slipped 
between them to prevent stick- 
ing during the drying process. 
Similar papers separate tacky 
sheets of uncured rubber... 
provide release from pressure- 
sensitive masses . . . and pre- 
vent plastic laminates from ad- 
hering to each other during 
curing. Separating papers are 
one more example of Riegel’s 
ability to tailor-make papers 
for industry's needs. Tell us 
what you want paper to do for 
you. Riegel Paper Corp., P. O. 
Box 250, New York 16, N. Y. 


‘Riegel 


SPECIAL PAPERS 


FOR INDUSTRY 


For More Information Circle No. 343 on Inquiry Card—Page 17 


269 





AM & 
5 operations 
in 1 stroke! 


SAVING 
31% 


A leading maker of bottle-washing equipment* came to Presteel 

h a pressing problem. 

heir milk-bottle carrier had to be made quickly, in quantity, at low cost. 
the job called for embossing, blanking, forming, bending —5 press 
ations in all. 

Sould Presteel cut the problem down to size? Our engineers went right 

work... and produced a stroke of genius! 

One stroke did it—the stroke of a large-bed press that stamped the 
finished part in seconds. Special tooling rolled 5 operations into one. 
Result? Savings of 37% over multi-operation methods . . . from the start. 
speedy delivery — just 2 working days from scratch, vs. 2-3 weeks by 
older methods. 

e YOU disturbed by a pressing problem where cost is a big factor? 
g it to Presteel and save! Send us the coupon below. 
























| WLM aU, }EEEATEEAUAADEAUSAAODALLOLSPR¢DERRLOT ELI ETPTD ERS EAU} EPFTLU RAEN TEU ALE TORR SROTERODTL OPEL IT PITHY 


* Name Furnished on Request. 


WORCESTER PRESSED STEEL COMPANY 


727 Barber Ave., Worcester 6, Mass. 


Please ask your representative to call [_] 
Please send newest brochure [__] 






































| 
ER Name | 
12 Title Company | 
a he + 
| Get a quote from the — 7 
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Baldwin-Lima-Hamilton Corp., 
Philadelphia, has appointed Her- 
bert L. Newlin as _ purchasing 





ay 


H. L. Newlin 


agent for its Eddystone Division. 
He has been with BLH since 1936, 
and is a member of the N.A.P.A. 


Joseph A. Heiman, a buyer on 
the functional staff of Carbor- 
undum Co. for the past eight 





years, has joined the Rockwell 
Mfg. Co., Pittsburgh, as a buyer 
in the general purchasing depart- 
ment. 


The appointment of John C. 
Fackler to the post of buyer in the 
purchasing department has been 
announced by Champion Spark 
Plug Co., Toledo. 
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Hammerlok- 


COUPLING LINK 


Make your own 


» AERCALLOY 
Chain Assemblies 


> with all components furnished from 
if your distributor's stock. 









NO PEENING NO WELDING 


RE-USEABLE 


@ Hammerlok is made of alloy 
el...is stronger than Herc- 


oy chain...is thoroughly 
field tested. 
@ Write for literature or ask 


r industrial distributor 
t Hammerlok. 


@ MADE BY the makers of Herc-Alloy... 


ginal alloy steel chain. 


HOISTS AND CHAIN 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
T OFFICES: NEW YORK 
HICAGO e CLEVELAND 
In Canada: McKinnon Columbus Chain timited, 
St. Catharines, Ontario 
Information Circle No. 346 
on Inquiry Card—Page 17 
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Edward O. Gotway has been 
named chief purchasing agent of 
Curtis Mfg., St. Louis. Mr. Got- 
way, who has served with the 
firm for 22 years, has been as- 
sistant purchasing agent for the 
past eight years. He succeeds John 
A. A. Hecker, vice president in 
charge of purchasing, who has 
retired after 49 years with Curtis. 


Co., New 
announced 


William J. 


Acushnet Process 
Bedford, Mass., has 
the appointment of 





W. J. Roemer 


C. R. Hinkley 


Roemer as director of purchases, 
a new position. Charles R. 
Hinkley, a buyer, is now purchas- 
ing agent. 


Crescent Industries, Inc., Chi- 
cago, has appointed Robert R. 
Carlson as purchasing agent. For 
the past six years, Mr. Carlson 
has been assistant purchasing 
agent for Sentinel Radio Corp. 
Prior to that he was with the pur- 
chasing division of Motorola, Inc. 


F. H. McGraw & Co., New 
York, has appointed K. V. 
Coombes as director of purchases. 
He had been general purchasing 
agent for the Brown Co., Berlin, 
N. H. 


National Vulcanized Fibre Co., 
Wilmington, Del., has named L. 
Robert. Clinton purchasing agent 
He joined National in 1952 and 
was most recently assistant pur- 
chasing agent. He is a member of 
the Purchasing Agents Associa- 
tion,of Wilmington. 








TOUGH LITTLE DRILLS THAT 
PACK A BIG WALLOP ON 
AUTOMOBILE ASSEMBLY LINES | 


New York's body drills are spe- 
cially designed for accelerated - 
assembly lines. You'll find them 
in the country’s largest auto plants 
because they bite fast, make clean 
quick holes and are extra tough 
for long and continuous service. 
These heavy duty drills feature 
extra sturdy shanks, short flutes 
— with or without radial relief — 
and split points that help mini- 
‘mize operator fatigue. Then 
'there’s New York’s special nit- 
riding and homo-treating to add 
to their toughness. As with our 
standard drills, New York’s body 
drills give you a saving of 20%. 
All New York drills are made 
to last longer and give greater 
production. Holes are perfectly 
round, exactly on size without 
burrs, and you get more holes per 
drill. Perfect reasons for using 
New York drills on your assembly 
line — or wherever there’s a diffi- 
cult operation. 


Write now for catalog, technical 
manual and net prices. 
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The assignment of two officials 
to purchasing agent posts has been 
announced by the St. Joseph, 
Mich., Division, Whirlpool-Seeger 





D. L. Upton 


Corp. David L. Upton § and 
Leonard J. Hardke have been 
made purchasing agents to head 





L. J. Hardke 


separate components buying and 
expediting sections in the pur- 
chasing department. 


Chicago Pump Co. has named 
E. O. Mitchell purchasing agent. 
He succeeds the late K. L. Holmes. 
J. Zelenietz is now assistant pur- 
chasing agent. 


Rockland Light and Power Co., 
Nyack, N. Y., has appointed 
Herbert C. Towle as purchasing 
agent. Mr. Towle has been as- 
sociated with the company since 
1922, in various capacities in the 
purchasing department. He has 
been assistant purchasing agent 
since 1952. Mr. Towle is a mem- 
ber of the New England Purchas- 
ing Agents Association. 


JuNE, 1956 













THE ORIGINAL 
ALLOY STEEL CHAIN 





@ Herc-Alloy is a special all-purpose 
chain with long-wearing properties and 
high resistance to impact loading. 


@ Herc-Alloy is sold in running 
lengths and in all types and sizes 
of sling chains assembled to 
customers’ specifications. 


@ CM also 
produces a complete 
line of chain attachments 
and welded chain of all 
types including stainless 
steel and bronze. 


@ Write for literature covering 
Herc-Alloy Sling Chains, including 
helpful information on their 
assembly, care, use and inspection 





Hammerlok’ 
COUPLING LINKS 


@ Assemble or rebuild your own Herc- 
Alloy sling chains with all components 
furnished by your local distributor. 
Hammerlok is simple, safe, reusable. 
New Herc-Alloy assemblies can now be 


ordered with welded or Hammerlok 
Coupling Links as desired. Ne 


CALL YOUR CM CHAIN DISTRIBUTOR 


COLUMBUS McKINNON 


CHAIN CORPORATION 


Tonawanda, New York 
Regional Offices: NEW YORK» CHICAGO» CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LTD., 
Herc-Alloy® ST. CATHARINES, ONT. 








HOISTS AND CHAIN 
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AIRBORNE COMPONENTS 
IN MINIATURE 
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SHOWN 1/4 SIZE 


SYNCHROS 


irfott (Penny Size) Synchros 
er a reduction in diameter 
m 1.5 inches to .75 inches 
id in weight, from 5 oz. to 
75 oz. In spite of this reduc- 
ion, accuracy has been im- 
roved from 15 minutes to 10 
nutes max. error from EZ. 
uilable as transmitters, control 
nsformers, resolvers and differen- 


OW U Idd 


982 
YOLOW TOULNOTE 








HOWN 3/4 SIZE 





| Kearfott components satisfy all require- 
| ents for high accuracy, light weight and 
I size. 


KEARFOTT COMPONENTS INCLUDE: 


is, Servo Motors, Servo and Magnetic 

lifiers, Tachometer Generators, Her- 

Rotary Seals, Aircraft Navigational 

| ns, and other high accuracy mechan- 
electrical and electronic components. 


i for bulletin giving data of Counters 
| other components of interest to you. 








GYROS 


Kearfott 3" Vertical Gyro meas- 
ures only 3"x3"x 4" and weighs 
3 pounds. It offers the same ac- 
curacy and dependability as its 
predecessor, three times its vol- 
ume and weight. 


CHARACTERISTICS 
2 degrees of freedom, accuracy 15 
minutes max. of Y2 cone angle, and 
erection rate 3°/minute — normal. 
Erection time — 30 secs max from 
any position. 





SHOWN 3/4 SIZE 


SERVO MOTORS 


Kearfott (Penny Size) Servo 
Motors measure only .750 inches 
diam. x .980 inches and weigh 
1.2 oz. They are ideal for instru- 
ment servo applications because 
of their high torque-to-inertia 
ratio and small size and light 
weight. 


CHARACTERISTICS 
Stall torque .33 oz.-in., no load 


speed 6400 R.P.M., time constant 
0307 sec. 






earfjott 


A SUBSIDIARY OF GENERAL 
PRECISION EQUIPMENT CORPORATION 





KEARFOTT COMPANY, INC., LITTLE FALLS, N. J. 


Sales and Engineering Offices: 1378 Main Avenue, Clifton, N. J. 


iwest Office: 188 W. Randolph Street, Chicago, tll. South 


ntral Office; 6115 Denton Drive, Dallas, Texas 


r, 


West Coast Offiée: 253 N. Vinedo Avenve, Pasadena, Calif. 


For More Information Circle No. 349 on Inquiry Card—Page 17 











John Ellis has been appointed 
purchasing agent for The Wm. 
Powell Co., Cincinnati. He joined 
the firm in 1955, and succeeds 





J. Ellis 


Edward A. Hageny, who has re- 
tired after 52 years with the com- 


pany. 


Emlyn Lloyd has been named 
operating head of purchasing 
activities for Chrysler Corp., 
Detroit. Mr. Liloyd has been as- 
sociated with Chrysler and its 
predecessor, Maxwell Motor 





E. Lloyd 


Corp., since 1923 and has been 
general purchasing agent for the 
company since 1951. He succeeds 
Joseph Pfeiffer, director of pur- 
chases since 1947, who is retiring 
in August. 


PURCHASING 
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The best laid new produet p a 
bog down because of fastenifig problems. 5 
On paper the prodtict looks: goo¢ - is 


, % 
ADILITO 


in every way for effiGicncy, a4, Salabilivy: 
r may be another story. Special 


. Is designed 


. ¢ But puttingit toge 
<9. 0S tye bolts.or nuts may be required to do the job right. 
Wheticver & “chisisiRedWis turns up, call in “ELL” & “ESS”, 
the helpfiil LamsomdeSéssions ‘can do” pair. They can engineer the 
required, fastener, they can make it and many times they save you money. 
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1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM «+ CHICAGO 











AGE. FENCE 


America’s First Wire Fence—since 1883 
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| \ e You need a fence if your property lacks protection against 
>ommon hazards. And you certainly want time-tested quality in the safe- 
guard you provide. Whether you choose heavily galvanized Copper- 
Bearing Steel, corrosion-resisting Aluminum, or long-lasting Stainless 
Steel, PAGE Fence is quality controlled from raw metal to rugged fence 
erected on metal posts deep-set in concrete. Available are 8 basic styles, 
varied by heights, types of gates, top rails, and barbed wire strands for 
added security. Finally, your PAGE Fence will be expertly erected by 
a reliable, technically trained firm. For important fence data and name 
of nearest PAGE firm— 





Write to PAGE FENCE ASSOCIATION, Monessen, Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under ‘PAGE 
STEEL AND WIRE DIVISION,”’ or see MacRae’s Blue Book for listing under 
“FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
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Seven Major Consolidated Freightways Terminals 


Save 25% with alg Tow-Line ‘name 


In addition to 25% savings in cross dock handling, Mr. J. H. Howay, ; 
Supt. of Terminals, reports reduced damages, speeded up departure in sche tdi 
schedules and fewer astray shipments. | waite fer your eepy 
In motor freight terminals, plants and warehouses, Nutting Tow- | of Bulletin 54-TL. Or 
Line Trucks are cutting costs daily. Here’s why .. . ] call your Nutting 
Less Supervision Reduced Handling Cost 1 rasa ‘oe. popntiged - 
Unattended Transportation No Unpleasant Exhaust Fumes { low anges. wader 
Less Maintenance Cost No Oil & Scum Deposits on Ficors 1 Trucks” or “Casters”. 
Whatever your loads and operating conditions—whether for Tow- | 
Line Systems or for manual operation, there are Nutting Trucks l 
to exactly suit your needs. Investigate cost-cutting Nutting Trucks | 
I 








NUTTING TRUCK & CASTER CO. | Syar'” 
1271 DIVISION ST., FARIBAULT, MINN. j Since 1891 





Export Sales Rep.: Scheel International, Inc., 4261 No. Lincoln Ave., Chicago 18, III. 
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Harold B. Garrett, assistant di- 
rector of purchases, has been 
named director of the purchasing 
department for E. I. du Pont de 
Nemours & Co., Wilmington. He 
has been with the company since 
1917, in purchasing work for most 
of that time, and has been as- 
sistant director of purchases since 
1948. In 1918 he was an assistant 
buyer in purchasing, becoming 
assistant division purchasing agent 
in 1922. In 1929, he was made 
chemical division purchasing 
agent, holJing that post until his 
1948 assignment. He is a member 


’ = 






H. B. Garrett 


T. W. Harris 


of the purchasing agents associa- 
tions of Wilmington and Phila- 
delphia. He succeeds Thomas W. 
Harris, Jr., who has retired after 
more than 40 years of purchasing 
activity with the company. Mr. 
Harris started, in 1915, as assistant 
purchasing agent in the equip- 
ment division. He worked his way 
through the ranks to his appoint- 
ment in 1948 as director of the 
purchasing department. He was 
awarded N.A.P.A.’s_ Shipman 
Medal in 1938, and was, at one 
time, a vice president and treas- 
urer of the association. 


The purchasing personnel and 
all purchasing functions of Na- 
tional Cylinder Gas Co. have been 
moved to 4700 West 19th Street, 
Chicago 50. 


Minneapolis-Moline Co., Minne- 
apolis, has opened a branch pur- 


chasing office in Cleveland. 


PURCHASING 
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VES WASHERS 





For lead or lead alloys 
in any form 


Look to National Lead Company 


When you need lead or lead alloys, there 
are several good reasons why you should 
buy from National Lead. 


First, you can be sure that National 
Lead has metal resources and plant capac- 
ity to fill any size order. 


Second, you can be sure that National 
Lead is equipped to produce the material 
in the form and in the grade you want. 


Third, you can be sure that National 
Lead will follow your specifications to the 
letter. 


Fourth, you can be sure of good service. 
National Lead has a coast-to-coast net- 
work of plants and warehouses. 


So when you need lead or lead alloys... 
for chemical handling, radiation shield- 
ing, for caulking, for sealing, for vibra- 
tion or sound control, for spark proofing, 
for weights and balances, for roofing, for 
other jobs lead does so well... get in touch 
with the nearest National Lead branch. 





National Lead Company 


General Offices: 111 Broadway, New York 6, New 
York * Atlanta * Baltimore * Buffalo * Chicago 
Cincinnati * Cleveland * Dallas * Detroit * Kansas City 
Milwaukee * New Orleans * Omaha * Philadelphia * Pittsburgh 
St. Louis * St. Paul * Boston: National Lead Co. of Mass.; Pacific 
Coast: Morris P. Kirk & Son, Inc., Los Angeles, Emeryville (Calif.), 
Phoenix, Portland, Salt Lake City, Seattle; Canada: Canada Metal 
Co., Ltd., Montreal, Toronto, Vancouver, Winnipeg. 
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CORROSION 
1 RESISTANCE 


2 STRENGTH 


...for ACID PUMPS for instance 


One of the strongest plastics known ., . .Ace 
Hard Rubber . . . got the nod for the impeller 
and casings of this acid pump. Why? (1) It’s 
resistant to almost all corrosives; (2) High 
strength and abrasion resistance; (3) Won't 
warp or swell; and (4) Costs much less than 
corrosion-resistant alloys. Typical result: On 
one job this hard rubber pump handles 12% 
hydrofluoric acid, turns on and off twice a min- 
ute, 24 hours a day, six days a week... a mighty 
tough test for corrosion-resistant materials? 


Many other Ace hard rubber compounds are 
available . . . tensiles as high as 10,000 psi, mois- 
ture absorption as low as 0.04%, power factor 
as low as 0.006, heat resistance to 300 Deg. F. 

. also many new plastics and rubber-resin 
blends. All Ace compounds are tailor-made to 
fit the job . . . never over-designed. That’s why 
Ace is the only material that meets all four big 
requirements for parts like acid pumps. 


and here’s a 5" 


Hard rubber sleeve provides electrical 
insulation as well as mechanical 

and chemical strength in this coupling 
for electroplating agitator. 


_ 


80-pg. Ace handbook 
free to design engineers. 


E’rubber and plastic products 








AMERICAN HARD RUBBER COMPANY 
93 WORTH STREET »- NEW YORK 13, N. Y. 
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The appointment of Richard L. 
O’Connor as supervisor of trim 
material purchases has been an- 
nounced by the Dodge Division, 





R. L. O’Connor 


Chrysler Corp., Detroit. Mr. 
O’Connor, who joined the pur- 
chasing department of Chrysler 
as a clerk in 1951, was formerly a 
buyer of trim materials for Dodge. 


Randall K. Otten has been 
named purchasing agent for the 
Seaboard Coil Spring Division of 
Associated Spring Corp., Gardena, 





R. K. Otten 


Calif. Mr. Otten joiried Seaboard 
in 1949 as a clerk in the shipping 
department. He became produc- 
tion control manager in 1951, and 
head of the order department in 
1953. 


PuRCHASING 
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TRADE-MARK 


HELIARC Cuttin 





G 





CUTS ALUMINUM AT SPEEDS UP TO 300 INCHES PER MINUTE 


HELIARC cutting, a new process developed by LINDE, 
brings all the desired features of economical high-speed 


operations to the cutting of aluminum. 


% Speeds never before possible: Normal mechanized 
cutting speeds are 300 in. per min. in 4-in. material, 
125 in. per min, in %-in. material, 75 in. per min. in %4-in. 
material, and 50 in. per min. in 1-in. plate. If desired, lower 


speeds can be obtained by simply adjusting the controls. 


%* Straight lines, bevels, contours—no.problem: The 
new HELIARC cutting process can be used meehianically or 


manually. Both setups produce high-quality straight line 


Linde Air Products Company 
A Division of Union Carbide and Carbon “Corporation 
30 East 42nd Street uCC} New York 17, N. Y. 


Offices in Other Principal Cities 


In Canada: LINDE AIR PRODUCTS COMPANY 


Division of Union Carbide Canada Limited, Toronto 


'Heliarc” end “Linde” are registered trade-marks of Union Carbide and Carbon Corporation. 


cuts, bevels, circles, and shapes with revolutionary new 


speed and efficiency. 


HELIARC cutting employs a high-temperature, high- 
velocity, constricted arc between a tungsten electrode and 
the piece to be cut. The concentrated, columnated energy 
of the are stream melts and ejects a thin section of metal 
to form a kerf. The gas atmosphere (a combination of 


argon and hydrogen) prevents oxidation of the cut face. 


Learn the details of how Heuiarc cutting can help you 
increase production and cut operating costs. Call your 


LinDE Representative today. 


e ease EE 
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Hugh M. Pendley has been ap- 
pointed purchasing agent for 
Northern Natural Gas _ Co., 
Omaha, to succeed the late C. 
Frank Martin. Mr. Pendley has 











Unit. 






glance at illustrations shown, will convince 
of “plus features” of these quality built 
jucers @ Gears are Spiral-Bevel and 
ical types to assure quiet operation at 
jh speeds, and increased tooth strength 
® Pinion shafts are integral with gears and 
shed to close tolerances by grinding © 
or Roller Bearings support shafts and 

e designed to take combined radial and 
rust loads @ Housings are quality grey 
t iron with all points of stress properly 
bed to reduce deflections and stresses to 
mum; also housing design provides ade- 
ite oil reservoir and large radiating 
face for thermal capacity © Vertical 20 years of service with Northern, 
ts are equipped with “dry well,” which the last eight as assistant super- 




















































Controlling a transformer’s 


leakage reactance 


Problem: Design and produce a high- 
voltage potential transformer with 
unusually high and wniform leakage 
j reactance. 
H. M. Pendley The transformer must run depend- 
: ably for at least 15 years as a vital part 
of an rf carrier circuit on a high- 
voltage power line. Operating volt- 
age at the primary of the transformer 





a prema ese ys waiwe intendent of compressor stations. is 5000 volts. 

cal Units are used throughout Industry, Harold J. Fryar has rejoined the Solution: Building a transformer for 
tr na ee oo Coleman Co., Inc., Wichita, as this general purpose and life is no 
Machine Tools, loonie Santina director of purchasing. He first special trick. Bat this leakage se 

ment Machinery, Rubber Mill Machinery, joined Coleman in 1928 as a cost ance requires an adjustable magnetic 


shunt. With the shunt we designed, 


sae tistte eee: = accountant. He was made general we can set each transformer to the 
convinced, send for Catalog + SB-50, purchasing agent in 1940 and left exact leakage reactance called for. 
hich describes all types of Horizontal and the company to become general It’s a good way to produce—in quan- 


rtical Spiral-Bevel Helical Units. 


tity—transformers with unvarying 
performance characteristics. 

Since the transformer will be ex- 
posed to dust and condensation when 
mounted outdoors in its housing, we 
used an extra large high voltage ter- 
minal bushing with three drip-type 
petticoats. 

To protect the terminals from 
rough handling by installation crews, 
we made the studs extra large—and 














Reduction keyed them to prevent turning. V 
Hellcol Unit, And you? When you need trans- 
Vertical Type. formers—by hundreds or thousands, R 
straightforward or special design— r 
make use of our production and c 
design experience and facilities. 
You can judge the experience and ” 
H. J. Fryar facilities for yourself with a brochure c 
we've prepared. Write for a copy. e 


manager of the Weathermaster 


Widelitel Thiam | Corp. in 1948. For the past several| CA T,BDONIA Y 




















TOC eeiererm | years he has been manager of | [eiecraonics AND TRANSFORMER CORPORATION | q 
er | procurement for Beech Aircraft ; v 
Se eesseceere Corp. Mr. Fryar is a charter mem- Dapt. P-6, Caledonia, 0. V. b 
sneesiniat Geats G Speed Reducers ~ Limi] ve ber of the Wichita chapter of In Canada: Hackbusch Electronics, Ltd. 9 
y N.A.P.A. 23 Primrose Ave., Toronto 4 ‘ 
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COUNT ON 
YOUR WICKWIRE ROPE DISTRIBUTOR 
FOR ENGINEERING ASSISTANCE 





When it’s a question of wire rope, the place to go is to your Wickwire 
Rope distributor. He knows your requirements. He knows wire 

rope and how it can be used to best advantage. In addition, he 

can provide you with this important extra—the technical assistance 
of Wickwire Sales Engineers. With the additional help of these 





capable specialists, he can give you expert, practical advice on 
even the toughest wire rope problems. 


Your Wickwire Rope distributor is a good man to know. He’s 
quality people handling quality products. Buy your wire rope and 
wire rope slings from him. You'll find that the many valuable services 
he offers far outweigh any apparent price advantage you might 

gain by buying direct. 





A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 


3150 





















Over 15,000 Sets 
of tools at 
your disposal 


Ps 


<I “Fa an ( 
U(Mlaster Products ... 


6400 AF AVENUE e« 








¢ 


OHIO > 


Fi em PAruyv : 
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Sign of considerate 
thrifty management 






















“EXCELLENT FACILITIES 
for PICKLING & OILING 


Our Record: Over 50 years of 


progressive galvanizing service 








to manufacturers and fabrica- 





tors of iron and steel products 
. any size or shape, any size 


order from the smallest to the 





largest. Excellent facilities for 







Thoughtfulness for 
the personal sanitation 
needs of employees, 
customers, visitors is 
always good business. 

Sanitor dispensers 
provide individual toi- 
let tissue seat covers at 
a cost of only Yc each 
—much cheaper and 
»" neater than makeshift 
' methods. Savings run 
to several dollarsa stall 
per year plus lowered 
rest room cleaning 
costs. 

Write for samples 
and complete informa- 
tion. 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE” 


ENTERPRISE 
GALVANIZING CO. 


TOILET TISSUE 
SEAT COVERS 


2519 Meee ee ea ee ay 


; SANITOR MEG. CO PHILADELPHIA 25, PENNSYLVANIA 
A good idea for ° ° 


plant and office Kalamazoo, Michigan 
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purchasing 


Corning Glass Works, Corning, 
N. Y., has appointed Russell 
Brittingham, vice president, as di- 
rector of purchasing. He succeeds 
Frank S. Conable, who has been 
named a purchasing consultant. 


Leland E. Spencer, former as- 
sistant to the president, has been 
made vice president of Goodyear 
Tire and Rubber Co., Akron. He 
also was named secretary of Good- 
year’s newly organized policy 
committee, and made a member 
of the company’s foreign opera- 
tions policy committee. In his new 
post, he will direct purchasing, 





L. E. Spencer 


general merchandise and material 
control, the rubber plantations 
and rubber purchasing. He joined 
Goodyear in 1926, leaving in 1942 
to serve in the rubber director’s 
office in the War Production 
Board. He became deputy rubber 
director and returned to Goodyear 
in 1945 as manager of the Topeka, 
Kans., factory. 


Charles T. Hoye has been ap- 
pointed director of purchases for 
the Arner Co., Inc., Buffalo, N. Y. 
For the past five years, he has 
been in charge of raw materials 
purchases for Rexall Drug Co. 
plants in St. Louis and Boston. 


PURCHASING 
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The heat was on Sam when his boss got irate 
‘Cause their shipments were coming too little, too late. 


Now everything's fine and Sam's such a success 
He ships by dependable RAILWAY EXPRESS! 


He ene eee ee ee SS ee ee 


Be cee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
eee 


Ba cee cee re se ss ee ee ee ee ee 


Whether you're sending or receiving, 1 
whether your shipment is big or small, whether Q N\ MZ » i 
you're shipping here or abroad—always EXPRESS 


specify Railway Express. You'll find it makes 


the big difference in speed, economy, and 





CGEnNGm 


safe, sure delivery. And now you can 
make fast, economical shipments via 


Railway Express Agency's new international 








air and surface connections. It's the complete 


shipping service, free enterprise at its best. 


eee Safe, swift, sure 


Railway Express will take your orders for CARE 
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| don't know how the 


$:_ Angel Gabriel would 
a) have written this 


‘odvesiionnest for DETECTO Scales 


Mack Rapp, vice-president of DETECTO’s industrial division, talked to me 
for three solid hours about DETECTO precision-engineered scales. 
Next day he talked for five hours more. 


From this mass of information, I sat down to write the copy, 
emphasizing that DETECTO is a great name in industrial weighing equipment, 
hich offers values to the scale user no other company can give. 
For instance—the all-steel construction and all-steel lever system 


(not cast iron) which assures longer, trouble-free scale life 
and less maintenance cost. 


Also the unique outboard bearing design which prevents 
platform tipping. This means that you get completely accurate 
weighing on any part of the scale. 
And finally, DETECTO’S tare and weigh beams that extend the dial 
capacity 125%. This means you get greater gross weighing 
with minimum dial graduations. 
Well Sir, Mack Rapp agreed with everything I wrote, but he rejected 
the approach. He wanted “shouting-from-the-housetops” combined 
with dignity—dramatic impact with reason-why logic. 

















What he really wants is a platoon of angels 
singing the praises of DETECTO, emphasizing each 
exclusive feature with gentle thrumming 
on heavenly harps. 


On my word of honor, I’ve re-written this adv. 
twelve times. I don’t know how the Angel Gabriel 
would do it—all I can say is that DETECTO 
is the most trusted name in industrial scales, 
that it has a half century reputation for 
dependability and sustained accuracy—that it 
makes models for every industrial need . . . 
from 1/100 oz. to 50 tons. 


I hope you send the coupon so we can tell you 
more about how DETECTO Scales can save time 
and earn more profits for you! 


DETECTO Jam 


SALES and SERVICE 


in all principal cities. 





' 
] 
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Detecto Scales, Inc. 
547 Park Avenue, Brooklyn 5, N. Y. 


Gentlemen: 


i 

t] 

i 

i 

t 

1 

i 

1 Please send me catalog #651 describing DETECTO precision 
- industrial scales. This, of course, obligates me in no way. 
i 

I 

1 

' 

! 

t] 





i City. cc ccccccccccccccccccces Zone.....-. State......2. 
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George L. Brown has been 
elected to the newly created post 
of vice president for purchasing 
at F. C. Huyck & Sons, Rens- 
selaer, N. Y. Mr. Brown joined 
the company in 1920 as chief 
draftsman. He became assistant 





G. L. Brown 


plant engineer in 1922, purchas- 
ing agent in 1934 and director of 
purchases in 1953. He is a past 
vice president of N.A.P.A., a past 
national director and past presi- 
dent of the Eastern New York 
Purchasing Agents’ Association. 


The appointment of Lindsley R. 
Bailey as assistant director of the 
purchasing department has been 
announced by E. I. du Pont de 
Nemours & Co., Wilmington. He 
has been in purchasing work for 
the company for 31 years, and has 
been a division purchasing agent 
since 1948. He joined du Pont in 
1925 as a clerk in the New York 
purchasing office and became an 
assistant purchasing agent two 
years later. Mr. Bailey trans- 
ferred to Wilmington, in 1941, 
on special assignment, becoming 
manager of the priorities section. 
He became manager of the surplus 
materials division in 1945, and as- 
sistant purchasing agent in the 
chemicals division in 1946. 
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WAUKESHA casts all 








pseeoee oooeeds 


eee 


WAUKESHA METAL 


Copper Base, High Nickel Content 
Corrosion-Resisting Alloy. Developed eo¢ 
<1. Fier ey and Produced Only by 
ae > ss Waukesha Foundry Company. 


ia 
fo meet your design needs... 
® “Top” product designs and process equipment in ‘ ry ra & e& a ge 


every field require “top” castings. 

Especially is this so where there is a critical corrosion- “ 

resistant casting design problem combined with one wi ® e r 1 
of hardness, or strength, elongation, wear resistance, 


? ange - ee egen @ 
bearing qualities, impact, scale resistance, seizing or 4 @ € Fa i £ y t 2 4s eee 


galling, or intergranular corrosion among others. 


Waukesha has the right metal and the casting ability 
to produce castings precisely to specifications... 
castings that stand up to the severe demands of to- 
day's designs and process equipment demands. 


















Metallurgical laboratory control guarantees you 
castings that are uniform, close-grained, free of 
porosity, metallurgically accurate in composition, and 
dimensionally correct—real assets to your products. 


We suggest that you write for a casting quotation or 
engineering counsel. 


Waukesha Foundry Company, 
5621 Lincoln Avenue, Waukesha, Wisconsin. 


foundly Company 
WAUKESHA, WISCONSIN 


WAUKESHA—SPECIALISTS IN 
CORROSION-RESISTANT CASTINGS FOR ALL INDUSTRIES 
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Chace Thermostatic 
tal Actuates The 


A Product of the 


Hoover Company, 





North Canton, Ohio 


STEAM OR DRY IRON 


MODEL 013 


This new Hoover Model 013 Steam or Dry Iron offers a host 
of unique features such as a stainless steel sole plate, easy dis- 
assembly for descaling of flash chamber, cast-in tubular sheath 
type heating element and other evidences of progressive engi- 
neering. The dial settings for all fabrics, either steam or dry 
ironed, and the reliable Chace Thermostatic Bimetal element 
are features users may depend on for safe, fast, faultless ironing. 


The various temperature settings are obtained by varying the 
stress on the contact springs by turning the Safety Set selection 
dial. The bimetal element deflects as the temperature of the 
adjacent sole plate increases. When the sole plate reaches the 
set temperature, the bimetal has bent in the amount necessary 
to separate the contacts and break the power circuit. The 
thermostatic bimetal element separates the contacts by pressing 
against the upper contact spring through a ceramic pin attached 
to the outer end of the element. As the sole plate cools, the 
bimetal straightens, permitting the contacts to close, thus 
completing the power circuit. 


Chace Thermostatic Bimetal is available in 29 types, in strip, coil or 
completely fabricated and assembled elements made to your specifica- 
tion. Write for new 44-page booklet, “Successful Applications of Chace 
Thermostatic Bimetal,” containing interesting uses of bimetal, for- 
mulas, calculations, etc. 


W. M. CHACE CO. 


Thevnostalic Bimelal 


1635 BEARD AVE., DETROIT 9, MICH. 
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CIBA Pharmaceutical Products 
Inc., Summit, N. J., has appointed 
Alfred W. Custer purchasing 
agent. He joined CIBA in 1947, 
to handle company correspond- 
ence with the parent company, 





CIBA Ltd., Basle, Switzerland. 
He later served in the advertising 
division successively as sales pro- 
motion executive, product execu- 
tive, production coordinator and 
administrative assistant to the vice 
president in charge of advertising. 


The appointment of Walter G. 
Barney as vice president and as- 
sistant general manager has been 
announced by Kennecott Wire 
and Cable Co., Phillipsdale, R. I. 
Mr. Barney, who has served as 
purchasing agent, will continue 
to supervise the activities of the 
purchasing department along with 
his new duties. He joined Kenne- 
cott in 1936 as a member of the 
production control department, 
becoming supervisor of priorities 
during World War II. He has been 
president of the Rhode Island 
Purchasing Agents Association, 
and is in charge of public relations 
for the New England districts of 
N.A.P.A. 


William E. Lambert has been 
named purchasing agent for the 
Armour Research Foundation of 
Illinois Institute of Technology, 
Chicago. 


PURCHASING 
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remember wai gloves 
reinforced with DU PONT NYLON Can give 


twice the wear of ordinary cotton Canton flannel gloves 


On industry’s toughest jobs, work gloves reinforced with Du Pont nylon are giving twice the wear 
of all-cotton Canton flannel gloves. Because these rugged gloves last longer and minimize replace- 
ments, they make possible real savings in your plant. Here’s just one case where their durability 
paid off. A large auto assembly plant recently tested nylon-reinforced gloves on a wearing, abra- 
sive job with these outstanding results. Gloves reinforced with 
50% * Du Pont nylon in the warp lasted 2.2 times longer than 
all-cotton Canton flannel types—replacement costs were cut 
45% based on current market prices! Ask your regular glove 
supplier for them the next time you order, or write to E. I. 
du Pont de Nemours & Co. (Inc.), N-2502, Wilmington 98, 8ETTER THINGS FOR BETTER LIVING 
Delaware. *Higher nylon content gloves may give even greater durability. +++ THROUGH CHEMISTRY 
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Colorado Fuel and Iron 
New York, is spending 
000,000 on a plant moderniza- 
program. At Buffalo, ingot 
ity of the open hearth fur- 

s being increased by 120,- 

ns per year. Also, improve- 
to the rod mill is expected 
ble the production of rods, 
wire drawing and finishing 
ent will also be installed. 
nal improvements are be- 
ade throughout the various 

r plants of CF &I—Claymont, 
, Palmer, Worcester and 


COMPLETE OVERHEAD HANDLING SYSTEM for sand used in mold 
making machines is a new installation at the Buffalo Plant of Allegheny 
Ludlum Steel Corp. Sand is delivered in the ay overhead, the operator 
releasing enough for his particular mold by the 


dust) — 


AON 


The Robert Gair Co., Inc., New 
York, manufacturers of paper- 
board and paper products, has 
contracted to buy the timberland 
properties of the Mansfield Hard- 
wood Lumber Co., Shreveport, 
La. 


A 1,000-acre site has been pur- 
chased in Orange, Texas, by The 
Firestone Tire & Rubber Co., 
Akron, for the manufacture of 
petrochemicals. First unit of the 
center, now under construction, is 
a 40,000-ton capacity butadiene 
plant. 


ck of a handle. 


A $43,000,000 expansion of fa- 
cilities has been announced by 
Reynolds Metals Co., Richmond, 
Va. The program will increase 
production of the Reynolds alu- 
mina plant near Corpus Christi, 
Texas, by more than 50% and en- 
large the facilities of the alumi- 
num sheet rolling mill at Sheffield, 
Ala. Production at the alumina 
plant at La Quinta. Texas, will be 
increased to more than 1,500 tons 
daily. 


Hercules Powder Co., Wilming- 
ton, is building a plant to produce 
7,000,000 gallons of methanol a 
year. The plant, costing more than 
$2,000,000, is being built at Louisi- 
ana, Mo., where Hercules now 
produces 40,000 tons of anhydrous 
ammonia a year and is complet- 
ing construction of a pentaeryth- 
ritol and formaldehyde plant. The 
methanol plant is scheduled for 
completion by the second quarter 
of 1957. 


Metal & Thermit Corp., New 
York, and United Chromium of 
Canada, Ltd., Toronto, are com- 
bining activities in Canada under 
the name Metal & Thermit— 
United Chromium of Canada. 


An additional 50,000 sq. ft. of 
plant and office space has been 
added to the Buffalo plant of 
Joseph T. Ryerson & Son, Inc., 
Chicago. 
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A HANDFUL OF CHIPS... 


tells the COST-CUTTING story of 
Chase*° FREE-CUTTING Brass Rod! 





Take a close look at the typical chips 
machined from Chase Free-Cutting Brass 
Rod. See how short, brittle and tightly 
curled they are. They could only have 
come from rod that permits really high 
cutting speeds and heavier feeds without 
gumming or jamming! 

Such remarkable chips also indicate 
the quality at low-cost of finished pieces 
machined from Chase Free-Cutting Brass 


Rod. Smoother, cleaner pieces that take 
precision threads and sharp knurls— 
require less polishing—and simplify 
lacquering, enameling or plating. 

The Chase warehouse near you stocks 
standard mill lengths in many different 
cross-sections. Special shapes that save 
even more machining time can be made 
to order. 

Write, wire or phone today! 


The Nation’s Headquarters for Brass & Copper 


Atlanta Baltimore 
Milwaukee 


Boston Charlotte 
Minneapolis Newark New Orleans 


Chicago Cincinnati 
New York 


Denver 
Pittsburgh 


Cleveland Dallas 


Philadelphia Providence 


Detroit Grand Rapids Houston 
Rochester 


Chase # 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT 
SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


Indianapolis Kansas City, Mo. 
St.Louis Sanfrancisco Seattle 


Los Angeles 
Waterbury 


For More Information Circle No. 367 on Inquiry Card—Page 17 


JuNE, 1956 


289 































i te 


You wouldn’t know they're safety spectacles 
until they're needed! 





NOW—WILLSON DESIGN provides this new concept 
of style combined with protection—ideal for day- 
long wear! 









You'll see a dramatic difference in this protective eyewear that’s 
led for greatest worker acceptance! New wide-vision lenses. 

New popular plastic frame styles. New designs that add distinctive- 
s to safety spectacles at last! 








W orkers will wear them willingly—with the Willson “‘Super-Tough”’ 
es prescription ground, if desired—because these new styles are 
indsome as frames can be! 







ill range of eye, bridge and temple sizes have been developed 
to attractive eyewear by the Willson Research Center. Ask your 
Willson distributor to show you the WF line soon. 


f 
, 4 4 
le WE 7X 


w wide-vision frame shape in flesh- 
r butyrate; spatula or half plastic- 
f cable temples 















Style WFD 


demi-amber wide-vision butyrate 
frame; matching spatula temples 



















= . os ee 


Style WFH 


wide vision lenses, spatula temples— 


popular Willson Bronze, wide-vision in new half-frame design (demi-amber 
ame; spatula or half plastic-half AW overlay on upper half of crystal buty- 





e temples rate frame) 


Over 300 safety products carry this world-famous trademark 


ILLSO 


221 Washington Street, Reading, Pennsylvania 
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industry 


A new office and warehouse is 
being built at Wethersfield, Conn., 
by Peter A. Frasse and Co., Inc., 
New York, steel and aluminum 
distributor. The new building will 
be three-times the size of the 
firm’s present building in Hart- 
ford. 


Shell Chemical 
York, has built a new resin unit 
at its Houston plant to manufac- 
ture epoxy resins. 


Corp., New 


Acme Steel Co., Chicago, is 
building a new $1,500,000 office 
building in Riverdale, IIl. 


More than $1,500,000 is being 
invested by The American Brass 
Co., New York, to expand its op- 
erations in Buffalo. In addition to 
relocating its large machine shop, 
the company will build new facil- 
ities to house additional equip- 
ment for the manufacture of cop- 
per alloy seamless tubing. 


Bethlehem Steel Corp., Bethle- 
hem, Pa., is building steel melting 
and primary rolling facilities at 
their Sparrow Point, Md., plant. 
In the $300,000,000 expansion pro- 
gram, Bethlehem is constructing 
an open hearth shop with seven 
350-ton open hearth furnaces and 
auxiliary equipment; a soaking pit 
shop with 16 pits of the regenera- 
tive type adaptable to blast fur- 
nace gas firing; a slabbing mill 
shop with a 45” x 90” universal 
mill; and all transportation, utility 
and related facilities for these in- 
stallations. The open hearth shop 
is expected to increase Sparrow 
Point’s ingot capacity by 2,000,000 
tons of steel per year. Work 
should be completed by the end of 
1957. 


Colonial Metals Co., Columbia. 
Pa., suppliers of brass, bronze and 
aluminum ingot metal, has opened 
its new control laboratory. 
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RBecW FASTENERS - 


Strong Point of any assembly 





aa 3 ) as | P” ee | | * 
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Going to extremes 
to satisfy every need in fasteners 


HAT’S the size-limit on nuts? Pretty 

high at RB&W, as you can see 

from the 4” giants above. At the other 

extreme, RB&W produces nuts down 
to 14”. Everything in between, too. 

Most are made on automatic nut 

formers. Big stuff gets milled from hex 


bars, and needs more personal atten- 
tion. Frank Culko, long on skill and 
precision, is shown keeping his expert 
eye on the operation. Like so many other 
RB&W craftsmen, he’s been with the 
company for well over 20 years. 


There’s plenty of production skill 
and experience, plenty of facilities be- 
hind the avalanche of nuts flowing from 
RB&W., In fact, it was RB&W that de 


veloped the first cold-punched-nut ma- 
chine, the first continuous automatic 
nut tapper, and pioneered the cold 
forming process. Also a fact: RB&W 
recently invested millions of dollars in 
bolt and nut making equipment to 
expand capacity. 

RB&W goes all out on quality con- 
trol, too... with a program recognized 
as the finest of its kind. 

What does all this mean to you? 
More quality for your money. A truly 
reliable source of supply. Strong fasten- 
ers that never let you down. 


Russell, Burdsall & Ward Bolt and 
Nut Co., Port Chester, N.Y. 


f 
ry 


— 


110th year 


Plants at: Port Chester, N. Y., Coraopolis, Pa.; 
Rock: Falls, lll., Los Angeles, Calif, Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts- 
burgh; Detroit; Chicago; Dallas; San Francisco. 
Sales agents at: Milwaukee; New Orleans; 
Denver; Seattle. Distributors from coast to coast. 











want 
prompt service? 


Every warehouse and branch office in Crucible’s 
growing countrywide chain is geared to fill your 
special steel orders quickly . . . efficiently, too... 
no matter how large or small they are. 

And — whether you want to stop by and pick 
up a single tool bit or drill rod from our shelves 

. or have us deliver a truckload tomorrow — 
every piece you buy is made to the Crucible high 
standard of quality. For all your special steel 
requirements, call Crucible — big enough to serve 
you ... small enough to want to. 


Stocks maintained of: 


Rex High Speed Steel ... ALL grades of Tool 
Steel (including Die Casting Die and Plastic Mold 
Steel, Drill Rod, Tool Bits, and Hollow Tool Steel 
Bars) ... Stainless Steel (Sheets, Bars, Wire, Bil- 
lets, Electrodes) ... Max-el, HY-Tuf, AISI Alloy 
. . . Onyx Spring, Hollow Drill Steel and other 
special purpose steels. 





CRUCIBLE] warEHOUSE SERVICE 


Crucible Steel Company of America 


eral Sales Offices, The Oliver Building, Mellon Square, Pittsburgh, Pa. Branch Offices and Warehouses: Altanta * Baltimore * Boston ¢ Buffalo * Charlotte 
hicago Cincinnati « Cleveland e Dayton e Denver ¢ Detroit * Houston « Indianapolis « Los Angeles * Milwaukee * Newark « New Haven e New York 
Philadelphia « Pittsburgh e Providence e Rockford * San Francisco « Seattle « Springfield, Mass. ¢ St. Louis « St. Paul e Syracuse ¢ Toronto, Ont. 
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Jones & Laughlin Steel Corp., 
Pittsburgh, has started production 
on its new, $6,250,000 continuous 
hot-dip galvanizing line. The line, 
which uses the Armco-Sendzimir 
process, has a rated capacity of 
7000 to 8000 tons of galvanized 
sheets per month. 





A new plant in Georgia has been 
put into operation by Waverly 
Petroleum Products Co., Phila- 
delphia, to mine and process the 
mineral used in making oil and 
grease absorbents. 


Koppers Co., Inc., Pittsburgh, 
is building a multi-million dollar, 
30,000,000 pound annual capacity, 
low-pressure linear-type poly- 
ethylene plant in Woodbridge 
Township, N. J. The plastics plant, 
when completed in the first 
quarter of 1957, will be operated 
by Koppers’ Chemical Division. 
The material will be marketed 
under the Koppers trade-name of 
Super Dylan polyethylene. 


A new plant is being built in 
Danville, Ill., by Hyster Co., Port- 
land, Ore. 


Willson Products, Inc., has 
merged with its parent company, 
Ray-O-Vac Co., Madison, Wis. It 
will now be known as the Willson 
Products Division. 


The Torrington Co., Torrington, 
Conn., has purchased the business 
and assets of the Progressive Mfg. 
Co., also of Torrington. Progres- 
sive now becomes a division of 
The Torrington Co. 


June, 1956 





Motors 


Value, ZS 





G-E 7a/ 3 czap motors give you 
up to 50% longer life 


A newly-developed non-hygro- 
scopic polyester film used to protect 
stator windings has added years 
of extra life to General Electric’s 
Tri-Clad ‘55’ a-c motors. 


e This polyester film offers an im- 
portant Tri-Clad ‘55’ motor PLUS 
value—it is eight times stronger, 
and has far greater heat-aging life 
than materials used in ordinary 
motors. Combined with this tough- 
ness is a high dielectric strength, 
never before available in motor 
insulating materials, that gives far 
greater protection against elec- 
trical stresses. These “‘extras’”” mean 
you get up to 50 per cent longer, 
more dependable operation. 

eThis outstanding increase in 
motor life has been proved by 
a continuing series of evaluation 
tests conducted at G.E.’s Medium 
Induction Motor Department, 
where simulated insulation systems 
are subjected to severe accelerated 
conditions. The engineering knowl- 
edge gained from these tests will 
mean even better motor perform- 
ance in the future. 


e Long-life insulation is one more 
PLUS value you get when you 





Mylart polyester insulation (top), in Tri- 
Clad ‘55’ motors withstands at least three 
times as much voltage as the old (bottom). 


specify Tri-Clad ‘55’—the motor 
that is triple-protected against 
electrical, physical, and operating 
damage. Order today from your 
local G-E motor Distributor’s stock 
or nearest G-E Apparatus Sales 
Office. These motors, in 74% to 30 hp 
ratings, are manufactured by the 
Medium fnduction Motor Depart- 
ment, General Electric Company, 
Schenectady, New York. 866-1 


DuPont trademark. 


Progress /s Our Most Important Product 


GENERAL & 


ELECTRIC 
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COOPER ALLOY 


Pd 


wel-dte) 7 Walel. 


BRIEFS 


@ Edited by GEORGE BLACK 


DOUBLE-D REFINER 

jones Double-D Refiner is said 
ring an entirely new concept to 
preparation of stock for the 
r machine. Key to the design 
| the twin refining area with 
louble discs. For a more com- 
story ask for the February 
\f Cooper Alloy NEWSCAST. 


WHAT’S IN A TRADEMARK 
ind the Cooper Alloy trade- 
rk, cast or stamped into our 
iinless steel fittings, stands more 
a quarter century of exper- 
and the most complete pro- 
on facilities in the industry. 
you specify Cooper Alloy 
gs you can be sure that every 
from design to shipment is 
r the supervision of special- 
Look for the CA trademark 
e you buy ... it is a sign of 
ty, experience and reliability. 


DESIGN FEATURES FEATURED 
features that have made 
Cooper Alloy stainless steel 
e the preferred valve for chem- 
| processing are presented in the 
nt issue of NEWSCAST. Dia- 
ams and text combine to make a 
rough presentation. Additional 

ies available on request. 


NEW PUMP IN DEMAND 
new line of stainless steel ro- 
pumps announced by our 
ton Pump Division has taken 
field by storm because it is the 
und only) pump of its kind 
hout stuffing boxes or shaft 
Bulletin VP561. gives the 
Wrice for it today. 


s 


COOPER ALLOY 


BORPORAT 
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Construction is well underway 
near Friendship International Air- 
port, Baltimore, on an ultra-mod- 
ern electronics plant of Westing- 
house Electric Corp., Pittsburgh. 


A new warehouse, Peery-Jen- 
ner Steel Co., Inc., has been 
opened in Dallas to help supply 
industrial needs in _ northern 
Texas, northern Louisiana and 
southern Oklahoma. It will be 
stocked with tool steel items of 
Allegheny Ludlum Steel Corp., 
Pittsburgh, such as Saratoga, On- 
tario, DBL-2, 609 and a complete 
list of other tool steels, bits and 
ALX tool bits. 


Pennsylvania Salt Mfg. Co., 
Philadelphia, is expanding its 
chlor-caustic facilities at Calvert 
City, Ky., as part of a $55,000,000 
growth program. The new unit 
will increase chlorine production 
from 50 to 150 tons a day, with ac- 
companying increase of rayon 
grade caustic soda production. An 
increase in caustic potash produc- 
tion is also anticipated. The unit 
will be in operation in 1957. 








UNIT MACHINING COST CUT 17% 
ON THIS GRAY IRON CASTING 


rid 
(iy, 


%*~¢ a 


... thanks to 


a4 :4 toler. Vi:lok 


Users everywhere report similar experi 

s. In fact, on 67 machining tests in || 
castings of gray iron 
ted with FERROCARBO 


greater machinability per tool than 


ge machine shops 


averaged 


ntreated castings These premium castings 

re finer-grained, denser, stronger, yet they 

if ST Y( | nie) MoM‘ IRE because your 
idryman, using FERROCARB( 


} 
a rthwhile savings in raw 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborandam Com- 
pany, Dept. 32, Niagara Falls, N.Y. e4-82 


CARBORUNDUM* 
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WISH | HAD ORDERED 
FROM GARRETT 


They never let you down on deliver- 
ies when you have to keep produc- 
tion going full speed. 

You get what you order when you 
order it . . . from Garrett. No waiting 
for late shipments. You can’t beat 
Garrett service. No worries about 
Garrett . . . quality. Every Garrett 
washer, hose clamp, stamping or as- 
sembly is right up to the peak of 
quality. High quality is assured by 
Garrett's “statistical quality control” 
system. 

Next time no more headaches for 
me. I'll order from Garrett. Why don’t 
you do the same when you need... 


LOCK WASHERS 

FLAT WASHERS 

HOSE CLAMPS 
STAMPINGS 


Manufactured by 


GEORGE K. GARRETT CO., Inc. 
Philadelphia 34, Pa. 


OF PHILADELPHIA 





For More Information Circle No. 374 
on Inquiry Card—Page 17 
PURCHASING 








“ 


Tr 
mt 


NG 


—a subsidiary of 





on Monel and nickel alloy 


forgings and castings 


. 
For prompt service on orders for nickel alloy castings and forgings. . . see 
Philadelphia Bronze & Brass. Our completely equipped facilities can give 
you quick delivery on pieces made to your exact specifications from cast and 
forged Monel, pure nickel, 70% copper-30% nickel and a variety of other 
high-nickel alloys, including forged “K’’*® Monel. 


PB&B castings and forgings assure you the highest quality and uniformity 
—for these reasons: 


The best materials are used. Castings are poured exclusively from 
virgin metals. Hammer forgings are made from certified materials 
purchased from International Nickel Company. 


The most modern techniques, including new shell molding facilities, 
place at your service a variety of economical, efficient operations 

. all integrated under one responsibility from blueprints to finish 
machined products. 


We can cast or forge any of the nickel alloy pieces in sizes up to 2000 pounds, 
in any of the standard alloys or in metals combined to your own specifications. 


In addition to these alloys, we supply high conductivity copper, aluminum 
bronzes, Mallory welding alloys and titanium alloys in cast and forged form. 
For a copy of our new catalog on our facilities and technical characteristics 
of available alloys, write today to Philadelphia Bronze & Brass... or any 
of the field offices of P. R. Mallory & Co. Ine. 


® Registered Trade Mark—International Nickel Compony 


PHILADELPHIA 
BRONZE & BRASS CORP. 


22nd and Master Streets, Philadelphia 21, Pa. 











*MALLoRY 
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A ae 
‘ Do YOU realize . 
the importance 


of Diamond Tool . 
Maintenance 
and Care? 




















Sure, we want to sell you Diamond Tools! 
However, we also feel there is a definite need 
of knowledge as to how to take care of the 
Diamond Tools you already own. That's why 
we have compiled, edited and printed a booklet 
which will help you with your diamond tool care 
and maintenance problems. It’s yours for the 
asking. Merely write for your copy of “The 
Care and Maintenance of Diamond Tools.” 


And—when you're again ready to replace 
wornout tools and if you require engineering 
kool Model advice on industrial diamond products, consult 
J. K. Smit & Sons ... We've been in this business 
since 1888. 


Cluster Model 


MIS Tiny 
le 


J. K. SMIT & SONS, INC. 


HOME OFFICE AND PLANT 
MURRAY HILL NEW JERSEY 


3123 


1, Paris, Amsterdam and Toronto, Canada 
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National Folding Box Co., New 
Haven, Conn., is now operating 
one of the country’s largest in-line 
rotogravure installations. The in- 
stallation transforms, in a contin- 
uous operation, huge 44” wide 
rolls of paper board into printed, 
colored (up to 6 colors) folding 
boxes. Production is 25,000 to 
100,000 per hour. 





The new vinyl acetate monomer 
plant in Calvert City, Ky., of Air 


Reduction Chemical Co., New 
York, is now in commercial pro- 
duction. The installation has an 
annual production capacity of 
30,000,000 Ibs. of vinyl acetate 
monomer. The plant cost more 
than $3,000,000. 


Johns-Manville Corp., New 
York, is entering the hardboard 
business, and is building a 54,300 
sq. ft. plant adjacent to its Natch- 
‘ez, Miss., insulating board opera- 
tions. The Natchez hardboard 
plant will have an annual capaci- 
ty of 60,000,000 sq. ft. Completion 
of the addition is expected by the 
middle of 1957. 


Cummins Engine Co., Inc., Co- 
lumbus, Ind., has announced a 
$6,000,000 capital program for 
1956, including construction of a 
73,000 sq. ft. addition to its man- 
ufacturing plant. 
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APPLICATION | 
FOR 


EMPLOYMENT 


This specialist wants to work for you 


Qualifications —Trained assembly engineer. Familiar with all present-day 
aes oe oe fastening techniques. In daily contact with engineering, 
production and purchasing departments. 


Experience — Can draw on the experience of more than a million applica-— 
poe —“ tions. Successful record of pointing the way to assembly 
savings (often up to 50%) in 7 out of 10 cases. 


Opportunity Wanted——A chance to study your product (preferably in the design stage) 

_—CF ANA tO make recommendations for speeding assembly, reducing 
spoilage, improving strength and reducing costs by means of 
the fast, effective P—K method. 


—Parker—Kalon, the only complete line of Self-tapping Screws. 
The right "tool" fitted to every job. 


Remarks —No cost or obligation. For details, call your local 
—S Parker—Kalon distributor. 


PARKER-KALON fasteners 


Parker-Kalon Division, General American Transportation Corporation—Clifton, New Jersey 
Sold Everywhere Through Leading Industrial Distributors. Warehouse in Chicago, Illinois 
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PHOSPHOR BRONZE 
IS THE MAIN LINE 


vt '« - NOTA SIDE LINE 
- AT MILLER 





The Miller Company specializes in the tailor-made production 
of phosphor bronze alloys. Your order is never shunted aside, 
never used as a production “filler”. As a result, deliveries 
have always averaged well ahead of the industry. 


Call Miller first—for fast personal service, for top quality 
phosphor bronze, for expert assistance in the application of 
phosphor bronze alloys. 


ROLLING MILL DIVISION 


Amoucics (ually Fisyhor Cronge 
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THE MILLER COMPANY ¢ MERIDEN, CONN. 





YOU CAN GET 4} STOCK SIZES 1 /g" to 3” 







ee 
HALLOWE aL 
EEE 


SOLID STEEL 
COLLARS 
from your 

industrial distributor 






All of these precision-machined solid steel collars are 
size-marked for quick identification, and fitted with 
the famous self-locking UNBRAKO Socket Set Screw 
for positive positioning on the shaft. Write for Bulletin 
868. STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


STANDARD PRESSED STEEL CO. 
HALLOWELL POWER TRANSMISSION DIVISION 


JENKINTOWN PENNSYLVANIA 
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Celanese Corp. of America, 
New York, has announced that 
construction is underway on a 
major expansion of its Bishop, 
Texas, chemical plant. It is ex- 
pected the expansion will in- 
crease the plant’s production of 
formaldehyde, methanol, acetalde- 
hyde and other organic chemicals 
by 25%. The new area is sched- 
uled to go on stream early in 1957. 


Sunroc Corp., Riddle, Pa., has 
acquired P. O. Moore, Inc., and 
will continue that company’s op- 
erations as a wholly-owned sub- 
sidiary. 


A new ethylene oxide and eth- 
ylene glycol plant is being built 
by General Aniline and Film 
Corp., New York, at its Linden, 
N. J., Dyestuff and Chemical Div- 
ision plant. It will cost $8,000,000 
and is expected to be in operation 
in 1957. When completed it is ex- 
pected that production of ethylene 
oxide by the direct process will ex- 
ceed 750,000,000 lbs. per year. 


Plans to install a new plant for 
the manufacture of “Sulfan”, sta- 
bilized sulfuric anhydride, in its 
Calumet, (Ill.), works have been 
announced by General Chemical 
Division, Allied Chemical & Dye 
Corp., New York. It is scheduled 
to be in operation by the end of 
this year. 


The assets of Youngs Bay 
Lumber Co., Inc., comprising 
more than 500,000,000 board feet 
of timber and a sawmill in Rose- 
burg, Ore., have been acquired by 
United States Plywood Corp., 
New York. 


The Clary Corp., San Gabriel, 
Calif., has expanded the produc- 
tion and engineering facilities of 
its Automatic Controls Division 
due to increased orders for guided 
missile and aircraft components. 
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You mean what you say, when 
you say “TIMKEN” 


F you are content with just any old kind of 
tapered roller bearing, steel or rock bit, of 
course you don’t specify ““Timken”. By the same 
token, when you want highest quality you don’t 
specify anything 4xt “Timken”. To make sure 


you get what you want—to safeguard your repu- 


tation and ours—we stamp “Timken” on every 
product we make. When you say “Timken” we 
know you mean a product made by the Timken 
Company . . . because, as everyone is aware, 
“Timken” is a trade-mark, not just a type of 
product. 

When you purchase tapered roller bearings, 
alloy steel bars, seamless steel tubing or remov- 
able rock bits, always look for this famous legal 
identification. When you see it, you know there 
are over 55 years of experience behind it. When 
you say it, you’re saying exactly what you mean: 
“I want the best.”” The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable address: ‘“‘TIMROSCO”. 














TIMKEN 


TRADE-MARK REG. U. S. PAT. OFF. 





TAPERED ROLLER BEARINGS « REMOVABLE ROCK BITS « FINE ALLOY STEELS 
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Universal size—replaceable 
headband 








hoice of permanent molded-in colors to 


tify company ortrade. Aluminum hats 


i‘caps available also in variety of colors. 


SULLARD 


D. Bullard Company, 275 Eighth St., San Francisco 


PROVEN 
BY THE 
REBOUND! 


| These Bullard engineering and 


sales research men are study- 

ing not only the impact, but also 
the rebound of this eight pound 
ball. 


extra safety margin in Bullard 


Rebound action is the 


safety hats and caps. Their 
scientifically designed three- 
ribbed crown not only resists 
impact but deflects heavy 
falling objects. This is one of 
the reasons why Bullard fiber 
glass hats and caps surpass all 


necessary industrial tests. 


Greater protection plus style, 


| comfort and color make Bullard 


head protection the best and 
longest lasting buy in safety 
hats and caps. Chin straps, 
winterliners and face shields 
are available for all styles of 
Bullard safety hats and caps. 





yz Three-ribbed crown 
/ construction 


EVERYTHING 


BULLARD 


IN SAFETY 





TT.“ S REG US. PAT OFF 








or write 














For More Information Circle No. 381 on Inquiry Card—Page 17 


suppliers 





Norman F. Burdette has been 
named manager of the newly- 
established Dallas, Texas, branch 
office of Baker-Raulang Co., 
Cleveland. 


Fairbanks, Morse & Co., Chi- 
cago, has appointed J. S. Peterson 
as manager of electronic sales, 
scale division. 


The appointment of Raymond 
M. Maloney as assistant to the 
sales manager has been announced 
by Continental Screw Co., New 
Bedford, Mass. 


~s ore 
' 


Six new manufacturer’s rep- 
resentatives have been appointed 
by Permacel Tape Corp., New 
Brunswick, N. J. They are: R S A 
Co., for New York and New Jer- 
sey; H. W. Knaggs for Iowa, 
Nebraska, Kansas, Missouri and 
southern Illinois; L. A. Chambers 
Co. in Wisconsin and northern 
Illinois; Edward Braddock for 
southern New Jersey, Pennsyl- 
vania, Delaware, Maryland, Dis- 
trict of Columbia, and Virginia; 
Jack Thorpe in Michigan; and 
Near Bear Corp. in Kentucky, 
Ohio, western Pennsylvania and 
West Virginia. 


Square D Co., Detroit, has 
named William Younger eastern 
sales manager and William Mori- 
arty distributor sales specialist. 


Material Handling Systems is 
now a representative of The Yale 
& Towne Mfg. Co., Philadelphia, 
in the Dayton, O., industrial area. 


S. M. Hopkins has been elected 
vice president of National Can 
Corp., Chicago. He is presently 
general manager of sales of the 
Pacific division. 


H. B. Caldwell has been ap- 
pointed manager of the New York 
district office of the Whiting 
Corp., Harvey, Ill. 


PURCHASING 








Specify ‘‘SOSBORN”’ 
eee you know it’s good 


XPERIENCED painters and maintenance men know the best in 
brushes at a glance . . . they look for the OSBORN trademark. 
They know it means top-quality. 

This wide acceptance can be your guide to simplified brush pur- There's an Osborn paint, power and mainte- 
chasing. Why shop around and risk sacrificing quality? Buy brushes pate ee oe ee —< 
automatically—all of them . . . maintenance, paint, and power brushes 
... from one dependable source. Just specify OSBORN .. . the 
brand that’s been the standard of industry for more than 63 years. 

The Osborn Manufacturing Company, Dept. U-27, 5401 Hamilton Avenue, 
Cleveland 14, Ohio. 


Osbou Brushes 


oO SB ORN BRUSHING METHODS * POWER, PAINT AND MAINTENANCE BRUSHES 
BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
For More Information Circle No, 382 on Inquiry Card—Page 17 
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and THIS CHECK 


is valuable too! 


TROLL 


TH ‘AD 
,arators 





produced 
ONLY by 
"RATT & WHITNEY 


When it comes to checking external threads, a P&W Tri-Roll 
[hread Comparator can save valuable time and increase your 
profit margin by reducing inspection costs. But fast, easy oper- 
ation is only part of the story. Only Tri-Roll gives you a com- 
plete, visual analysis of lead, angle and pitch in one operation 

plus a direct reading of out-of-roundness by rotating the 
vork. Only Tri-Roll offers an alternate, critical check of pitch 
diameter by using two-rib rolls. And ONLY PRATT & 
WHITNEY can offer you Tri-Roll Thread Comparators 
vith all their advantages of dependability and economy. 







SEND NOW FOR COMPLETE INFORMATION — WRITE : 
FOR YOUR FREE COPY OF CIRCULAR NO. 570 #2 52¢2 
(It’s fully illustrated, of course.) & -e age 


PRATT & WHITNEY COMPANY ~” 


INCORPORATED 


19 Charter Oak Boulevard, West Hartford 1, Connecticut 
Direct Factory Representatives in Principal Cities 
TOOLS e GAGES e CUTTING TOOLS 
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Robert L. Rich has been ap- 
pointed assistant manager of pack- 
ing and special products of the 
Industrial Products Division, 
Goodyear Tire & Rubber Co., 
Akron. 


The appointment of J. L. Mo- 
hun as general sales manager, In- 
dustrial Insulation Division, Bald- 
win-Hill Co., Trenton, N. J., has 


been announced. 


The appointment of C. Rowan 
Potts as Cleveland district sales 
manager has been announced by 





C. R. Potts 


Hinde & Dauch Paper Co., San- 
dusky, O. 


A realignment of the Western 
Sales Department has been an- 
nounced by American Potash & 
Chemical Corp., New York. Ralph 
Hoh, formerly supervisor of soda 
ash sales, is now manager of soda 
ash sales. Trevor Steele, formerly 
Pacific Northwest regional agro- 
nomist, has been transferred to 
agricultural chemical sales. And, 
Frank McGrane has been made 
manager of western potash sales, 
succeeding Rod Taft who was re- 
cently transferred to San Fran- 
cisco as district sales manager. 
Daniel Lundy continues in his 
post as head of western sales of 
boron products, lithium products 
and bromine. 
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ee. ee: 


Why is COUNTROL 


important in every business today? 





Countless times a day, every business needs to know 
“how many? ... how much?.. . how far? . . .”’ and 
many other questions that can be answered only by 
facts-in-figures. But how to get these figures . . . from so 
many different machines, processes, operations and 


























MECHANICAL COUNTING 


Small Resets count strokes, turns, or pieces... 
are used by thousands for moderate duty in 
parts inspection, quality control, conveyors, 
machine tools, light presses, etc. 





HAND COUNTING 


Where objects or units cannot be counted elec- 
trically or mechanically, hand-operated count- 
ers like this Hand Tally do the job. For in- 
stance, quick spot checks of production or 
performance, traffic count, inventory, etc. Fits 
palm of hand, counts one for each pressure of 
thumb lever, resets to zero by turning knob. 








Insist on Standard 


VEEDER-ROOT 
COUNTERS 


from your Industrial 
Supply Distributor 






: Bee 
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systems? Veeder-Root Counters are doing it 
every day, by means of: 


ELECTRICAL COUNTING 


These remote-indicating counters bring your 
production machines as close as your office 
wall. AC or DC, they can be connected in series 
with any simple switch, and will transmit pro- 
duction figures instantly over any distance. 
May be panel-mounted in groups. 





CONTROLLING 


Set it for the exact number of turns, pieces, or 
operations required . . . and this Predetermin- 
ing Counter will control the run exactly . . . pre- 
venting over-runs and shortages. When the 
predetermined number is reached, counter will 
light a light, ring a bell, or actuate a stop-motion. 


IN SUM: If it can be counted or controlled .. . 
count on Veeder-Root to do it. Get in touch with your 
Industrial Supply Distributor for standard counters 
for application to your production machines and proc- 
esses. And get in touch with Veeder-Root for counters 
to be built into original equipment. Veeder-Root 
Inc., Hartford 2, Connecticut. 


384 on Inquiry Card—Page 17 












tesy General Electric Co, 























Dotted area shows gasket inflated | 





Pneumatic Rubber Door Seal 
Muffles Test Cell Noises 


more effectively suppress noise, 
eral Electric jet engine test 
are equipped with a unique 
eumatic rubber doorseal. Mount- 
ed on door perimeter, this seal is 
designed to expand proportionally 
und insure a perfect seal over its 
tire sealing surface including the 
rs. Not only does this gasket 
mpen the noise but it permits 
accurate testing through 

ter working conditions. 
Continental engineers developed 
; pneumatic gasket for this and 
imilar applications. Compounded 
f special flex-resistant rubber, this 
satile gasket can be operated 
th intermittent flexing cycle or 
a continuous seal—can be 


adapted to various other types 
of doors—for either pressure or 
vacuum rooms. 

The design of this gasket typifies 
the engineering skill offered by 
Continental. When you need “‘en- 
gineered rubber parts’’—molded or 
extruded—enlist the service of 
specialists—consult Continental. 


Engineering Catalog. 


In addition to custom-made 
parts, Continental offers an exten- 
sive line of standard grommets, 
bushings, bumpers, rings and ex- 
truded shapes. Hundreds of these 
are shown in the No. 100 Engineer- 
ing Catalog. Send for a copy or 
refer to it in Sweet’s Catalog for 
Product Designers. 


Avitr adbivemont ta PO BBE? 
©) egncnad ty CONTINENTAL 


CONTINENTAL RUBBER WORKS + 1983 LIBERTY ST. + ERIE 6 » PENNSYLVANIA 
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Richard E. Strong has been 
made sales manager of the east 
central ribbon division of Min- 
nesota Mining & Mfg. Co., St. 
Paul. He will be responsible for 
ribbon sales in the Detroit, Cleve- 
land, and Buffalo branch offices. 


Two new district managers 
have been appointed by The 
Bristol Co., Waterbury, Conn. 





W. C. Peterson 


L. P. Lumpkin 


L. P. Lumpkin handles the Pitts- 
burgh office, and W. C. Peterson 
takes over at Birmingham. ° 


Robert P. Gygli, Jr., has joined 
the Cleveland sales staff of Han- 
son-Van Winkle-Munning Co., 
Matawan, N. J. 


Howard N. Scott has been 
named manager of sales for the 
Electricweld Tube Division, Jones 
& Laughlin Steel Corp., Pitts- 
burgh. 


Metal Carbides Corp., Youngs- 
town, O., has appointed George J. 
Borovsky a sales representative 
in the Cleveland district sales of- 
fice. 


Whitman & Barnes, Plymouth, 
Mich., a division of United Drill 
and Tool Corp., has appointed 
Barry Sedgwick to the post of 
sales engineer. He will service the 
Los Angeles area. 


The Tompson Electric Co., 
Cleveland, has appointed The 
Wynne Snoots Co. as sales rep- 
resentative in Texas. 


PURCHASING 
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Flexloc thin nuts save space, 

































































Self-locking nuts are 30% lower 
and lighter; speed up assembly 
with hand or power tools 


Self-locking FLexLoc thin nuts are 30% lower than 
regular height locknuts of the same nominal diameter. 
They fit into spaces where regular height locknuts will 
not go. You can design lighter, more compact units 
with them. 

Where you must reduce weight in a completed as- 
sembly, you can save by using shorter bolts with these 
lighter nuts. And you save production time. The length 
of engagement of mating threads is shorter: fewer 
revolutions of hand wrenches or power nut runners 
are needed to seat them. 

FLEXLOc nuts are of 1-piece, all-metal construction. 
You can use a FLEx.Loc fully seated as a locknut or at 
any point along a bolt as a stop nut. Once the threads 
in the resilient locking section are fully engaged, the 
FLEXLOC grips the mating threads with uniform locking 
torque wherever wrenching stops. Since there are no 
nonmetallic inserts to come out or deteriorate, the 
locking life of a FLEXLOc is virtually unlimited. 

Your authorized industrial distributor stocks FLEXLOC 
nuts in a variety of sizes, materials and finishes. Consult 
him for details. Or write us for information about your 
special locknut problem. Flexloc Locknut Division, 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


REGULAR 





FLEXLOC thin nuts are 30% lower than regular height locknuts. 
There is a corresponding saving in weight. In sizes through 
54% in., thin FLExLocs meet tensile strength requirements for 
regular height locknuts. FLExLoc nuts can be made in the 
thin type because every thread, even those in the locking 
section, carries its full share of the load. There are no 
nonmetallic inserts to waste head space or weaken the 
structure of the nut. 


Standard FLEXLOC self-locking thin nuts are available in plain or 
cadmium plated alloy steel, for use in temperatures to 550°F ; 
in plain or silver plated corrosion resisting steel, for tempera- 
tures to 750°F; and in brass and aluminum, for temperatures 
to 250°F. 


STANDARD PRESSED STEEL CO. 
FLEXLOC LOCKNUT DIVISION 
seme 


JENKINTOWN 








PENNSYLVANIA 
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FLEXLOC THIN NUTS hae 
a 
NATIONAL COARSE THREAD—U.S.S 
A H WIDTH WEIGHT PER 
SIZE INCHES INCHES ACROSS 1000 NUTS 
CORNERS 
6-32 at2 .125 .361 1.8 
8-32 .344 .172 397 2.8 
10-24 .375 .172 .433 3.3 
Ye-20 438 .203 .505 5.4 
3/6- 18 -563 250 .649 11.6 
Y%-16 625 .265 722 14.9 
%y- 14 .750 .312 .866 24.9 
%-13 .813 .312 .938 28.4 
%Ag- 12 .875 .359 1.010 36,1 
%-11 1.000 .391 1.155 54.1 
Y%-10 1.125 .406 1.299 69.2 
A-9 1.312 469 1.516 107.5 
1-8 1.500 .563 1.732 171.6 
NATIONAL FINE THREAD—S.A.E. 
6-40 -312 .125 .361 1.8 
8-36 .344 .172 .397 2.8 
10-32 .375 .172 .433 3.3 
Ya-28 438 .203 .505 5.4 
56-24 -500 .250 oer 8.7 
%-24 -563 .266 649 11.5 
%e-20 625 .312 722 14.9 
%-20 750 312 866 21.7 
%e- 18 -875 .359 1.010 36.2 
%-18 -938 391 1.082 42.4 
Y4-16 1.063 406 1.227 54.5 
%e-14 1.250 469 1.443 84.6 
1-14 1.438 .563 1.660 136.3 
1%-12* 1.625 625 1.876 193.5 
1%-12* 1.813 750 2.093 296.0 
1%-12* 2.000 812 2.309 389.0 
1¥%4-12* 2.187 .875 2.526 498.0 
*Steel only (plain or cadmium plated) in stock sizes. 
June, 1956 
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POLYPENCO® SHAPES 


} 





For Your Nylon Precision Parts... 
Accurate, Low Cost Machining 


\bove are two Polypenco Nylon Stock Shapes and parts machined from 
Machining was done on standard metalworking tools... rapidly, 
ly, and to close tolerances. 


se of nylon for parts such as this valve seat and split bearing continues 
ise. This is because designers are becoming aware of the economy 
e with which such resilient, long-wearing, low friction parts can be 

ned from Polypenco Nylon Shapes. 


POLYPENCO SHAPES ARE ADAPTABLE 


) } Polypenco Nylon is produced in mill shapes for conversion 
by machining into a high variety of dimensions and shapes. 

. YOU CONTROL PRODUCTION 
, ae You have direct control over every phase of production, 


and change of design can be immediate with no extra costs 
\S) involved. Stocks are available in major cities throughout 
é the country. 


YOU MAINTAIN HIGH QUALITY 
Q 


t= 
ce Polypenco Nylon Shapes are manufactured under rigid 
.. quality control with uniform density, dimensional stability 
e) and freedom from porosity and stress spots. 
& 
ee 
= 
y 


Get design flexibility and production economy with 
Polypenco Nylon in Rod, Bar, Tubular Bar, Hexagonal 
Bar, Strip or Slab. Write today for data and specifications. 


Polypenco materials and services will be exhibited at the National 
Plastics Exposition, N.Y.C.—Booth 947-949. 


THE POLYMER CORPORATION OF PENNA. « Reading, Penna. 
In Canada: Polypenco, Inc., 2052 St. Catherine St. W., Montreal, P.Q. 


Custom Fabricated Parts supplied on request 


te) 6-34 ‘lee Nylon, Teflon*, Q-200.5 and K-51 


Warehouse stocks: #0U PONT TRADEMARK 
Atlanta « Boston « Buffalo « Chicago + Cleveland « Dayton « Detroit 
Fort Worth e« Indianapolis «e Los Angeles « Minneapolis « Montreal 
New Haven e New York e Philadelphia « Reading « San Francisco 
St. Louis « Toronto 
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Value Analysis in 
Chemical Buying 


(Continued from page 82) 


terials. An objective approach 
pointing out the potential sav- 
ings (and also attempting when- 
ever possible to obtain applica- 
tion assistance from. your ven- 
dor) should get the research co- 
operation you need. 

If the material is being used in 
a chemical synthesis, substitu- 
tion usually is limited to a change 
in grade. If it is used for com- 
pounding or as a solvent, substi- 
tution is a fertile field and 
the well informed purchasing 
agent will be able to direct his 
research department to an in- 
vestigation of a number of ma- 
terials which offer potentially 
greater value. 

A similar situation is presented 
to the man buying plasticizers 
for vinyl resin formulation. Plas- 
ticizer prices are not stable, and 
it is the job of the purchasing 
agent to keep his manufacturing 
and research people abreast of 
changes in the market price which 
might dictate changes in formu- 
lation. The buyer is also able to 
develop an idea of value not only 
on a pound basis, but also on a 
pound-volume basis—the impor- 
tant measure of value when fin- 
ished goods are to be sold in 
terms of cubic feet or square 
yards. With this knowledge 
available, any movement in phos- 
phate plasticizer prices can be 
immediately reviewed and a 
change made if dictated. 


Container costs represent the 
next potentially profitable 
area of consideration. 


Products shipped in steel or fi- 
ber drums instead of paper bags 
cost from 1/3¢ to %¢ per pound 
more because of their high 
priced containers. Drums _ re- 
quire 47% more warehouse space 
than the equivalent tonnage 
stored in bags. Drums do give 
excellent protection for long 
storage, and buyers may hesi- 
tate to have high unit value ma- 
terial packaged in bags because 
of the danger of breakage. But 
with slip sheet disposable pallets 


(Please turn to page 308) 
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Wl) Baw’s "Natural Source” means 


fel a Mal J- matched piping and fittings 








OU probably know B&W pioneered in the manu- 
facture of alloy tubing and pipe, and these differ- 
ent alloy tubular products eventually took the name 
“CROLOY”. These B&W CROLOYS have gained 
reputation and acceptance second to none in count- 


; , NATURAL 
less applications. 


Now, the research, knowledge and experience nOURCE FOR 
that made CROLOY a byword in process piping is ALLOY 
available in BREW CROLOY Welding Fittings. Now, FITTINGS 
you can match B&W CROLOY Fittings to B&W 
CROLOY Pipe. 

B&W CROLOY Welding Fittings are available 
through B&W District Sales Offices and qualified 


welding fittings distributors. Ask for them by name 
... CROLOY, and be sure. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION ® FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET * MILWAUKEE 46, WISCONSIN 








FA-6913 


ean amie and welded tubular products — in carbon, alloy and stainless steels 
For More Information Circle No. 388 on Inquiry Card—Page 17 
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SASH SPRING 


COSTS CUT! 


Shaffer Sash Spring Co. 


Des Plaines, Illinois 


reports... 


ig life—satisfied customers .. . and 50% lower production ie 
' These are the gains Shaffer Sash Spring Co. reports, “4 
ng Keystone Spring Wire. Each year they supply mil- 
ns of balance springs used in the manufacture of spring loaded 
ndow sash. Keystone Wire is standard for good reasons. Most 
portant, Shaffer keeps their customers satisfied by producing a 
cision, high quality spring. There have been no fatigue failures 
ce the first shipments of springs made of Keystone Wire. Perfect 
rming characteristics of Keystone Wire have enabled them to 
icrease production and lower costs by 50%. That’s because of 
‘eystone’s unique method of cold drawing 
r galvanizing. Coating is dense and smooth. 
rming is consistent—free from flaking. 


SEE YOUR KEYSTONE WIRE SPECIALIST 


Keystone does not make springs . . . but does supply many lead- 

} companies with quality Spring Wire for better springs, lower 

juction costs... and satisfied customers. High carbon and 

manganese steel spring wire—hard drawn, spheroidized annealed 

i music wires—are available in Keystone quality to match your 

pring needs. Also wire for Cold Heading and other industrial 
s. Your inquiries are invited! 


KeysTONe Steet & Wire Company, Peoria 7, Illinois 


“KEYSTONE WIRE for Industry 
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Value Analysis in 
Chemical Buying 


(Continued from page 306) 


for unitized loads in common use, 
it is now possible to move 20 or 
even 40 bags by fork lift and the 
dangers of breakage of the indi- 
vidual bags are diminished. Fiber 
or steel drums require a more ex- 
pensive type of disposable pallet. 

Finally, the weight of rigid 
containers is 6% to 10% of the 
weight on which your freight 
costs are figured. This drops to 
1% when bags are used. All 
these factors must be balanced 
against the re-use value and 
added_ safety obtained with 
drums. 

Another coming trend in pack- 
aging which might result in sub- 
stantial savings is the use of one 
to two ton bulk units. Some capi- 
tal additions will be necessary on 
both your part and your sup- 
plier’s, but these projects, which 
may not have been attractive ten 
years ago, call for review in the 
light of increased wages for ma- 
terials handling labor. 

Should your study of the raw 
material indicate that freight 
charges are an important part of 
the delivered cost, it may be 
time to consider either changes 
in method of shipment or nego- 
tiation with the railroad for a 
lower rate. You may find worth- 
while savings resulting. 

Value analysis is work—hard 
work, and not always capped with 
success. But that is true of any 
research activity. The important 
thing is that you will have all of 
the available facts, so that when 
the salesman sits down with you 
and says, “Now, Mr. Smith, Pll 
tell you what we can do on that 
requirement,” you will be able 
to guide his thinking along the 
proper course. 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD—PAGE 17 
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Walworth No. 95 Bronze Globe Valves 
(Angle Type: No. 96) are recommended 
for service where throttling is not required. 
They are rated at 150 psi working steam 
pressure, 500F; 300 psi cold water, oil or 
gas. The improved renewable disc and lock- 
on, slip-off disc holder — an original Wal- 
worth development—saves time and trouble. 
This valve can be repacked under pressure 
when fully opened. All parts are designed 
to give maximum service and strength. 
Walworth No. 29 Bronze Gate Valves are 
rated at 200 psi working steam pressure, 
550F ; 400 psi cold water, oil and gas. These 
valves have rising stems and integral seats. 
Sizes 2-inch and smaller have union bon- 
nets; sizes 214 and 38-inch have bolted bon- 


Walworth No. 95 Globe Valve 
Re-New-Disc 


GLOBE GATE 


bronze valves... 


(4 
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Walworth No. 225P Globe Valve 
500 Brinell Seat and Disc 


tf 





Walworth 
‘No. 29 Gate Valve 


built to give 
dependable trouble-free service 
on all recommended jobs 


nets. Valves up to and including %4-inch 
have solid wedge discs; 1l-inch and larger 
have split wedge discs. These valves can be 
repacked under pressure when fully opened. 

Walworth No. 225P Bronze Globe Valves 
(Angle Type: No. 227P) are rated at 350 
psi working steam pressure, 550F; and 
1000 psi non-shock service on cold water, 
oil and gas. The stainless steel, plug type 
seat and disc — heat treated to 500 Brinell 
— can be closed on sand, slag, scale and 
similar floatage, without injury to the seat- 
ing surfaces. They are the longest wearing, 
TOUGHEST bronze valves you can buy. 

For full information about Walworth 
Quality Bronze Valves, see your Walworth 
distributor, or write: 


« WALWORTH = 


valves and fiftings 


60 EAST 42nd STREET 


NEW YORK 17, N. Y. 
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TRY and COMPARE 
PANTHER 5 toot Bits 


FOR YOURSELF 


Here’s what you GET in Panther 5 . . . A high-carbon, high-vanadium, 
tungsten-bearing high speed steel with 5% % cobalt. Its analysis is designed to 
give this grade the highest red-hardness and abrasion-resistance of any high 
speed steel. 










Here’s how it can HELP you . . . This combination of highly valuable 
y gnly 

properties gives Panther 5 exceptional ability to resist wear, yet italso possesses 

Valuable Data for good toughness and edge strength. Put Panther 5 Tool Bits on your 


PRODUCTION MEN heavy-duty jobs and abrasive materials—watch them step up your production 


. a runs between grinds! 
. yours for the asking 
Stocked in ALL SIZES . . . Panther 5 Tool Bits are produced as a finish- 


/. “HIGH SPEED TOOL BITS” ground product. They're carried in stock for immediate shipment in nine 
Senn cei tesa tiallinas ht sizes of squares, from 4” x 22” long to 1” x 7” long. . . and in eighteen sizes 
omprising eight different grades of of flats, ranging from %” x 4” x 3” long to 1%” x 4" x 7” long. @ Why not 
shee Roe Ping eitvotetbaes Be saps get in a trial order—see he yourself what they'll do! Check your nearest AL repre- 

sentative or distributor... or write Allegheny Ludlum Steel Corporation, 


- Oliver Bldg., Pittsburgh 22, Pa. 
<< ¢ “CUTTING TOOL MATERIALS” 


This 36-page booklet analyzes and 
compares all AL grades of cutting 


cocks: carbon and high speed steel, For com plete MODERN Tooling, call 


ast alloy and carbides. Includes data 


» handling and treatment h L d lum 
FINE too, stee 
ADDRESS DEPT. P-78 Al leg eny U Since 1854 


\ — 








wao-s564 
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Standards Program 
For Atomic Industry 
(Continued from page 128) 


ducer and consumer must partici- 
pate side by side in development 
and use of the standard. National 
standards are available for use by 
anyone, in whole or in part, as a 
guide to design, production, pur- 
chasing, construction, or opera- 
tion. 

The fourth level is the inter- 
national level. No international 
agency in the world has the 
power to impose its standards on 
any other agency except by volun- 
tary agreement. 

Back at the company level, of 
course, use of industry, national, 
or even international standards 
can be made mandatory under 
management policy. A company 
can prescribe that its supplier 
must conform to such and such 
an industry or national standard. 
The supplier can bid or not, as he 
chooses. If he does bid, then the 
standard becomes mandatory up- 
on him. But this is at the in- 
dividual company level only. 


Governmental Standardization 


How does governmental stand- 
ardization fit into this picture? 
There are two main points to 
make in this connection. 

Government standards may 
take the form of legislation or of 


Motors... Value, us 





G-E 7@/°\ CLAD Motors save you 
up to 40% on shipping costs 


Today, you can save an estimated 
40% on freight costs with General 
Electric Tri-Clad ‘55’ motors. 


e Two PLUS values in the Tri-Clad 
‘55’ motor make this cost reduc- 
tion possible: First, the motor 





Hs rules and regulations developed design wl statisti 22% lighter—(in 
h under the administrative, legisla- some ratings as much as 40%). 
3 tive or police powers of govern- Second, its over-all size has been 
mental agencies. All laws are reduced by as much as 50%. Be- 
le standards; in that they are manda- cause waste space has been €limi-  tyige Tri-Clad ‘55’ motors (left) weigh 570 
es | tory. The same applies to rules | ree ae wre Clad 'S$° motors (git; welghing 768 te. ew mach Weel 
“ and regulations, whether they be ye 2 —o" oe pounds save you on shipping costs? 
7 industrial safety codes, building ae: Sere be rage a8 Pe ove 
codes, plumbing codes, highway Se ae ae These savings are another PLUS 
safety codes, etc. Sometimes such e By trimming out ‘‘bulkiness,’’ value you get when you specify 
h- standards are based in whole or and designing a motor that is Tri-Clad ‘55’—the motor that is 
= in part on voluntary national | “larger on the inside—smaller on  triple-protected against electrical, 
mm standards. The basic trend is in the outside,’”’ G.E.’s Medium In- physical, and operating damage. 
ae that direction. duction Motor Department, Sche- Order throughy eT o — 
Ma : The other governmental aspect nectady, N. Y., helps motor buyers peasy p Ecage tick ts 
se is in the development of stand- reduce their handling and stocking in 7% to 30 hp ratings, are 
ards as purchasing requirements, expenses. A cost analysis made by manufactured by the Medium In- 
In this sense, the government be- a fan manufacturer shows an duction Motor Department, Gen- 
® comes a very large corporation average savings of $8.40 for each eral Electric Company, Schenec- 
having tremendous purchasing Tri-Clad ‘55’ motor purchased. tady, New York. 866-3 
) needs. It has drawn up standards 
for the things it buys, and makes 
1s these standards mandatory on Progress ls Our Most important Product 


those producers who want to bid 


(Please turn to page 314) 
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SPECIAL OFFER 
TO PURCHASING DEPARTMENTS 
NOW RECEIVING PURCHASING MAGAZINE 


Because PURCHASING Magazine is edited specifically to help purchas- 
ing people do a better purchasing job, we feel strongly that this publica- 
tion should be in the hands of all purchasing personnel. 


As a person shouldered with the responsibility of performing an efficient 

purchasing function, you should have your own personal copy of PUR- 

CHASING. The articles are written just for you! New ideas... 

latest purchasing methods .. . current trends . . . market conditions 
. new products—all these should be easily accessible to you. 


You shouldn’t have to wait while copies p2ss from hand to hand—or be 
limited in the time to read and digest the contents. Such delays and limi- 
tations may cause you to miss an article or an idea that may result in 
great savings for your company. 


HERE'S OUR OFFER! HOW TOGETIT! 


Instead of paying our regu- Mail the names with titles 
lar rate of $4.00 for a one- to: 
year subscription —we will 

enter NEW 1-year subscrip- 

tions for your company at 

$3.00 each ... if received in 

groups of 4 or more. 


Subscription Manager 
Purchasing Magazine 
205 E. 42nd Street 
New York 17, N. Y. 


That’s all! The subscriptions 








The recipients must be NEW 
readers, and be active in a 
purchasing function. 


will be entered immediately 
at the $3.00 rate and your 
company billed. 


A PAID SUBSCRIPTION IS THE ONLY WAY TO ASSURE YOUR- 
SELF OF RECEIVING EVERY ISSUE OF PURCHASING MAGAZINE. 


PURCHASING Magazine—205 East 42nd Street—New York 17, New York 
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Famous United Railings 
cost less, erect more 


You save in all ways with United 
railings of steel, stainless or aluminum 


These railings are famous all over the country for Guard Rails, Bridge Rails, 
Balcony Rails, Stair Rails, Area Rails, Boardwalk Rails, Stadium Rails, Ship 
Rails, etc., and here’s the proof of what our headline says; 


e United railings are fabricated to specifications in our plant and are ready 
for installation on arrival at the job site. This cuts your overall railing costs 
and saves erection time. 


e United railings are scientifically bent so that inside curves are not buckled 


and walls are not fractured. This makes United railings last longer. 


How to lower steel construction costs 
1. SAVE with United heavy-duty concrete filled Steel Columns for Multiple 


Story Construction. They carry a greater load per diameter inch than any 
other type. 


2. SAVE with United light-weight Steel Columns, which are revolutionizing 


light construction, cutting supports and erection costs 10 to 20%. 


3d 6i 2c 
Consult Sweet’s Catalog 1956 files Un and Un for Railings and —— for Columns... then 


eee 


Send this coupon—we will gladly furnish 


estimates and engineering consultation. 


Firm Name.. 








eee 
> 
Qa 
a 
x 
© 
w 


- =, 


Terrace Rail with glass paneling on Waste Disposal Plant Railing 
Apartment house roof guards tenants safe-guards employees 


| 


UNITED COLUMN & RAILING DIV. 


SOLAR STEEL CORPORATION 


FORD & WASHINGTON STREETS 
NORRISTOWN, PA. 





“If they're UNITED — they stand!” 
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maferiars-handling problems? 
“get this free 12-page guide.... 


e Read how blue chip companies cut materials handling costs. 
e See how a simple change in receptacles can speed your work. 


e Discover how to reduce damage to expensive parts and 
components. 


e Learn how to buy handling equipment that pays for itself. 


WRITE NOW for your free copy of MATERIALS IN MoTION—your 
authoritative guide to real savings in materials handling. No 
obligation. Address Dept. B-6. 


r NATIONAL VULCANIZED FIBRE Co. 


WILMINGTON 99, DELAWARE 
in Canada: Notional Fibre Company of Canada, Ltd., Toronto 3, Ontario 
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Standards Program 
For Atomic Industry 
(Continued from page 311) 


for the privilege of supplying the 
goods. The bidding process is 
voluntary, but the use of stand- 
ards is mandatory. 

Because the government is so 
big and its relations with industry 
so broad, a demand has been 
created that the federal govern- 
ment use the national standards 
of commerce and industry as the 
basis for the federal specifications. 
Federal policy has responded to 
this demand. Directives have 
been issued that make manda- 
tory the use of national stand- 
ards in the building of federal 
specifications, except, of course, 
when special requirements in- 
dicate otherwise. This policy 
was inevitable, but it has been 
a long time in coming. 

The great danger lies in those 
segments within both government 
and industry who believe their 
work and their needs so special 
that they will not cooperate with 
other segments. There are those 
in American industry who oppose 
government participation in any 
project for fear that it will lead 
to government control. There are 
those in federal agencies who feel 
that government is the Great 
White Father who must tell 
everyone what he can and can- 
not do. They are both tragically 
wrong. 

There are able, experienced, 
devoted and brainy men in gov- 
ernment service— but govern- 
ment has no corner on the mar- 
ket. There are also ability, ex- 
perience, devotion and brains in 
industry. When you put the two 
together, you have an unbeat- 
able force. 


Magnetic Parts Separator 


Stearns Magnetic, Inc., Mil- 
waukee, Wisconsin, announces a 
new mobile magnetic parts sepa- 
rator for the efficient separation 
of parts from deburring chips, 
stones, etc. The automatic unit 
will separate 7 cu. ft. of parts and 
chips in 10 minutes. Equipped 
with a demagnetizer, it eliminates 
hand picking or screening separa- 
tion. 
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CONTROLLED QUALITY... 


from tree, to pulp, to paper, to conversion, to customer — 
adds up to superior FROSTKRAFT packaging 


Every FROSTKRAFT bag and corrugated con- 
tainer is the product of uncompromising quality 
control by Olin Mathieson . . . control which ex- 
tends every step of the way from seedling to 
finished product. 

Olin Mathieson operates vast reserves of 
prime Southern pine, modern sawmills, pulp 
and paper mills, converting plants... all pro- 
ducing at top efficiency. By uniting natural 
resources with manufacturing — forming one 





continuous industrial operation — every tough- 
tempered FROSTKRAFT bag and container is 
produced under controlled conditions to meet 
Olin Mathieson’s rigid standards of excellence. 

Olin Mathieson’s long experience in cellu- 
lose chemistry, paper making and packaging is 
at your disposal. Your FROSTKRAFT represen- 
tative will bring quick, capable assistance in 
solving your kraft packaging problems. Why 
not call us today? 


FROSTKRAFT 
Paper products 


FOREST PRODUCTS DIVISION 


WEST MONROE, LOUISIANA 


OLIN MATHIESON CHEMICAL CORPORATION 





Management Decisions | 
In The Materials Program 


PURCHASING AGENTS! 


(Continued from page 102) 


against unforeseen shortages. Or 

they might be ignored as relative- 

the ly unimportant in view of more 

QUALITY REPORT immediate production problems. 

and Such an attitude is frequently tol- 

its advantages erated where the dollar loss is 
not considerable. 

As an activity vitally conscious 
of product improvement and de- 
mn velopment, Purchasing is in an 
- ideal position to determine quite 
early when present inventory 
items are, in fact, obsolete. As the 
activity most aware of material 
supply and demand on the mar- 
ket, at any time, Purchasing may 
ascertain most objectively wheth- 
er inventories are truly sur- 

Ee plus, rather than protective stocks 
fone natitis® Typesot inspec: against future shortages. As the 
Exeuplaeae Spection Methods 3 ee activity acutely sensitive to mar- 
o jumaaae PR a = — ‘ os ket prices and future trends, 
= a g the Quality Report Purchasing should know, imme- 

use a Quality Report diately, the best opportunity for 


HUNTER SPRING COMPANY 
Lasepate. PENNOTEVANTS 


How product quality is measured 
recorded, reported e The Quaiity 


CONTENTS 





¢ Advantages of the Quality Report 





An excellent 

yn of the subject.”’ 
J. R. Keough 
FENWAL, INC. 


| like to commend 

; of this booklet 

z done a very fine 
esenting the sub- 
in a_non- 

vay, and at the 
ime bringing out 
the advantages ...”” 
Paul A. Robert 

EN WATCH COMPANY 


of the simplest 

id descriptions 
and variable 

»n that I haveread.”’ 
W. W. Galagher, Jr. 
OR INSTRUMENT CO. 


y nicely done and 

formative.” 
Edward J. Greenholt 

THE BUDD COMPANY 


1 be opportune to 
thought and we 
iny quantity you 
e spared *-e or 

H. W. Rob 

ENERAL ELECTRIC CO. 

















Written verification of quality—that’s what buyers 
are demanding and getting from their suppliers of 
specified components. ‘““The Quality Report and Its 
Advantages’’—a booklet telling how to use the 
supplier’s Q. R.—was published by Hunter to help 
you avoid “Quality”” headaches. It can be a real 
help because— 

.. it explains the “Quality Report’’—the sup- 
plier’s written record of actual test results made 
during product inspection. 

. it explains how the PA can use the Q. R. to 
check on supplier’s conformance to established 
specifications. 

. it is written in non-technical, quick-reading 
style so busy PA’s can learn more about the growing 
use of Quality Control techniques, test methods, 
and the advantages of “‘Quality Reporting.” 

This booklet will be sent free immediately on 
request. 





Every shipment of parts supplied by Hunter 
automatically includes a “‘Q. R.” on tested 
characteristics. 











HUNTER SPRING COMPANY 


15 Spring Avenue, Lansdale, Pennsylvania 
(near Philadelphia) 


SPRINGS Ce STAMPINGS * TEST APPARATUS 


(pioneers in Quality Reporting) 
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disposing of surpluses and mak- 
ing the best of an otherwise bad 
position. 

Unless Purchasing participates 
actively in determining and dis- 
posing of obsolete and surplus 
stocks, decisions relative to them 
will be made without necessary 
information, knowledge, and ex- 
perience. If Purchasing is to con- 
tribute to profit making and costs 
reduction, it must seek to concern 
itself with this important, yet fre- 
quently ignored, area of material 
management. 


How Much Participation? 


Precisely to what. extent Pur- 
chasing should strive to partici- 
pate in these material manage- 
ment functions is a difficult, if 
not impossible question to an- 
swer. Much will depend upon the 
nature of the industry, its prod- 
ucts, and its processes of manu- 
facture. 

The less standardized the prod- 
uct, and the more it is subject to 
change, improvement, or unique 
adaptation, the greater is the de- 
sirability of active decision-mak- 
ing by Purchasing. Again, the 
greater the percentage of total 
cost represented by material cost, 


(Please turn to page 318) 
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Stocked by 
Leading Industrial Distributors 
everywhere 


ALLEN 


MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A. 
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‘Onipinators. of the Corrugated Can” 














Keep your plant neat, clean and sanitary with long-lasting 
WITT Cans and Pails. 


They’re perfect for use wherever sanitary receptacles are 
needed . . . in factories, schools, restaurants, institutions. 


In addition to general use for ashes, garbage and refuse, 
they’re ideal for handling small parts, metal trim- 
mings and scrap, etc. 


WITT Cans and Pails are guaranteed to please... 
to outlast 3 to 5 ordinary cans. 


Write today for full details, and name of your nearest WITT distributor. 


warner (ans 


THE WITT CORNICE COMPANY 
2127 Winchell Ave., Cincinnati 14, Ohio 
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Management Decisions 
In The Materials Program 


(Continued from page 316) 


rather than by internal labor cost 
and overhead, the greater is the 
desirability of purchasing control. 
These are not intended as hard 
and fast rules of organization. 
They are rather suggested as 
guide posts to Purchasing in set- 
ting its goals and objectives. 


Qualify and Coordinate 
Decisions 


Under any circumstances, Pur- 
chasing ought never consent to 
complete exclusion from these 
areas of material management. 
Where, because of the nature of 
the industry or its products, it is 
not feasible for Purchasing to 
make decisions unilaterally, it 
should nevertheless be the pur- 
pose of Purchasing to qualify and 
coordinate the decisions made by 
others. 

In this manner, Purchasing will 
be making its greatest contribu- 
tion to efficient performance of 
material management. 








BUYER'S & SELLER'S MART 











Ceniract Work @ Equipment For Sale Employment and Business Opportunities 
RATES REQUIREMENTS 
: . . Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Undisplayed (set solid) .............seseeee 90¢ line Figure forty-four letter spaces (five average words) to a line. 
Positions Wanted ee err ee ea eee 455¢ line Add one line for box number address; replies forwarded with- 
out charge. 
Discount of 10% for twelve consecutive displayed insertions. 
PN os cncusesddansbeeths ese $8.50 inch Forms close 15th of month preceding date of publication. 
° PURCHASING ° 205 East 42nd Street, New York 17, New York 


Send orders to: CLASSIFIED DEPARTMENT 











LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 
Designed & Installed 
“There's Ne Substitute For Experience” 
PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 

Box 268, Westfield, N. J. 

















WANTED ABRASIVES— 
Sanding Belts, Rolls, 
Por maul cu wah a gee tat 
Call or Write 
K & K SALES 
525 West 76th Se. Chicage 20, Ill. 
Phone: RA 3-1818 











Positions Wanted 





Purchasing Agent or Assistant—4'2 yrs. experi- 
ence in light metal and finishing industry— 
College degree, married two children. Cost 
and value analysis conscious. Desire good 
opportunity. Write, Box 1489, Purchasing, 205 
East 42nd St., New York 17, N.Y. 





PURCHASING EXECUTIVE 


Purchasing supervisor, 15 years experience elec- 
trical utility, 5 years experience selling major 
electrical materials. Desire position with a future 
in purchasing. BS in electrical engineering. Will 
relocate. Age 43 resume and top references 
available. Write, Box 1491, Purchasing, 205 
East 42nd St., New York 17, N. Y. 


AVAILABLE IN ABOUT ONE MONTH. 
PURCHASING AGENT, MATURE, _ RE- 
SOURCEFUL. HEAVY EXPERIENCE PAPER, 
GRAPHIC ARTS BOOK MANUFACTUR- 
ING. PREFER LONG ISLAND, NEW 
YORK LOCATION, Write, Box 1490, 
Purchasing, 205 East 42nd St., New York 








17, Ua Xs 











PURCHASING AGENT OR ASSISTANT. Seven 
years diversified experience aircraft, auto, fuel 
line and carbide mfgr. Age 29, married, three 
children, college graduate, excellent references, 
seeking opportunity with established company 
with future. Write, Box 1488, Purchasing, 205 
East 42nd St., New York 17, N. Y. 
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SAVE TIME 





Right Way to 
MEASURE MACHINE SCREWS 


By dimensioning and naming machine screws as 


indicated, you avoid misunderstanding, cut down 


on drawing changes and save time in purchasing. 





+ 





F 








a _" _ 
FLAT HEAD UNDERCUT OVAL HEAD 
FLAT HEAD 
t t 
ROUND HEAD TRUSS BINDING HEAD 
(or oven) 





+ 
a 


FILLISTER HEAD 








=i 


WASHER HEAD 


wa 


— BK 


COCK SCREW 














- 
a 
HEXAGON HEAD 

(trimmed) 





HEXAGON HEAD 
(upset) 

















MACHINE SCREWS AND SPECIAL FASTENERS ARE OUR BUSINESS 





... INCLUDING SQUARE AND HEXAGON MACHINE SCREW NUTS 


rue PROGRESSIVE 


MANUFACTURING COMPANY 





WRITE FOR 
OUR CATALOG 


JuNE, 1956 


Division of The Torrington Company 


56 NORWOOD ST., TORRINGTON, CONN. 
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How Pittsburgh 
knotted brush 
construction provides 


e Better Balance e Uniform wear 
e Better cleaning 
e Longer equipment life 


Because of their construction, Pittsburgh ‘ Lightning” 
knotted sections have exactly the same number of wires 
in every knot. As a result, you get a brush with perfect 
balance—one that will wear uniformly and cause less 
bearing-destroying vibration in the machine that 
drives it! 


What's more, the special type of wire used in these 
knots is the fastest cutting, with the longest life, that 
can be produced. Built for the toughest applications, 
“Lightning” brushes are perfect for cleaning welds, 
removing scale or rubber, or cleaning parts where 
penetration brushing is needed. 


This is just one example of superior Pittsburgh 
construction, engineered for both general 


and specific applications. For details of the a 
| 


complete line, write for free Catalog No. [ 
54-W.Address: PITTSBURGH PLATE GLASS 

CO., Brush Division, Dept. L-6, 3221 [ 
Frederick Ave., Baltimore 29, Maryland. — 


PITTSBURGH 


Feuer iver HES 


BRUSHES « PAINTS ¢ GLASS ¢ CHEMICALS « PLASTICS e« FIBER GLASS 





PITTSBURGH PLATE GLASS GOMPANY 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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_ 
Drop Forgings Upset Forgings Special Fasteners 


le to your blueprints in many In a great variety of metals and alloys. Made to your specifications in any 
n weights from % to 15 pounds, High strength parts accurately produced metal or alloy, ferrous or non-ferrous, 
nding on design. Accurate, smooth, —no flash, no blowholes. Excellent ma- ground or unground. Bolts to 2” diam., 
and flash free. Their dense fibrous struc- chining qualities. studs to 24%” diam. Fully dependable. 
ind controlled grain flow gives tre- Cut or precision rolled threads. 
mendous strength. Machined if desired. 
Cocco eer eeeresceseee Whatever your requirements in drop forgings, upset forgings, or special fasteners 
— send your specifications and blueprints to RITCO for estimates. 


. RHODE ISLAND TOOL COMPANY 
~ Siren Exclusive New England Sales SINCE 1834 


Agent for all products of 
150 WEST RIVER STREET, PROVIDENCE 1, R. I. 


Cleveland Cap Screw Co. 
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Atssaiie display Dirt (\can's (\\ancher... 
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...sails away with 


Cindet 


all-purpose 
Tfeltite Mme (-tc-eet-tas 





PUT YOUR PRODUCTS IN 


PLASTIC JARS 
FOR ALL TO SEE—AND BUY 


Clearsite Plastic Jars help increase sales, reduce 
\ipping costs, practically eliminates breakage loss. 
They're moisture-tight, dust free, chemically inert. 
Easy to print or label. Stock :*zes up tosixteen ounces. 
Clearsite cylindrical plastic containers are pro- 
luced in a wide variety of shapes, sizes, colors and 
losures. Write for free sample and descriptive liter- 
ature to Department L 


CELLUPLASTIC CORPORATION 


Sales and Executive Offices Newark, New Jersey 








DIRT FILM breaks up on contact with Cindet suds. 
The particles ride up inside the bubbles — cannot, 
anchor — literally sail away via your suction or mop 
pick-up. The job is easier — the surface is cleaner. 
Dilute in lots of water — hard water makes no dif- 
ference. Use on any kind of flooring —- any surface 
that can stand plain water. 


For free sanitary survey 
of your premises ask 
your Dolge service man 


WESTPORT, CONNECTICUT 
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All Makes and Types of 
Ball and Roller 


BEARINGS 


from 















More Than 300,000 Types 
and Sizes . . . Over 10,000,000 
Bearings in Stock! 


Give us the specifications! . . . Conti- 
nental will meet your requirements 
|} from the world’s largest inventory of 
bearings. Whether yours is a ball or 
roller bearing need, our trained and 
efficient personnel can usually supply 
the exact bearing you specify in a few 
short hours. With Continental's tre- 
mendous stock, you profit from the 
convenience of just one source for all 
your bearing needs! 





Because our buyers are constantly in 
the market for bearing lots of almost 
every size, description, and quantity, 
the price at which they buy enables us 
to pass considerable savings on to you. 
It will be well worth your while to 
call Continental whenever you need 
bearings. 

Immediate Delivery... Any Quantity 
We appreciate that speedy delivery 
may well save you hundreds of dollars 
in downtime on a key machine. . . In 
most cases, orders are processed and 
shipped the same day as received. Our 
stocks are constantly increasing, en- 
abling us to fill almost any order as 


to size and guantity. 
All New, Quality Ball 
and Roller Bearings 


Write today for our complete, 
easy to read catalog with thousands of 
up-to-date bearing listings. 


= \SEND ME YOUR 
© CATALOG: 


NAME 


COMPANY NAME 


ADDRESS 


CITY ZONE_._ STATE 
° 
Nin CONTINENTAL BEARINGS CORPORATION 
FAX — CHICAGO . 
hong CAlumet 5-5630 gee nts * 
i, WI 


CONTINENTAL BEARINGS CORPORATION 
(Purchaser of Assets of Leterstone Sales Co.) 
2515 So. Wabash Avenue, Chicago 16, Illinois, U.S.A. 


Your Best Source When You Need Bearings Quick! 





ee ee ee 
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Ths new tool for purchasing agents and design- 
ers permits actual visual fabrication of hundreds 
of cord sets and power supply cords...at your 
desk ...in a few short moments. 


Simplified charts give quick selection of ap- 
proved wire for your specific product... and all 
Cords, Ltd. types of standard plugs and connec- 
tors that are best adapted to it. The dial side of 
the Cordinator then permits visual construction 
of the Cord Set you have selected. 


All wire, plugs and connectors are standard 
approved components which minimize costs... 
assure you scheduled delivery! 


For your Cordinator... 


send request today on your company 
letterhead. 


CORDS LIMITED 





DIVISION ESSEX WIRE CORPORATION 
121 DODGE STREET, DEKALB, ILLINOIS 
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STANDARD BRISTOL SOCKET SCREWS. Pocket slide rule indi- 


Miniature socket screws for 
electronic equipment, instruments, 
anid other small components 


t Bristol we're old hands at precision instrument 
iking —know what the problems are. 


And we're also specialists in tiny, socket set and cap 
s. They're standard at Bristol in sizes from 

0 wire up to 1 inch in both hex and Bristol’s 
ple-Spline socket in alloy and stainless steel. 


Precision socket screws have been a Bristol product 
1913. And we've been turning out miniature 
t screws by the millions since 1950. In fact we 
ited the famous Bristol Multiple-Spline socket. 


] 


Bristol Multiple-Spline socket screws can be wrenched 
shter and hold tighter than other socket screw 

Gear-like teeth in the multiple-spline socket 
form all internal wrenching force into rotary 
r and protect tiny thin-walled screws against 
ned sockets. 


foday’s automatic and semi-automatic production 

iques pose no problem for Bristol’s socket 

s. They’re used by the millions every year in 

ments, computers, guided missiles and such 

etitive products as razors and cameras. And 

v Bristol thru-broached socket screw for hop- 

d is even more in line with the trend toward 
vation. 

Find out all about Bristol socket screws. Ask your 

‘trial distributor or write the Bristol Company 


A.6.1A 


Precision Socket Screw Manufacturers Since 1913 


* 
* 


y 


>) Bristol’s Hex Socket Screws : ._ Bristol’s Multiple- 

eS 1 <B> Spline Socket 

er i Screws 
Ll ‘cs <=> ! 
a | i 
Jattiel: 
; ‘ : | 





oeeeeeees 
men 


Ma zes as smal! as No. O in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 
THE BRISTOL COMPANY, Si [ ' 
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and RESPONSIBILITY 
are behind 


“WHEELS by 


Our constant search for wheel improve- 
ment takes ALL factors into account — 





@ The design of WHEELS and 
HUBS 




















and AXLES 


4 @ Selection of ade- 
quate anti-friction 
BEARINGS 


@ Selection of 
suitable closure 
SEALS 


® Selection of 
types and sizes 
of rubber TIRES 


May we assist 
you in cost reduction 
through our 
PACKAGE PLAN? 





FRENCH & HECHT 


SEY HAY E WHEE 


DAVENPORT. IOWA 
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A complete line of power transmission 
equipment, using one bushing system. . . 


Browning is your one source for an integrated line of 
V-belts and sheaves, roller chain and sprockets, paper pulleys, 
and rigid, flexible and chain couplings. The entire system 
employs Browning’s unbreakable malleable split taper bush- 
ing, which mounts and unmounts easily but won’t loosen 
in usage. Saves time, lowers costs. Thousands of size and 
bore combinations. Ask Browning distributor or write us 
for free Catalog GC1O1I. 






oe a ate 't| 
For More Information Circle No. 408 on Inquiry Card—Page 17 
PURCHASING 





OS OLLLLLLGLLLGLLLOO™” 





ROTO-MOLD provides the answer to large orders 
of precise quality ‘‘O’”’ Rings in a hurry—at 
competitive prices. 

Another LINEAR first, the new, exclusive Rorto- 


MOLD process brings automation to the pack- 
ing industry. You get— 


* Perfect uniformity. No more rejects due to 
faulty ring packings! 


* Mass production. Fast delivery on any 
quantity prevents costly manufacturing 
delays in your plant. 


* Freedom from contamination. Because the 
ROTO-MOLD process is fully automatic, im- 
perfections due to human error are elim- 


inated. 


Get all these advantages—at the cost of ordinary 
“<0” Rings. Specify LINEAR RoTo-MoLp! Write 
for complete data on sizes and new compounds. 


“PERFECTLY ENGINEERED PACKINGS" 


LINEAL 


LINEAR, Inc., STATT ROAD & LEVICK ST., PHILADELPHIA 35, PA 
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TO PURCHASING AGENTS ONLY! 


Attention Purchasing Agents: 

We make this startling offef to introduce your company to 
Evans’ superior King-Size and Pocket White-Tapes, the finest 
measuring tapes manufactured. 

Simply fill in the coupon below and we'll send you, absolutely 
free and without any obligation, your choice of either our King- 
Size 10-ft. ($2.39 retail) or Pocket 12-ft. White-Tape ($1.89 
retail)! (Offer limited to one tape per purchasing agent.) 

We feel that once you try Evans Tapes, you'll never buy 


another brand. Here’s why: 
EVANS KING-SIZE 

10-ft. 34” Wide Steel Tape 

Stands Up Straight for 

Easy One-Man Measurements. 

The 33% wider blade (full 34”) 
stays strgight up—will not bend when 
making measurements. Chrome plated 
zinc die-cast case. Free belt clip for 
handy carrying and Free Tenite Util- 
ity Case. Self-adjusting sliding hook 
for accurate inside-outside measuring. 
Also available in 6, 8, 12-ft. lengths. 
All EVANS Tapes are marked so your men don’t have to figure! 


YOUU TT aka 14) Work in feet and inches? Read Here 
(2 20 wi? 3 hl 214001) \2 5 ,|Work in inches? Read Here 


EVANS 12-ft. Pocket WHITE-TAPE 


Measures a full 12 feet — eliminates 
adding two measurements as with 
shorter tapes. Regular 1/2” wide blade. 
Chrome plated zinc die-cast case. Self- 
adjusting sliding hook for 100% ac- 
curate inside or outside measurements, 
Free transparent Tenite Utility Case. 





Ewan RULE CO. , Department 209 


400 Trumbull Street, Elizabeth, N. J. 


Please send me free sample of (check one) 
(C) King-Size 10-ft. Steel Tape C) Pocket 12-ft. White-Tape 
My two sources of supply for steel tapes are: 


Also available in 6, 8, and 10-ft. lengths. 
@ 3224 
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a 
complete and 
dependable source 
for all your bronze 
requirements 


PRECISION 
BRONZE BARS 


Bearings machined from Randall 
Bronze Bars give long, trouble-free serv- 
ice. Randall's Graphitic die-cast process pro- 
duces a more homogeneous grain structure. 
Available in over 400 stock sizes of either bored or 
solid bars ('/.” to 10” OD). All bars are 13” long, 
precision machined inside, outside, on the ends, and 
ready for the finish cut. Meet SAE 660 specifications. Also 





available in SAE 64 and other alloys in production quantities. 


STANDARD 
BRONZE BUSHINGS 





Ready-to-use, uniformly excellent 
onze bushings in over 800 
k sizes at economical prices. i 
h bushing is a product of ex- ' 
ting foundry practice and precision machining—ground finish 
tside diameters. Meet SAE 660 specifications. 





) GRAPHITED 
BRONZE BUSHINGS 









Produced from over 800 stock size 
bearings, or blueprint specifica- 
tions to Randall's exclusive graph- 
iting formula. Will not wash out— 
assures proper lubrication under 
the most adverse conditions, pro- 
tects against neglect. Available in 
many styles of plug, groove, and 
oil reservoir type designs. 

Ask your area distributor for complete information and prices 
on Randall's superior bronze, or write direct to factory. 


RONZE BAR STOCK GRAPHITED BEARINGS 


NZE JSHINGS THRUST WASHERS 


\W BLOCKS SAFETY COLLARS 





SHEET LUBRICATOR BRONZE CASTING 


RANDALL GRAPHITE BEARINGS, INC. 


1014 South Greenlawn Avenue, Lima, Ohio 
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Weight — 
29,500 lbs. 


PRECISION 


CASTINGS 
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BORES MOTOR BLOCKS 22% FASTER- 
AND WITH 28% LESS TOOL WEAR 


... thanks to 


FERROCARBO 


r ext 


Users everywhere report 
ences n tact 
large machine 
treated 
89.5 
untreate 1 casting 
are hner-grained, denser, s 
COST YO NO MORI 
foundryman, using FERR 


wi rthwhile Savings In raw I 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 34, Niagara Falls, N.Y. — 0-5 


CARBORUNDUM 
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WESTINGHOUSE SAVES $18,043 


with USS “T-1° STEEL 


The Sunnyvale, California, plant of 
Westinghouse Electric Corporation 
builds unusual expansion bellows 
and huge wind tunnel air compres- 
sors. Steel bellows that flex, both up- 
and-down and sideways, form a 
means of effectively accommodating 
large thermal expansions between 
the compressor and the foundation. 
Westinghouse lopped an impressive 


$18,043 off the cost of these bellows 


by switching to USS “T-1” Steel. 
“T-1” costs less to machine. It 
costs less to weld. To top it off, ““T-1” 


UNITED STATES STEEL CORPORATION, PITTSBURGH »* COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


costs less to buy than the steel pre- 
viously used. Yet it is plenty tough 
and strong enough to meet the rugged 
physical requirements. 


NEW WAYS TO SAVE MONEY 
No other alloy steel can be used in 
so many ways to save money or im- 
prove products. Already—and “T-1” 
is still a relatively new steel—it has 
been used with great success in rotat- 
ing machines, earth-moving equip- 
ment, towers, pressure vessels, min- 
ing machines, printing presses, and 













































other heavy-duty applications. 
Think of USS “T-1” when you 
need very high tensile strength 
(105,000 psi.) and yield strength 
(90,000 psi.) ... when you need good 
creep rupture strength at high tem- 
peratures .. . extraordinary tough- 


ness at sub-zero temperatures. . . re- 
sistance to abrasion, impact, and 
abuse. All or any of these properties, 
plus good weldability, are yours in 
“T-1”"! For information write to 
United States Steel, Room 5187, 
Pittsburgh 30, Pa. 






A CUSHION OF STEEL. Here is one of 
the bellow systems that are used on 
large wind tunnel air compressors. 
Two steel bellows at the top and at 
the bottom of the central cylindri- 
cal section flex, both up-and-down 
and sideways, to provide a means 
of accommodating large thermal 
expansions for the huge compres- 
sors. Tough, strong steel was 
needed for the bellows. USS “T-1” 
does the job better and, at the same 
time, saves money for the Westing- 
house Electric Corporation. 





UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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PRICE AT TIME 


OF SHIPMENT 
text “Procurement: Principles 
p. 475, Professor H. T. Lewis 
“A buyer who uses escalator 
remember that one legal 
to any enforceable purchase con- 
hat it contain either a definite 
the means of arriving at one. 
for future delivery can be 
the price of the article to be 
conditioned entirely upon the 
f the parties .....” 
herewith a contract form in 
f our company divisions. In the 
Professor Lewis’ remarks, we 
iate an opinion from your 
rs whether or not the follow- 
included in the Conditions of 
the contract unenforceable: 
prices herein stated are sub- 
rease or decrease to reflect the 
in effect at time of ship- 


B. Riha, Pur. Agt. 
Igoe Brothers, Inc. 
Newark, N. J. 


® Our legal adviser comments on 
his contract clause as follows: 
fudge Learned Hand, of the Fed- 
Court of Appeals, said in a 
ion made many years ago, in 
m to provisions for the fu- 
odification of contract prices: 
enough if when the time 
there shall be in existerice 
standard by which this can 
ae 
“ase decided in i951 in 
this question occurred, the 
\ct stipulation was: “All prices 
ubject to adjustment to prices 
ffect at time of shipment.” The 
t held the contract void, saying: 
ntract for future delivery of 
nal property is void for want 
tuality if the price is condi- 
entirely on the will of one 
parties.” 
Federal Court decision two 
earlier, the price stipulation 
‘The prices and terms shall 
shown in the company’s cur- 
prices and as established from 
to time by the company. Prices 
liscounts are subject to change 
without notice.” In declaring this 
For More Information Circle No. 414 
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contract void, the court said: “If we 
were to uphold the contention of the 
seller and sustain the contract, the 
contract would be a contract for the 
purchase and sale at a price to be 
established by the seller alone.” 

The stipulation here under re- 
view appears to be within the same 
category as these clauses which 
have been ruled void. One cannot 
prophesy with assurance. This sti- 
pulation might withstand an attack 
in court, but if I were in the posi- 
tion of this company, I would put 
it a little farther from the frontier 
where price determination provi- 
sions are cast into the outer dark- 
ness. : 

A full-scale consideration of this 
aspect of pricing clauses will be pub- 
lished in an early issue.—Ed. 


POPULAR INDEX 


Thank you for your 1955 editorial in- 
dex. We are one of the many who main- 
tain a file of PurcHAsING Magazines, and 
will find this index very helpful. 

W. H. Bottrell, Div. Buyer 
AC Spark Plug Division 
General Motors Corp. 
Flint, Michigan 


Many thanks for your Editorial Index 
for 1955. Articles from PurcHASING 
Magazine constitute a significant part of 
our reference material file. 

J. D. Peters 
Manager—Purchasing Research 
United States Steel Corp. 
Pittsburgh, Pa. 


Your editorial index for 1955 will be 
most useful. There are many occasions 
when questions arise for which published 
articles provide answers or at least con- 
structive suggestions. I am sure that 
your index will be widely used. 

J. J. Summersby 
Vice-President—Purchasing 
Worthington Corporation 
Harrison, N. J. 


Receipt of this index has been the 
means of solving one of the problems we 
have in our department, attempting to 
cross-index important information which 
comes to us monthly through the pages 
of PurcHASING Magazine. 

W. C. Pink, Pur. Agt. 
Empire Brass Mfg. Co. Ltd, 
London, Ont., Canada 


As chairman of our local educational 
committee, and also personally, this in- 
dex will be of tremendous value. Thank 
you again for this aid in using the very 
informative articles which have been pub- 
lished in the past. 

J. K. Brownhill, Pur. Agt. 
Horton Steel Works Ltd. 
Fort Erie, Ont., Canada 


Your PURCHASING editorial index is a 
major achievement ...a worthwhile tool 
to any person in procurement. I hope you 
make it an annual feature of your maga- 


zine service. 
A. G. Pearson, Staff Asst. 
Procurement Research 
Northrop Aircraft, Inc. 
Hawthorne, Cal. 


Congratulations for initiating this very 
useful supplement to your excellent maga- 


zine. 
A. W. Redfield, Dir. of Pur. 
The Huron Milling Company 
Harbor Beach, Mich. 


Arrival of your index was most timely, 
as we were in the process of establishing a 
McBee Keysort system of indexing many 
of the articles we wanted for reference. 
The index will save us a considerable 
amount of time and effort. 

W. I. Taylor, Gen. Pur. Agt. 
British American Oil Co. Ltd. 
Toronto, Ont., Canada 


We have been keeping a similar index 
here month by month, but if your index 
is to be a service henceforth, I will dis- 
continue ours and rely on yours, which 
is so very well prepared. 

H. R. LaFortune 
Mer., Purchases and Stores 
Sacramento Utility District 
Sacramento, Cal. 


We shall find this index most useful 
and helpful in locating articles and infor- 
mation contained in PurcHASING Maga- 


zine. 
Peter Miles, Pur. Agt. 
Streeter-Amet Company 
Chicago, III. 


This index will save quite some time 
in looking up information in 1955 issues. 
W. J. Wallace, Dist. P.A. 
Aluminum Co. of America 

East St. Louis, Il. 


This is really one of-the extra special 
services of PurCHASING. I am forever 
trying to remember which issue “that” 
article was in. Thanks to you all. 

A. M. Axtell, Pur. Agt. 
Johns-Manville Products Corp. 
Watson Plant 
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NEW... Improved die-cast aluminum rotor 








OLD-STYLE ROTOR DESIGN, SHOWING HOW 
PART OF THE ALUMINUM CONDUCTOR BARS 











NEW, IMPROVED EMERSON -ELECTRIC ROTOR 
END-RING DESIGN, WHICH ELIMINATES 
NEED FOR FINISH TURNING. 











New end-ring design assures more years of trouble-free service, 
provides superior strength,’ durability and operating efficiency 


The introduction of the improved 
Emerson-Electric rotor-end-ring design 
obsoleted ordinary rotor construction. 
It was unreliable and often resulted in 
motor trouble, also possible damage to 
associated equipment. 


This was due to the fact that in chamfer- 
ing, or finish-turning the rotor periph- 
ery, steel and aluminum flakes were 
often left on the cut. In a power motor, 
these chips or flakes could lodge between 
the current-carrying wires of the stator 
winding and cause a short. In a hermetic 
motor, if the chips got past the winding, 
they would certainly become lodged 
somewhere in the refrigeration system 
and could cause a compressor to fail. 


Now, Emerson-Electric rotor-end-ring de- 
sign has eliminated these damaging 


Emerson-Electric 


possibilities, by eliminating the need 
for chamfering. 

Basically, with this new design, no active 
material is removed from the rotor— 
therefore, no chips can be left to cause 
damage or failure of the unit! 


There are added advantages: Increased 
contact area between the end rings and 
the aluminum conductors provides a 
better path for current flow. Spreading 
of laminations is avoided, because of the 
stronger support of the end laminations. 


This is but one of many Emerson-Electric 
“highlight” features that appeal to de- 
signers and manufacturers of motor- 
driven equipment. It is another reason 
why Emerson-Electric has been recog- 
nized as a leader in the design of motors 
for more than 60 years. 








Call on 
Emerson-Electric 
motor-drive 
specialists 


Consult Emerson-Electric specialists 
on any phase of your motor-drive 
applications. Their wide experience 
is valuable, whether you’re design- 
ing or re-designing for performance 
and sales. Write for Bulletin No. 
M-37. THE EMERSON ELEC- 
TRIC MFG. CO., ST. LOUIS 21, 
MISSOURI. 


of St. Louis + Since 1890 


BRANCHES: NEW YORK 7, N. Y., 11 Park Place + CHICAGO 23, ILL., 1623 S. Pulaski Road + SYRACUSE, N. Y., 209 Oakley Drive 


PHILADELPHIA (Secane), PA., 868 Quince Lane 


LOS ANGELES 42, CALIF., 5415 York Blvd. 


+ DETROIT 7, MICH., 1375 E. Jefferson Ave. - 


+ DAVENPORT, IOWA, 617 Brady Street - 


CLEVELAND 16, OHIO, 1580 Rockland Ave. 
CINCINNATI 11, OHIO, 2917 Ratterman Ave. 


For More Information Circle No. 415 on Inquiry Card—Page 17 


June, 1956 


327 





adave rtISe [S in this issue 































































































































AAO 
ROMA 
Cleveland Container Co., The «w- 238 Hudson Pulp & Paper Corp. .........:++ 204 
Cleveland Twist Drill Co. ........ . es ee Hunter Spring Co.  ......ccsccss. 316 
Colorado Fuel & Iron Corp.., Hussey & Company, C. G. 56 
Wickwire Spencer Steel Div oa ee I 
Columbia-Geneva Steel BENS: simnsevscensseen 325 Illinois Gear & Machine Co. ceccccccccoceeeeseee 971 
Columbia Southern Chemical Corp. .... 121 Illinois Tool Works, Shakeproof 1 195 
. Continental Bearings Corp. ...... winan Se inland Steal Go ee 3 
T) Continental Can Company ........... on : ne Son ee ae 
Continental Diamond Fibre Div. of alii tilts Po sn il 
the Budd Co., Ine. .......... seacenh 80, 191 Jefterson Chemicé ey, snc. . " 
: Continental Rubber Works . weve 304 : ~' ne meg Cyanemn “. og 
17 Continental Screw Co. . : Ry Je@nk s srs. seseeeeenee cee snenceeesenesees 
Continental Tool Works Div. ... 45 Johnson Gas Appliance  q........-.s0 a 158 
( Cooper Alloy Corporation . ae 294 Jones & Laughlin Steel Corp. ........134, »” 
Cooperweld Steel Co., K 
| Ohio Seamless Tube Division ............ 251 eg ee a 
j Cordley & Hayes pase dnabtbboastooncecasseeianieel 156 Keasbey & Mattison 
vw Crane Company sidhetaiiceliiadviinia a ot Kex National Service 
arene Packing Co. .... oon ae Keystone Steel & Wire Co. .....cccssssecese 308 
| Crucible Steel Co. of America 21, 221, 292 . 
of Americ: D L 7 
ASS . 0.» R ne. ‘ fae. ie. et De Laval Steam Turbine Co ne 128 Lamson & pastone £o- — a 141, 275 
peo Pr a 2 C tetsiccnde Detect Scales, INC. .............cc.000. .. 284 i e ars rocucis \0., iM. ae 
oping JQUCES WG.  ccoosces av Se eae . sen Union Carbide & ¢ arbon Corp. ........ 27: 
hes imid Company, a Detroit Stamping Co. oo... woe 156 LAMCAT, IMC.  ....csceecerscsresnsersescsseeersnce sees . 
Resins Div. 16, 181, 182, 183 Disston Div., Henry, H. K. Porter Link Belt Co. ... 
( ompany — asain old Company, igen 43 Lunkenheimer C ‘ompany d 
Rubber Co. sesteettetenee CED Dockson Corp. ........ 254 Lyon Metal Products, INC. ............000. 151 
~->ly  cgnighcan tpaiimeaine Oe F Dolge Co., C. Be css... ian 
TOW CO. cocereceseeecseeee 5, . Dow Corning Corp. .... wee 205 _ : 
1 & Wire Co. ... wee OLD Dunbar Bros. orp. ee ee Mall Tool Co. fee eeihinie 
pl . De ry Telegraph ' Du Pont DeNemours & Co., sel oem, 2ae. 2 ; 
es ep scccccecvesececs ") 95 987. 399 Mas > Slec a) 2 
Corp 249 Inc., E. I. mee tee “3 2 Master Products C 
ing & Mig. Oi cancun. 30 E oe | as OS 2 ene 
Mining Co. & Eagle Lock Co., The . 141 Metalab Equipment 
a ae Eaton Mfg. Co., Foundry Div pict oes ae Metal & Thermit ....... 
il ¢ Elastic Stop Nut C orp. of America .... 159 MICRO SWITCH, a Division of Min- 
& T Eleo Tool & Screw Corp wig Se neapolis-Honeywell Regulator Co. .. 63 
Sprit Emerson Electric Mfg. Co das Milford Rivet & Machine Co. ................. 136 
wi Enterprise Galvanizing (C: 282 Miller Company, The  ........c.ccccccceeeseeoes . 298 
Essex Wire Corp., Cords Ltd 321 Minneapolis-Honevywell Regulator 
Wileox, Tubular Prod- Esterbrook Pen Co., The .. 78 Co., Industrial Div. .........crcrecsecrsrcee 2ST 
tting Evans Rule Co. . his Mt. Vernon Casting Corp. ......... eS sci 
( Ever-Ready Label Corp 
Ex-Cell-O Corporation P ' _ N : 
1 Exide Industrial Div.. The National Folding Box Co., Inc. ............ 196 
pS eee: aes Electric Storage Battery Co < oe National Lead Company  .......cccccsscsrrreee 204 
Ltd.. The Wallace DEREROMNEE ZI SD. -icccnsensisicrceceestennseces > nae 
n-Raymoné ......... i . om 5 a a National Screw & Mfg. Co., The ..... woe 141 
The Fafnir Bearings Co ve oe O09 National Tube Company .e.cesccccccccsesseeee B25 
Me as Fairbanks Company... vee 166 National Vulcanized Fibre ececcontntied . 314 
_ ik, Federated Metals Div., American : Newark Wire Cloth Co. ..... a a 
= Mi Ci Smelting & Refining ye oo. ee New Departure Div. of G oneral : 
n Co.. The 141 Flexonics Corp., Chicago Met: al at Motors Ce. a 
Mfc C Subsidiarv. ie Hose Div. seseeeee ees ; 212 New York Twist ‘Drill Company ....... 272 
5. : — ‘ Forest City Foundries Co : .. 260 raring , a 
Metal Prod. Co. of Detroit 10 2 “ ‘ * = Norgren Co., . A. 
915 eee: at Paper CO... 3rd Cover Norton Company 212 
Tag ak Wantage ty nat amit eat a ae pa “oste Rie Mids Ee’ cudvecsaisdatmssecssevevssboasccescsseve QMS y ine Truck & Caster Co. .........:.... 276 
Dir a French & Hecht Div.. Kelsey- Nutting Truck & Caster 
is 3 047 Hayes Wheel Co. ............... os O22 1) 
The 2 329 G Oakite Products, INC. ...........0...s0000...sccsssees a 
, “49 , ‘ <iiae are r COGS. SREROR COI iisdeerirtecsccncinirccrcterns 5 
te. : 4 a : CO he ag amar" RS ont Ohio Div., aapoelatel Spring Corp. .... 163 
va “ pow ott bi a FCOPEE KK. ..0-ceseeeeeee 140 Ohio Seamless Tube Div. of Cop- 
230 — peer ay z iets = METwWeE]d Steel] CO. ......0....esececscoreseccrscseesoos 251 
"Es Dy aitiatietractaekte abaas 300 ete ontainer Corp. ..... ora Olin Mathieson Chemical Corp., 
; acunbackdiveasctashesadeclinahdl 3 xeneral Electric Co. ss estionte Waner Seen. wee 
Air Conditioning & Water Coolers .... 167 rostkra ‘ at : : : 
Apparatus Division 60, 61, 138, 139, CS TE, Ss sccccetheteeniera ah ticeasecntenee : 
ctronics & Trans- 293.314 p 
rp. TREE EES Ee = fetet 5a ; 
Mills, Inc. ........ pe, EAMD DAVIGIOM areenrevsvrerseserrrsesererrovornne 159 Page Fence ASSOCiation ...ccscvcctecsssescssssee 276 
‘nt. Clonee Dp oo a 0, A eee . 164 Pace Steel & Wire Div. 
i r amps any eeerecesocese Gibson Bros. Co. TR 163 Penk alc Div. + eben 
o., The ere 2 Gilbert Paper Company ............ 180 A. A T oi: SS en 297, 141 
Allov Tul 2 ope renege Goodrich Industrial Product 5 — e ioeatae COND oe i, 
= gases ov. omer, a 7 eT ee - 2 eons. ‘ — 
2 de cccecceces roodvear ire x 2 »yber ‘O. ne 9, 93 On — davvcccccccccccsseescvescesescesteesecessees iseeeseseseeessssces St ” 
rew Co CPI EEE 4} ; idl oe - ee BARE 2 REE ee ONS 141 
lectric Company “ Gould: National Batteries. 1 am = Phila. Bronze & Brass Corp., Sub. of 
weoOM rraybar Electric 0... Ine . P. R. Mallory & Co. “s 
oh a Prccormes =) <a Lepaihdiidad 394 Great Lakes Screw Corp....... . 141 Phil: delpt ia Gear Works 
{ izineering Co. ........... a6 Grinnell Co.. Ine. ......... —o ‘ ae vag eo Glas Co 
& 2s at Ss “a ae 4 Gulf Oil Corporation . Ste: jet, inter: age. oh tes s — 
hie QD.  sevccececcccccecsncscoeseces « bd 

Moore Hoist Division ¢ ‘olum~ H Polyken Products Div of Kendall Co. 49 

Kinnon Chain Corp. 272 Harper Co., The H. M. ....................-64, 141. © Polymer Corp. of Pa., The 3 
Gear Company NS oe ene 236 POR. WROD: neice. soccestientnintetn Whecac tories 

6 OU CGe acute Heller ~S Ss ee. Simonds a ed s Vanney Yr 

1lipment Co., Industri: Saw OO ere sukanisasming ec a recision Castings Co. 

2, A ca ae Se SE 5! Hewitt-Robins, Inc. ......... abiseiietastene Ree ae Progressive Manufacturing Co. ‘ 
Adve rtising Section aS Hillyard Chemical Co. ...... eae ae 37 ion of the Torrington Company ae 319 
Cap: Bane CG. i iccoscntia’ e Hinde & Dauch ............ ig eee PURCHASING MAGAZINE ............... vases ee 

PURCHASING 








16 vw 6 eat OFF 


PROPERTY AND APPLICATION DATA 


ON THESE VERSATILE ENGINEERING MATERIALS: 
“ZYTEL,” “ALATHON,” “TEFLON,” “LUCITE.’’ 
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How the properties of Du Pont LUCITE” 
deliver better value i ide variety of product 
} 
; 
LIGHT-DIFFUSING properties of “Lucite” are EASILY MOLDED “Lucite” eliminates many costly SHATTER RESISTANT “Lucite” assures safer and 
. utilized in these corrugated ceiling panels, in- machining and assembly operations in the longer service in the panels of this new 
suring maximum light transmission without manufacture of this twin juicer for Westing- kitchen ventilator. These attractive, sparkling- 
glare. These lightweight units have exceptional house refrigerators. “Lucite” resists the action clear panels of “Lucite” resist aging, sunlight 
strength, durability and freedom from discol- of fruit juices, and its clarity makes it easy and moisture... have light-transmission prop- 
) oration. Readily fabricated in modular size to inspect for cleanliness and sanitation. erties comparable to those of finest optical 
units, they offer years of peak lighting per- (Molded by Chicago Molded Products Corp., glass. (Molded by Plastic Department of Gen- 
formance. Chicago, Illinois.) eral Electric Co., Pittsfield, Massachusetts.) 
{ 
5 
r 
' 
8 
; 
s 
1 
6 
1 
1 
: cLarity of “Lucite” gives sparkling display to ATTRACTIVE COLORS, either transparent, trans- BEAUTY of “Lucite” adds a distinctive and dec- 
small items, such as electrical components and lucent or opaque, give added beauty to signs orative touch to manufacturers’ emblems. 
8 miniatures of larger products. Parts can be made of “Lucite”. Easily molded or extruded, “Lucite” resists chipping, cracking and craz- 
2 embedded either singly or in patterns giving signs of “Lucite” give long-lasting service, in- ing . .. gives years of sparkling identification 
> exploded-view effects . . . can be handled in- doors cr out. (Sign by Lackner Sign Company, and sell. “‘Lucite’’ comes in attractive trans- 
6G definitely without losing promotional value. Cincinnati, Ohio, for Oertel Brewing Com- parent, translucent and opaque colors. (Em- 
(Manufactured by Plastics Developments, Inc., pany, Louisville, Kentucky. “Lucite” extruded blem by Hoosier Cardinal Corporation, 
8 Attleboro, Massachusetts, for Tung-Sol Elec- by Gering Products, Inc., Kenilworth, New Evansville, Indiana, for Detecto Scales Cor- 
5 tric, Inc., Newark, New Jersey.) Jersey.) poration, New York, New York.) 
1 For the manufacturer... for the user... “Lucite” acrylic The attractive clear or colored finishes withstand the effect of 
5 resin offers many distinct advantages. It is easily injection- chemicals and weather. 
1 molded, compression-molded or extruded and can be formed The unique optical properties of “Lucite” can be employed 
into extremely intricate patterns. “Lucite” is light — about in many beautiful “edge” or “pipe” lighting effects. Complete 
16 one-third the weight of glass — but possesses outstanding op- property and application data are available. To learn how 
49 tical properties. Certain compositions of “Lucite” are avail- this remarkable Du Pont engineering material can best satisfy 
11 able that are form stable at temperatures as high as 208°F. your requirements, clip and mail the coupon below. 
4] wu eee i 
95 NEED MORE E. I. duPont de Nemours & Co. (Inc.), Polychemicals Department 
g an os 9° ° ° 
19 INFORMATION? Room 376, Du Pont Building, Wilmington 98, Delaware. 
a6 : “an 
49 In Canada: Du Pont Company of Canada Limited, P.O. Box 660, Montreal, Quebec. 
61 Clip the coupon for additional Please send me more information on DuPont “Lucite” acrylic resin. I am interested in 
02 data on the properties and ' evaluating this material for 
Va i 
19 applications of this Du Pont | Name a: Position 
12 . . . } 
engineering material. | Company 
NG | Street City & State 
Type of Business 
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WHAT’S YOUR C.Q. 


*COMPRESSOR QUOTIENT 


In-line or V-type—which is more efficient? In cer- 
tain fields, this is a hotly debated subject. In compres- 
sors, however, most authorities agree that the V-type 
design provides better balance, smoother running, and 
better cooling. Besides building only the more efficient 
V-type design, Worthington casts each cylinder sepa- 
rately from the crankcase. Air thus flows completely 
around the isolated cylinders, increasing efficiency and 
saving power dollars. 


Why is this connecting rod ‘‘aerodynamically”’ 
sound? This articulated connecting rod design assures 
smooth effortless operation, less bearing wear and longer 
life. It’s used in all Worthington radial compressors 
because it lowers crankpin bearing pressure. One large 
bearing carries peak connecting rod loads which occur 
at successive intervals. It’s aerodynamically sound be- 
cause the design is also used in all modern radial air- 
craft engines. 


What important maintenance feature is he demon- 
strating? When a compressor is operating, valves open 
and close as many as thirty-three times a second. Valve 
maintenance is therefore of major concern to all users. 
Unlike many other makes which require replacement 
of the complete cylinder or head, all Worthington com- 
pressors are equipped with individually replaceable 
valves and valve guard seats. This is just one of the 
many Worthington features which save you time and 
money. 


PC. 6.3 


To increase your C.Q., write today for the complete story on Worthington’s line of standard 
compressors. Ask for bulletins H-630-B1 and H-605-B3C. Address Section PC63, Worthington 
Corporation, Harrison, N. J. In Canada: Worthington (Canada) 1955, Ltd., Toronto, Ont. 
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BUY THESE WORTHINGTON STANDARD PRODUCTS FROM YOUR LOCAL DISTRIBUTOR 
Air Compressors « Pumps + Multi-V-Drives + Allspeed Drives 
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) MATERIALS-HANDLING NEWS 








* Panel Discussions by Bassick, World’s Largest Manufacturer of Casters and Floor Protection Equipment * 











Freight 








Here’s how the freight dock of the 
McLean Trucking Company of Winston- 
Salem, N. C., looks at rush hour. Credit 
for the obvious lack of confusion in han- 
dling up to a ton of freight a minute goes 
to McLean’s dragline system—with a 
healthy assist from Lewis-Shepard trucks 
and dollies, equipped with Bassick casters. 





Stratocruiser in traction cast 


Damaged right wing of this Strato- 


ment by five 1820-lb. pig iron blocks 
after an incident in Iceland. 

Lockheed Air Service-International 

| the plane back in action five months 
after the crack-up. Supplying traction 
here are the heavy iron blocks on a Bas- 
sick-equipped dolly, both of which were 
made available by local contractors. 
rhey’re the new Bassick casters with 


dock—fast handling 


cruiser is being warped back into align- | ' 





combination swivel and wheel brakes. 


For More 





~ 
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Sealed Construction 
for longer 
life 


> pattie ring 


keeps dirt out 






Retainer keeps 
grease in 


Sealed wheel 
bearing 











Why Bassick casters? Easy rolling; depend- 
ability and Bassick’s sealed construction, 
shown above, that virtually eliminates lubri- 
cation maintenance. 





i 


Puts maintenance on wheels 





Skil Corporation of Chicago, experts in 
preventive maintenance, have their lubrica- 
tion problem well under control. By cutting 
the number of lubricants from 30 to 7, set- 
ting up a card file schedule, and using 
Bassick-equipped lubrication carts, they’ve 
practically eliminated lubrication negligence. 
Rolling easily on Bassick casters, the lubri- 
cation cart, above, helps simplify scheduled 
lubrication of machines and equipment. 





The old... 


TiHhrs dewE Peanee seenDrINnT tee T 





George Washington’s desk here has to be 
looked at closely if you want to see the cast- 
ers it rides on. A close look at your own 
shipping or production line might uncover a 
job smooth rolling, easy swivelling, econom- 
ical Bassick casters could take off your hands. 


and the new... 





The Recording Oscillograph (made by Wm. 
Miller Instruments, Inc.) and the Bassick 
“Floating-Hub” casters it moves on in pro- 
duction are both among latest developments 
in their respective fields. The cathode ray 
oscillograph is used in studies of rocket 
structure, jet engines, and supersonic pro- 
pellers. Spring-controlled Floating-Hub 
casters not only provide mobility but pro- 
tect the instruments from shock, vibration. 





Materials-handling costs, usually 30% of pro- 
duction costs,are easiest to cut. Your indus- 
trial distributor can save you the cost of 
storing large stocks. He suggests cost-saving 
methods and equipment. He saves you time 
in ordering, in emergencies. 


<T THE BASSICK COMPANY 
We 


. 4 Bridgeport 2, Conn. 


In Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 












MAKING MORE KINDS OF CASTERS .. MAKING CASTERS DO MORE WARNER) 


Information Circle No. 419 on Inquiry Card—Page 17 


PuRCHASING 








tt Fit 


7 ee |. 


NG 


— 





7 


AIR 








Save the coat, Walt... 
I’ve got 

FORT HOWARD 
PAPER TOWELS! 


No need to furl the farthingale . . . not when Fort Howard Paper 
Towels absorb so much moisture so quickly — yet stay strong and 
firm when wet! What’s more, Fort Howard’s Acid-Free Paper means 
kinder, gentler drying, too! 


Call your Fort Howard distributor . . . and let him recommend the 
towel service that fits your specific needs, from Fort Howard’s 18 
different grades and folds. 


, FORT HOWARD PAPER COMPANY, Green Bay, Wisconsin 


For 37 Years, Manufacturers Of Quality Towels, 
Toilet Tissue and Paper Napkins 
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These “Hospital Willves” for OXYGEN 


now serve many industrial needs 


i JENKINS Bronze Globe and Angle 


with TEFLON disc and packing 





. =* - = a - , 7 —~ 
nkins Figs. 504 and 505 Bronze Globe we FX | 
4 \__ ee . 
, * - 


nd Anglé Hospital Valves were de- 
signed for the critical requirements of —_ ia Complies fully with “Standards for 
controlling oxygen, nitrous oxide, or Non-Flammable Medical Gas Systems" of — 
aa gdh F “ anh ae . h teal } NATIONAL FIRE PROTECTION ASSOCIATION 
eS ee eee NATIONAL BOARD OF FIRE UNDERWRITERS 
services. Industry was quick to note the AMERICAN HOSPITAL ASSOCIATION 
unique adyantages, and they are fre- — - , 
quently specified for systems carrying . | | TEFLON Disc and Packing 
gaseous fluids for heating, cooling, light- . 
ing, and processing, where pressure does : DuPont “Teflon” is a tough, “waxy” 
exceed 400 psi, or temperature a mar seid, grove in coler, 
> tasteless and odorless, non-adhe- 
1aximum of 150° F. sive and frictionless. Teflon’s high 
Fitted and tested to comply fully with | . | resilience assures perfect contact of 


" we sificati “ap ‘tal disc with lapped, crowned seat for 
all Association specifications for hospita gastight closure. Packing is one- 
services, they have the “extra value” piece ring of Teflon, provides de- 

RM : 3 7 - pendable leak-proof seal with 
construction throughout that is assured light compression. 


by Jenkins quality standards. Reinforced Body Casting 

High strength bronze body is 
ribbed along bottom centerline 
providing extremely high factor of 
safety. Guards against distortion 
from vibration, shock, or pipe 
strains. 


detajls—find out how these valves 
improye efficiency and economy in 


ILILILIRL OD 


hookeps for critical service. They 
inotheg example of the broad range 
valves for every service” in Jenkins’ 

cr ym ple te line, 


Degreased 
All bronze parts are thoroughly 
degreased before assembly. 


Polished Spindle 
Alloy bronze spindle is polished 
to permit easy turning and assure 
leak-proof seal. 


Kir it 


Sizes and Pressure 
4 Y%4" to 2” 400 Ib. O.W.G. 


non ee 
from your Jenkins Valve 
Distributor, or write: LOOK FOR THE JENKINS DIAMOND 


Jenkins Bros., 100 Park 
Ave., New York 17. Ask Siney 
for Bulletin 116. 186 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERY WHERE 


iste 
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